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Selling 


MultiKopy 


and 


STAR BRAND RIBBONS 


for mo 


( NE of the advertisements 

of the series, showing hou 
MultiKopy and Star 
Brand are being advertised in 
the Saturday Evening Post 
Sunset Magazine, and Gregg 
Writer, Rotarian and other 


magazines 
























dern methods 


IDE-AWAKE stationers everywhere are 
taking advantage of MultiKopy and Star 
Brand national advertising. This advertising 
sells the use of the right carbon paper for each 
particular job—the modern method of using 
carbon. And then it sells MultiKopy as the mod- 
ern carbon paper for use in the modern way. 
Thousands of carbon paper customers are 
writing in for Webster’s Little Handbook that 
tells them quickly just which kind, weight and 
finish of MultiKopy Carbon Paper to use in 
simplifying their work. 

The missionary work—the hardest part of 
the selling job—is done for you. Have Multi- 
Kopy Carbon Paper and Star Brand Ribbons 
in stock, and finish the job by selling your cus- 
tomers the type they need. No time wasted, 
satisfied customers, and more profits for you. 


F. S. WEBSTER COMPANY, Incorporated 
338 CONGRESS STREET, BOSTON, MASS, 






TRADE 










Carbon Papers 


A kind for every purpose 








F. S. Webster Company, Incorporated, 
338 Congress Street, Boston, Mass. 


Gentlemen: Kindly tell me about the Webster Way 
and the Definite Selling Plan. 
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§ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


§ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
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Rpplian tS 


Published on 





the First Day 


of Every Month by 


THE OFFICE APPLIANCE Co. 
417 S. Dearborn St., Chicago 


EVAN JOHNSON, Presiden 


Cc. F. MALHOIT, Treasurer 


N A. “GILBERT, Secret 


C. H. EVERLY, V. President 


Cc. MILLER, V. President 





H.W. MARTIN, Assoc. Ed. OTTO KNEY, Asst. Ed. 
J. A. PALMER, Cir. Mgr. B.C. WALLSTEN, Mgr. Copy Dept. 


G.C. WHEELER, Manager Service Bureau 





C. H. EVERLY, Eastern Mgr. 


1601 Pershing Square Building, 
Phone As 


D. N. BRIGGS, Asst. Mgr. 
100 East 42nd Street, New York 


hland 8319 








by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 


{ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
the industry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the fieldit serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 
{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


q “Office Appliances” is reg- 
istered in the United States 
Patent Office, Washington, 
i 


{ COPYRIGHT. Contents 
covered by Copyright, 1929, 
by The Office Appliance 














The Advertising—Merchandising 
Liaison—Abstracted from the 
Nation’s Business ............ 21 








DE ch dendchewesds atawenn 44 
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a 
Accounting Devices Co. lov 
Acme Staple Co 150 
Add-A-Unit Partition Co. .229 
Addressograph Co 55 
Adjustable Table Co 222 
Aigner, G. J., & Co 232 
Ajax Time Stamp Co 135 
Allen & Co 210 
All-Steel-Equip. Co 237 
Alma Furniture Co 241 
American Clip Co 175-6 
American Electric Co 76 


American Embossing Co 226 
American Lead Pencil Co.. 69 


Amer. Multigraph S. Co 77 
American No. Machine Co. .150 
Amer. Writ. Mach. Co jo an 
Ames Safety Envelope Co. .230 
Ames Supply Co 189 
Arlac Dry Stencil Corp 153 
Art Metal Construction Co..171 
Atias Staty. Corp 196 
Ault & Wiborg Co., The . 97 
Aurora Metal Cabinet Wks.241 
Auto. File & Index Co 105 
Auto Pencil Sharpener Co. .233 
Autopoint Co 159 
Auto-Typist Co 216 
Azora Rubber Co . -233 
B 
Bachrach Specialty C¢ 208 
Balto. Index Mfg. Co 230 
Bankers Box Co 56 
Barr-Morse Corp 141 
Beach Publishing Co 235 
Bentley & Gerwig 162 
Bentson Mfg. Co 191 
Berger Mfg. Co 95 
Bettcher Stp. & Mfg. Co 200 
Boorum & Pease Co 57 


Bridgeport Pen Co., The 218 
Bristow, Stanley R 237 


British Stationer . -238 
Brown, L. L., Paper Co 232 
Browne-Morse Co 164 


Buckeye Rib. & Carb. Co... 72 
Bump Paper Fastener Co..153 


Buro-Bedarf-Rundschau . 238 
Burroughs Add. Mach. Co. .244 
Bushnell, Alvah, Co 240 
Bushnell Mfg. Co 234 
Business Aids Co 219 


Cc 
Canode Ink & Off. Sup. Co. .13 
Carpenter, E. W., Mfg. Co. .23 
Central Paper Co 20 
Clarotype Co., The 23 
Clemetsen Co., The 61 
Columbia Rib. & Carb. Co. .161 
Columbia Steel Equip. Co. .168 


Colytt Laboratories, The. ..237 
Conklin Pen Co., The . .186 
Conrades Mfg. Co 221 
co Cc A. Go . -204 
Cook, H. C., Co 216 
Corona Adding Mach 127 
Corona Typewriter 58 
Corry-Jamestown Mfg. Co. .225 
Crocker Chair Co 222 
Crown Ribbon & Carb. Co. .229 
Currier Mfg. Co 221 
Cutler Desk Co 96 
D 
Davenport-Taylor Mfg. Co. .147 
Defiance Sales Corp , 206 
Derby, P., & Co., In 106 
Detroit Metal Spec. Co 113 
Dick, A B., Co 63 
Dictaphone Sales Corp 59 
Diebold Safe & Lock Co.139-40 
Diemer, John F., Co 202 
Dietz, The J. F., Co 224 


The C. L., Co 231 


DeNemours. .181 


Downey 
DuPont, E. I 


E 
Eaton, Crane & Pik« 205 
Economy Seat Co 208 
Ediphone, The 153 
Edison, Thos. A Inc 153 
Elliott-Fisher Co 87 
Emerson Electric Mfe. Co. .204 
Empire Chair Co 225 
Englewood Desk Co 65 


Erskine, W. W 145 








advertisers and 


any disagreements 








Esterbrook Steel Pen Co. .233 
Eureka Blotter Bath Co...228 


Evansville Desk Co.........203 

Eveready Mfg. Co sonnaduee 

Excelsior Ink Co 237 
F 

Faber, A. W. . 236 

Faber, Eberhard 116-17 

Faries Mfg. Co... . 204 


F-B Mfg. Co... iin 200 
Featheredge Rubber Co 
Featherwt. Eyeshade Co.. .233 


Feathwt. Paper Co.... 227 
Filing Equipment Bureau. .112 
Flaven -aeeeeeebeacs 236 
Force, Wm. A., & Co......149 
Fox, Geo E.. & Co _ 60 
Free Hand Binder Co 198 
Fritz-Cross Co., The....... 88 
Furnas Furniture Co 221 
G 
Gardner, P. A., Lthr. Wks. .236 
General Eclipse Co 229 
General Firpr. Co ~. 4-5 
General Office Equip. Co 87 
General Pencil Co... —— 
General Typewr. Exch.....144 
Globe-Wernicke Co 121-2 
Goes Lithographing Co.....167 
Graff, George B., Co . 214 
Great Northern Hotel. 225 
Gunlocke, W. H., Chair Co.220 
Gunn Furniture Co., The 174 
Guth, Henry L., Assoc.....208 
H 
Hahn, Arthur W... 236 
Hanson Bros. Scale Co 23 
Harter Corp., The 2 
Harvey, Fred W., Co..... 4 
Hellesoe, Hans H ‘ 234 
Heywood-Wakefield ee 
Higgins, Chas. M., & Co... .207 
Hoffman, L ‘ — 234 
Hoge Mfg. Co .-214 
Hoosier Desk Co. 205 
Horn, W. C., Bro. & Co....235 
Hotchkiss Sales Co. 94 
Hunt, C. Howard, Pen Co. .192 
1 
I. D. L. Mfg. Corp 145 
Ideal Linoleum Top Co... .209 
Ideal School Supply Co....214 
Imperial Desk Co..... 100 
Imperial Mfg. Co 226 
Imperial Methods Co 189 
Imperial Steel Cabinet Co. .203 
Impvd. Boehner Binder Co. .235 
Indiana Desk Co , 185 
Ink-Out Mfg. Co 210 
Invincible Metal Furn. Co. .118 
Irving-Pitt Mfg. Co 99 


J 


Jamestown Metal Desk Co $2 


Jamest'n Metal Equip. Co. .166 


Joslin 4. D Mfe. Co . 160 
K 

Kay-Dee Co . ...-101 

Kiggins & Tooker Co......232 

Kihn Bros : » 231 

Kobler & Co., In« 235 


These advertisements present the prod- 
ucts of the leading manufacturers in each 
division of the industry. 


ground for honest differences of opinion 


the publishers obviously cannot under- 
take to guarantee transactions between 
customers. 
however, offer their service in resolving 
between advertisers 
and customers, which result from 

tions established through the journal 





Because of the 


They do, 


rela- 








Kohihaas Co., The......... 98 
Kwikstik Co ; a te 
.. 

Lamb, Geo. L —— 
Lawrence, B. E., & Co....236 


Leipzig Trade Fair... ..177 
Leopold Desk Co . 157-8 
Lewis Ball-Bearing Inkwell 


Co ; ot it coce cae" 
Lincoln Rubber Key Co....151 
Listo Pencil Corp.... . 204 
Little, A. P., Inc.... . .206 
Lloyd, W. G., Co.. onecke 
Loose Leaf Metals Co......221 


Luther Ink & Stp. Pad Co. .228 
Lyon Metal Products, Inc. .111 


M 
Macey Co., The oe we 
Manifold Supplies Co 51 
Marble & Shattuck. 217 
Marchant Calc. Mach. Co.. 81 
Markilo Co... rere 
McGill Paper Prod., Inc 219 
Meilicke Systems haa 146 
Meilink Steel Safe Co... 64 
Metal Office Furn. Co....78-9 
Meyer & Wenthe —— 
Miller Bros. Pen Co........232 
Milwaukee Chair Co. ...... 66 
Mittag & Volger, Inc 49 
Mohler, A.... waar 
Mon Bureau. re 240 
Moore, John C Corp. . 190 
Moore Push-Pin Co «seal 
Multipost Co isbbiceaguee 
Mun-Kee Products Corp...137 
Munson Supply Co.........114 
Murray Publishers.. 199 
Mutschler Bros. Co 53 
Myrtle Desk Co . ..108 
N 
Natl. Business Show Co... .243 
Natl. FiberstoK Env. Co...197 
Natl. Vulc. Fibre Co , - 201 
Neidich Process Co. . .184 


Neva-Clog Prod., Inc..144, 182 


N. Y. Silicate Bk. Slate Co.231 
Northern Corrugating Co 98 
°o 
Gia ees, Ga ccawensckenceee 
Old Town Rib. & Carb. Co.196 
Onken, The Oscar, Co......217 
Orpin Desk Co... sesetesnee 
Orthwine, R eee 
Oxford Filing Supply Co..178 
P 
Pacific Carb. & Rib. Co . 155 
Parker Pen Co 103-4 


Parrot Speed Fastener Cp. .146 
Peerless Carb. & Rib. Co. .218 
Peerless Key Co., Inc... 141 


Peerless Wire Goods Co....215 
Pelouze Mfg. Co iosa8ennee 
Phillips Rib. & Carb. Co..170 
Pierce, S. K., & Son Co... .207 


Pittsburgh Tw. & Sup. Co.230 
Polar Mfg. Co 
Polk, R. L., & Co venenge 
Portable Adding Mach. Co. .127 
Premier Metal Products Co.220 
Purcell, E. E ; on oe 





Quality Park Envelope Co.. 82 
Queen Ribbon & Carb. Co..214 


Quigley Furniture Co......217 
R 

Readeasy ~— een wee 

Regal Typewriter Co - a8 

Reiner’s Rotaprint, Inc....130 

Reliable Tpr. & A. M. Co. .234 


Roberts Num. Mach. Co.211-12 
Roberts. Weldon, Rub. Co 54 


Rockwell-Barnes Co.. ..190 

Rotospeed Co.. ; -.144 

Royal Typewriter Co......136 
Ss 

Sainberg & Co., Inc — 


Sanford Mfg. Co aa 198 


Sanymetal Products Co....225 
Schollhorn, Wm., Co......119 
Searles Elec. Weld. Wks. .227 
Seneca Falls Rl. & Blk. Co.229 
Sengbusch S-Cl. Inkstand.163 


Service Steel Prod. Corp. .207 
Sesamee Co., The erry 
Shaw-Walker Co.. .115 


Sheaffer, W. A., Pen Co. 90-91 
Sheppard, C. E., Co....... 54 
Sherman-Manson Mfg. Co. .217 
Shipman-Ward Mfg. Co...133 


ee ; 156 
Silverglo Lamps, Inc rer 
Simonson, R. A., & Co....233 


Smith, L. C. & Corona Tws. 58 
Smith Noise & Shock Elim.23 
Smith Tw. Sales Corp.....142 


Smokador Mfg. Co., Inc.... 71 
Speed Key Mfg. Co........232 
Staedtler, J. S., Inc 232 


Standard Mailing Mach. Co.147 
Stationers’ Loose Leaf Co. .195 
Staty. Export & Import Cp.213 


Steel Bound Box Co.......213 
Steel Equipment Corp...... 67 
Stewart, R. A., & Co - 139 
St. Johns Table Co........179 
Storms, H. M., Co. ; 239 
Sundstrand Add. Mach . 87 
Sun Rubber Co., The...... 120 
System Bindery, Inc.......208 
T 
Tate Exposition Co — 
Tell City Desk Co.. ...160 
Terrell’s Equip. Co.........242 
Thayer Telkee Corp... . .145 


Thompson Time Stamp Co.236 
Todd Co., The... 
Toledo Metal Furniture Co.110 


Triner Sales Co ee 
Triner Scale & Mfg. Co 147 
Trussell Mfg. Co. satannue 


9°58 


Turner & Harrison Pen Co.235 


Tuttle Press Co —— 
U 
Underwood Typewriter Co. 
bebneneede Back Cover 
Union Ribbon & Carb. Co..237 
U. S. Envelope Co........ 7 
U. S. Lace Paper Wks.....201 
U. S. Pencil Co... inane 
U. S. Tw. Ribbon Mfg. Co.230 
Universal Fixture Corp... .226 
Van Dorn Iron Works. . oo 
Van Valkenburg, L. D., Co.236 
Vernon, S. E. & M...... §2 


Victor Adding Machine Co.123 
Victor Safe & Eqp. Co..193-4 
Vidaver Letter Opener Co. .218 


Volger, B. G., Mfg. Co.....129 
Ww 

Wabash Cabinet Co.. ..109 

Wagemaker Co.... . 183 

Wark-Beacon Steel Fur. Co.224 

Watson Mfg. Co...... .188 


Co. 2 


weanees, FB. &. Girinsccces 2 
Weeks, Frank A., Mfg. Co.209 
Weigel, E. O.. & Sons......233 
Weis Mfg. Co 83-4-5-6 
Western Furniture Co.....222 
Weston, Byron, Co » » 88 
Wholesale Typewriter Co. .102 
Wiggins, John B., Co.......231 
Wil-Fre Co. octnetsncdeaene 
Woodstock Typewriter Co. .245 


Wrenn Paper Co . .169 
Y 

Yankee Paper & Spec. Co. .223 

Yawman & Erbe... ..107 
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Adding Machines. 


Burroughs Adding Mach. Co 244 
Corona Add. Machine.... 127 
Elliott-Fisher Co. .... 87 
General Office Equip. Co 87 
Marchant Cale. Mach. Co . 81 
Portable Adding Machine Co. .127 
Reliable T. W. & A. M. Co..234 
Sunstrand Add. Mach... | 
Victor Add. Mach. Co.......123 
Adding Machine Rolls & Dagens, 

Central Paper Co ; 207 
Rockwell-Barnes Co.. 190 
U. S. Lace Paper Works 201 
Yankee Paper & Spec. Co .223 


Adding Typewriters. 


turroughs Adding Mach. Co. .244 
Elliott-Fisher Co...). os a 
Reliable T. W. & A. M. "Co. . .234 
Underwood reigaivens. Co 
-Back Cover 

Address & Memo Books. 

Kiggins & Tooker. : 232 
Vernon, 8S. E. & M.. . . &4 
Addressing Machines. 
Addressograph Co... 55 
Adhesive Tape 

Quality Park Env. Co....... 82 
Adhesives. 

(See Inks, Adhesives, etc.) 
Arch and Clipboards. 

Free Hand Binder Co.... 19S 
Globe-Wernicke Co.. 121, 2 
Rockwell-Barnes (Co.. .190 
Bankers’ Note Cases. 

General Fireproofing Co..74, 5 
Globe-Wernicke Co. -121, 2 
Van Dorn Iron Works Co.... @ 


Billing Machines. 
turroughs Adding Mach. Co. .: 
Elliott-Fisher Co..... . &7 
Underwood Typewriter Co.. 
eeoeccessensccoseos Back Cover 
Binders, Catalog and Periodical. 
American Clip Co.. 175, 6 
a 
Y. Silicate Book Slate 
Blank Books. 


Co.224 


Boorum & Pease..... pbiaces ee 
Rockwell-Barnes (Co. =: 190 
Vernon, 8. E. & M . 52 
Blanks for Bonds and Stocks. 
Goes — | Co 167 
Kibn Bros..... cone 
Blotters. 
Wrenn Paper Co..... 169 
Blue Print & Plan File Cabinets. 
All-Steel Equip. Co.... . 237 
Art Metal Construction Co 171 
General Fireproofing Co...74, 5 
Globe-Wernicke Co.......121, 2 
Lyon Metal Products, Inc 111 
Van Dorn Iron Works Co . 89 
Yawman & Erbe.. 107 


Bond Boxes. 

Corry-Jamestown Mfg. Corp. .225 
General Fireproofing Co...74, 5 
Globe-Wernicke Co.......121, 2 


Steel Equipment Corp.. .. 
Book Cases. 

All-Steel-Equip. Co.... 237 

Globe-Werntene _ 121, 2 

Gunn Furniture Co. ..174 

Macey Co... ab titeah — 

Premier Metal Products Co. .220 

Van Dorn Iron Works sateen ae 

Weis Mfg. Ce.......88, 4 5, 86° 

Yawman & Erbe............ 107 
Bookholders. 

American Clip Co.......175, 6 

American Electric Co........ 76 
Book Rings. 

Carpenter, E. W., Mfg. Co..231 
Bookkeeping Machines. 

Burroughs Add. Machine Co.244 

Elliott-Fisher Co pewewes Oe 


Underwood Typewriter Co... 
I 


Kehoe @O6eese Zack Cover 

Box Files. 
General 
Globe-Wernicke 

Bulletin Boards. 


Fireproofing (Co...74, 5 
Gi scccsckae & 


New York Silicate Bk. Slate 

ek . oeengen’s . . 234 

Univ. Fixture ack. . 226 
Business Shows. 

leipzig Trade Fair , on 

National Business Show Co. .243 
Busses. 

General Fireproofing Co..74, 5 

meee GR. Besieséeeccsin 70 

Toledo Metal Furn. Co .110 
Calculating Devices. 

Meilicke Systems . .146 
Calculating Machines. 

Burroughs Add. Mach. (o...244 

Marchant Cale. Mach. Co.... 81 


Portable Adding Machine Co.127 

Reliable T. W. & A. M. Co.234 
Calendar Pads & Stands. 

Defiance Sales Corp. ; . -206 

Lawrence, B. E., & Co. . .236 

Weeks, Frank A., Mfg. Co 209 


Carbon Papers. 
(See Ribbons and Carbons.) 
Card Cases, Pocket. 
Gardner, P. A., Leather Wks.236 
Improved Boehner Binder Co.235 


Wiggins, The Jobn B., Co...231 
Cash Registers. 

Portable Add. Mach. Co. 127 
Chair Irons. 

Bettcher Stp. & Mfg. Co 200 
Chair Pads and Cushions. 

Economy Seat Co. 208 

Featheredge Rubber Co 223 








IN Classifications ¢/\ 





For the benefit of the subscribers the 
lines advertised are here classified. 
Many of the requirements of the 
modern business office are represented. 
Should subscribers be interested in any 
article of office equipment not listed 
here, they are cordially invited to com- 
municate with the service bureau, 
through which ‘the information will 
be promptly and cheerfully furnished 




















by letter, without obligation. ? 
em, Gon, Bh. & Gia nsccescse Oe Imperial Methods Co........ 189 
Polar Mfg. Co.. iis banat 11 Jamestown Metal Desk Co.. 92 
Sainberg & Co 5 in -232 Macey O0., TRO. ..cccccseses 70 
Sun Rubber Co. : .120 Metal Office Furniture Co.78, 9 
Chairs, Northern Corrugating Co.... 98 
Conrades Mfg. Co - 221 aaa | &. Gs < ose ea ae _ 
Cook, C. A., Co ws 264 eis < Dececaud = 3 
Crocker Chair Co..... 222 Desk Work eer y “en 
Derby, P.. & Co., Inc..... 106 Dea, Geo. BB, & Gdviseccccss 60 
Empire Chair Co........... a Globe- Yo S Giikas veda ~—" 2 
Frits-Croes Co.......+:. ooo Horn, W. C ro. & Co..... 35 
Gunlocke, W. H., Chair Co. .220 Irving-Pitt Mfg. i & died wide 99 
Hey wood-Wakefield Set aaeten 202 Northern Corrugating Co. = 
Marble & Shattuck. i a Sainberg & Co.........+..+5 32 
Milwaukee Chair ae 65 Victor Safe & Equip. Co..193, 4 
Pierce, 8. & Son. 207 Desks. 
Sikes Co..... se teaes ~ + 156 Alma Furniture Co.......... 241 
Toledo Metal Furniture “Co 120 Art Metal Construction Co..171 
Wark-Beacon Steel Furn. Co.22) Bentley & Gerwig Furn. Co..162 
Check Protectors and Writers. Browne-Morse (Co.........++. . 
DE tp estécasacubecsese . 236 Clemetsen Co0.........0000e08 
Reliable T. W. & A. M. Co..234 yaa a Mfg. Corp. ‘238 
, J ae .187 Cutler 8 Wecesececescss 
Check Sorters. Dietz, The J. F., Co........ 224 
Koblhaas Co., The. shies oe ———— _— & eeeeeceee A. 
Checks, Stam Metal. Evansville 8 Di sdc oo anal 
Meyer & nped mere 215 General Fireproofing Co...74, 5 
Stewart, R. A., & Co..... 129 Globe-Wernicke Co....... 121, 2 
ni Gunn Furniture Co., The .174 
—. >. Clips.) Hoosier Desk Co............ 205 
T dW Imperial Desk Co........... 100 
a ~ 9 i “Ti heen Indiana Desk Co 185 
— ° Invincible Metal Furn. Co. ..118 
wie > ™ 6 Jamestown Metal Desk Co... 92 
American Clip Co... 175 . 
American Electric Co........ 76 i P mga seeeeeees 157, * 
Kobler & Co....... 235 ; “s sees ee eeetes 
Premier Metal Products Co. .220 Mystie a -_ Co..... oe 
Readeasy . 231 : vagal? ~ esa hata? ie . 
Gee BOGE. .Gieisossdoccises 239 
Copying Devices & Supplies. ove Quigley Furniture Co........ 217 
Eureka Blotter Bath Co.....228 SI Walk c 115 
Yawman & Erbe. cin ree Steel Ror OE LD, «5 ceserecess 67 
Costumers. Steel Equipment GOED s 6s0000 
Conrades Mfa. Co 291 Bell GaP DO Gis. cise vcuvs 160 
: : “phasic > Van Dorn Iron Works Co.... 89 
Furnas Furniture Co. - + oe - 
Globe-W ° ° Wagemaher O0...cccescesces 183 
obe-Wernicke Co.......121, 2 Weis Mf c 83, 4.5. 6 
Jamestown Metal Desk Co.... 92 els g. o..... » » 
29 Western Furniture Co....... 222 
EM, GOR. Rhee occ nvcccsceccae 2 Wil-Fre Co 200 
Premier Metal Products Co. .220 Tou « Erbe Sonne re Seyrw 107 
Sanymetal Products Co. 225 oa" BEDE. wee seresres ‘ 
Orepe Paper. ©1718 Kiggins & Tooker............ 232 
o bs BOGE nesvcecsaavoekes 218 Dictation Machines 
uspidors. Pe 
Detroit Metal Spec. Corp. ...1°8 Edinkeae ee COW «<en0\ = 
y 20 “ » BM. cece cescveves ade 
Tore Tine. Go... ;. ’ Edison, Thos. A., Inc....... 153 
Cutters, Paper & Card. Direct Beard 
Ideal School Supply Co......214 ees LT * Mtr. Ce “47 
Dating Stamps. ‘Davenport-Taylor g. »....147 
: . 7 Display Fixtures. 
Amer. Numbering Mach. Co..150 7 = ‘ 997 
M & Wentt = All-Steel-Equip. Co.......... 237 
v1 nad SO 2 20 0 > Onken, The Oscar Co........ 217 
Stewart, R. A., & Co.......129 Guthweee, Boccsocsecccssss 2: 
Sok Glee. e on Universal Fixture Corp...... 226 
fiance Sales Corp... > oo. Duplicating Machines & Supplies. 
Lawrence, B. E,, & Co..... 236 Addressograph Co........... 
Desk Lamps. - Amer. Multigraph Sales Co. 77 
Faries a 4 Arlac Dry Stencil Corp......153 
Silverglo Lamps, Inc. 17 Bute Byatt Giick oiccsceces 216 
Desk Pads, Blotter. ¥ Canode Ink & Office Sup. Co..134 
Roorum & Pease Co 4 Deer, &. Mc Giitotece< stance 63 
Fox, Geo. E., & Co. 60 a Re 145 
Hoffman, L..........+- on Pittsburgh Tpr. & Supply Co.230 
Sainberg & Co.. 2X2 Reiner’s Rotaprint, Inc..... 120 
Sun Rubber Co. 120 eben. BL. iede ik e'nescate 144 
Desk Pads, Glass. Electric Motors. 
Aen — B., & Co.......5. _. ee Electric Mfg. Co....204 
olar Mfg. Co. 5 nvelope rs. 
ene & ees: ddamee 232 me Mailing Mach. Co. .147 
Des ads, Linolevm. nvelopes 
Fox, Geo. E., & Co.. 60 Ames Safety Envelope Co...230 
Ideal Lincleum Top Co co Bushnell, Alvah, Co.......... 240 
Pol SR ae mM Di . h ~ buee .202 
Salabore va Cc ‘0. pa cede oo RD Glebe Weenicke” — coma, & 
Wagemaker Co. .183 McGill Paper Products, Inc. .219 
Desk Pending- Letters “Holders. Nat'l Fiberstok Env. Co..... 197 
American Clip Co....... 6 - Park Envelope Co... 82 
Desk Signs and Tablets. S. Envelope Co......... 73 
Davenport-Taylor Mfg. Co. ...147 Envelopes, Celluloid. 2. 
Desk Trays. a ees Gh vcocede saccseowd 235 
Amerienn Electric (Co..... - Eradicators. ; \ 
Fox, Geo. E., & Co.. . Saas ee Gi scccccaiveus 210 
General Fireproofing Co...74, 5 Erasers. a 
Globe-Wernicke Co. onsale = Faber, Eberhard ....... 116, 117 


©. HB. Me. Gd. cosccecsescer 233 
Roberts, Weldon, Rubber Co. M4 
Exhibitions. 
Leipzig Trade Fair.......... 177 
National Business Show Co. .243 
Expense Books. 
Beach Publishing Co......... 235 
Defiance Sales Corp.......... 206 
Harvey, Fred W., Co........ 213 
BR. Be En BERR. Geto cccccsen 145 
Eyeshades. 
Featherweight Eyeshade Co. .233 
File Boxes, Collapsible, 
Bankers Box Co......... eh 
BOP-BSO Odie cccsvrvetececods 101 
Steel Bound Box Co......... 218 
File Boxes, Metal. 
Auto File & Index Co....... 108 
Kay-Dee Co., The........... 101 
Northern Corrugating Co.... 98 
Rockwell-Barnes Co.......... 190 
Filing Cabinets, Cloth Covered. 
Diemer, John F., Co......... 
Globe-Wernicke Co....... 121, 2 
ee Pee 234 
Imperial Methods Co........ 189 
Macey ~ = pemodsbhe sbsam 70 
Galea B Ga. sessecaccsch 232 
Filing Ca aS Sista, 
All-Steel-Equip. Co........... 237 
Art Metal Construction Co...171 


Aurora Metal Cabinet Lehane | 


Auto File & Index Co....... 1 

Bentson Mfg. Co............ 191 
Berger Bite. - Go... .visccsece 95 
Browne-Morse Co............ 164 


Columbia Steel Equipment Co.168 
Corry-Jamestown Mfg. Corp. .225 
General Fireproofing Co...74, 5 
Globe-Wernicke Co....... 121, 2 
Imperial Steel Cabinet Co. ..208 
Invincible Metal Furn. Co...11 
Jamestown Metal Equipt. Co. 92 

10 


Kay-Dee Co., The........... 1 
Beep Gh, Wes ccisccéises 70 
Metai Office Furn. Co..... 78, 9 
Premier Metal Products Co. .220 
Service Steel Products Corp. .207 
Shaw-Walker Co............. 115 
Steel Equipment Corp........ 67 
Terrell’s Equipment Co...... 242 
Van Dorn Iron Works Co.... 89 
Watson Mfg. Co............. 188 
Yawman & Erbe............ 107 
Filing Cabinets, Wood. 
Auto File & Index Co....... 105 
Browne-Morse Co............ 164 
Globe-Wernicke Co...... i121, 3 
Imperial Methods Co........ 189 
eee. GR, Wi iivccsdcahsce 70 
8 8 Fe 115 
Ween Gia cakecesscacen 183 
Weis Mfg. Co...... ss, 4 5. 6 
Yawman & Efrbe............ 1 
Filing Supplies. 
Aigner, G. J., & Co......... 232 
American Clip Co....... 175, 6 
Balto. Index Mfg. Co........ 230 
Browne-Morse Co............ 164 
Filing Equipment Bureau... .112 
General Fireproofing Co...74, 5 
Hlobe-Wernicke (Co....... 121, 2 
Imperial Methods Co......... 189 
Invincible Metal Furn. Co...118 
SRO -O., BWePocecactctsara 70 
McGill Paper Products, Inc..219 
Oxford Filing Supply Co..... 178 
Quality Park Env. Co....... 82 
Rockwell-Barnes Co.......... 190 
Simonson, R. A., Co......... 233 
Steel Equipment Corp........ 67 
Wabash Cabinet Co.......... 108 
Weis .- Gi anes ot . & Be 
Tawmean @& BGS. .cccccecece 
Fountain Pens. 
Conklin Pen Co, The....... 7 | 
Parker Pen O8........>> 108, 
Sheaffer. W. A., Pen Co..90, of 
urniture Finish. 
Pont, BE. cs De Nemours.181 
Furniture Polish. 
Globe-Wernicke Co....... 121, 2 
Van Dorn Iron Works Co.... 89 
Gold Pens. 
Weigel, E. 0., & Sons....... 233 
Gold Stamping. 
Aigner, G. ors ip Sper 232 
Greet 
Murray Publishers shesscoedos 199 
Gummed Cloth. 
Aigner, G. J., & Co.......... 232 
Hotels. 
Great Northern Hotel........ 225 
Index Card Signals. 
Coot, Te Gig Gad vans cs ercct 216 
Graff, George is on esnes 214 
Macey Co., Re ey 70 
Moore Push Pin @o.......... 231 
Index Tabs. 
Aigner, G. J., & Co........ 232 
Balto. ae pe. Re 2380 
Geek, Ti. Gs Gidaananhas sada 216 
Globe- Werniche GOess ves 121, 2 
a er ee 237 
Simonson, R. A., OR, dvess 233 
Victor Safe & Bjuip. Co..193, 4 
Ink-Eradicators. 
Tak-Out BERS.” Gdeoscccceccss 210 
Inks, Adhesives, Etc, 
Canode Ink & Office Sup. Co.134 
Excelsior Ink Co............. 237 
General Eclipse Co........... 229 
Higgins, Chas. M., & Co....207 
4. LE: aera 237 


Luther Ink & Stamp Pad Co.228 
Sanford Mfg. Co 198 
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Inkstands. 
Atlas Staty. Corp.........+:+ 196 
Bachrach Specialty Co. 208 
General Eclipse Co..........22 
Lewis Ball snartag Inkwell 
Tb eecceescoccoeccepceoes 204 
Sengbusc h 8-C Inkstand Co..163 


Weeks, Frank A., Mfg. Co. .200 
a 8 Filing & Recording Equipment. 
ayer Telkee Cp. 45 
Labels, Law Books and —— 
Aigner, G. J.. & Co .232 


Leads for Mechanical Pencils. 
American Lead Pencil Co.... 6 
Faber, A. W., Inc. . 236 

Letter Distributors. 

Bristow, Stanley R sccoce cme 
Glote-Wernicke Co 121, 2 
Imperial Methods Co eC 
Kohihaas Co., The .. 98 


Letter Openers. 
oO. K. Mfg. Co 233 


Vidaver Letter Opener Co 218 
Letterheads. 

American Embossing Co 226 

Goes Lithographing Co sane 
Lettering and Show Card Pens. 

Bridgeport Pen Co 218 


Library Equipment. 
General Fireproofing Co 74, #5 
21 


Globe-Wernicke Co 1: 2 
Linoleum Desk Tops 
Fox, Geo. E., & Co 60 
Ideal I incleum Top Co 200 
Polar Mfg. Co 151 
Sainberg & Co 232 
Wagemaker (Co 183 
Lists. 
Polk, R. L & 235 
Lockers and “E.. Cabinets. 
All-Steel Equip Co 237 
Art Metal Construction Co 171 
Aurora Metal Cabinet Works.241 
Corry Jamestown Mfg. Corp. .225 
General Fireproofing Co 74, #5 
Globe-Wernicke Co 121, 2 
Invincible Metal Furn. Co 118 
Lyon Metal Products, In 111 
Macey Co., The . 70 
Premier Metal Products Co. .220 
Steel Equipment Corp 7 
rerrell's Equipment (x . 242 
Van Dorn Iron Works Co 8 
Yawman & Erbe 107 
Locks, Desk, Cabinet, Etc. 
Sesamee Co 172 


Loose Leaf Books and Systems. 
Accounting Devices Co 180 
Boorum & Pease Co 198 
r-B Mfe Co ; 200 
Irving-Pitt Mfe Co 90 


Lioyd, W. G., Co 180 
Mohler, A 237 
Moore, John C. Cp 190 
Neva Clog Products, Inc.144, 182 
Sheppard, ( E.. eo 1M 
Stationers, I L. Co 195 
russell Mf¢e “ . & 
Vernon, &. E 52 
Loose Leaf TUE, "Gelisiioia. 
Markilo Co 235 


Loose Leaf Metals 


Carpenter, E. W Mfg. Co. .231 


Loose Leaf Metals Co 221 
Map Tacks. 

Graff, George B., Co 214 

Moore Push Pin (Co 231 


Matched Office Suites. 





Clemetson Co The ss 
Cutler Desk Co — 
Dietz, The, J. F., (« 224 
General Fireproofing (Oo..74, 5 
Leopold Desk Co 157, 8 
Macey Co The 70 
Memorandum Books & Devices. 
Currier Mfe. Co 221 
For, Geo. EF & Co oo 
Lawrence, B. E., & Co 
System Bindery 
Vernon, 8. E.. & M 
Moisteners. 
Bachrach Specialty Co 208 
Mohler A 237 
Sengbuech S-C Inkstand Co. .162 


Motors, Electric. 
Emerson Ele« Mfe. Co 204 
Numbering Machines. 
American Numb. Mach. Co 140 
Force, Wm A., & Co 149 
Roberts Numb. Mach. Co.211. 12 
Office Partitions and Railings. 
Add-A-Unit Partition Co 229 
Globe-Wernicke Co 121, 2 
Oil, Office Machine. 
Claretype Co 227 
Deflance Sales ( 206 
Pads, Figuring (Rx led or Plain). 
Boorum & Pease (C« 198 
Paper. 
Brown, L. L Papver Co 232 
Eaton, Crane & Pike 205 
Featherwt. Paper Co 227 
uttle Press Co 218 
Weston, Byron, Co 220 
Wrenn Paper Co 169 
Paper Clamps 
American Clip (Co 175, 6 
Atlas Staty Corp 19) 
Esterbrook Steel Pen Co 23 
Hunt, C. Howard, Pen Co 192 
Van Valkenburg, L. D 236 
Paper Clips. 
American Clip 175, 6 
Cook, H. C Co 216 
Graff, George B Co 14 








tisers. 


of office equipment, 


all without charge. 


of destruction, are 








The Service Bureau of Office Appliances 


is maintained for the exclusive use of subscribers and adver- 
In the execution of its various commissions this 
bureau calls upon practically every member of the staff. It 
answers by personal letters all inquiries upon matters ger- 
mane to the field, it furnishes special reports upon articles 
supplies names of manufacturers of any 
article wanted, puts man and job together, prepares adver- 
tising copy, furnishes lists of desirable agents and dealers in 
nearly every country, aids foreign dealers in securing U. S. 
A. lines, and in many other ways performs useful service, 
Subscribers in every land have made, 
and are making, good use of this bureau; manufacturers in 
every section of the field have had evidence of the service. 
Subscribers’ requests for catalogues to bring their files up 
to date, or to replace the file in case of fire or other form 
broadcasted in a 
mailed frequently to leading manufacturers 


bulletin which is 














oO. K, Mfg. Co 
Rockwell-Barnes Co 

Van Valkenburg, L. D 
Paper Fastening Machines. 


Acme Staple Co.... 
Auto Pencil Sharpener Co 
Bump Paper Fastener Co 
Defiance Sales Corp 2 
Eveready Mfg. Co 131 
Hoge Mfg. Co 214 
Hotchkiss Sales Co oF 
Il. D. L. Mfg. Corp. 145 
Neva Clog Products, Inc.144, 182 
Parrot Speed Fastener Cp...146 
Rockwell-Barnes Co 190 
Victor Safe & Equip. Co..193, 4 
Paste. 
(See Inks, Adhesives, Etc.) 
Pen and Pencil Clips. 
Defiance Sales Corp 206 
Van Valkenburg, L. D 236 
Pencil Sharpeners. 
Auto Pencil Sharpener Co 233 
Business Aids Co 219 
Graff, George B., Co 214 
Hunt, C. Howard, Pen Co...192 
Pencils, Cedar. 
American Lead Pencil Co . 
Faber, Eberhard 116, 117 
General Pencil Co 165 
Staedtier, J. 8., Ine 272 
Staty. Export & Import Corp 213 
U. 8S. Pencil Co. ‘ 221 
Pencils, Thin Lead, saupestne. 
Autopoint Co. no 
Conklin Pen Co., The 186 
Listo Pencil Co 234 
Parker Pen Co 103, 4 
Sheaffer, W. A., Pen Co. .90, 91 
Pens, Lettering and Show Card. 
Bridgeport Pen Co 218 
Hunt, C. Howard, Pen Co...192 
Pens, Steel. 
Esterbrook Steel Pen Mfg. Co.233 
Hunt, C. Howard, Pen Co...19%2 
Miller Bros. Pen Co 232 
Turner & Harrison Pen Co 235 
Picture Hooks. 
Moore Push Pin Co 1 
Pins and Pin Containers. 
Defiance Sales Corp. 06 
Platens, Typewriter. 
Amer. Writing Mach. Co 80 
Ames Supply Co 189 
Bushnell Mfg. Co 23 
Postal Scales. 
Hanson Bros. Scale Co 235 
Pelouze Mfg. Co. 151 
Triner Sales Co 226 
Triner Scale & Mfe. Co 147 
Publications. 
British Stationer 2°38 
Puro-Bedarf-Rundschau 238 
Mon Bureau... 2“ 
Punches. 
Atias Staty. Corp. 196 
Boorum & Pease Co 19S 
Defiance Sales Corp. 206, 
Globe-Wernicke Co 121 2 
Schollhorn, Wm, Co 119 
Push Pins. 
Moore Push-Pin Co 231 
Ribbons & Carbons. 
Allen & (Qo........ 210 
Ault & Wiborg Co 07 
Buckeye Ribbon & Carbon Co. 72 
Canode Ink & Off. Supp. Co..1°4 


Columbia Rib. & Car 
Co saneeuads 
Crown Ribben & Carbon 


Imperial Mfg. Co... 
Little, A. P., Ine 
Manifold Supplies Co 


Mitteag & Volger 
Neidich Process Co 

Old Town Rib. & Car. Co 
Pacific Carbon & Ribbon 
Peerless Car. & Rib. Co 
Phillips Rib. & Car. Co 
Queen Ribbon & Carbon 


Mfg. 


Ce 








Rockwell-Barnes Co.... 
Storms, H M., Co ae . 
Carbon Co 


Union Ribbon & 

U. S. Typewr. Rib. Mfg. Co.250 

wreeeeer. Be. Bie GBececs : 2 
Rubber Stamps. 

Meyer & Wenthe os 215 

Stewart, R. A., & Co... 29 
Rulers. 

Seneca Falls Rule & Bik, Co.229 


Safety Deposit Boxes. 
General Fireproofing Co...74, 5 


Invincible Met. Furn. Co.....118 
Safes 
Art Metal Construction Co..171 


Safe & Lock Co.139, 40 
Fireproofing Co...74, 5 


Diebold 
General 


Globe-Wernicke Co. 121, 2 

Macey Co., The. waeee . 7 

Meilink Steel Safe Co —— 

Steel Equipment Corp....... 67 

Van Dorn Iron Works Co . 

Victor Safe & Equip. Co.193, 4 

Yawman & Erbe. ..107 
Scrapbooks. 

Horn, W. C., Bros..........235 
Screens, Office. 

ee, GO, Be cccccnccccececme 


Sealing Wax. 
Lather Ink & Stamp Pad Co.228 
Sanford Mfg. Co 


Seals, Notary and Cpe. 
Meyer & Wenthe... .215 
Stewart, R. A., & Co. .129 


Shelf Boxes. 
All-Steel 
Diemer, 


Equip. Co 
John F., Co. TTT 
i121, 2 


Globe-Wernicke Co. 
Shelving. 
All-Steel Equip. Co : 237 
Art Metal Construction Co...171 
Berger Mfg. Co. : —_ 
General Fireproofing Co..74, 5 
Globe-Wernicke Co.......121. 2 
Steel Equipment Corp. oo oF 
Van Dorn Iron Works Co. . & 
Sign Markers. 
Hellesoe, Hans. H...........254 


Signs. 
Davenport-Taylor Mfg. Co...147 
Smoking Stands, Office. 
Smokador Mfg. Co., 

Sorting Devices. 
Kohihaas Co : . 
Stamp Affixers. 
Multipost Co 
Stamp Pads. 
Iuther Ink & Stamp Pad Co.22 
Meyer & Wenthe . . 
Mun-Kee Products Cp.... 
Peerless Carbon & Rib. Co. 
Stewart, R. A,, Co...... 
Volger, B, G Mfg. Co. 


Inc..... Tl 





Stands for Office Machines. 
Adjustable Table Co.. 
Harter Corp...... 


Premier Metal Products Co 


Searles Elec. Weld. Works. 

Sherman-Manson Mfg. (Co....217 
Toledo Metal Furn. Co 110 

Stapling Machines. 

Acme Staple Co . . 150 
Defiance Sales Corp..........206 
Hoge Mfg. Co..... . 214 
Hotchkiss Sales Co...... . 
Neva Clog Products, Inc.144, i82 
Parrot Speed Fastener Cp...146 


Stationery, Embossed, Engraved. 


American Embossing Co... 226 

Wiggins, John B., Co .231 
Stationery Racks. 

Currier Mfg. Co....... --221 

Imperial Methods Co. 188 

Jamestown Metal Desk Co... 92 
Stencils. 

Meyer & Wenthe....... 215 

Stewart. R. A.. & Co.... 120 
Stenographers’ Note seek. 

Boorum & Pease Co. 198 

Rockwell-Barnes Co. 190 











Stools. 
eee eee, Gb... ccetevans 2 
Crocker Chair Co.......ceee. 22 
Milwaukee Chair Co......... 66 
Searles Elec. Weld. Wks 227 
Toledo Metal Furn. Co....... 1 
Storage Cases. 
TT ee 56 
i =e ae 
Rockwell-Barnes (Co......... 190 
Steel Bound Bex Co......... 213 
Swinging Typewriter Stands. 
Amer. Writing Mach. Co . 80 
Globe-Wernicke Co a 2 
Weis Mfg. Co ———_ & & 6 
Tables. 
Corry-Jamestown Mfg. Corp. -225 
Furnas Furniture Co........ 221 
General Fireproofing Co...74, 5 
Globe-Wernicke Co ---AZ1, 2 
Guth, H. L., Assoc..... . 208 
Lyon Metal Products, Inc -1ll 
Macey Co., The.......... 70 
Mutsechler Bros. Co.......... 53 
Premier Metal Products Co. .220 
St. Johns Table Co... 179 
Van Dorn Iron Works Co. 89 
Tablets. 
Rockwell-Barnes (Co.......... 190 
Telephone Accessories. 
American Electric Co 76 
Colytt Laboratories... .237 
Victor Safe & Equip Co 193, 4 
Thumb Tacks. 
Graff, George B., Co........214 
Hoge Mfg. Co.. ca abetniae 214 
Moore Push-Pin Co , 231 
Time Stamps and Recorders. 
Ajax Time Stamp Co — 
Joslin, A. D., Mfg. Co. 150 
Thompson Time Stamp Co. .236 
Transfer Cases. 
All-Steel-Equip. Co 02+. 207 
Art Metal Construction Co...171 
Aurora Metal Cabinet Wks 241 
Berger Mfg. Co 95 
General Fireproofing Co...74, 5 
Globe-Wernicke Co. = ee 
Kay-Dee Co., The 101 
Macey Co., The . TO 
Shaw-Walker Co 115 
Steel Equipment Corp 67 
Van Dorn Iron Works Co 89 
Weis Mfg. Co. a &¢£a & 
Trimming Boards. 
Ideal School Supply Co .214 
Type, Typewriter. 
Ames Supply Co ..189 
Toledo Metal Furniture Co..110 
Typewriter Cleaning Brushes. 
eee, GG Wascasncks 236 


Typewriter Cleaning Material. 


Amer. Writing Mach. Co. 
Clarotype Co.. 
Pureell, E. E 
Sanford Mfg. Co 
Webster, F. 8., Co 
Typewriter Cushion Keys. 
Lincoln Rubber Key Co 
Munson Supply Co 
Peerless Key Co 
Speed Key Mfc. Co 
Typewriter Cushion Knobs ‘& 
Ames Supply Co 
Azora Rubber Co 
Fox, Geo. E., & Co 
Peerless Key Co 
Smith Noise 
nator . 
Typewriter Parts and Tools. 
Amer. Writing 
Ames Supply Co. 
Typewriters, New. 
Amer. Writing Mach. Co. 
Barr-Morse Corp. 
Corona Typewriter 
Reliable T. W. & A. M. 
Royal Typewriter Co 
Smith, L. C. & Corona 
Underwood Typewriter Co 


Machine Co. 





& Shock Elimi 





oseee Back Cover 
Woodstock Typewriter Oo. ...288 
Typewriters, Rebuilt. 
Amer. Writing Mach. Co. 80 
General Typewr. Exch 144 
Regal Typewriter Co 7 21: 
Reliable T. W. & A. M. C...234 
Shipman-Ward Mfg. Co. 133 
Smith Tw. Sales Corp.. 142 
Wholesale Typewriter Co. 102 
Visible Index Systems. 
Globe-Wernicke Co 121, 2 
Irving-Pitt Mfg. Co. 99 
Sheppard, C. E., Co.. 144 
Stationers’ Loose Leaf Co. 195 
Victor Safe & Equip. Co.193, 4 
Wardrobes. 
All-Steel-Equip. Co. oC 
Aurora Metal Cabt. Wks 241 
Furnas Furniture Co.... .221 
General Fireprocfing Co...74, 5 


Globe-Wernicke Co., The.121, 2 
Lyon Metal Products, Ine...111 
Premier Metal Products Co..220 
Terrell’s Equipment Co. 242 
Waste Baskets. 

General Fireproofing Co...74, 5 
Globe-Wernicke Co.. The.121, 2 
Invincible Metai Furn. Co...118 
Macey Co., The aceon OO 
Metal Office Furniture Co.78, 9 
Nat'l Vulcanized Fibre Co...201 
Peerless Wire Goods Co. .215 

oo 


Sainberg & Co 


eve 
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The rate for 
Classified Advertisements 








is eight cents a word, 
Minimum charge, $1.60. 





HELP WANTED. 








YOUNG MAN WANTED—One who knows the Stationery and 
Printing line. To work for NYC Concern. Five day week. 
Closed Saturdays. State experience, age, religion and salary 
expected. Knowledge of shorthand and typing preferred but 
not necessary. Address F-76 care Office Appliances, Chicago. 








SITUATIONS WANTED. 





A-1 MECHANIC familiar with all makes of typewriters and 
other office machines desires position with good, established 
concern. Prefer Royal or L. C. Smith typewriters, southern or 
south western states location. Address B-143 care Office Ap- 
pliances, Chicago. 





SITUATION WANTED—Experienced office equipment and sta— 
tionery salesman. Eight years’ experience, with knowledge of 
weil known lines of steel furniture. What kind of proposition 
have you to offer? Address A-52 care Office Appliances, Chi- 
cago. 


A SALES MANAGER now (not an aspirant) directing high 
grade sales organization seeks new connection, legitimate rea- 
son. Eleven years’ experience, references bespeak outstanding 
selling ability. Already acclimated present trend more luxurious 
offices, knows design, interiors and layouts. Now selling high- 
est grade Executive Suites, Commercial Furniture, Filing 
Equipment, ete. Forceful, profitable producer, inspires men by 
unselfish co-operation and encouragement. Keen control inven— 
tories, selling expense, good organizer. Locate anywhere. Box 
D-55 care Office Appliances, Chicago. 








SPECIAL NOTICE! 
THIS IS YOUR CHANCE 

services of a man, well acquainted for the last 
twenty years with the Office Equipment and Stationery Trade. 
At present employed by a nationally known manufacturer. Am 
looking for good lines and specialties for the above Trade, in 
territory bounded by Boston, Pittsburgh, Baltimore, Philadel— 
phia and New York, with headquarters in New York. I have 
a close personal and intimate business acquaintance with every 
worth while house in this Market. I also have access to the 
Markets of 120 colonies and countries throughout the World, 
and can handle your Export business. No salaried propositions 
considered. Address in the first instance, Jack Irish, Room 721, 
258 Broadway, New York. 


EXPORT MANAGER with ten years’ experience with one com— 
mercial stationery house and five years with another is avail-— 
able for similar connection with company manufacturing office 
stationery or filing equipment. Temporarily in another line of 
business, but wants to return to export. Best of references. 
Address H-59, care Office Appliances, Chicago. 


To obtain the 








SALES MANAGER for prominent commercial stationery man- 
ufacturer will be available on short notice for new connection. 
In addition to successful work in sales capacity, has had ex- 
perience in advertising, buying and production. Will gladly 
consider any opening giving oqgertaany to make further use of 
past experience. Address J-—56, care Office Appliances, 1601 
Pershing Square Bldg., New York. 





ADVERTISING MAN with five years’ experience in one of the 
livest advertising departments in the office appliance industry 
desires to make new connection with office equipment manufac- 


turer in an advertising or promotional capacity. Doing special 
work at present which can be terminated quickly. Previous 
employer will serve as reference. Can analyze proposition 


kind of promotional work that has direct 
Address K-51, care Office Appliances, 


quickly and issue 
improvement upon sales. 
Chicago. 








SALESMEN WANTED. 





NEVA-CLOG PRODUCTS, INC.—(See 
have territories open almost everywhere 


page 182 this issue) 
for part or full time 











salesmen. In reply give experience, compensation basis, 
lines now handled. 

YOUNG MEN to sell window and regular envelopes. Every 
office a prospect. Protection, experience unnecessary, full or 
part time. Transo Envelope Co., 3542 Kimball Ave., Chicago. 
STATE MGR.—Marvelous invention seals 3,000 envelopes 
hourly! Sells $4.50 only; equals work expensive electric ma- 
chines. Offices buy 1—100. Exclusive trial offer. Write quick! 
Rede 15 B, Winthrop Bldg., Boston. 
SALESMAN—Experienced, capable of handling large business 
Visible Index, Loose Leaf Devices and Blank Books, Phila- 


delphia and vicinity. A-—1 proposition to Ad- 


dress G-79 care Office Appliances, Chicago. 


man of ability. 





MEN WANTED—Who have had some selling experience, pref- 
erably in office appliance or filing devices, who have some 
knowledge of accounting and office procedure. Give past ex- 
perience. Address P-70 care Office Appliances, Chicago. 


GENTS WANTED —To handle complete line of Loose Leaf 
Binders of all description; =, binders, ring books, sheet hold- 
ers, etc. Our factory equ to handle orders for catalog 
covers including cmensing® = air brushing. Sell direct to 
user. Exclusive territory. Good proposition to the right man. 
Let us know what territory you cover. oe a Brothers 


Loose Leaf Co., Inc., 160 Varick St., New York, N. 








MECHANICS WANTED. 





MECHANIC—Experienced on all makes of portables and stand- 
ard machines; must be good on Smith and Corona. Answer 
fully age, experience, married, salary, etc. Office Appliances 
Co., Muskogee, Oklahoma. 





WANTED—tTypewriter Mechanic, must have experience on all 
typewriters, mimeographs and adding machines, in city near 
Detroit. Address H-58 care Office Appliances, Chicago. 








MANUFACTURER OF STEEL EQUIPMENT. 





MANUFACTURER OF STEEL EQUIPMENT, fully equipped to 
make special steel office, bank or factory equipment, in any 
wees grain finishes. Let us estimate. Loewy, 27 W. 2th St., 
ae Se 








BUSINESS OPPORTUNITIES. 


TYPEWRITER EXCHANGE—Good Oklahoma town of 35,000 
with fifteen counties surrounding, handling all makes of port-— 
ables and one of the best standard machines, adding machines, 
calculators, cash registers, steel office furniture, supplies, 
rentals, service, etc. Reason for selling, bad health. Wonder-— 
ful opportunity for one or more Live ires. Established since 
1914. Address E-199 care Office Appliances, Chicago. 


1 WANT TO BUY interest in a stationery store in a town of 
possibly 30,000 population or will buy business outright. Give 
complete information about inventory, annual business volume 
and other information of interest. Address L-59, care Office 
Appliances, Chicago. 














LINES WANTED. 


SUCCESSFUL SALESMAN-MANAGER—WIiII take —- ane 
for Connecticut, experienced at Adding, Typewriter, — 
ing, Cash Register Machines. Address C-54 care JF my wAooh 
ances, Chicago. 


SALES OFFICE DESIRES LINES on an exclusive basis, 
strictly commission, for state of Georgia. Are organized to han- 
dle lines sold direct to retailer or consumer. References giadly 
furnished as to past record. Address O-88 care Office Appli- 
ances, Chicago. 











SALESMAN who has traveled middle west a number of years 
for well known desk manufacturer wants to add a chair line 
to be sold on commission basis. In field constantly, covering 
various cities from two to six times a year, depending u 
their importance. Address M-57, care Office Appliances, Chi- 
cago. 








LINES WANTED, ABROAD. 





ITALY—DAMIANI & GIORGIO—VENICE—Special 
tion typewriters and supplies—House Established 1866. 
ticular interest given to portable typewriters. 


EXCLUSIVE REPRESENTATION FOR SWEDEN—Experi- 
enced, financially responsible and reliable company wants to 
hear from manufacturers of specialities for filin kkeeping 
and office an gg oe (not furniture). Address: iduns 
Tryckeriaktiebolag, Stockholm, Sweden. 


organiza— 
Par- 











FOR SALE AND WANTED TO BUY. 


ELLIOTT-—FISHER billing and ye machines bought 
and sold. Maloney, Gilmore Co., 508 S earborn, Chicago. 


SELECTAPHONE—39 line 55 capacity complete switchboard 
and battery equipment. For further information address: Mr. 
B. Cadmus, Royal Baking Powder Company, 100 E. 42nd S8t., 
New York City. 


ELLIOTT-FISHER machines bou 
Warsh Co., Plankinton Arcade, 


FOR SALE—500 Globe-Wernicke document files No. 102. If 
cash accompanies order, $3.50 per dozen. Perfect condition. 
MacTaggart—Hoffman Co., Port Huron, Mich 


CALCULATOR FOR POCKET $1.00—Called KALQLEX. Dis- 
count 30% to purchasers of 6 or more. Book and circulars in- 
closed. Addition, subtraction, multiplication, division, new 
methods. A great help to many. It does, remarkably, with a 
little study of the boo It is a wanted, utilic advantage. No 
free samples but money back, one week; if you wish. Postage 
prepaid. Weight about one ounce. Dr. Wetherill’s Spe— 
cialties, R. D. 1, Phoenixville, Penna. 


NATIONAL CASH REGISTERS—AII styles, sizes, bought, sold 
and exchanged. We can save you money. Henry Kass, Inc., 
Cash Register Systems Experts, 640 Broadway, Cor. Van Tromp 
St., Albany, N. Y. 











ht, sold and rebuilt. Teeter— 
ilwaukee, Wis. 














WONDERFUL NEW SIDELINE—Big Commission with order. 
Sell printing for every business at half price. Copyrighted illus— 
trations free. Just take order. We do the rest. Pocket outfit free. 
Salesmanager, 1522 Wells—-Van Buren Bldg., Chicago. 


FOR SALE—Patent rights on efficient duplicatin Papmen mee 
Small, hand operated, with letter size capacity. riced 
article which will sell readily upon demonstration. “i dress 


N-76, care Office Appliances, Chicago. 
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1,675,289 L679.001 


“te =» 














, rd ~ 
No. gy I A met | machine; patented June 12, 1928, pany, Gardner, Mass. Serial No. 642,900. 
by Alfred G. F. Kurowski, Brooklyn, N. Y., assignor to Under- No. 1,678,492.—Electromagnetic attachment for key-controlled 
mechanisms; patented July 24, 1928, by John W. Lambert, Bir- 


wood Elliott Fisher Company, New York, N. Y. Serial No. 
697 ,476 mingham, Ala. Serial No. 152, 


No. 1,679,001.—Key case; patented July 31, 1928, by Patrick No. 1,679,173.—Folding chair; patented eg FU 31, 1928, by Wm. 
W. Penta, Medford, Mass., assignor to Wilson Manufacturing Cc. Rastetter, Fort Wayne, Ind. Serial No 
Company, Boston, Mass. Serial No. 160,624. No. 1,678,856.—Pencil; patented July 31, 1928, - Julius Swan- 
No. 1,673,579.—Lever for self-—filling fountain pen; patented by berg, Chicago, Ill., assignor to Swanberg Manufacturing Com- 





Louis Morrison, New York, N. Y. Serial No. 229,549. pany, Chicago, Ill. Serial No. 471,537. 

No. 1,678,668.—Tilting chair; patented July 31, 1928, by David No. 1,673,315.—Loose-leaf binder; patented June 12, 1928, by 

R. Collier, Gardner, Mass., assignor to Collier-Keyworth Com- Frank H. Crump, Los Angeles, Calif. Serial No. 186,723. 
1,671,125. Ink cartridge. tobert = T. 1,672,633. Display cabinet. Paul R. 

Pollock, Boston, Mass., assignor to Pol- The Recent Patents Vogel, Chicago, Til. Filed July 21, 1924. 

lock Pen Company, Boston, Mass., a cor —_— Granted June 5, 1928. Serial number 

poration of Delaware. Filed Feb. 17, 1923 ; . : . 727,171. 

Granted May 29, 1928. Serial number [optes re Sa Te by RB 1,672,838. Sales book. Edward Kirby 

619,625. Washington, D. C., for ten cents each in Bottle, Elmira, N. Y., assignor to Ameri- 

1,671,209 Manifolding device Alfons cash postoffice money orders or certified can Sales Book Company, Ltd., Toronto, 
Ruf, Zurich, Switzerland. Filed Jan. 29, check. Stamps and personal checks not Ontario, Canada, a corporation of On- 
1926, and in Switzerland Jan. 31, 1925 . accepted tario Filed Dec. 26, 1924. Granted 
Granted May 29, 1928 Serial number ; June 5, 1928. a a wees. neal 
84,697 7 . r, ' ae : . 1,672,880. Sectional page loose lea 

1,671,212. Automatic vencil. Herman ea wy Bae Wace nies “hee book. Leon Cohen, St. Louis, Mo. Filed 
C. Spindler, Akron, Ohio, assignor to graph Company, New York, N. Y., a cor- December 18, 1926. Granted June 12, 1928 
William C. McCoy, Akron, Ohio. Filed poration of New York. Filed June 12 Serial No. 155,596. 

June 7, 1921. Granted May 29, 1928. 1925. Granted May 29. 1928. Serial num 1,673.090. Paper filing device. Walter 
Serial No. 475,711 ber 36 6R7 a oe . Real, Hanover, Germany. Filed August 

1,671,297. Cardcase. Charles L’Enfant,. . aa - , 15, 1924; in Germany, August 20, 1923. 
New York. N. Y. Filed Aug. 11, 1926 i,672,062. Typewriting machine. Ed- Granted June 12, 1928. Serial No. 732,214. 
Granted May 29, 1928 Serial number ward B. Hess, Orlando, Fila., assignor to 1,673,170. Leaf binder. William F. 
128,605 Royal Typewriter Company, Inc., New Warner, Jr., Rochester, N. Y., a corpora- 

1,671,298. Cardcase. Charles L’Enfant, York, N. + a corporation of New York. tion of New York. Filed November 239, 
New York, N. Y. Filed Sept. 10, 1926. Filed Jan. 25, 192 Granted June 5, 1926. ,oranted June 12, 1928. Serial No 
Granted May 29, 1928. Serial number 1928. Serial number 163,384. 151,2 
134.599. 1,672,354. Power typewriter. Oluf Ty- 673 3,272. Typewriting machine. John 

1,671,393. Adjustable pencii eraser berg, Point Loma, Calif. Filed Mar. 6, Waldheim, Elizabeth, N. J. (assignor to 
Henry C. Zantow, Madison, Wis. Filed 1925. Granted June 5, 1928. Serial num— Underwood Elliott Fisher Company, New 
Oct. 9, 1925. Granted May 29, 1928. Serial ber 13,613. York, N. Y., a corporation of Delaware). 
ay gay, ili out 1,672,382. Pencil holder and pocket clip. oe . oe Granted June 12, 1928. 

-O41, 2909 4 5 é ag ) ~ g oy , > ‘ eerie 4 . o, «. 
computing machines. Otto Thieme. Hart ae => Pe 4 y= pl 1,673,289. Typewriting machine. Alfred 
ford, Conn., assignor to Underwood Com 99 oe Am FEE ny : G. F. Kurowski, Brooklyn, N. Y. (assignor 

: b , : 1928. Serial number 112,501. a ~ x - 
puting Machine Company, New York, N to Underwood Blliott Fisher Company, 

, a corporation of New York. Filed 1,672,385. Total mechanism. William New York, N. Y., a corporation of Del- 
April 20, 1926. Granted May 29, 1928 W. Lasker, Brooklyn, N. Y., assignor, by aware). Filed March 7, 1924. Granted 
Serial number 103,249 ee nomgaments. to Remington Rs June 12, 1928. Serial No. 697,476. 

1,671,530. Vertical card system. Rob- . onepanndion of bchwene. Filed ‘July 23. 1,673,315. Loose leaf binder. Frank H. 
ert Emanuel Kristensson, Lidingo, Swed- ee — ee y 23, Crump. Los Angeles, Calif. Filed April 
en. Filed March 30. 1927. and in Sweden 1925. _ Granted June 5, 1928. Serial num-— ys 1927 Granted June 12. 1928 Serial 
Feb. 15, 1927. Granted May °9, 1928. er 45,578. Re see es, ne ee 
Serial number 179,653. 1,672,392. Numbering machine. James ae le ated 

1,671,537. Calculating machine. Conrad H. Reinhardt, East Orange, N. J. Filed .O7e.0ee. Change making mae. 
Luttropp, Stockholm, Sweden, assignor of Oct. 23, 1926. Granted June 5, 1928. Martin Lippe, Chicago, Il Conner. y 
one-half to Anders’ Lindahl, Stockholm, Seria! number 143,534. cates Company, Chien. Ua, © eonpann- 
Swede . 9 , ; sa aed : , - z any, “ago, ~ ac - 
Sete nto ts toes trae: and im 1,672,429. Pencil-sharpening device. tion of Illinois). Filed’ June 6, 1924 
Sweue ’ srantec ay <y, Gustave H. Schmidt, Alhambra, Calif Se . . 19 199 Seri: Io 7182 
1928 Serial number 153, 298. Filed J 12 1926 P ad 4 Granted June 12, 1928. Serial No. 718,212. 

1,671,653. Typewriting ‘machine. Morris 1998. Serial number 115 cu. — 1,673,411. Loose leaf binder. Arthur J. 
W. Pool, Brooklyn, N. Y., assignor to ee Lloyd, Oak Park, Ill. (assignor to W. G. 
Remington Typewriter Company, Mion, N. 1,672,545. Printing and addressing ma- Lloyd Company, Chicago, Ill, a corpora- 
Y.. a corporation of New York. Filed Chine. George M. Soule, Cleveland. Ohio, tion of Illinois). Filed November 10, 1927. 
Aug. 31, 1927. Granted May 29, 1928 | a lly, Ma - = re Granted June 12, 1928. Serial No. 232,336. 
Sorte) Punter 316.699 ; ee. ee a ee a 1,673,579. Lever for self filling fountain 
_ 1,671,722 Typewriter. Shokichi Ishii, June 5. 1928. Serial umber 137.706. pens. Louis Morrison, New York, N. Y. 
Tokyo, Japan Filed Nov. 26, 1926 ne 6, ivcs. Seriai number '9/, (00. “le 99 1927 
4 eo Filed October 29, 1 . Granted June 12, 
Granted May 29, 1928. Seria: tumber 1,672,569. mf or. Jesse M. 1928. Serial No. 229.549. 

150,982 Jones and Robert R. Webb, Les Angeles, pag ee gee 

1,671,726 Filing system. Agnes N Calif., assignors to Charles R. Hadley 1,673,670. Loose leaf book. Charles A. 
Kilmartin and Rena B. Moreland, Wash- Company, Los Angeles, Calif.. a corpora— Finley, Rutherfold, N. J. (assignor to 
ington, D. C. Filed Oct. 18, 1926. Grant-— tion of California. Filed May 10, 1926. Boorum & Pease Company, ee me 
ed May 29, 1928. Serial number 142,442. Granted June 5, 1928. Serial number = etre SO th tae 

1.671.763 Typewriter platen and proc- 107,991. ; ee oy 126. iranted June 12 1928. 
ess for producing the same Charles T 1,672,580. Multiple—magazine holder. Serial NO, 196,160, 

Dickey, Elizabeth, N. J., assignor to Ro- John Arthur Smith, Pasadena, Calif. 1,673,724. Keyboard attachment for typ- 
dic Rubber Co., Garwood, N. J., a cor- Filed Jan. 12, 1927. Granted June 65, ing and computing machines. Harry H 
poration of New Jersey Filed June 4, 1928. Serial number 160,581. Vickers, Corona, N. Y. (assignor to Un- 
1926. Granted May 29, 1928. Seria: num- 1,672,622. Copyholder. Herman J. Ost- derwood Elliott Fisher Company, New 
ber 113,674 diek and Clarence J. Ostdiek, Minneapo- York, N. Y., a corporation of Delaware). 


y 671,869 Desk clip for message blanks lis, Minn. Filed July 16, 1926. Granted Filed April 29, 1925. Granted June 12, 
Ralph I. Meader, Brooklyn, N. Y., and June 5, 1928. Serial number 122,821 1928. Serial No. 26,587. 











ow 
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1,673,725. Filing tray. Nelson S. Welk, 
Athens, Ohio (assignor to The McBee 
Binder Company, Athens, Ohio, a corpor- 
ation of Ohio). Filed February 25, 1926. 
Granted June 12, 1928. Serial No. 90,478. 


1,673,842. Loose leaf book.. George: J. 
Netter, Sr., Independence, Mo. Filed July 
2, 1927. Granted June 19, 1928. Serial No. 
203,187. 

1,673,851. Loose leaf binder. Richard 
M. Van Valkenburgh, Kansas City, Mo. 
(assignor to Irving-—Pitt Manufacturing 
Company. Kansas City, Mo., a corpora— 
tion of Missouri), Filed April 7, 1927. 


Granted June 19, 1928. Serial No. 181,753. 

1,673,958. Method and machine for pro- 
ducing printing ribbons. Howard B. Van- 
note, Brooklyn, N. Y. Filed December 6, 


1921. Granted June 19, 1928. Serial No. 
520,346. 

1,674,016. Autographic register. Mur- 
dock MacDonald, Cleveland, Ohio. Filed 


November 17, 1921. Granted June 19, 1928. 
Serial No. 515,766. 

1,674,032. Case for keys and the like. 
Warner R. Buxton, Longmeadow, Mass. 
Filed February 8, 1923. Granted June 19, 


1928. Serial No. 617,788. 
1,674,054. Escapement mechanism in 


James David Mur- 
Filed 
1928. 


typewriting machines. 
phy, Montreal, Quebec, 
July 25, 1925. Granted 
Serial No. 46,067. 
1,674,101. Package and envelope fast- 
ener. Andrew Formoso, New York, N. Y. 
Filed March 22, 1926. Granted June 19, 


Canada. 
June 19, 


1928. Serial No. 96,584. 

1,674,157. Caiculating device. Calvin F. 
Christopher, Canton, N. C. Filed March 
26, 1926. Granted June 19, 1928. Serial 
No. 97,617. 

1,674,170. Calculating machine. Carl M 


F. Friden, 
1925. Granted June 19, 
40,221. 

1,674,222. Filing system 
ley, Los Angeles, Calif. 
1926. Granted June 19, 
98,186. 

1,674,248. Loose leaf binder. Cornelius 
Evan Johnson, Grand Rapids, Mich. Filed 


Oakland, Calif. Filed June 29, 
1928. Serial No. 


John T. Quig- 
Filed March 29, 
1928. Serial No. 


July 22, 1926. Granted June 19, 1928. 
Serial No. 124,260. 
1,674,259. Pencil gripper. Bernard M. 


Palmer, Janesville, Wis. (assignor to The 
Parker Pen Company, Janesville, Wis., a 
corporation of Wisconsin). Filed April 6, 
1927. Granted June 19, 1928. Serial No. 
181,415. 

1,674,260. Pencil gripper. Bernard M. 
Palmer, Janesville, Wis. (assignor to The 
Parker Pen Company, Janesville, Wis., a 
corporation of Wisconsin). Filed April 6, 


1927. Granted June 19, 1928. Serial No. 
181,416. 
1,674,265. Memorandum pad_ device. 


Fred Roeger, Hasbrouck Heights N. J. 


(assignor of one-half to Howard S. Nei- 
man, New York, Y.). Filed April 3, 
1926. Granted June 19, 1928. Serial No. 
99,451. 

1,674,273. Type writer. John H. Barr, 
Ithaca, N. (assignor to Barr-—Morse 
Corporation, a corporation of New York). 
Filed April 30, 1925. Granted June 19, 1928. 
Serial No. 26,850. 


1,674,357. Magazine 
Fleming, Alexandria, Va. 


pencil. Ambrose 
Filed March 22, 


1926. Granted June 19, 1928. Serial No. 
96,633. 

1,674,359. Filing device. Henry Frey, 
Havana, Ill. Filed March 17, 1927. Grant- 
ed June 19, 1928. Serial No. 176,062. 

1,674,363. Typewriting machine. George 
F. Handley, Glendale, N. Y. (assignor to 
Royal Typewriter Company, Inc., New 


York, N. Y., a corporation of New York). 
Filed December 1, 1926. Granted June 19, 
1928. Serial No. 152,013. 

1,674,484. E ngraving machine. Howard 
B. Scott and Edgar Warner, Dayton, Ohio 
(assignors, by mesne assignments, to The 
National Cash Register Company, Dayton. 


Ohio, a corporation of Maryland). Filed 
May 2, 1924. Granted June 19, 1928. Serial 
No. 710,574. 

1,674,599. Typewriting machine. _Alfred 
G. F. Kurowski, Brooklyn, N. . (as- 
signor to Underwood Typewriter Com- 
pany, New York, N. Y., a corporation of 


Delaware). Filed July 29, 1924. Granted 
June 29, 1928. Serial No. 728,833. 
1,674,611. Stencil sheet. Herbert L. 
Shallcross, Collingdale, Penna. (assignor 
to The Shallcross Company, Philadel- 
phia, Penna., a corporation of Delaware) 
Filed October 17, 1927. Granted June 19, 


1928. Serial No. 226,817. 
1,674,883. Fall support for desks and 
the like. Elmer Broberg, Rockford, Ill 


(assignor to Eleco Tool and Screw Cor- 
poration, Rockford, Ill., a corporation of 
Illinois). Filed September 5, 1925. Grant- 
ed June 26, 1928. Serial No. 54,655. 


1,675,011. Envelope. Howard A. Wolf, 
Elkins Park, Penna. (assignor to Edwin 
Wolf, Benjamin Wolf, Clarence Wolf, 


Louis Wolf and Albert Wolf, Philadel- 
phia, Penna., copartners, trading and 
doing business as Wolf Brothers). Filed 
January 2, 1924. Granted June 26, 1928. 
Serial No. 683,900. 

1,675,060. Copyholder. William D. M. 
Simmons, Brooklyn, N. Y. (assignor to 
Underwood Elliott Fisher Com y, New 
York, N. Y., a corporation of Delaware). 
Filed May 5, 1925. Granted June 26, 1928. 
Serial No. 28,043. 

1,675,153. Loose leaf binder. 
Bentrup, St. 


Harry R. 
Louis, Mo. (assignor to Sie— 
ber Products Manufacturing Company, St. 
Louis, Mo., a corporation of issouri). 
Filed August 16, 1926. Granted June 26, 
1928. Serial No. 129,418. 

1,675,289. Envelope and assembly there- 
of. James T. Williams, Hillside, N. J. 
Filed June 17, 1927. Granted June 26, 
1928. Serial No. 199,464. 

1,675,301. Loose leaf binder. James C. 
Dawson, Webster Grove, Mo. (assignor to 
Elma N. Dawson, Webster Grove, Mo.). 
Filed February 17, 1926. Granted June 26, 


1928. Serial No. 88,804. 

1,675,331. Index or file. William H. 
Day, East Haven, Conn. (assignor, by 
mesne assignments, to Remington Rand 


Business Service, Inc., New York, N. Y., 
a corporation of Delaware). Filed No- 


vember 19, 1924. Granted July 3, 1928. 
Serial No. 750,791. 
1,675,394. Loose leaf binder. William 


Vennard, London, England. Filed Janu- 


ary 13, 1927; in Great Britain February 
15, 1926. Granted July 3, 1928. Serial No. 
160,831. 

1,675,436. Typewriting machine. John 


Waldheim, Elizabeth, N. J. (assignor to 
Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of laware). 
Filed June 9, 1922. Granted July 3, 1928. 
Serial No. 566,939. 

1.675.442. Inking mechanism. Anthony 
F. Zeitinger, St. Louis, Mo. Filed May 
1927. Granted July 3, 1928. Serial No: 
189,594. 

1,675,454. Sorting desk. Samuel A. Har- 
rison, Los Angeles, Calif. Filed Septem-— 
ber 20, 1924. Granted July 3, 1928. Serial 


No. 738,936. 
1,675,479. Binder post. Arthur M. Bar- 
rett, Chicago, Ill. Filed June 1, 1926. 


Granted July 3, 1928. Serial No. 112,782. 
1.675.509. Ring book and method of as-— 
sembly. George Washington Newman, 
Chicago, Ill. (assignor to Wilson—Jones 
Loose Leaf Company, Chicago, IIL, a cor- 
poration of Massachusetts). Filed May 21, 


19: + jranted July 3, 1928. Serial No. 
716,8 
aaeaiés Fountain pen desk stand. 


Jules A. Fremon and Avery S. De Haven, 
Leeper, Mo. (assignors to W. A. Sheaffer 
Pen Company, Fort Madison, Iowa, a 
corporation of Delaware). 
ber 17, 1926. 
No. 136,074. 

1,675,570. Eraser. Thomas J. Madi . 
Brooklyn, N. Y. Filed January 18, 1927. 
Granted July 3, 1928. Serial No. 161,891. 


Granted July 3, 1928. Serial 


1,675,577. Folding chair. Aaron E. Ros— 
enthal and Werner E. Clarin, Chicago, 
lll. (assignors to Beacon Steel Furniture 
Company, Chicago, Ill, a corporation of 
Illinois)... Filed April 22, 1926. Granted 
July 3, 1928. Serial No. 103,769 

1,675,648. Cover table for typewriters. 
Clarence A. Gourlay, Jamaica, N. Y. Filed 


1927. 
166,660. 


February 8 1928. 


Serial No. 


ranted July 3, 





Filed Septem-— * 


1,675,740. Apparatus for holding work 
webs for typewriting machines. John 
Waldheim, Elizabeth, N. J. 
Underwood Elliott Fisher Com 
York, N. Y., a corporation of : 
Filed June 14, 1922. Granted July 3, 1928. 
Serial No. 568,093. 


1,675,784. ata seageeier gad 


line marker. eaten Ia 

Tex. Filed Janu 20, Bae. Gennted 

July 3, 1928. Serial No. 3,619. 
1,675,821. Pad potter. George M. 

ter, New York, N. Filed January 6, 


1928, Granted July I 1928. Serial No. 
44 
1,675,826.. Pencil. Walter A. Sheaffer, 


Fort Madison, lowa, and Lucifer J. Most, 
New Yerk, N. Y., said Most assignor to 
said Sheaffer. Filed November 12, 1920. 
Granted July 3, 1928. Serial No. 423,518. 


1,676,112. Blank book making machine. 
Frederick Renz. Brooklyn, N. Y. Filed 
Februa 16, 1927. Granted July 3, 1928. 
Serial No. 168,753. 

1,676,250. Clutch pencil. Edwin Cald- 
well, New York, Y. Filed December 
22, 1922. Granted July 10, 1928. Serial 
No. 608,435. 

1,676,278. Typewritin 
Cc. Myers, Freeport, (assignor to 
Royal Typewriter talenin Inc., New 
York, N. Y., a corporation of New York). 
Filed October 18, 1927. Granted July 10, 
1928. Serial No. 226, 952. 

1,676,531. Transfer filer hanger. Rich- 
ard H. Dodd, Stockton, Calif. Filed March 
18, 1927. Granted July 10, 1928. Serial No. 
176,457. 

1,676,809. Typewriting machine. Rich- 
ard W. Uhlig, Newark, N. a (assignor to 
Albert Voigt, Brwooklyn Y.). Filed 
Februar yy, 21, 1925. Granted ye 10, 1928. 
Serial No. 10, 750. 

1,676,909. 
Newark, N. 


pees Lewis 


Shelving. Albert H. Levene, 
J. (assignor to De Luxe 
Metal Furniture Company, a corporation 
of Pennsylvania). Filed August 12, 1926. 
Granted July 10, 1928. Serial No. 128,802. 

1,676,968. hy mag for loose leaf ledg- 
ers and like binders emees Britten 
Stone, London, England. Filed June 9, 
1924; in Great Br tain June 19, 1923. 
Granted July 10, 1928. Serial No. 718,908. 

1,677,165. Typewriter and the like. Wal- 
ter E. Barna Ithaca, Y. (assignor 
to Barr-Morse’ Corporation, Ithaca, N. 
Y., a corporation of New York). Filed 
August 4, 1926. Granted July 17, 1928. 
Serial No. 127,035. 

1,677,170. writing machine. George 
Ww. Campbell, artford, Conn. (assignor to 
Underwood Elliott Fisher Company, New. 
York, N. Y., a corporation of slaware ). 
Filed November 22, 1922. Granted July 


17, 1928. Serial No. 602,509. 

m4. 210. Trpewrttins 3 machine. George 

Rose, Hyndsville, N. Y. Filed Decem-— 
ood 6, 1921. Granted July 17, 1928. Serial 
No. 520,419. 

1,677,277. Removable window for 
binders. Max W. Federbush on acob 
D. Federbush, New York, N. Filed 


November 24, 1925. Granted Saly i7, 1928. 
Serial No. 71,070. 

1,677,315. Typewriter. Conrad D. 
Youngberg, Woodstock, Ill. (assignor to 
Woodstock Typewriter Com y, = 
stock, Ill., a corporation of Illinois). Filed 
January 2, 1925. Granted July 17, 1928. 
Serial No. 30. 

1,677,344. Addressing machine. Henry 
E. Hubbard, Chicago, Ill. (assignor, 
mesne assignments, to Addressograp 
Company, Chi o, Ill, a corporation of 


Delaware). Fil tober 18, nat — 
ed July 17, 1928. Serial No. 142,1 


1,677,415. Mechanical og John 
Straka, nee cago, il - lad a 
Wahl Company, 
tion of Dela — &, sril 28, rege? 
Granted July 17, 1928. ‘Filed A No. 557, 199. 


1,677,461. Loose leaf securing monion- 
ism. Richard Fitz Power, London, - 
land (assignor to Morland & Impey, Lid. 
a England). Filed Jan 
1926. rial No. 84,599; and in Au 
Britain May 25, 1925. Granted July 17, 
1 a 


1,677,569. Accounti machine demon- 
stration chart. Jesse B. Smith, Stam- 
ford, Conn. (assignor to a . 
liott Fisher Com 
a corporation of laware). Filed May is’ 
3 Granted July 17, 1928. Serial No. 

~~ 770. Pocket wanet, Harry H. 
wasnesetass. Brooklyn, N. Y. (assignor to 
Modern nagement Corporation, New 
York, N. Y., a corporation of New York). 
Filed August 10, Lg oenes July 17, 
1928. Serial No. 211,98 
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Business Opportunities 


These are inquiries from subscribers desiring lines, 
catalogues, etc They are tangible prospects for 
manufacturers and jobbers. 


Wanted Abroad 


Barcelona, Spain.—Sefior don Rafael Bori, Torrente Vidalet, 
18, requests publications to assist in the preparation of a book 
for commercial schools concerning the organization of offices 
Manufacturers of office equipment and supplies are invited to 
send catalogues, technical bulletins and other printed matter 
Sefor Bori organized, promoted and conducted successfully the 
first commercial organization exhibition, comparable to Ameri 
can business shows, ever held in Spain. 


Wanted Here at Home 


Birmingham, Ala.—T. R. Martin, of the Martin Office Supply 
Company, is interested in making a connection with some manu 
facturer of lockers. The company is an established concern 

Chicago, ili.—S. P. W. Office Outfitters is a new organization 
here Catalogues and price lists are requested from manufac- 
turers. This business is conducted by three partners who have 
an intimate knowledge of the office outfitting field 

Green Bay, Wis.—Eckhardt'’s Book Shop, Inc., 215 East Wal- 
nut street, wishes to receive from manufacturers quotations 
on 150 steel lockers. 

Providence, R. |.—-The Capitol Office Equipment Company, 33 
Weybosset street, desires to receive catalogues and price lists 
from manufacturers of wood and steel office furniture. This 
business succeeds the W. R. Paine Company. The Paine busi- 
ness was purchased by Alexander Agronick, president of the 
Capitol Stationery Company and the Samson Press, and is being 
conducted as a distinct business, known as the Capitol Office 
Equipment Company. 

—_— ~~ —- 


Spanish Market for Accounting Machines 

U. 8. Department of Commerce.!] In spite of past prejudices 
against the introduction of modern methods and appliances in 
business offices, there has been developed in Spain a market 
for certain types of bookkeeping, calculating, adding, and billing 
machines sufficiently extensive to warrant the serious attention 
of foreign manufacturers 

As a consequence of this situation the more important manu- 
facturers of the United States and Europe are devoting con- 
siderable time to the Spanish trade; heads of commercial and 
industrial enterprises are being taught the advantages of 
mechanical equipment, and competition is keen. 

In brief, market conditions in Madrid may be summarized as 
follows: (a) Bookkeeping machines—demand so far small and 
relatively unimportant except for a distributor handling other 
types of machines; (b) calculating machines—still comparatively 
small, although the government departments are showing a 
tendency to install them; (c) adding machines—about fifty per 
cent of such mechanical aids to office administration are adding 
machines of the simpler kinds, in use by banks and the larger 
merchants The market is growing and prospects for further 
increased sales reported as highly satisfactory despite strong 
competition; (d) billing machines—few so far sold, but there is 
noted a growing tendency on the part of the public utilities 
companies, such as water, light, and gas concerns, to adopt 


them. 
Spanish customs statistics do not show the number of such 
machines imported, but give weights only As an indication of 


the relative positions occupied by the various nations exporting 
to this country, it may be stated that during the first nine 
months of the calendar year 1927, the latest available figures, 
Spain imported 31,504 pounds, of which the United States sup- 
plied 15,849 pounds, or approximately one-half; Germany, 4,413 
pounds; Great Britain, 3,410 pounds; Switzerland, 3,216, and 
Canada, 2,640 

According to official American export statistics for 1927, the 
United States shipped the following office appliances to Spain 


Number Value 
Listing adding machines : 371 $ 38,265 
Nonlisting adding machines , 3 831 
iypewriters (new) : ecw Danae 521,861 
Typewriters (used and rebuilt) eo 8,325 119,533 
Typewriters—bookkeeping—billing machines. 33 19,190 
Calculating machines 60 11,031 
Addressing and duplicating machines 21 1,579 
Other office appliances (new)... ae 16,559 
Other office appliances (used and rebuilt)... 2,739 


There seems to be no manufacture of any bookkeeping, calcu- 
lating, adding, or billing machines in Spain, all being foreign 
manufacture and chiefly from the United States, Germany, 
Great Britain, Switzerland, and some few from Canada, pre- 
sumably built at American factories in that dominion 

Countries of Origin—Percentage from Each 

Origins of the machines employed in Spain are as follows 
(a) Bookkeeping machines, all from the United States; (b) 
calculating machines, Germany, sixty-five per cent; Switzerland 
twenty per cent; United States, ten per cent; Sweden and others, 
five per cent; (c) adding machines, United States, ninety per 
cent; Germany, ten per cent; (d) billing machines, all from the 
United States 

The superior quality, lightness, 
adding machines and the efficient 
agents are considered responsible in 
preponderant position. 

The most extensive demand recorded among users in Madrid 
is for adding machines of low price, and one of the difficulties 
faced by local selling agents is that of convincing the purchaser 
of the economy of investing in a machine which sells for a 
high price, but which possesses qualities which will permit its 
use long after several of a cheaper grade have been discarded. 
The matter of depreciation is one which is yet to be learned by 
the average business manager in this country Dealers report 
a slightly growing tendency to choose a better machine after 


and simplicity of American 
service extended by loca! 
large measure for their 


several years’ experience selling those smaller and cheaper in 
initial price In this respect the market still is one to be de- 
veloped by intelligent solicitors and with the aid of well thought 
out advertising. 

Perhaps the greatest encouragement to the installation in 
stores and offices of mechanical aids is the rise during the past 
few years of salaries of office help When bookkeepers and 
accountants could be engaged for the equivalent of $10 to $25 
a month, there was no incentive to the installation of labor- 
saving devices With salary advances, however, employers are 
more open to arguments in favor of the purchase of machines 
which tend to cut down personnel. In soliciting orders, active 
agents also have used as an effective talking point the matter 
of added office space needed for additional clerks. These argu- 
ments especially have appealed to railway and public utilities 
administrators 

The average small merchant works on too low a margin of 
profit to warrant the outlay necessary for an adding or calcu- 
lating machine. 

The large number of models of machines makes a detailed 
price list impracticable in a report of this kind, but the follow- 
ing approximate prices are given to indicate to an American 
manufacturer entering the Madrid market what price competi- 
tion he would have to meet. The prices for European machines 
vary greatly and agents constantly offer a variety of reductions, 
long credits, and inducements to effect sales. 

(a) Bookkeeping machines: American manufacturers have 
no competition in this field A machine which retails in the 
United States for $700 sells in Madrid for approximately 5,000 
pesetas. The peseta is worth $0.193 at par and $0.165 at present 
rate of exchange. A machine costing $2,000 in the United States 
sells locally at 15,000 pesetas. Others in proportion 

(b) Calculating machines: American machines quoted at 
from 700 to 5.000 and 6,000 pesetas each. The German “Bruns- 
vig’’ are priced at from 700 to 1,500 pesetas according to size; 
the “Triumphator,” at 1,000 pesetas; the “Elipsia,”’ at 800 
pesetas; the “‘Rema,” at 800 pesetas, and the ‘‘Mercedes,”’ at 
700, 2,200 and 5,000 pesetas. The Swiss ‘“‘Madas’”’ sells for 2,200 
pesetas; the ‘“Millionari,”’ at 3,000, and the ‘“Tim,’’ at 2,200 
pesetas. One Swedish calculator, of which an insignificant few 
have been placed, is quoted at 800 pesetas 

(c) Adding machines: Various American machines are priced 
at 700 and 900 pesetas for the most popular sizes, 1,200, 2,000 
and 3,000 and 5,000 pesetas, and one especially large type at 
9,000 pesetas. The German “Goertz”’ sells for 2,000 and 3,000 
pesetas, and the German “Astra,” for 1,500 to 4,000 pesetas. 

(d) Billing machines: All are of American make and are 
priced at 8,000 to 15,000 pesetas. These are exclusively billing 


machines, and are not other types with so-called billing 
attachments. 
Sales Methods 
The covering of the local market through factory-trained 
representatives thoroughly conversant with the Spanish lan- 


guage and equipped to give service to purchasers is the only 
manner from which success in any volume can be realized. 
The offering of service is paramount. 

A central agency under an American or other non-Spanish 
representative established in Madrid and directing the work of 
subagents throughout the entire country is considered to be 
highly desirable. The best alternative is believed to be a series 
of regional agencies at Bilbao for the northern part of the 
country, at Madrid for the central district, at Barcelona for the 
northern Mediterranean and at Seville for the southern Mediter- 
ranean and Atlantic sections. 

Working territory might with advantage be definitely elim- 
inated as there is a tendency on the part of agents to encroach 
on others’ territories with consequent disputes and difficulties 
to the manufacturer's foreign sales manager 

The visit of a factory representative to the 
selection of agents is advised. 

There has been well-founded complaint against representatives 
of European, and particularly of German, manufacturers because 
of the giving of presents and cash inducements to purchasers, 
and other practices at variance with customary business ethics. 

There is no standard credit practice in the trade in office 
machines, although European terms generally are more liberal 
than American Some purchasers of German equipment have 
been granted up to two and three years’ credit, a great induce- 
ment to a people who habitually demand credit even if cash 
payment is to their advantage. The better American houses 
generally offer ten months to a year for an accepted draft. 
Customers of known reliability are supplied with machines and 
are presented with bills at a time verbally agreed upon without 
the formality of accepting a draft. 

There are fairly frequent sailings of American, Spanish, and 
French vessels from United States Atlantic ports for Spanish 
port of arrival by 


field before the 


ports. Barcelona generally is favored as a 
reason of its facilities for handling freight and commercial 
paper. All customs entries are made at ocean port or frontier 


points, there being no inland port of entry. Spain has free 
deposit warehouses at various ports where merchandise may be 
stored and where import duties may be paid only upon with- 
drawal for sale 

Small replacement parts can be sent by parcel post, but the 
service is slow and inadequate 

Bookkeeping, calculating, adding and billing machines are 
dutiable under Item No. 717 of the Spanish Tariff at 4.50 pesetas 
(87 cents) per kilo (2.2046 pounds) net weight Typewriters 
with adding, calculating, or billing attachments are dutiable as 
typewriters under Item 716 at the rate of 9.50 pesetas ($1.83) 
per kilo. 

All duties are paid on the gold value of Spanish money, not at 
any depreciated quotation which may exist at the time of entry. 
Each shipment under the classification mentioned must be ac- 
companied by a certificate of origin obtained from a Spanish 
consular office in the country of manufacture in order to obtain 
the most favored nation treatment which is extended to Amer- 
ican goods. 

All catalogues and advertising matter sent to Spain should be 
in Spanish and correspondence with Spanish firms should be in 
that language, as many inquiries in an alien tongue are 
disregarded. 
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MINTINGS 


A Page Dedicated to Progress 


Princtple is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“Every history of the Creation, and every 
traditionary account, whether from the lettered 
or unlettered world, however they may vary 
in their opinion or belief of certain particulars, 
all agree in establishing one point: the unity of 
man; by which I mean that men are all of one 
degree, and consequently, that all men are born 
equal, and with equal natural rights, in the 
same manner as if posterity had been continued 
by creation instead of generation, the latter be- 
ing only the mode by which the former is car- 
ried forward; and consequently, every child 
born into the world must be considered as de- 
riving its existence from God. The world is 
as new to him as it was to the first man that 
existed, and his natural right in it is of the 
same kind.”—Thomas Paine. 


*x* x * 


Look to This Day 


For it is life, the very life of life. In its 
brief course lie all the varieties and realities of 
your existence; the bliss of growth; the glory 
of action; the splendor of beauty; for yester- 
day is already a dream, and tomorrow is only 
a vision; but today, well lived, makes every 
yesterday a dream of happiness, and every to- 
morrow a vision of hope. Look well, there- 
fore, to this day! Such is the salutation of the 
dawn !—From the Sanskrit. 


K cK tk 


“The purpose of science is to develop with- 
out prejudice or preconception of any kind a 
knowledge of facts, the laws and processes of 
nature. The even more important task of re- 
ligion, on the other hand, is to develop the con- 
sciences, the ideals, and the aspirations of man- 
kind. * * * For the most important thing in 
the world is a belief in moral and spiritual 
values—a belief that there is a significance, and 
a meaning to existence—a belief that men are 
going somewhere.”—Dr. Robert Andrews Mil- 
likan, Physicist. 


x * * 


“Whether or not we are conscious of the 
fact or whether or not we believe it, our lives 
with success or failure, happiness or misery, 
etc., are controlled by laws as positive as the 
laws which control the universe. To command 
the law we must be in harmony with it.”— 
Selected. 


“Imagination is the power of mind which 
forms and molds thought substance. It is the 
visualizing faculty and it shapes the thought 
according to the sense of beholding. Without 
the high vision of spirituality the images 
formed are unspiritual. When _ exercised 
through consciousness the imagination produces 
spiritual things. When one imagines some- 
thing that is not true he is using the faculty 
of imagination without spiritual understanding. 
He is attempting to produce something in his 
mold without having the substance of reality.” 
—Unity. 

* * * 

“The old time ‘conflict between science and 
religion’ is dead. As a matter of fact, there 
never was any conflict between science and re- 
ligion, only between science and theology.”— 
Bruce Barton. 

* * * 


“As you ascend in spiritual understanding 
you see more and more of your possibilities. 
While your concept of yourself is definite, it is 
still unlimited. The revelation of the highest 
concept of man comes to you at the moment 
when your vision is clear and man is revealed 
to you as he is in absolute truth. Your concept 
is clear and pure. It changes only as you per- 
ceive more and more of your possibilities and 
opportunities to expand and develop.”—Unity. 

* * * 


“To be a philosopher is not to have subtle 
thoughts, nor even found a school, but so to 
love wisdom as to live according to its dictates, 
a life of simplicity, independence, magnanimity 
and trust.’”—Thoreau. 

* ok * 


“Trust thyself: every heart vibrates to that 
iron string. Accept the place the divine Provi- 
dence has found for you; the society of your 
contemporaries, the connection of events. Great 
men have always done so and confided them- 
selves childlike to the genius of their age, be- 
traying their perception that the Eternal was 
stirring at their heart, working through their 
hands, predominating in all their being. And 
we are now men, and must accept in the highest 
mind the same transcendent destiny; and not 
pinched in a corner, not cowards fleeing before 
a revolution, but redeemers and benefactors, 
pious aspirants to be noble clay plastic under 
the Almighty effort, let us advance and advance 
on Chaos and the Dark.”—Emerson. 
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An old inspiration 
for the new year 


@« ABOU BEN ADHEM (may his tribe in- 
crease!) € Awoke one night from a deep dream 
of peace, @ And saw, within the moonlight 
of his room, € Making it rich, and like a lily in 
bloom, € An angel writing in a book of gold: 
---€ Exceeding peace had made Ben Adhem 
bold, @ And to the presence in the room he 
said, € ‘‘ What writest thou?’ --The vision 
raised its head, € And with a look made of 
all sweet accord, € Answered ‘‘The names of 
those who love the Lord.” € ‘‘And is mine 
one? said Abou. ‘‘Nay, not so,’ € Replied 
the angel. Abou spoke more low, @ But 
cheerly still; and said, “I pray thee then, 
«@ Write me as one who loves his fellow-men. ” 


« [he angel wrote, and vanished. The next 
night € It came again with a great waken- 
ing light, € And showed the names whom 
love of God had blessed, € And lo! Ben 
Adhem’'s name led all the rest. 


Ta 


LEIGH HUNT ae 















- ) 











Page 13 OFFICE APPLIANCES For January, 1929 














Y "€ 


: 





Team Play in Design 


Written Expressly for Office Appliances 
by Walden Fawcett 


HE “BALANCED BACKGROUND,” for the 

administrative setting of American business, is 

coming. At least, a new harmony in office ap- 
pointments and environments is promised if a forward- 
looking group of idealists in industry can realize their 
dreams. Here, in the latest advance that the modern 
spirit of service has proposed, is a longer leap forward 
than any which has been taken since style and color 
came into the commercial picture. 

So big is the ultimate objective in proportion to the 
modest beginnings, that the only excuse for reporting, 
thus early, an attempt at innovation in office outfitting 
lies in the far-reaching influences that will be exerted 
if all contributors to office installations can be per- 
suaded to make common cause. Even if the common 
cause is only in behalf of beauty in manufactured 
articles. For, argue the optimists, if all branches of 
the far-flung trade can be induced to join hands for 
one purpose they may be prevailed upon to act in con- 
cert in other directions. 

Concretely, what is now proposed by a daring band 
of coordinators is that the outfittings industries shall 
cultivate, by and large, a community consciousness on 
matters of aesthetics. To insure artistic harmony in 
furniture, furnishings, equipment and accessories there 
is projected an active, working cooperation on the part 
of designers in the various lines. Backed up by sym- 
pathetic production policies on the part of the manu- 
tacturers. 

How did this super-scheme for a sentimental merger 
of all the office outfitting lines come about? Primarily 
it is the product of that urge to cooperation which is 
one of the most pronounced characteristics of latter- 
day business. Thus far, the cooperative cult has ex- 
pressed itself most often in cooperation within a single 
industry. But the question has been raised: If coop- 
eration is feasible among the members of one industrial 
or commercial group, why not team-play between vari- 
ous interlocking or interdependent industries? The 
office equipment field was a most logical quarter in 
which to raise the question because in few other com- 
modity markets do supplies flow through more differ- 
ent channels to a common point of consumption. 

Credit for the inception of the idea of team play in 
design belongs, apparently, to Irving S. Paull, Presi- 
dent of the Institute of Carpet Manufacturers of 
America. This, by the by, is the second time within 
a few months that Mr. Paull has put forward a con- 
structive idea, broad in its contact with the commis- 


sary of business. A short time after the formation of 
the Carpet Manufacturers’ Institute, the head of the 
institution advocated assumption by the carpet indus- 
try and kindred lines of a deeper responsibility toward 
office outfitting. He showed, by incontestable proof, 
the important part which rugs, carpets, draperies, hang- 
ings, etc., are capable of playing not only in the gen- 
eral appearance of an office but likewise in absorbing 
and minimizing the noise which, in many localities, has 
become one of the chief foes to office efficiency. 


Having thus gained fuller recognition for the closer 
relationship which exists between office furnishings and 
office furniture, Mr. Paull has gone a step farther and 
introduces, as a sequel, the even more radical idea of 
“collective designing” or pooled policies in industrial 
design. Some weeks ago Mr. Paull addressed letters 
outlining the theory of cooperation in art in industry 
to a number of manufacturers not only in his own line 
but in contiguous fields. The reaction has been most 
favorable. Indeed, the idea seems to have been sprung 
at a psychological moment. Because, manufacturers in 
all lines, engulfed as they are in the present tidal wave 
of color in industry have opportunities almost daily 
to see what havoc to sales is wrought when articles, 
designed to be used in conjunction, clash in color. 


At the outset, the missionaries of team-play in in- 
dustrial design are intent upon forestalling two pos- - 
sible misconceptions. First, no vision of cooperation 
in styling merchandise contemplates, for a moment, 
any restriction upon competition. Nor is it plotted 
to throttle the genius of any designer,—be he a staff 
artist or a free-lance. To be sure, it is predicted that 
this movement, alike to any advance in designing, will 
tend to reduce price competition in favor of quality 
of competition. But rival producers would continue 
to have full play for salesmanship. Similarly, the de- 
signer with a strongly individualistic style could yet 
indulge it to the limit and yet keep within the bounds 
of the union on fundamentals. 

The second possible misconception which proponents 
of design unity would nip in the bud raises the bogey 
of “standardization” of design. Nothing could be 
farther from the thought of the champions of mutual 
understandings on design policy. The cooperation that 
is proposed would not concern itself with commodity 
dimensions or range of varieties. No more with de- 
sign motifs or mediums of fabrication. What is aimed 
at, and all that is aimed at is attainment of reasonable 
harmony between objects in the same room. In other 








= 





a 


words avoidance of the incongruities which exist when 
ill-assorted purchases “fight” one another in appear- 
ance, the resultant clash producing, so the experts tell 


us, a bad effect upon office workers who are at all 
sensitive 
It may be frankly stated that this movement for 


cooperation in design is yet in the educational stage. 
Adoption of practical ways and means of fusing the 
design talent of the various industries will wait upon 
the creation of a supporting sentiment. Certain of the 
industries which must be drawn into the circle, if com- 
plete success is to attend the project, are just awaken 
ing to the importance of design in their own lines. Pre- 
sumably, acceptance of the principle of allied designing 
will come somewhat later. In almost every line, how- 
ever, converts to the idea have been found among the 
leaders. Some of these enthusiasts insist that, from 
this time forward, every business show held in the 
United States will be made to supply demonstrations 
of the possibilities of mass attack in selling if only the 
several items be embraced in a design pool or decora- 
tive hook up. 

While the sponsors deny that design coordination 
smacks of standardization they admit that it aims at 
a certain degree of color control. Probably this might 
take the form of the assignment of certain colors to 
specific models in all makes of goods, thereby capital- 
izing color to some extent for commodity class distinc- 
tions. Or the control might take the form of the 
“color rotation” or controlled color cycle which is just 
now being advocated in business circles as a means of 
concentrating production on certain colors for the cur 
rent year or selling season. Any restraint upon color 
usage imposed by cooperation in design would leave 
the designers free to attain all manner of novel or 
unique effects by employing rare color combinations or 
unusual shades of the approved colors. 
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One progressive executive who is already thoroughly 
sold on the idea of team-play in design holds that it 
will confer its greatest boon if it is the indirect means 
of cultivating a broader outlook in the designing 
studios. ‘This business man holds that almost all de- 
signers in industry are leading lives that are a bit too 
cloistered for the commercial good of their output. 
His criticism is that designers, not unnaturally, are 
prone to confine themselves too much to the artistic at- 
mosphere and not to circulate freely enough among 
the general run of everyday folks in the busy walks 
of life. The result, if we believe this reformer, is 
that a designer may produce designs that are well nigh 
perfection from the standpoint of art and yet are wide 
of what the majority of ultimate consumers would 
prefer. The argument follows that if all designers are 
brought together in round table councils of coopera- 
tive design, the more reserved artists will obtain a close- 
up, such as they have not had, on current public taste 
and popular demand. 

It is only fair to say, in conclusion, that the plan 
for team-work in design, however much it might op- 
erate to free industrial design from convention, does 
not for a moment contemplate capture of standard and 
staple lines by the new art or Art Moderne. If a manu- 
facturer of office furniture or furnishings desires to 
go Modernistic in design there is nothing in the obli- 
gation of a design pool that should deter him. But, 
at heart, the idea of the design pool aims at something 
more substantial than concerted capitalization of a fad 
or a change of fashion. As a foundation for the 


project of joint design, yet in its swaddling clothes, 
there is the conviction that if concord and proportion 
can be maintained in all the furniture, furnishings, fix- 
tures and equipment of an office the harmony will make 
for convenience and comfort as well as for befitting 
dignity of appearance. 





THOUGH BLIND, MISS 
NORA BEB. GILLETTE IS AN 
EFFICIENT DICTAPHONE 
OPERATOR. Miss Gillette 
has been working for the 











New York State Commission 

for the Blind for seven years. 

She has proved herself to be 

a speedy and accurate typist. 
P. & A. Photo) 
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Institutional Advertising Builds Business 


Seein’ Is Believin? Theme Used Successfully by Maverick-Clarke Litho Com- 
pany.—By B. C. Reber 


Litho Company of San Antonio, Texes, opened 

their new store in the Milam building, a branch 
of the main store, they began plans for an advertising 
campaign to promote the sale of office equipment. 
Having been local representatives of several leading 
office equipment manufacturers and carrying a com- 
plete stock of such merchandise, they were well pre- 
pared to offer the best service in the city. How to get 
this message across to the business world of San 
Antonio, however, was another matter. 

After studying the matter over for a time, they 
finally hit upon a plan which has proven even more 
successful than they had anticipated, and which has 
shown in a practical manner that the direct appeal to 
the business man is through beside-the-point illustra- 
tion. 


S Litto months ago when the Maverick-Clarke 


only was the advertising building up business, but it 
was creating a wonderful amount of prestige for the 
firm. 

“It was really surprising the number of inquiries 
that came in and the nature of them,” the advertising 
counsellor for this firm stated, in telling of the cam- 
paign. “In a morning’s batch of mail we would get 
several letters from firms complimenting us on the 
excellent office we had equipped for some local firm 
that had been illustrated the previous day. And we 
would get others reading, ‘We were much interested 
in the office of Blank and Company and wish you 
would quote us what such equipment costs.’ 

“The owners of the offices were greatly pleased, for 
it brought the names of the firms and individuals be- 
fore the public in a most favorable manner. They 
not only thanked us for the courtesy, but went out of 








This firm had equipped several 


their way to send us prospects. 





of the leading offices in the new 
Milam building of which they 
were justly proud. These offices 
offered everything that could be 
desired in modern equipment. 
To show these to a large group 


Visits to Business Leaders 


This is the fourth of a series of adver- 
tisements depicting M-C office instal- 
lations. 


As the ads appeared, the firm 
would receive inquiries about the 
furniture, and these they would 
turn over to the office equipment 
department for follow up. 


“When the campaign had been 





of business men in the most 
effective and economical manner 
was the purpose of the campaign. 

First photos were taken of 
these offices. Then, because the 
photo prints would not produce 
well, line sketches were made 
direct from the photographs. 
With these illustrations at hand, 
the actual mapping out of the 
campaign began. It was decided 
to run the advertisements in- 





in effect for a short time we had 
occasion to check up on the re- 
sults and found that the sales in 
this department had increased 
approximately 50 per cent dur- 
ing the few weeks. This proved 
to us better than anything else 
the value of this advertising in 
building business. 

“In addition to the actual re- 
sults shown by our increase in 
sales, we have had any number 








definitely, and for a preliminary 
campaign a series of twenty-six 
advertisements were prepared. 
These were each two columns in 
width by ten inches in length and 
served to amply illustrate the 
drawing as well as provide suff- 


Office of Thurman Barrett & Co. 


Showing pleasing arrangement of a 
large number of desks. The more 
elegant furniture is in keeping with 


this business home. paign. We consider it one of the 


of inquiries about office equip- 
ment, and we have shown a ma- 
terial increase in business in our 
other departments which we 
credit to this advertising cam- - 


best campaigns that we ever con- 





cient room for the text. 


ducted and plan to continue it 


a : ‘ Some Other M-C Installations Above: ; ah * 
With the first appearance of indefinitely. 
sem arte = “ a e st. G. A. Duerle ' i 
these ads, the real value ol the H.C. eel pn Seeing what the other fellow 
‘ampaig z ake its Joe Devi esks : raw 
campaign began to make itself ys is doing always appeals to any 


known. The managers of this 
business had little realized the 
far-reaching effect of this cam- 
paign and were much surprised 
when letter after letter came into 


Alford Creamery 
Blue Bonnet Hotel 


B. G 





First National Realty Co. 


Travis Investment Co. 


. Irish 
Travis Investment Co. 


Art Metal individual, and especially to bus- 


Cabinets iness men. In this manner the 
and Maverick-Clarke Litho Company 
Counter appealed to their prospects and 





to the world at large. Business 





their offices complimenting them 
on the advertising, thanking them 
for using certain offices as an 
illustration, and inquiring about 
the same type of equipment as 
shown in some of the ads. 


“The Office Atans 
#19 S. St.MaRv’ STREET 






Two Convenient Locations 


men saw what other business men 
LithoCo. were doing. They saw what 
they had in their office. It 
jarred their memory. It recalled 


to them the fact that their office 
equipment was old and out of 





Twice a week these ads ap- 


date. It urged them to put in 








peared in each of the three local 


REDUCED REPRODUCTION OF ONE OF 


new equipment. The increase in 


newspapers. And each week THE ADVERTISEMENTS IN THE SERIES sales shows that this urge was 


brought in new inquiries. Not 


USED BY THE MAVERICK-CLARKE LITHO 
COMPANY 


followed out. 
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EDITORIAL 





To friends near and far who remembered us with messages of good will at 


the Christmas, our grateful appreciation. 


Before us are cards and letters that 


have come across the hills and valleys and across the seas; from friends in coun- 
tries remote, and from friends who are neighbors here at home. 

May the new year bring to all of us, and to all mankind, the full measure 
of our good, and in that which is good for us may all find contentment and 


happiness 


Increase in Office Specialties Sales Points Moral 


HE fact that, during recent months there has 

been a remarkable increase in the sale of office 
specialties should be cause for reflection by those 
who complain of scant opportunities for dealers in 
this field. It has recently been not at all unusual 
for the branch offices of large companies to make 
two hundred and three hundred per cent of their 
quota. 

This access of sales has come about very largely 
through intensive efforts on the part of salesmen 
who have taken prompt advantage of that inchoate 
thing popularly known as the “Hoover market’’— 
an access of optimism which seemingly has affected 
more than the stock market. Alert salesmen work- 
ing for a place “in the money” with reference to 
sales contests which have been numerous of late, 
have given point and direction to prevailing opti- 
mistic tendencies and have profited mightily there- 
by \stute sales managers have seen the writing 
on the wall and have needed no Daniel to translate 
the message. 

But it is one thing to perceive a tendency and 
another to apply it to one’s own advantage and the 
advantage of one’s house. Perhaps this is why 
some of the ablest men in the country are sales 
conditions” remind us of 
about the weather 


“Business 
observation 


managers 
Mark Twain's 


WHY BE 


“more talked of than anything else, but nobody 
seems to do anything about it.” Multitudes talk 
about the state of business, but comparatively few 
take the one step ahead that brings them personally 
in contact with the possibilities of a given situation. 

It is suggested that more dealers might take 
advantage of latter day opportunities by sending 
out well-posted men to pull door knobs and work 
up business on many items of the stock which sell 
fairly well ordinarily, but would sell extra well if 
pushed by energetic and personable young men. It 
isn’t how much salary a man gets that determines 
the cost of keeping him—it is how much he earns. 
Many employers have found on investigation that 
the lowest paid men are the costliest, and that those 
who draw down the highest rewards are the most 
economical. It is a matter of percentage. 

Salesmen conversant with loose leaf, visible sys- 
tem men, and men who can go out and sell office 
machines should be sent out to work the prevailing 
market. 

We put this forward as a suggestion, believing 
that if the branch office specialty men can make 
good on a strong market the dealer also should be 
able to find a way of doing likewise. If this is 
impossible, then there would appear to be some- 
thing the matter with the dealer’s method. It is 
certain that a re-study of methods will bring to 
light opportunities for improvement. 


A HERO? 


ere held up to you as 


As a boy were there not certain national heroes who wer 
shining examples of all that was best in business acumen, in citizenship, in states- 


manship, in valor? 


We knew Washington and Lincoln were great men. 


We placed others, 


such as Franklin, Jefferson, Hamilton, Grant, upon pedestals only a little lower. 


Vore re ently we have applauded 
Armours, as captains of industry. 


our 


Fields, Harrimans, 


IVanamakers, 


We have had ideals and we have believed in them. 
And now come along the biographers who seek to drag our national heroes 


down to their own level. 
are only mud-slingers. 


They may take pride in calling themselves realists; they 


Not great characters themselves, they seek to profit by prying into and bringing 
to light legends, rumors, gossip and half-truths about great men in order to profit 


financially thereby. 


They say they would prove to us that our heroes are human. 
rather admit it than have it proved by obstetrical tables and backstairs tattle. 


We would 


Fur- 


ther, what harm in thinking there is something of the superhuman in those heroes? 
What boy has not been stimulated by reading the older biographies of our 


great men? 


What boy is going to be helped by knowing those things the modern 


biographers delight to tell about utterly unimportant habits and characteristics of 


those same men? 


What is a nation without its heroes? 


What is a boy without his ideals? 


If the trend of biography continues downward, what will remain as a source 


of pride? 


hero? 


Who will any longer admire a hero? 


Who will aspire to become a 


(Frank Farrington’s Business Talks for 1928) 


(All rights reserved) 
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ED. L. LITTLE CARL M. SCHUTZ 


Governor Little Plans Cooperative Sales Meeting 

Ed. L. Little, sales manager of the Wabash Cabinet 
Company, and governor of District No. 5, National Sta- 
tioners’ Association, has arranged for a series of five meet- 
ings to be held in five cities on five consecutive nights, to 
discuss sales problems with inside and outside salesmen 
and to exchange suggestions and experiences. The pro- 
gram will be substantially as follows 

The dinner at 6:30 will be attended primarily by inside 
and outside salesmen and others connected with the indus- 
try, either dealers or manufacturers. At the close of the 
dinner, C. M. Conger, president of the Irving-Pitt Manu- 
facturing Company and first vice-president of the National 
Stationers’ Association, will take charge of the meeting and 
will guide the discussions of the men present regarding 
matters which in their opinion will make it easier for them 
to create sales. This discussion is planned to take from 
twenty to thirty minutes, after which the meeting will be 
turned over to Carl M. Schutz of the Browne-Morse Com- 
pany, who will guide the discussions pertaining to sales 


meetings. An address will then be delivered by William 
H. Greenleaf of The Carter’s Ink Company. This will be 
inspirational in its character. Messrs. Little, Conger, 


Schutz and Greenleaf will devote the entire week to this 
work and the only expense to the dealers or men attending 
will be the cost of the dinner. 

The dates and places of these meetings as planned at 
present will be as follows: February 25, Detroit; February 
26, Indianapolis; February 27, Columbus, Ohio; February 
28, Cincinnati; March 1, Cleveland. 

Governor Little feels that salesmen have had small oppor- 
tunity to come in contact at first hand with association 
activities, He feels that there has been a great deal of 
talking to salesmen, but very little of listening to them. 
These meetings are planned to take up sales problems on 
a cooperative basis and to work out better ways of selling 
through a wider understanding of sales problems and closer 
contact with the men on the firing line. 


indies, 
New Bedford Concern Has New Store 

The Keystone Office Appliance Company, operated and 
owned by Leo F. Kavanaugh, has moved its store to 255 
Union street, New Bedford, Mass. Two floors are devoted 
to typewriters, office furniture of wood and steel, etc. The 
company has been representative of the L. C. Smith type- 
writer for the past ten years; Corona has been handled the 
past four years. The store is equipped throughout with 
new fixtures. The display of Smith and Corona typewriters 
is shown in glass cases, with special tables and cha‘rs to 
match, for use when demonstrating. 

The Keystone Office Appliance Company is fifteen years 
old. 








WILLIAM H. GREENLEAF 


Cc. M. CONGER 


Hartford Dealer Heads Civic Enterprise 

The Hartford Chamber of Commerce last month recom- 
mended to the business houses in the downtown business 
district of Hartford that before and during the holiday 
season the principal business streets of Hartford be illu- 
minated by festoons of colored electric lights stretching 
across the streets in the district. The chamber of com- 
merce selected a committee to work with the various firms 
located in the district and appointed as chairman of this 
committee Gustave Fischer, of the Gustave Fischer Com- 
pany, office equipment dealers, 235-236-237 Asylum streeet, 
Hartford. 

The active efforts of Mr. Fischer and his committee 
made it possible to raise the $10,000 necessary to carry the 
civic experiment to a successful conclusion. The system 
of illumination was formally placed in operation on the 
night of Saturday, December 8, by Mayor Batterson 
of Hartford, who, in a ceremony on the steps of the 
municipal building, threw the switch which bathed the 
business district of Hartford in a flood of lights of many 
colors. Gustave Fischer made the presentation speech, 
and when the mayor threw the switch falling snowflakes, 
like numberless tiny prisms, added their part to the kaleido- 
scopic display. 

— 
Providence Equipment Dealer Expands Business 

Alexander Agronick, president of the Capitol Stationery 
Company, Inc., and the Samson Press, of Providence, 
R. I., announces that his company has acquired the assets 
of the W. R. Paine Company, Providence office equipment 
dealers who have been in business for more than a decade. 

Mr. Agronick would like to receive catalogues and price 
lists from manufacturers of wood and steel office equip- 
ment. The company has established an office furniture 
department which will be operated under the name of the 
Capitol Office Equipment Company and is located at 33 
Weybosset street, Providence. 

—_—_— —— 
V. V. Ayer Augments Corona Adder 

\V. V. Ayer, formerly associated with R. M. Skinner in 
the Corona Typewriter Shop, Minneapolis, Minn., has be- 
come dealer supervisor with the Portable Adding Machine 
Company, operating under the direction of the dealer sales 
department of the L. C. Smith & Corona Typewriters Inc. 
Mr. Ayer will have charge of dealer sales of Corona adding 
machines and accounting cashiers in the northwest terri- 
tory. 

The Corona Typewriter Shop has been discontinued. 
Mr. Skinner has taken charge of Corona service and floor 
sales for the Minneapolis branch office of the L. C. Smith 
& Corona Typewriters Inc. 
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The Typewriter in the Home 


By Walter Jack 


Not! The writer of this article is a newspaper man of 
experience. He has done considerable daily paper work, and 
travels for one of the leading rural pabers, keebing in constant 
touch with people outside the big cities. Some time ago Office 
Appliances published one of his articles on the subject of 
office equipment on the farm. The present article presents some 
pretty well known facts in a human way that may be valuable 
for its suggestive quality, presenting a field which, perhaps, 
has not received as yet the attention it deserves from type- 
writer men and from local dealers interested in the sale of 
machines 


OW about a typewriter for the little fairy in your 

home? This is a question that may be asked of 

every family that has a child or children, and an 
affirmative answer should be forthcoming. Farm and vil- 
lage folks are thinking favorably of the idea. Time may 
show that the typewriter will occupy a position in the home 
much the same as the sewing machine. Possibly there will 
be a greater need for a typewriter in the home than for 
the sewing machine. The trend of the times is to buy all 
articles ready to wear, and there are those who predict 
less and less use for that popular household furnishing, 
which has been sold for more than seventy years from 
farm to farm and home to home. 

Che typewriter in the home is logical. The writer had 

the privilege of spending the night with a typical farm 
family. There is a boy of fourteen years, a girl of fifteen. 
Both are bright, alert, intelligent, and are typical young 
folks of the villages and farms of our country. They are 
bright in school, mechanical, as most children are, and they 
have a subconscious longing for the typewriter. In fact, 
this longing prompted the girl to take up the course in 
shorthand and typewriting in the village school. 
The writer carries a portable machine, and in traveling 
about he has occasion to visit farm homes and become 
acquainted with children. The portable is always brought 
out, paper inserted, and the children allowed to hammer 
away as they like. If they pound too vigorously, a little 
advice is given to correct this. Children are conscientious 
and a typewriter is in considerate hands, even though it 
is in the hands of an impetuous child. 

The writer brought out the portable as usual. The boy 
and girl had a taste of the feast which any boy or girl 
would have were he the owner of a machine. The girl went 
through some of her touch exercises, then copied a school 
lesson, copied the wave lengths and key letters for the 
brother’s radio, wrote off a recipe for mother and a letter 
for father. The machine was turned over to the brother, 
and the sister acted as teacher. It was not necessary for 
the writer to give any advice, for both were careful. The 
pastor was making a late evening call, and he watched with 
interest and approbation the enthusiasm of the young folks 
as they showed him how they could operate. Here the 
local pastor added a word commending the interest in a 
practical, helpful thing, rather than in the alluring pleasures 
which appeal to so many youths. This is just a picture of 
the inclinations of a boy and girl in an average farm family 
The father confided to me that things had slowed up con- 
siderably during the past year; he had some debts, but he 
believed that he would try to find a way to finance a 
machine for his boy and girl. He enquired as to machines, 
and I replied that all the well-known makes are good. He 
enquired relative to a second hand machine. I volunteered 
some fair and impartial advice, and I hope another type- 


writer is sold and that a boy and girl are made happy, not 
for a day, but for months and years. I may say, too, that 
the course of a lifetime is shaped by a typewriter, and it 
is shaped for good. This was true of the writer, and the 
curiosity which the writer had first in an old Densmore, 
then a Smith Premier, followed by an old Remington that 
held its paper in place with a couple of rubber bands, were 
sacred things in the life of the writer. The old Remington 
had been abused and finally had fallen from a table, break- 
ing away the framework about the keyboard, but the old 
machine nevertheless earned many a dollar copying ora- 
tions and theses for college students. 

The writer knows a blind girl about eighteen years old. 
Her parents are farmers. She became blind in the early 
grades in school. For two years she attended a school 
for the blind, but her health failed and she has not gone 
back. She goes out with her sister, and she is charming 
in society and enjoys a dance as well as the rest of the 
crowd. There is an undercurrent of sorrow that now and 
then wells up in her soul. Perhaps another operation will 
restore her to a measure of health and strength, and she 
can go on with her studies and become a teacher. How- 
ever, among her possessions there is a second-hand Rem- 
ington machine that she can handle very adeptly. There 
is farm correspondence, neighborhood gossip for the local 
press, little stories expressive of the longings of her heart. 
These are all unfolded through the typewriter. She keeps 
in touch with old school friends either by Braille or the 
typewriter. The dark world is bright, for the horizon is 
wider than the darkness that enshrouds her. 

The writer has had occasion to use a typewriter in many 
places and under many conditions. For a time the writer 
did promotion work for a daily in a medium sized city 
There was much to be done at fairs, community gatherings, 
school and college events, and it was necessary to write 
the story quickly and on the spot, for immediate publi- 
cation. This was where the portable had its fine advan- 
tages; on the running board of a car or seated in a chair 
the story was written, and boys and girls and older folks 
naturally gathered around. Each one showed his or her 
interest. A page of a story might be written, and more 
information had to be gleaned. Then a sheet of paper 
would be put in the machine, which would be turned over 
to the youths, and they had the time of their lives spelling 
out their names. 

It is interesting to put a machine in the hands of a group 
of a dozen school boys and girls from ten to sixteen or 
eighteen years, and watch the reaction. “My older sister 
is a stenographer, and you ought to see her write.” An- 
other would say, “I have written a letter on my uncle’s 
machine.” “Papa has got a machine in the office. I don’t 
get a chance to use it; wish we had one like that at home.” 
“How long did it take you to get that way?” This would 
be the question now and then one would ask. In several 
years of this work, and a long period of use of a type- 
writer, the writer has found it possible to continue writing, 
and at the same time take an interest in an audience of 
young folks. They are all interested in a typewriter, long 
to have one in the home, are desirous of using one in their 
school work, and to make it a part of their lives. Perhaps 
the best prospects today are the young folks that are 
growing up, and they will become typewriter minded. The 
typewriter is more than a mere machine, a convenience— 
it is an education, a means of education, an avenue to the 
unfolding of a broader life for boys and girls. The writer 
has gone through the longing, the nights when he would 
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dream of the little $1 type wheel contrivance that was 
advertised in the cheap story paper that came to the farm. 
Every boy and girl had a longing and has a longing for 
such machine, a mere toy, but a thing that would have a 
place in the life of a youth. 

Today the boys and girls may own a machine. The 
salesman who can go from home to home, and show the 
father and mother the place that a typewriter may have in 
the lives of children as they grow older, and come face to 


The Value 


By Roy 


business twelve years ago in a room less than twenty 
feet wide; today they have the biggest display room 
in town, larger than that of any of the furniture stores and 
larger than that devoted to any one line by the largest 
department store. “A good display is the greatest asset in 
the field of office equipment,” says R. H. Milam, manager. 

Year by year, under the management of Mr. Milam, the 
business has grown, and gradually the company has ab- 
sorbed the leases on both sides of their original sales room, 
tearing out partitions and extending their floor space in 
both directions. Attractive window display is a feature of 
the establishment and the buying public has kept pace 
with the increasing richness of the display. 

“Style is the watchword of the day in office furniture,” 
says Mr. Milam, “and the office manager is right when he 
begins to see that the display that sells him will go a long 
way toward selling his customers, when he gets it installed 


T Field-Parker Company, Phoenix, Ariz., began 


in his office. The luxury of a well-appointed office is a 
necessity in modern business and one of the best invest- 
ments a firm can make. And, incidentally, every artistic 


installation we make becomes another display room for us.” 

Mr. Milam covers the state of Arizona and some adja- 
cent territory, and he covers the ground personally once a 
year, but he makes it a particular point to exhibit his lines 
in an attractive way at the state fair and on every other 
possible occasion, believing that in the long run the view 


of the goods makes the sales. 


Sales of Good Safes Increasing 

“The trend toward artistic design in office furniture has 
not lessened the sale of metal filing cabinets,” says Mr. 
Milam, “but it has increased the sale of good safes. I make 
it a point to cap the sale of every office suite by the sale 
of Art Metal filing cabinets for the secretary’s room and 
an attractive fireproof Victor safe for the front office. A 
filing cabinet to match the furniture is all very well, but 
the fire hazard is too great for any office to be without 
protection and the really good safe is a substantial orna- 
ment in any office. 

“Ornamental furniture is right in line with the modern 
business man’s taste in motor car colors; the reliable safe 
meets his demands as does the efficient engine.” 

Hoosier desks and Johnson chairs have continued to hold 
a high place in the sales volume of the Field-Parker com- 
pany, and the name of Stowe-Davis is featured on the floor 
and in all the firm’s publicity. In fact, Mr. Milam makes 
the most of the manufacturer’s advertising. 

“National advertising is the dealer’s salvation if he knows 
how to take advantage of it,” he says. “In fact, nine times 
out of ten, if you trace it back, you will find that your 
prospect’s first notion of a beauty of appointment in every 
detail of his office has come from the artistic advertising 
put out by one of the nationally known producers of office 
equipment. Consciously or unconsciously, the makers have 
worked together to put over the idea of something fine 


face with life’s real problems, is more than a salesman— 
he is a missionary, carrying a vital message. The writer 
has sensed the need, the opportunity, and has felt the urge. 
Because I understand the lives, ambitions, hopes and 
dreams of the youth in a number of states and in widely 
scattered localities, isolated and urban, I know that the 
typewriter in the home and for the home is not a luxury, 
not a show, but a vital necessity and a means of education 
and broader culture 


of Display 
George 


and rare in office surroundings; if the salesman will take 
pains to study this publicity and tie up his own advertising 
with the names that suggest these pictures of comfort and 
luxury and good taste, he will find that his efforts are 
cumulative and he is standing on the shoulders of the best 
advertising talent that the country affords. He spends his 
$50 with the backing of a $1,500 display made for him 
by the national advertiser. If he should get his name 
inserted in the national advertising he would jump at the 
chance; as a matter of fact, that is just what he does in 
the customer’s mind when he inserts the maker’s name in 
his own publicity. 
“Business men know office equipment by name.” 


Checking Up the Prospects 

In line with his policy of featuring the finest in furnish- 
ings, Mr. Milam has kept closely in touch with every 
architect actively engaged in building up the city of Phoenix 
into the great distributing point that it seems destined to 
become. He has made it his business to keep the architects 
informed as to what he is ready to supply in the way of 
furnishing and he has in many cases secured from the 
architect valuable hints from the preliminary designs of 
proposed office suites. With these in hand and a carefully 
planned equipment, he has been in a position to go to the 
customer with something definite and pleasing for his 
consideration. 

“In the case of the new Security building, one of the 
finest office buildings recently erected in Phoenix, I worked 
with the architect and also with the rental bureau and 
made detailed plans with complete inventory of equipment 
and furnishings for more than twenty offices and office 
suites. I then began a canvass of the renters long before 
the building was completed, with the result that I had a 
very definite campaign on which I could center my efforts 
for several months with the double objective of selling 
office furniture and of making ‘that building a center of 
display for Field-Parker equipment. ; 

“Every definite sale I made during that time became the 
nucleus of half a dozen good prospects and resulted in 
getting the contract for equipping several other offices. 
When an office is furnished in a particularly satisfying 
way, other offices similarly situated in that building become 
especially good prospects, of course, but offices in other 
buildings, occupied by men in the same line of business 
become prospects, too. As an example of this double pull 
of a good job, I may cite the case of the Dean Stanley 
Fruit company office. When we had completed that job, 
it was universally admired. We were highly pleased with 
it, ourselves, and thought it might bring us other good 
business in the same building; and so it did. But the 
greatest direct result was the selling of various equipment 
to three other firms in the city engaged in similar lines of 
business. 

“One well defined case of ‘satisfying office equipment,’ ” 
said Mr. Milam, “is capable of creating an epidemic.” 
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Being 


Advertising-Merchandising Liaison 
a Reprint of an Article Which Appeared in the 


““Nation’s Business”—and Some Comments 


Reason for High Selling Costs,” 


N DER the title, “One 

there was published in a recent issue of the “Na- 

tion’s Business,” an article by an unnamed retail 
druggist W. V. Pierce, manager of the Midland Paper & 
Stationery Company, of Minneapolis, in calling our atten 
tion to the article says: “This is a druggist’s idea of the 
stationery business. It is a rather hard ‘pill’ to swallow, 
but it is true—not only in this city but in practically every 


city in the United States 


Here is the article 


matter. | am just an ordinary retail 
little out of the ordinary 
profits which are quite 
chain and other 
Philadelphia. 


Y name doesn’t 
Maybe I am a 
continues to pay 
multitude of 


druggist 

because my store 
satisfactory in spite of the 
cut-price stores which are operating today in 
to stay in this fortunate position I have to be 
putting new ideas constantly into my business. My wide 
awake competitors are doing it all the time; if I don’t do 
likewise I'll soon be left behind in the race for business. 

[hat is why I make it a practice to get away from the 
store at least one or two days every week. I spend this 
time traveling around Philadelphia and nearby cities seeing 
what retail merchants are doing Naturally I am 
always on the alert for new ideas which look as if they 
could be used profitably in my business 

Although I am a druggist I don’t confine my attention 
exclusively to drug stores. I find that stores not connected 
in the remotest way with retail drugs often produce ideas 
which can be adapted to my own use 
mind I passed recently the store of a 
and printer. Glancing casually at his 
was caught by a booklet shown 
was “Druggists’ Records 


In order 


other 


In this 


frame of 
prominent stationer 
window displays my eye 
there The title of this booklet 
That 

The sign in the window extended a cordial invitation to 
step inside and get a tree copy o 1e booklet. 
little knowing what turmoil and confusion my 
simple request would cause. All the salespeople were busy 
entered so it was some minutes before any one 
Finally, stopping one on his way to 
a cash register, I asked him where I could get one of the 
booklets displayed in the window. He was polite enough 
but the blank expression on his face showed that he didn’t 
have the faintest idea of what I was talking about. As he 
vaguely suggested that I might “try” at the 


f tl 


| went in, 


when | 
paid attention to me 


hurried on he 
counter across the way 

free booklet prominently displayed in the 
was pert of the selling plan for 
a bookkeeping system which pr cost $50 to $100. (1 
don’t know to this day what ving-Pitt system de- 
scribed in this booklet does c -3: cause no one has ever 
But to go on with my story. 


Imagine! \ 
window, a booklet which 


taken the trouble to tell me.) 

At the second counter, however, I did get a little action 
toward the final fulfillment of what seemed to me a per 
fectly ordinary request Another functionary known as 
“Dad” was loudly summoned and to him I stated my re- 
quest for the third time 

“Dad” apparently was general handy man and porter 


but he at least knew what I wanted. Straightway he disap- 
peared down a stairway behind the counter; he was on his 
way to the cellar 

Dad emerged triumphant exactly 
Having been in quite a few store cellars myself I knew 
the reason for Dad's triumphant look. It is a wonder any- 
body ever finds anything he looks for in most store cellars 

I thanked Dad for his trouble and stood expectant, wait- 
ing for him to say something more. No, not a word, not 
a polite inquiry as to whether or not I would like further 
information or explanations No inquiry as to my name 
and address. Nothing. Quite evidently the store felt that 
giving me a booklet was trouble enough without bothering 
with these other details. 

Perhaps people who are familiar with the business will 
say the inquiries of the kind I made are usually handled by 
from daily contact with customers, 
They 


fifteen minutes later 


outside salesmen who 
know what it is practical to sell to these customers 


may say, too, that it is unreasonable to expect a salesperson 
behind a counter busy all day selling rubber bands and 
10-cent writing tablets to be prepared and ready instantly 
to launch into a high-powered selling talk on a complicated 
item which sells from $50 to $100. 

But I venture to say that if the Irving-Pitt Manufactur- 
ng Company were to put advertisements in magazines 
offering a free copy of this booklet to all who asked for it, 
the resulting inquiries would be handled somewhat more 
systematically and expeditiously. 

If the booklets are to be offered 
have them readily available in the store. 
one inquires, I don’t see why the salesperson couldn’t say 
they were keeping a register of all the people to whom the 
booklets were delivered. If the inquirer shows interest at 
the time, it shouldn't be a difficult matter for the sales- 
person to conduct the prospect personally to some one of 
the store’s outside salesmen or executives who happened 


free in the window, 
Then when some- 


to be available. 

Perhaps stationers feel that these store inquiries about 
which I have had so much to say are only a drop in the 
bucket anyway. No doubt the bulk of the selling effort is 
being done by the store’s outside salesmen. 

Of course I have no means of knowing how true this is, 
but I do know that an outside man from this store has 
been calling on me regularly for at least two years. But 
never in that time has he made the slightest mention of 
the bookkeeping system his store handles. 

Maybe some of these complaints about the high cost of 
selling could be eliminated by the complainants themselves 

We accept the story at its face value. Alas, the charge 
which is here laid against a stationery store may, on the 
personal experiences, be brought with 
in objets 


basis of our own 
equal against haberdashers and dealers 


d’art; against the large department store, 


justice 
yes, even against 
the small drug store 


Che difficulties of our druggist friend represent purely 
a problem of coordination—and the problem, if settled at 
all, must be dealt with by each dealer according to the 
peculiar conditions which his organization faces. Lack of 
coordination! It is the bane of any organization or organ- 
became extinct when his big body 


And many a business 


ism. The dinosaurus 
and little brain failed to coordinate. 
organization has been destroyed by failure to harmonize 
the activities of various departments of the organization. 
\ one-man or two-man business either sails smoothly or 
else rapidly goes on the rocks. The large organization may 
not as quickly be wrecked by its lack of coordination, but 
its end is just as sure. 

given a business to 


Chere is no panacea which can be 


insure there being at all times absolute harmony between 
the sales and credit departments, between the advertising 
and sales or merchandising departments. Nevertheless, it 
is your precious money which is spent for advertising and 
your merchandising department ought to capitalize that 
publicity to the fullest possible extent. If your salesmen 
are not familiar with what the advertising department is 
doing for them, not only does their production suffer but 
they may even become instruments for turning away 
business 

When a customer comes into your store as the result of 
a window display, or a special direct-mail circular, or a 
newspaper advertisement, any salesperson in the establish- 
ment ought to be talk to the com- 
petently about the item or items which have made your 


need tell you the 


able to inquirer 


visitor a “hot” prospect. No outsider 
money value of your display windows and you know, be- 
cause you pay the bills, what direct mail matter and news- 


paper advertisement cost you. 
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Here is a case in point to which most of our readers 
can probably furnish parallels from their own experiences. 

; Not long ago there was received at a certain 
home in the morning mail a beautiful four-page circular 
sent out by a leading household furniture concern. The 
folder was printed in colors on expensive coated paper. It 
showed a number of small furniture objects of artistic 
design, appropriate for special gifts. The announcement 
stated that these things had been selected from the general 
stocks and grouped for the convenience and interest of cer- 
tain customers of the store to whom the circular had been 
mailed. So attractive were the articles and so convincing 
the presentation that the very morning the circular was re- 
ceived a special trip was made to the store by a member 
of the household we have in mind. 

The salesman who greeted the customer had no infor- 
mation of any “unusual articles specially grouped” and had 
no knowledge of the circular which had brought the cus- 
The salesman called the department 
Now it 


tomer to the store. 
manager, who himself was equally uninformed. 
happened that this prospective buyer had a genuine in- 
terest in advertising and had also a high opinion of the 
furniture house. So that her emotion was that of surprise 
rather than of the indignation which might not have been 
unjustified under the circumstances—surprise that so 
reputable a house would let its advertising department go 


to the expense of getting up a beautiful, expensive circu- 
lar and mailing it to customers who, on coming to the 
store ready to buy, were met by a complete lack of infor- 
mation on the part of salesmen. The department manager 
not only acknowledged the justice of the opinion which had 
been expressed by the buyer, but asked her whether she 
would be kind enough to repeat to the president of the 
company what she had just said. 


And so it was that the president, after having heard the 
story, acknowledged that several hundred dollars had been 
spent on that particular piece of advertising literature and 
that the store management had failed to let its right hand 
know what its left hand was doing. “Your call this mor- 
ing, madam,” he said, “may not have been productive of 
anything but annoyance for you; but it has been very val- 
uable for us, for which we are greatly obliged.” 

An enlightening example of lack of coordination—a fine 
demonstration of how not to do it! 

Has anything like the foregoing incident over happened 
in your store? 

Wouldn't it be worth your while to take a little more 
time and a very little more money to make sure that every 
salesperson in your employ is kept informed, either by 
written or spoken word, about at least the “specials” which 
you are featuring in your advertising? 


Does a Salesman Go Prepared to Close the Deal? 


By H. E. Hawkins, General Sales Manager, Stationers? Loose Leaf Com- 
pany, Milwaukee, Wisconsin 


OR seven years opportunity has been knocking at the 
stationer’s door—and some stationers have opened their 
doors and given this opportunity—which we shall call 
a hearty welcome, and these stationers who have 
rich reward of increased 





progress 
thus 
business. 


responded received the 

This infant opportunity which came to the stationers’ 
attention in book form in 1921 was named “Visible Records.” 

To raise this infant to great size and greater strength, 
the stationer who had the true vision of all lines of business 
development, knew he must use the Magic Formula of 
Sales Success—and so the question arises, “Does the sales- 
man go prepared to close the deal?” 

The business world is ever ready to accept an improved 
method and is grateful for the opportunity that means 
progress—especially when it comes with such credentials as 

1. Increased efficiency of records. 

2. Reduced inventories. 

3. Individual stockrooms showing a reduction of 66 per 
cent, 51 per cent, 47 per cent, etc. 

4. Sales increased. 

5. Stock turn-over increased from three to five times. 
6. Investment reduced—business increased. 
. Greater profits. 


“NI 


With such a recommendation for any new idea almost 
any prospect can be made to “sell himself.” 

But the salesman must be guided by the Magic Formula 
of Sales Success. 

A. Is the salesman sure of the prospect’s need? 

B. He must believe he has the best proposition on earth 
for the prospect. 

C. He must be really glad to be making the call, not 
thinking only of commissions he hopes to get. 


D. His interest must be keen enough to expect the pros- 
pect to buy at once. 

E. He must be willing to forget himself entirely and 
focus the spotlight squarely upon his prospect and his 
affairs. 

So the salesman must go prepared to close the deal— 
and— 

There must be absolute knowledge on the part of the 
salesman that the prospect needs the goods and can profit 
greatly by purchasing them. 

The salesman must be quite certain that he has the best 
product to fill that particular prospect’s need better than 
anything else the prospect could possibly purchase at that 
moment. 

The salesman must really love his work, and to him every 
interview should be a game, a battle of wits, and he will 
get keen satisfaction out of winning a sale which will 
result in a real benefit for the prospect. 

The salesman must have the attitude of expectancy. 
This goes a step beyond confidence and it doesn’t go quite 
so far as cocksureness. It is rather the visualization of 
success—so strong and so vital that the salesman would be 
willing to bet money on it. 

Psychologists tell us that the most vital of all human 
emotions is self-interest. Therefore, the salesman who ex- 
pects to sell the prospect must make his talk altogether 
about the prospect’s business, the prospect’s employees, the 
prospect’s bank account, the prospect's profits, etc. 

If the salesman will tell the prospect he has called to get 
his opinion, usually the prospect will give him all the time 
he wants and in such manner will the prospect “sell him- 
self.” 

Do your salesmen go prepared to close the order? 
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What is this visible record equipment which is sweeping 


the country and in which there will be 


the ten 


“To trade sight for 


an estimated busi 
$20,000,000 ? 


ness in next years ot 


search” is the best explanation of help 


and benefit the visible record is to all lines of business. 

It quickly reveals facts that in the past have been hid 
den away in some dé sk or cabinet It reveals information 
for action that formerly required a lot of valuable time 
to locate and assembl It makes possible many short-cuts 
to create valuable reports needed to speed up the han 
dling of bus s 

The field this new system is big because visible rec- 
ords are in use in state, county and city records: in bank 
und commercial systems; in religious and educational work 

his messa to the stationers that they may awake 
to the gold opportunity wh has come to increase their 


Are visible records complicated? They are not. They 


are common sense applied and several responsible loose leat 


manufacturers have already created dealers’ helps and deal- 
ers’ catalogues to aid the stationers to prepare their sales- 
men to a clear understanding of this valuable improvement 
of loose leaf records. 

Such progress has been made by the loose leaf manufac- 
turers in visible record equipment that the stationers can 
now consider this a standard stock item 

The stationer who will best succeed in a clear under- 
standing of the benefits of visible records is one who will 
use it, and through its use, learn the great value of retail 
profits through stock control and then send his salesmen 
out into the lanes of business prepared to close the deal or 
permit those “business engineers” to reap a rich harvest 


which rightfully belongs to the stationer 


Watch Your Step 
By M. L. Hayward 


The Lost “Line of Credit” 


spective bookseller is interviewing his prospec 


I'm g to start in the bookselling business, if I can 
get a $5,000 line of credit,’ the bookseller declares 
Of course, you'd do all your banking business with us,” 


the bank 


sure 


president queries 

I've got $2,000 in cash, and I'll deposit that today,” 
the bookseller announces 
the 


that 


We'll see that you have credit up to that amount,” 


president assured him, signs a written statement to 


effect, the bookseller started in business, depending on the 


credit, the bank advances $2,000 and no more and the 
bookseller loses nearly that amount on account of not hav 
ing the accommodation on which he had figured 

In a case like this, can the bookseller sue the bank for 


damages for the actual loss sustained? 


This in a decision of the Supreme Court of 


point arose 


Washington, reported in 209 Pacific Reporter, 1113, where 
the court ruled in favor of the bookseller 
* > * 


The Office Appliance Partners 


“Brown and I have dissolved partnership in the retail 
office appliance business,” White suggested, “and I’m carry- 


e business in my own name at the old stand.” 
lerstood,” the president of the Sand 


ing on t 
So 


I’ve ur Bank 


derstood, 
seaad 
agreed 


“There are disputed accounts between Brown and me. 


Death of A. H. Barkerding 


As Office Appliances was going to press word came of 
the passing of A. H. Barkerding, vice president and gen- 
eral manager of iMttag & Volger, Inc., Park Ridge, N. J 
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TRANSLATION WANTED.— 
This may be a tip on the stock 
roarket in cipher. At any rate, 
it is a postcard received re 
cently by the American Num- 
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He contends that I owe him about $4,000, and I say the 
boot’s on the other foot,” White explained. 

“Well, you'll have to fight it out between you.” 

“That part’s all right, but Brown’s your cashier. I’ve 


got $3,000 here that I'd like to deposit in your bank and 
check out for new supplies to stock up the store, but I’m 
afraid that Brown’ll grab the money as soon as it goes to 
my credit,” White demurred. 

“You that I'll guarantee that 
your money’ll be protected,” the president agreed. White 
ordered $3,000 worth of goods from 


needn’t worry on score- 
deposited the money, 
the Inland Appliance Company, gave a check on the Sand 
Bank, and when the check came in it was dishonored—on 
account of Brown, the cashier, having appropriated White’s 
pay the debt the that 


White owed him. 


deposit to which cashier alleged 


When White learned these facts, he promptly borrowed 
the money, paid the appliance company, and sued the bank 
for the amount of his deposit, and the Texas Court of Civil 
\ppeals in a recent case decided in his favor. 

“The bank is in good conscience and on its express agree- 
ment liable for the money. Persuasion was used to obtain 
the deposit, as White felt reluctant to place it in the bank 
and did so only on the express agreement of the bank not to 
The the time 
was not a partner and had no right to or interest in the 


permit Brown to appropriate it. cashier at 
deposit, and the bank was fully informed of that fact,” said 
the Texas court. 


Mr. Barkerding passed away Tuesday, January 1. Funeral 
services will be held Friday, January 4. He was a veteran 
in the ribbon and carbon industry, and was widely known 
and highly regarded. Particulars of Mr. Barkerding’s 
career will appear in a later issue 
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A 


bering Machine Company from 
a man in Cincinnati. Mr. Phil- 
ips of the company requests 
cipher sharks to solve the rid- 
dle for him. 
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Historical New England Stationery Corner 
Almost a ago a book 
opened on one of the corners of Burlington, Vermont. On 
that still store although the 


structure and the lines which are sold in the modern store 


century and stationery store was 


corner there is a stationery 


probably would not be recognized by the pioneer who 
opened the first stationery store on that corner. 

It was in 1837 that Samuel Huntington opened his sta- 
store in a frame building on the southwest corner 
College for fifty 


years the Huntington business was conducted on that same 


tionery 


of Church and streets, Burlington, and 





corner. On January 14, 1888, fire destroyed the half- 
| Sa : er 
em, > a : =) 





McAULIFFE STORE.—A 


THE NEW 
display of office furniture is shown and two scenes are pictured 
showing the layout and arrangement of the general stationery 
displays 


INTERIOR VIEWS IN 


century-old wooden building. A new brick building was 
erected by Huntington on the site and the stationery busi- 
ness resumed operations “at the old stand.” 

A year or so before the store in the old frame building 
was destroyed by fire, Samuel Huntington took into his 
employ a young man named P. E. McAuliffe, who is today 
manager and treasurer of the corporation which owns the 
building and the stationery business on that same historic 
corner, the McAuliffe Paper Company, Inc. 

For twenty-five years P. E. McAuliffe worked at the 
stationery business on that southwest corner in Burlington 
until, in 1912, he went into business for himself upon the 


organization of the McAuliffe Paper Company. A few 


years later the McAuliffe Paper Company bought the Hun- 
tington building, which was part of the estate of the pioneer 
stationer, Samuel Huntington. 

Last year fire again destroyed the building in which the 
Huntington stationery business had been housed and the 
McAuliffe Paper Company immediately proceeded to re- 
place the loss with a modern retail structure. The new 
quarters were opened to the public at the beginning of last 
month and one of the interesting facts about this latest of 
stationery buildings is that in its design and construction 
provision was made to incorporate a tangible historical con- 
necting link with the older buildings on the same corner. 
Accordingly part of the stone front of the Huntington 
building which had been erected in 1888 was used in the 
new building just completed. The jambs and lintel of the 
brick building recently burned were of brown stone and 
although the fire had badly damaged them they were recut 
so that they present an appearance harmonious with the rest 
of the new building. The lintel of the Huntington building 
used in the new structure has engraved in the stone the 
name “S. Huntington” and the dates, “1837-1888.” The 
recutting of the lintel has brought out afresh this historic 
which, respectively, the first 
was established and the 


reminder of the years in 
stationery Burlington 
second stationery building erected on the same site. 

The older a town or city the greater is probably its 
regard for landmarks and structures of historical interest. 
Therefore, the sentiment which was 
shown by the McAuliffe Paper Company in preserving a 
material connection between the company’s new building 
and its predecessors was the subject of favorable comment 
from many of the 4,000 people who visited the new store 
on the day of its opening. 

Manufacturers and jobbers with whom the McAuliffe 
Paper Company does business also sent their congratula- 
tions and many of the manufacturing and jobbing houses 
sent representatives who personally extended good wishes 
on behalf of themselves and their firms. One of the fea- 
tures of the opening celebration was the display of a ship 
model which had been constructed by the Dennison Manu- 
facturing Company especially for the occasion and bore an 
expression of the best wishes of the Dennison company. 
Floral displays and other tokens of good will came from 
the following firms among others: Art Metal Construc- 
tion Company, Jamestown, N. Y.; The Carter’s Ink Com- 
pany, Boston, Mass.; American Pad and Paper Company. 


store in 


consideration for 


Holyoke, Mass.; Moore Pen Company, Boston, Mass.; 
American News Company, New York, N. Y.; Turner and 
Porter, Buffalo, N. Y.; and Logan, Swift, Brigham, 
Worcester, Mass. 

The McAuliffe Paper Company is agent for the Art 


Metal and Edison-Dick Mimeograph lines and has, in addi- 
tion to its new retail building at the corner of Church and 
College streets, a wholesale building at 67 Main street, 
Burlington, Vermont. The officers of the company are: 
W. H. McAuliffe, president; R. L. McAuliffe, vice presi- 
dent; P. E. McAuliffe, treasurer and manager; and H. J. 
McAuliffe, clerk. 

The fixtures and equipment of the new McAuliffe retail 
store have been chosen with a view to reducing to the 
minimum danger from losses by fire in the future. Art 
Metal steel shelving has been installed. The flexibility of this 
shelving is particularly well demonstrated in the equipment 
of the main floor of the new store. The drawer-type ledge 
shelving structure has been used for displaying and storing 
merchandise but, instead of the usual metal ledge, there is 
a transparent glass ledge which covers the drawers and per- 
mits customers to view the contents of the drawers, which 
are of the suspension type. Art Metal shelving, furniture, 
steel sectional office partitions, and other equipment are used 
throughout the new building. 























Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 


this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 


at the branch m charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 


Ave., New York, will be happy to be of any possible service. 
are not so many as at Chicago, there will be found the same desire to serve. 


While the facilities at New York 
United States 


manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London correspondent, Mr. W. Teignmouth Shore, 
18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore's knowledge of the office equipment business and 
its possibilities in Great Britain makes his counsel 


valuable to those 


the 


desiring to 
British 


cultivate 
Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Note.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE 
APPLIANCES in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be 
sent to OFFICE APPLIANCES’ home address, 417 South Dearborn street, Chicago, Illinois. 


London, December 4, 1928 
' 


Welcome to the New Year! 


wishes from us all 


nine! 
good 
May all office appliance men 


INETEEN-twenty 
Here are the very best of 


you all there 


flouris n pocket and in person 
All the portents for the coming year are good here. Trade 
is gradually settling down and working up. There are 


still and the enormous and crippling income 
But take it all 


1928, 


and other taxes are still on our shoulders. 
round, it does look as if 1929 will be well ahead of 


nsequence the office appliance trades will win 


along to« At least that is the general opinion, even in 
juarters which have a tendency to be too little optimistic 
<-> 


[ have always urged that there are many Americans who 


hopelessly behind-hand in the matter of office 


t K we are 
appliances and that most of our manufacturers of the same 
ire mpetitors who need not be feared either in this or 
any other market Che best way to cure that wrong view 
is to come over here and see for yourselves; the next best 
s something about ourselves, and the best way 
t is to tell vou something about one of our 
leading houses in the stationery business, which has just 
celebrated its jubilee, having been founded at West Brom 
wich fifty years ago by Kenrick and Jefferson, Ltd. (The 
story of the fiftieth anniversary of this famous house 
appears another page, with illustrations.) 


_ 

New Agencies for Mercedes Machines 
The Mercedes Bueromaschinen-Werke, A. G., of Zella 
Mehlis in Thuringia, Germany, sends us the following in 
about its most recently established sales agencies. 


formatior 
neral agency for Sweden for Mercedes Addelectra 


T he ue 
accounting machines and also for the standard model and 
the electric Mercedes typewriters has been granted to Aktie- 
S. Gumaelius Maskinaffar, Fredsgatan 10, Stock- 


has sold typewriters for twenty years 


bolag« t 
holm; a 


W hich 


As a result of the tendency toward westernization in Tur- 


key, particularly with respect to the official government 
adoption of the Latin alphabet for writing and printing, a 
new field for typewriters has been opened in 
To take advantage of the new order there has 


a Turkish gen- 


promising 
Turkey. 
been established by the Mercedes company 
eral agency in charge of Dr. Burhan Fehim, at Grande Rue 
Porte 50, Stamboul. 

Dimitre D. Maprkoff, ul Kiril u. Metori 156, 
been appointed Bulgarian general agent for Mercedes type- 


Sublime 
Sofia, has 


writers 

Fritz Klein, 
over the general agency for the Saar district and will han- 
dle Mercedes Euclid Rapid calculating ma- 
hines, and Addelectra accounting machines. 

A new branch has been opened by the Mercedes Organi- 
Offices at 18, Sagan, to deal in 
calculating bookkeeping 
Oberlausitz 


Triererstrasse 27, Saarbruecken, has taken 


typewriters, 
Strasse 


Addelectra 
Lower Silesia, 


ration Eckersche 


Euclid machines and 


machines in the territories of 


ind Niederlausitz. 


> — 
District Managers for “Elsie” in England 
The L. C. Smith & Corona Typewriters, Ltd., Aldwych 
London, W. C. district man- 
agement of the business in the British Isles. E. T. Adams 
is assistant sales manager for the northern district of Eng- 
Ireland. E. D. Zucker is assistant 
counties and 


House, 2, has arranged for 


land and Scotland and 
sales for the 
supervising the wholesale department at London. 


manager southern of England 


tien 

German Ribbon and Carbon Concern Bankrupt 
Official notification has been made of the appointment, 
November 2, 1928, of Dr. Fritz Maas as administrator in 
bankruptcy of the old German manufacturing firm of Bluen 
& Company, Aktiengesellschaft fuer Buerobedarf, Bethanien 
Ufer 6, Berlin SO 36, Germany. Derby typewriter ribbons 
and carbon papers, manufactured by Bluen & Company, 
have long been popularly known on the European market. 
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CLEMENT EHRET, President, 














Office Equipment Institute of the U. S. A.: 


As chairman of the Office Appliance Trades Association in Great Britain 
and Ireland for the coming year, | see nothing but optimism for the future 
The past year has been uery successful on all hands in spite of the “‘croakers.”’ 
Therefore, we send our greetings to our friends on the other side full of 
confidence that the experience of the past year will not only be repeated in the 
coming year but actually increased. 

The office appliance trade has become a great factor in the great concerns of 
every country; they cannot do without us. All we require is unbounded 
enthusiasm in the articles we are offering the public and intensive enthusiasm 
for ourselves in the belief that we have the best to offer and that all concerns to 
be up to date and prosperous must listen to our propositions. 

Once again greetings to our friends on the other side with the motto for the 
coming year ‘‘Up guards and at them.” 


A. W. THOMAS, Chairman 
Office Appliance Trades Association of Great Britain and Ireland. 





— A. W. THOMAS, Chairman, 
A. W. THOMAS Office Appliance Trades Association of Great Britain and Ireland: 

As president of the Office Equipment Institute of the United States and on 
behalf of the members thereof and our industry on this side generally, permit 
me to reciprocate the good wishes and concur in the encouraging sentiments 
contained in your recent greetings to our industry in this country. 

We, in our turn, express for you and your members our hearty wishes for 
the fullest measure of return for the faith, courage, cheerfulness, common sense 
and effort that you of Great Britain and Ireland are contributing to the 
progress of the great business in which we are both engaged. We are with 
you in your profound regard for our industry and join you in pride over its 
eminent position in the world of affairs. 

We extend to members of your association one and all our best wishes for a 
New Year which shall bring the fulfillment of worthy ends. 


CLEMENT EHRET, 
President, Office Equipment Institute. 


HANDS ACROSS 
THE SEA 





CLEMENT EHRET 


H. F. SANDERSON, President. 
National Typewriter Dealers’ Association 


The British Typewriter Trades Federation is always glad to hear 


from and to cooperate with similar organizations in other countries. 


!t has been particularly pleased to note the growing virility displayed by 
their sister organization in America, and takes this opportunity of 
extending through the columns of Office Appliances the heartiest good wishes 
for 1929 to every member of the American association representing the 
typewriter and allied trades 

PARKER DRAKE, Chairman 


Typewriter Trades Federation 


PARKER DRAKE, Chairman 
Typewriter Trades Federation, London 

| have read with genuine pleasure your words of greeting sent December 
! to the typewriter trade of the United States. Your sentiments of good 
will and esteem are cordially reciprocated. We are happy to know that 
the efforts of your young association have merited the attention and praise 
of a veteran and acknowledged leader in organization work. 

We, the members of the National Association of Typewriter Dealers of the 
LU. S. A. extend to you and the members of your Federation our sincere 
good wishes for a New Year in every way fortunate and prosperous. 

H. F. SANDERSON, President, 
National Typewriter Dealers’ Association. H. F. SANDERSON 









































& Rechenmaschinen, A/G., 
sales manager, Barrett Division, 
W. Schmidt. Zurich ; 
agers, 
maschinen A/G., Zurich 
Victor Cassani, Basle 

Ferdinand Spaeti, Lucerne 


Hans Fischer, factory 


Swiss Concern Holds Sales Convention 
Additions & A/G, Zurich, Switzer 
land, distributors in Switzerland of Barrett adding, listing 
and calculating made by the division, 


Lanston Monotype Machine Company, Philadelphia, Penna., 
The 


Rechenmaschinen, 
Barrett 


machines 


recently held a convention of its sales representatives. 
Roderick, 


men were called together in honor of Frank J. 
Barrett general sales manager, who was at the time visit 
ing Switzerland 


Che program included a banquet held at the Elite hotel in 


Zurich Since the 


pany either speaks or 


I 


entire organization of the Swiss com 


understands English as well as 


French, Italian and German, Mr. Roderick had no difficulty 


in putting over his ideas for selling Barrett adding ma 
chi es 
Messrs. Auer, Kuehne and Leeman, proprietors of the 


Addit 


perience 


ns & Rechenmaschinen, A/G, are men of wide ex 


adding machine business, having been pré 


am «(Uf 
t 


viously associated with one of the foremost adding machine 
compani Switzerland. All the men in the organizatio1 
ire acquainted with the mechanics of selling adding ma 


Roderick’s opinion that the Barrett divi 


Switzerland by one of the 


chines It is Mr 


nted in finest 


sion 18 repres¢ 


selling organizations in Europe 


—_~> 
Turkey Adopts Latin Alphabetical Characters 
On November 1 the National Assembly for Turkey voted 
overing the adoption and 


lurkis! 


unanimously in favor of the law 


iracters for writing and printing the 


Beginning with January 1, 1929, all Turkish newspapers 
without exception must be printed in the Latin characters 
and although the laws do not require it until January 1, 
the government has already started to write its corre 


spondence, using the new alphabet. 

The commercial establishments, banks and all other busi 
allowed until June 1, 1929, to adopt the 
Latin characters, but after that date all of their corre 
spondence and records must be in the new alphabet 

The new alphabet as adopted by Turkey is practically 
the same as that English speaking countries, 
except that they omit the letters “gq,” “w” and “x,” 
have added to the English alphabet a number of accented 


ness houses are 


used in all 
and 


letters and they also use the letter “i” twice, once with a 
dot over both the upper and the lower case letters and the 
other one with no dot over either. These variations will 
make it possible for them in writing the Turkish language 
to always indicate the exact sound and pronunciation and 
g will, therefore, be phonetic because the Turkish 
upon 


the writin 
alphabet, which has now been discarded, 
alphabet and the writing was done from right to 
The change is not easy 


was based 


the Arabi 
left instead of from left to right 
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CONVENTION OF BARRETT DISTRIBUTORS IN SWITZERLAND. 
Zurich, Switzerland, gathered at a convention in honor of Frank J. Roderick, general 
Lanston Monotype Machine Company, 
Oscar Bannwart, manager H. W. Egli A/G., Zurich; Hugh Leeman and John Kuehne, man- 
Additions & Rechenmaschinen A/G., Zurich; Frank J Roderick; Otto A. 
manager, H. W 


Walter Peyer, chief mechanic; Hans 








Sales representatives of Additions 





Philadelphia, Penna. Left to right: M. 
Auer, manager, Additions & Rechen- 
Gotthilf Schnurrenberger ; 


A/G., Zurich ; 
Auer, Solothurn, and 


Berne; Gustav 


Egli 
Baldegger, 


for the people of Turkey to make and practically everyone 
in the country is going to school to learn to write the new 
system. 

In the past there has been but very little demand for 
typewriters in Turkey, practically none except among the 
foreign residents, foreign houses and the few native houses 
who had important correspondence with countries using the 
Latin characters. 

A few typewriters have already arrived in Turkey fitted 
with the special keyboard required for writing the language 
with the new characters and it is probable that all the 
machines which can be furnished to Turkey for some time 
to come with the new keyboard will be disposed of just as 


; 


fast as they can be obtained. 


Office Machines in Finnish Budget 


The budget of the government of Finland for the current 


year makes specific provisions for the purchase of certain 
agriculture, 


follows Department of 


office machines as 

30,000 F. M. for adding machines; financial department, 
81,300 F. M. for typewriters, etc.; administration depart- 
ment, 50,000 F. M. for typewriters and adding machines; 


statistical department, 80,000 F. M. for typewriters, adding 
1,730,000 F. M 


adding machines, etc. The amounts quoted are in 


R. B 


machines, 


etc.; postal department, for type- 
writers, 
Finnish marks.—E. 
es 

German Holiday Crowds Buy Portables 
great activity is reported in the 
This was stimulated by the 


During the holidays 
sale of portable typewriters. 
German National Association of Typewriter Dealers, who 
urged members and others to buy freely and to push the 
gifts. A competition all 


first and fifteenth 


machines as Christmas display 
over the Reich was arranged between the 
of December. Among the American concerns who pushed 
their portables as holiday gifts was the Remington Schreib- 
maschinen Ges. m. b. H., 


1 strikingly attractive window placard. 


who provided their dealers with 


sidieceveiniiin 

“Elsie” Officer Touring Latin America 
Francis E. Van Buskirk, vice president of the L. C. 
Smith & Corona Typewriters Inc., is on an extended busi- 
ness trip through Latin America. Accompanied by Mrs. 
Van Buskirk he will visit the West Indies, Central Amer- 
ica and South America, calling at important trade centers. 


a 
New French Concern Organized 
Bureau,” S. A. R. L., is the name of an office 


equipment firm recently organized in France. The ad- 
dress of the new company is 1, Boulevard Haussmann, 
Paris. F. Grosjean of the concern states that his company 
has been Marchant calculating ma- 


“Perfect 


appointed agent for 


chines. 
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What Do You Know About Finland? 


In This Story of the House of Osakeytid Systema (Aktie- 
bolaget Systema), of Helsinki, There Are Many Facts 
of Interest—and Perhaps of Inspiration. 


the manner of the so-called intelli- 


UPPOSE 


tests 


that, in 


gence which have recently been so much in 


vogue, you were to ask yourself the question of our 





title, “What do you know about Finland?” Would the 
name of the country summon to 
your mind any facts other than 
the names of Nurmi and Ritola? 


You who read the sporting pages 
of our newspapers regularly could 
probably give offhand the names 
of half a dozen other prominent 
Finnish The fact that 
Finland in competition with other 
have as 
Finland’s 


athletes. 
civilized countries which 
much as forty times 
population should carry off cham- 
pionship honors in so many ath- 
letic events should be sufficient to 
give us There are other 
facts about 
their own way no less remarkable. 

It will not be this 
to give a few of these gen- 
eral facts. 
them in mind while you are read- 
particular office 
which we 


pause. 
Finland which are in 





remiss in 
story 
If you keep some of 


ing about the 
equipment house with 
are here dealing, you may be just 
a little more impressed with the 
fact that the 
house may have in it romantic ele- 
ments. It will be well to remem- 
ber, too, that Osakeytid Systema 
is one of a number of progressive, 
Finnish office equip- 
ment Office 
Appliances has from time to time 


several of 


story of a business 


enterprising 


houses, from whom 





published articles and 











whose members have visited the 


DIRECTORS, OSA- 
KEYTI6O SYSTEMA, 
HELSINKI, FINLAND tor 
rop, Arvi Kuha, general 


United States in quest of agencies 
American lines. 


These Finnish office equipment 


manager Middle, Vi 
torio Haataja, sales houses have had for the develop- 
manager; Bottom, Erik z : ‘ 
Landén, systema man- ment of their sales a population 
ager _ oN 
, about one-half of that of New 
York city and a territory about three times as great in 
area as the state of New York, for Finland is larger than 
Norway and Denmark combined, and is_ considerably 


larger than Italy in area. But, from the standpoint of cli- 
mate, there are important factors to be taken into account 
Finland’s commercial accomplishments 


remarkable. We think of 
Finland lies north of the sixtieth parallel 


and these make 


still cold 


more Petrograd as a 
city; yet all of 
of north latitude on which Leningrad (or Petrograd) is lo- 
cated. Approximately one-fifth of the area of Finland lies 
arctic circle 

Finland is on the enormous peninsula of which Norway 


within the 


On this peninsula Norway, Swe- 
the Gulf 


Scandinavian 


and Sweden form a part 


and Finland are almost parallel, with 


of Bothnia 


den, 


separating Finland from the 
peninsula 
their 


stock 
languages. It 


Slavic and 


Slavic 


The Finnish people are not of 


language does not resemble the 
Magyar, or 


Even 


is one of a distinct group of which the 


Hungarian, is another prominent European member. 


days of the Russian empire, with which Fin- 
land had political connections, approximately ninety per 
cent of the population spoke as their daily language Fin- 
nish, about ten per cent Swedish, and only a very small 
For business purposes the Swedish lan- 
guage was and still is extensively used. But the Finns 
are justly proud of their own language and it is today much 
more widely used in their nomenclature, as well as for 
everyday purposes, than when Finland was a grand duchy 
allied to the Russian Thus, many names which 
were formerly, for business reasons, used in their Swedish 
form, are now given in the Finnish language. The name of 
the house with which this story is primarily concerned was 
usually given as Aktiebolaget Systema, the Swedish form 
of Systema, Limited. Since the war the Finnish form of 
the name, Osakeytié Systema, has been predominant. The 
same tendency is manifest throughout Finnish nomenclature: 
Alexandersgatan, a prominent street in the Finnish capital, 
is now Aleksanterinkatu; Helsingfors is now Helsinki; and 
even the name of the country is often given as Suomi 


in the 


number Russian. 


crown. 


(Suomen Tasavalta). 

It was in this country with its own foundation of culture 
of the western trend that there was established on Decem- 
ber 22, 1887, the first office equipment house in Finland. 
It is claimed also that this house was not only the first of 
its kind in Europe but the first in the world to devote its 
energies exclusively to the sale of office equipment. The 
founder of the firm was a nobleman of national reputa- 
tion, Count Carl Mannerheim, and he called his business 
Carl Mannerheim’s Kontor, which may be translated Carl 
Mannerheim’s Bureau. 

The count, as a result of his frequent trips abroad and 
especially of his long stay in the United States, had become 
an enthusiast toward American office equipment and had 
become convinced of the possibilities for a firm dealing 
in office equipment, even in a comparatively small country 
like Finland. The business began on a very unpretentious 
basis. Its activities at first were concentrated upon some 
of the simpler items of office equipment, such as: pens, 
stamps,’ blotters, ink, copying paper, copying machines, 
file folders, etc. At the time even letter files and copying 
machines were novelties and practically unknown in Fin- 
land 
161) 


Page 


(Continued on 





OLD PORTRAIT OF COUNT CARL MANNERHEIM; This 
ippeared in the January, 1909, issue of Office Appliances. 
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First Spanish Business Show Is Success 


Exhibits, Contests and Conferences Demonstrate that Span- 
ish Business Men Are Second to None in Their Interest 
in and Application of Modern Office Equip- 
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L. C. Smith typewriters; Madas calculating machines, both 
hand and electrically operated models; Corona office and port- 
able typewriters, Erga steel office furniture; adding machine 
rolis, ribbons, supplies and accessories—Juan Frey; Ronda de 
San Pedro, 25; Apartado 196. 

Gestetner Rotary duplicating machines, for the printing of 























letters, circulars, music, rate sheets, etc.; stencils, inks, paper, 
ment and Methods. and other accessories—Casa Gestetner; Valencia, 278. 
— = Brunsviga general purpose calculating machines and calcu- 
From October 20 to November 1, 1928, as announced in lating machines for special technical purposes; Astra adding 
the October number of Office A ppliances there was held machines, with and without direct subtraction feature, and 
B | } irst Mod Off E re " s automatic machines for accounting; Vamco adding machines; 
in Barcelona the nrst I odern pice quipment Exposi- Allsteel office furniture, filing cabinets, filing and record safes, 
tion ever conducted in Spain Che exposition was con- safes, adjustable steel shelving, Combined System of vertical 
~ * at 
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DINNER GIVEN IN HONOR OF RAFAEL BORI, ORGANIZER AND MANAGER OF THE FIRST SPANISH 
COMMERCIAL ORGANIZATION EXHIBITION Mr. Bori is seated at the center of the table at the point “X”’ 
eived, organized, and directed by Rafael Bori, a filing, guides, file folders, cards; ribbons, adding ma- 
; chine rolls, and other accessories—Venancio Guilla- 


leading figure in commercial organization and pub- 
Spain, with the collaboration of the Publi- 
efficiency 


heity 


Club, an association of publicity and 


organizations; and of a group of dealers in office 


machines and efficiency equipment under the pat- 


ronage the Spanish government and of the 


Chamber of Commerce and Navigation. 


Che scene of the exposition was the grand hall 
the historical Lonja de Mar palace, which four 
centuries ago was the seat of the Consulate of the 
Mediterranean, and the location was an excellent 
ne In the thirty-four booths of the exposition 
were exhibited a large number of office equipment and 
allied lines. In the list of exhibits which follows, the local 
iddresses are all of Barcelona, Spain: 
instruction according to the best 
correspondence courses in business training, 
technical books; the monthly commercial 
Hispanoamericana—Academia Cots, 
Avenida de la Puerta del 


modern methods, 
commercial 
and 
and 


Angel 


Business 
and 
gen- 
the 
38; 


industrial 
magazine, 
Actividad; 
782 
products: carbon papers for all uses; ribbons for type- 
adding and calculating machines, time recording de- 
and accounting machines; stencils for duplicating 
addressing machines, inks for duplicators and addressing ma- 
Manufactured by Gallaud & Brochard, Nantes-Chan- 


eral 
magazine 
Apartado 
Armor 
writers 


vices and 


chines 


tenay France, and represented by Godofredo Diez Vicedo; 
Entenza 106 

Burroughs adding machines; machines for calculating, ac- 
counting, and invoicing, in various types and models; the 
Burroughs—Moon-—Hopkins, for invoicing and statistical work 
idding machine rolls, ribbons, cards, and other accessories 
Manuel Calleja; Via Layetana, 54 

Zeiss office lamps, the Dictaphone, Parker Duofold fountain 
pens—C. & G. Carandini; Via Layetana, 21; Apartado 487 
The Original Odhner calculating machine, for all manner of 
calculations and arithmetical operations—Contrataciones e In- 


Merced, 26 
installations 
Scientific 


lustrias, S. A.; 
efficiency in 
Via 


making for 
Management) ; 


Scientific plans and 
management—Control 


Layetana, 39, 1°. 


(Spanish 


Gerfa systems: Index cards, wood and cardboard files, guide 
cards, metal signals, efficiency tables, office furniture and filing 
cabinets, filing and record systems, supplies and accessories 
Francisco Farre, Paris; Disputacion, 255 











EE 


RAFAEL 


Universidad, 31 

calculating machines, the Ditto 
calulating and accounting ma- 
ribbons, cards, stencils, 


met; Ronda de la 

Dalton adding and 
duplicator, Mercedes 
chines and electric typewriter ; 
inks, paper, etc.—Jose Leblanc, S. A. (Ma- 
drid) ; represented by F. Montane; Avino, 37. 

Rudy Meyer steel files and lockers, tables ; 
Kardex systems, cards, guides, containers, and in- 
dexes ; filing systems; Lips safes and 
steel furniture, and Library 
Meyer; Via Layetana, 54. 
binders and loose leaf sheets, 


rolls of 


steel 


correspondence 
strong Security 
Bureau products—Rudy 
Zip files, Foliomovil 
Elliott addressing 
kR. M. Nosworty; Valencia, 225 
Elliott-Fisher machines for accounting, invoicing and 
bound books; paper rolls, paper, ribbons, et 
Contable, S. A Ramblia de Cataluma, 72. 
administrative efficiency machines, 
Dapag rotary office printing 


boxes ; 


machines; loose leaf indexes, etc 


BORI 


writing in carbon 
Organizacion 
Adrema addressing and 
Triumphator calculating machines, 
machines—Papeleria Americana; Rambla de Cataluna, 72. 
Roneo products: type duplicator with and direct 
ing; duplicator for circulars, price lists, menus, etc.; addressing 


ribbon ink- 


machines, letter-copying machines, steel furniture, visible in- 
dex; Numeralpha system for filing all kinds of documents, 
ecards, etc.; guides, cards, file folders, ribbons, paper in rolls, 
stencils, inks, and other supplies and accessories—Roneo 
Iberica, S. A. (formerly J. M. Cruzel); Via Layetana, 51; 
Apartado 547. 

Demountable typewriter; Unitas, Tim, and Lipsia calculating 


machines; Edison-Dick Mimeograph, Sentinel check protector; 
roll paper, ribbons, stencils, and other supplies—Joaquin Serra; 
Caspe, 4. 
bookkeeping machines for accounting, billing, 
standard and portable typewriters; add- 
Underwood rotary 
regulators for 
ecard files, filing 
roll paper, and 
Mecanografica 


Underwood 
current accounts, 
ing. subtracting, 
duplicator, the 


ete.: 
and calculating machines; 
National copyholder, humidity 
copying bath cloths, furniture, filing cabinets, 
and record systems; ribbons, file folders, cards, 
accessories—Truniger, S. A (Compania 
Balmes, 7; Apartado 298. 

Waal loose leaf books, 
guides, and all manner of supplies 
machines, and accessories—Vallve y 


55 and 56. 


other 
Guillermo) ; 
furniture, file folders 
for filing and record 
Ala; 


steel and wood 
cards 
keeping: devices, 
Tallers 
Comptometer adding and calculating machines—M. Van Hau- 
waert; Valencia, 200. 
for arrangement of 
documents; 


files, loose 


Wa-L-Imp 
filing correspondence and 
card files, document 


Wa-L-Imp products: system 
system for 


filing cards, 


libraries; 


articulated index 
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priate under new conditions. What was done at the Bar- 
celona exposition will, we believe, be repeated next year 
on a more extensive scale, experience enabling the expo- 
sition sponsors to make those improvements from time to 
time which are inevitable in all progressive enterprises. 
The following lectures and conferences were features of 
the exposition. Some Points on Business Organization, by 
Rafael Bori, technical specialist and director of the expo- 
sition (illustrated with lantern slides). The Building of an 
Accounting System based on Modern Methods, by Jose 
Gardo, expert and author (illustrated with lantern slides). 
Modern Systems of Organization as applied to Banks, by 
Juan Revoltos, business technical scholar. The Legal As- 
pect of the Newer Methods of Accounting Efficiency, by 
Fernando Boter, professor, lawyer, and commercial instruc- 
tor. The leaders of these conferences were assisted by 
about 500 persons. The proceedings of the meetings, con- 














THE SCENE OF THE EXPOSITION WAS THE GRAND he is et 
HALL OF THE HISTORIC LONJA DE MAR PALACE, (Continued on page 155 ) 

















st ME OF THE EXHIBITS AT THE RECENT BUSINESS SHOW AT BARCELONA, SPAIN.—(1) Partial installation of Kardex, 

Security, Library Bureau, Lips and Rudy Meyer files and cases. (2) Burroughs Adding Machine exhibit. (3) Presentation of 

“Wa-L-Imp” commercial and library systems: (original Spanish production). (4) Display of Dictaphones, Parker Duofold pens 

and Zeiss lamps. (5) Here are Allsteel, Astra, Brunsviga and Wamco products. (6) Elliott-Fisher installation. (7) Under- 
wood typewriter and bookkeeping machine installation. 


leaf books, record files, furniture and index files of wood and 
cardboard, transfer files, vertical card files and visible card 
files, file folders, guides, and other supplies of all makes; book- 
form visible card index, book-form visible distributor, metal 
index tabs and signals, etc.—J. Rubio—Wa-L-Imp; Rambla de 
Cataluna, 48; Corcega, 228. 

The local government authorities, together with repre- 
sentatives of His Majesty the King of Spain and of his 
ministers, officially opened the exposition. During the 
ensuing fortnight the exposition was visited by approxi- 
mately 24,000 interested persons, of whom 6,000 were com- 
mercial school students and members of various profes- 
sional bodies. From the operations of the exposition some 
$18,000 was realized 


The success of this, the first office equipment exposition 
ever held in Spain, is a source of satisfaction not only to 
members of the industry in that country, but also to office 
ippliance men in other parts of the world as well. It indi- 
ates that the people of Spain are awake to the progressive 
tendencies which are permeating the world’s industrial 





structure. The old order is changing, and a new spirit 

is emerging. That spirit retains, we believe, the stamp of ENRIQUE MARIMON, CHAMPION 

the older order from which it developed; it retains much TYPIST OF SPAIN FOR 1928.—He 
‘ 7 : 4 aya made 90 words a minute on an 
ot the good of the older order, discarding what is inappro- Underwood 
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Kenrick & Jefferson, Ltd., Celebrate Fiftieth Anni- 
versary 

The celebration in November last of the fiftieth anniver- 

sary of the Kenrick and Jefferson, Ltd., West 

Bromwich, England, was more than the celebration of an 

It was an event 


house of 


important milestone in a given bust!ness 
which marked not only the progress of one of the best 
known British firms in this field, but it presented also a 
certain part of a larger picture of Britain’s progress in the 
arts and industries during the last fifty years. 

small 


that the business had 


familiar 


It is perhaps trite to say 
beginnings. The expression is with reference to 
almost any business which we might name, but from these 
small beginnings a great institution has arisen through the 
wisdom and industry of the founders and the loyalty of the 
men and women with whom they have surrounded them- 
selves throughout the years 

On October Frederick 
John Arthur Kenrick bought out a small local newspaper, 
the West Press, with the intention of fur 
certain political aspirations. Their first 
set out to improve 


2, 1878, Thomas Jefferson and 
Bromwich Free 
thering objective 
having been reached and passed, they 
nditions associated with the routine side of business 
as it was done fifty Today the 
1 thousand skilled operators who find happy employ- 


the c 
years ago company has 
over! 
three large factories of the company and its 
have spread over the British 
The largest fac- 


ment in the 


other Isles 


activities which 


and beyond to every part of the world 
tory is devoted chiefly to letter press (printing from type), 
offset, 
relief stamping from engraved steel dies, ruling, bookbind- 


sylvagraphing (printing by means of zinc plates), 


ing, carbotyping, punching, etc. 

[he factories or departments include envelope manufac- 
turing, 
ing over twenty different kinds of binders of this type from 
highest grade outfits and in a 


renewal leaf department or loose leaf plant, produc- 


' 


grade to the 
The envelope factory is devoted entirely 


medium very 


variety of sizes. 
to the production of high grade envelopes of all descrip- 
tions from the smallest to the largest with and without 


transparent windows. The equipment factory is a model 


of what a wood working factory should be. In addition 


to prolonged air seasoning of the timber, every piece is 


subjected to a scientific kiln seasoning before any work is 
commenced on it. The wood being flawless is given the 
benefit of the finest machines and workmanship in the pro- 


duction of finished articles 

















MEMORIAL PRESENTED BY EMPLOYEES TO THB 
DIRECTORS OF KENRICK & JEFFERSON, LTD., IN 
HONOR OF THE FOUNDERS OF THE CONCERN 
find that there are beau- 
sports 


In addition to the factories, we 
tiful tennis courts and a pavilion on the K and J 
ground and we also discover a most attractive view of the 
Kenrick and Jefferson Wharfdale Social Club and grounds 
with insets showing the billiard room and smoking room. 
This club is within the 
factory grounds and is provided with every comfort. Hard 
court tennis, clock golf and bowls may be enjoyed outside. 


situated in a handsome building 


The house has equipped the offices and factories with a 
to the health and comfort of individual workers, who 
Individual 


view 
have responded with loyalty and esprit de corps. 
desks have been generally adopted. 

It would be too long a story to describe all the different 
processes which have been brought into the business from 
time to time and incorporated as a part of a great institu- 
tion. The history and the work of the firm are typically 
British, for they have won a name for sound, trustworthy 
and up-to-date products. Visitors from other parts of the 
world are always warmly welcomed at the Kendrick and 
Jefferson works, which are well worth study and examina- 
tion. 

Mr. Kenrick passed away in 1925 at the age of ninety- 
seven, and Mr. Jefferson in 1920 at 
The house they founded stands as an enduring memorial to 


the age of sixty-six. 


the founders. 
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SCENES SHOWING 
LAND.—Left: A corner of the Monotype room. 
ing factory Right: A view of the furniture department 

to be the largest 


KENRICK & JEFFERSON ACTIVITIES 
Upper center: Making high grade envelopes. 
In another section of the brochure is a view 


BROMWICH, 


ENG- 
In the woodwork- 
showing what is said 


AT WEST 
Lower center: 


AT THEIR BIG PLANTS 


installation of fast-running presses in the world 
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We went through the booklet, reviewing the activities 
of Kenrick and Jefferson, Limited, with great interest. We 
were interested in the wonderful factories, the fine recrea- 
tion grounds and attractive club house, but what impressed 
us most was the roster of employees who had been con- 
nected with the company for more than ten years. Here 
are the names of more than a thousand people working for 
the firm. Opposite each are indicated their term of service 
for periods of ten years or more. Here we see the record 
of the years, from chairman of the board to errand boy and 
from general manager to bindery girls, and of these it 
appears that approximately one half have worked for Ken- 
rick and Jefferson ten years or more. Forty-three execu- 
tives and department heads are listed, only five of whom 
have been with the firm less than ten years. The average 
term of service of the other thirty-eight officials is twenty- 
nine years. Thus we find the merit system working prac- 
tically on the theory that the longer a person is with an 
organization the more valuable he should become to its 
operation. So it is with the people in higher positions of 
responsibility with Kenrick and Jefferson. Almost ninety 
per cent of such persons have service records of more than 
ten years; more than half or more than a quarter century; 
forty per cent of more than thirty years and of more than 
forty years’ service, almost ten per cent. These records 
of long service are particularly impressive in the face of the 
fact that Kenrick and Jefferson had to pass through the 
desperate period of the World war, with its toll of human 
lives, and through the sore trials of post war business de- 
flation. It is of interest to note that the total number of 
years’ service of those employees of Kenrick and Jefferson 
who have been with the company for ten years or more 
reaches the amazing sum of 7,849 years. The facts anent 
long terms of employment are evidence of the happy rela- 
tions which have always existed between the directors and 
their employees, 

Opposite is shown a likeness of a beautiful memorial 
to the founders of Kenrick and Jefferson, Ltd. This me- 
morial was dedicated on the ocasion of the golden anniver- 
sary just celebrated. It was presented by the employees 
to the directors as a mark of respect and esteem, and in 
recognition of the genius of the founders. 
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Office Appliances acknowledges receipt of the program 
of the community singing concert containing the words of 
the songs, and also the brochure containing the history of 
the business with likenesses of the founders and pictures 
of the plant in its different stages from time to time; a 
complete register of the staff, and illustrations and descrip- 
tions of many of the different mechanical processes. This 
booklet is most handsomely done and obviously is a product 
of the Kenrick and Jefferson plant. Every other page con- 
tains a beautiful sepia half tone of some scene of interest 
throughout these mammoth factories. The booklet is some- 
thing which will find a place in the archives of this journal. 


—_$\_<—__— 
Magazine of Orient Publishes Noteworthy Issue 


Of the numerous excellent magazines which from time 
to time come to Office Appliances, a recent number of 
Extreme-Asie, published in French, deserves highly com- 
mendatory mention. Extreme-Asie is edited, published, 
and printed in French Indo-China, and the occidental chau- 
vinist who thinks good printing is confined to the Euro- 
pean and American continents would find in Extreme-Asie 
ample refutation of his belief, for here is a magazine printed 
in Hanoi, French Indo-China, which could hold its own 
with any magazine. 

The number of Extreme-Asie which we have before us 
has a cover in six colors, including gold, and the numerous 


halftone plates printed on excellent enamel paper stock 
are only one example of the care with which the maga- 
zine is gotten up. The cover, text, and illustrations of this 
special issue of Extreme-Asie all support the historical and 
ethnological motif which is the keynote of the number. 

Some of the articles, in French, are entitled as follows: 
History of the Contacts between Indo-China and Java in 
Ancient Times; The Work of the Royal Packetboat Com- 
pany; A Model Network of Colonial Railroads; Sumatra, 
the Enchanting Island; In the Marvelous Island of Bali; 
A Sojourn in Java—The Journal of a Tourist from Indo- 
China. It would be almost a sacrilege to attempt to de- 
scribe in this limited space the handsome illustrations and 
descriptions of Eastern temples and idols, of peoples and 
towns, of structures ancient and modern, and of activities 
of the past and of the present. 


8 ee 
W. A. Sheaffer Plans with Canadian Staff 

W. A. Sheaffer, president of the W. A. Sheaffer Pen 
Company, Fort Madison, lowa, spent some time late last 
year at the Toronto office of the company. He conferred 
with executives there on production and selling plans for 
the present year. While in Toronto Mr. Sheaffer was in- 
terviewed by a newspaper reporter, and expressed satisfac- 
tion with the progress made by the Canadian company dur- 
ing 1928. He was very optimistic about the outlook in 
the Dominion for the pen, pencil and fountain pen desk set 
business this year 

















JAPANESE DALTON MEN FACE THE CAMERA.—Up- 
per picture shows the Dalton Adding Machine Company 
sales organization in Osaka. Left to right: J. Yamamoto, 
sales manager; E. W. Harris, special representative, For- 
eign Department of the Dalton Adding Machine Com- 
pany; K. Uedo, K. Otsuka, T. Sakemoto and J. Ishi. 
Lower picture is of the Dalton dealer organization in 
Tokyo. Photos by courtesy of E. W. Harris 








Economic Life of Afghanistan. 

The division of regional information, United States Depart- 
ment of Commerce, Washington, D. C., has issued a _ bulletin 
on the economic life of Afghanistan. This is No. 71 in the 
Far Eastern Series, and is available to business houses on 
request. 
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European Trends in Office Equipment 
Special Correspondence to Office Appliances 
November 19, 1928. 


longer talk 
for it has 


Paris, France, 


shops no 


ANAGERS of 
great 


typewriting 


about a demand for machines, 


of course, people possessing a 


become a matter 


bicycle or a car In 
demand 
demand 
incidents 


methods. 


typewriter as they own a 


Holland 


registers, in 


just now there is a large for cash 


sudden for 
merely 


up-to-date 


there is a 
but 
furnish 


Belgium 


calculating machines, these are 


in the rush to offices on 


As 


Stay, 
for 


come to 
it is fitting, 
every typewriter brings in its train a table. This 
must be of the correct height, otherwise typing is a misery. 
After this comes a broader and better table, with capacious 
drawers for various kinds of paper, carbons and so forth. 
Filing desks, all follow the type 
writer, that appeared to be such an innocent, inexpensive 


having 
suitable 


the typewriter is regarded as 


being gradually placed in a 


table 


cabinets, commodious 
one-time cost acquisition and very soon it transpires that 
it needs a small capital to keep the office on a level with 
the innocent-looking little machine in the corner. It some- 


times demands a telephone and very often new offices as 
the volume of business that it brings in its train swells and 
increases A growing daily, 
brings back the story of a common family habiting Subur- 


full-size marble Venus from 


typewriters requirements, 
received a beautiful, 
Che Venus stood shining in her white beauty, 
that the carpet look 
until a decent for the 
Then the furniture looked 
and bit by bit the family 
into an aristocratic quarter, to suit the 
a typewriter that demands to have 


bia, that 
a friend. 
but 
shabby 


made 
carpet, fit 


soon it was observed she 


Everyone saved 


Venus, could be purchased 


shabby in her neighborhood 


made its way 
Venus. So it is with 
everything en suite 
7 * * 

France is now arranging to hide its office furniture be- 
neath a mask of old leather. Arm-chairs, covered with old 
leather, manufactured to look as if it had done duty for 
fifty years at least, take something off the blatantly new 
office. The walls are hung with imitation tapestry or with 
wall-paper to imitate leather, frequently deeply embossed, 
sometimes with real antique leather, even the illuminated 
leather popular several centuries ago, being seen. The arm 
chairs are to match, of course. The bookshelf is arranged 
with strips of leather to match, while very often a dummy 
front of old book backs, hides from profane eyes the loose 
leaf ledgers hiding behind the antique looking frontage. 
Naturally a couch or couches, settees or other furniture 
intended to do duty of an evening, as well as during the 
day, and more especially then, are covered with leather 
to match the bookshelf. Great square or oblong tables, 
polished beautifully, but innocent of drawers, add to the 
antique atmosphere. Sometimes they are quite plain, in 
oak for instance, sometimes carved, in nut or 
some similar wood. . In a room like this, an office by day 
and a reception room at night, it is not necessary to say 
that the typewriter sinks into the well of a large, capacious 
desk, that also swallows up all odds and ends, all untidy 
papers and other memories of work, after office hours. 

While France is all for swallowing up the office, the 
typewriter and all the troubles to the housewife that it 
has brought in its train, Holland, like Germany, glorifies 
the office, that may also serve as a reception room. Where 
France prefers something “marron,” that is, “chestnut,” 
color, with old gold hangings, Holland likes dark green 
for offices. Dark blue also does the trick, a kind of Im- 
perial purple, as the Romans knew it, is popular. Holland 
prefers everything to look very new, the very latest inven 


polished 





tions are welcome, everything can be tried out in the coun- 
try, where labor saving appliances of every kind are very 
much in request, for the Dutch have a reputation for put- 
ting anyone or anything to work excepting themselves. A 
Dutchman likes his office quiet and peaceful. Thick car- 
pets are his idea of a floor covering. With dark green wall 
paper, he puts in steel furniture, painted green, or vivid but 
dark blue. Whereas the French like their typewriters in 
bright enamel, the Dutch and Flemish like a green or blue 
leather case for the portable machine and make the big 
machine disappear into one of the steel fittings in the office 
when not in use. Whereas bookshelves, cabinets, etc., in 
France run shallow, in Holland they are very deep, there 
being little frontage but the drawers pulling out very far 

Belgium is a halfway house, a meeting place of French 
and Germanic races and her tastes are partially French, 
partially Flemish. Belgium is inclined to scrap everything 
that is not convenient, it cares very little whether its rooms, 
offices or other possessions are antique or brand new, pro- 
vided it can get on with its work, without overhead costs 
being too heavy. It is a big market for remade machines, 
for anything that is not the latest fashion. Holland would 
not accept an old “blind” machine as a gift, France would 
nod askance at it, for France loves to be in the fashion 
and Holland wants the very best. Belgium, however, would 
not mind, providing the costs of production can be kept 
down. If an occasional letter had to be rewritten, because 
of the machine, labor is cheap, but in Holland it is very 
dear and brings with it good machinery and good tools 
generally. In France clerical labor is very cheap, but peo- 
ple who can manipulate the new office machine are dear. 
Many girls learned to type some twelve years ago, when 
the machine began to be popular, but it afterwards trans- 
pired that something more than mere typing was required. 
Education and a knowledge of many branches of trade, of 
business, were also necessary. Thus the “personnel” at- 
tached to the typewriter is divided into two classes, the 
typist messenger who makes herself generally useful and 
the skilled operator who has a first-class machine and gets 
a good wage. 

The grand, beautifully furnished office is having a strange 
influence. On the labor market in Europe it is making men 
typists more popular. The flapper typist does not look 
well in such serious surroundings, and although she, with 
her fleet fingers, is wanted wherever great speed is required, 
she is now being gradually replaced in many offices by a 
solemn looking youth, more appropriate to a lawyer's office, 
for instance. 

7 * x 

The arrangement of typewriter shops varies from country 
to country. The French typewriter managed by 
American, maybe, or at any rate under American influence, 
is inclined to pile up typewriters, calculating machines, until 
one is disgusted at the number of diversity of the choice. 
The big dry store that is rapidly annexing much of the 
trade in office appliances in Paris, these articles out 
to great advantage, having trained window dressers who 
deal with fountain pens as they would with jewelry, and 
who place a dainty, aluminum mounted traveling typewriter 
in a setting that would do justice to a china tea service. 
Furniture proper, that dealing in office 
furniture usually show very few articles in a good setting. 


shop, 


sets 


shops are also 

In Lille, show window dressing is very different from 
Paris; like Rouen, it is severe; the impression given is that 
only best class wares are on sale, and for this reason the 
displays are very restrained. One machine will be the only 
article visible in a show window, and this one machine is 
more conspicuous than the forty or fifty in a Paris show 
window, stretching up the main street. In Brussels, some 
shops show many machines, lots of fittings for the office, 
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others again show a single machine, posing like a model, 
on a velvet throne, another with a carefully arranged back- 
ground of curtains But as a general rule the Brussels 
shop is bulging with machines, that go off like hot cakes, 
having no time to get shop-soiled. At Antwerp, where 
portable machines are in great demand for ships, where the 
recently established American firms need fitting up with 
the best models the trade is flourishing and this is very 
evident from a glance at the shops, where everything is 
shining and bright, and speaks of a big annual turnover 
While the French typewriting shop is apt to be all frontage, 
the Brussels shop also being very narrow and long, the 
Antwerp shop tends to be deep. At Amsterdam and the 
Hague the shops are often very deep indeed, the frontage 
being small. There is a desk in the window, with a single 
machine; further down the shop there are other desks and 
tables with machines, the whole having an air of reserve 
and dignity lacking in other cities. Penetrating into these 
mystery shops, one can buy a machine without all the world 
noticing the transaction. In the newspaper quarter in 
Amsterdam and Rotterdam, typewriting shops and print- 
ing-machine shops, with everything of the same kind, tends 
to dirtiness and disorder, paper in packets being piled ceil 
ing high and machines being kept everywhere 

In Cologne and Aix-la-Chapelle, the typewriter shop is 
well furnished, the points of the machine are advertised, it 
not being considered that it is sufficient advertisement in 
itself. A much greater effort is made to suit the require- 
ments of the individual customer, of studying them, than 
in some other countries. For instance, the German dealer 
considers it bad business to sell a full size machine to a 
man who manifestly does not need anything so costly. He 
will not sell a rattling machine to a man who wants a 
“noiseless,” and so on. The Dutchman also makes a study 
of his customer and is far from being offended if he cannot 
supply the article required, will send the customer cheer- 
fully elsewhere rather than earn a name for what is really 
dishonest dealing, although it is probably a one-time sale 
[he Rhineland dealer has probably learned by experience 
that a customer advised to go elsewhere for his own ben 
efit, returns to him, automatically thankful for the advice 
and only too ready to trust the magnanimous dealer not 
anxious to push his own stuff when something else was 


> 


really required.—L. R 


Percy Barringer Completes Fiftieth Year in the 
Stationery Business 

At the close of 1928, Percy Barringer of John Walker & 

Company, Ltd., London, England, completed his fiftieth 

year in the stationery business. In 1880, when the house 

of John Walker & Company, Ltd., was founded, Mr. Bar- 





PERCY BARRINGER 


ringer was one of the men who helped build a solid foun- 
dation on which the present substantial business stands. 

Mr. Barringer admits that he can no longer claim to be 
a young man. He is now the only survivor of the group 
of men who founded the business, and he is still working 
as hard as ever. 


The Passing of Mrs. Barringer 

As Office Appliances was going to press word came that 
Mrs. Percy Barringer had passed away on Thursday morn- 
ing, November 29, of heart trouble, from which she had 
suffered many years. Mr. Barringer’s friends on both sides 
of the ocean deeply regret the sorrow which has come to 
him. Mrs. Barringer was a woman of high culture, gracious, 
loving, hospitable and of charming personality. Her pass- 
ing is a grievous loss. 

mantenniiiiaendaiiai 

Many men have ideas, but only a few have the decision 

and persistence to put them across.—Fritz-Cross Service. 














j 
yi 





“G-F” PRODUCTS ATTRACTIVELY ARRANGED IN THE DISPLAY SALON OF THE 
BAZAR AMERICANO, CARACAS, VENEZUELA 
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BERT HASSEL, AMERICAN FLIER, IN COPENHAGEN, 
DENMARK, WRITING WITH HIS PARKER DUOFOLD PEN, 
WHICH WAS ABOUT THE ONLY THING HE HAD LEFT 
AFTER HE AND HIS COMPANION, PARKER KRAMER, 
HAD SPENT TWO WEEKS TRYING TO GET IN TOUCH 
WITH HUMAN BEINGS WHEN THEY WERE LOST IN 
GREENLAND LAST SUMMER.—The man at the left is Bert 
Olsen of the firm of Christian Olsen, Gothengade 103, Copen- 


this company pre 
companion to the 


time of Mr. Hassel’s visit, 
Parker pencil to be a 


Duofold pen 


hagen At the 


sented him with a 


Parker Pen Christmas Orders Go to Branches by 
Air 

season, The Parker 

their Fairchild monoplane an 


holiday Pen Company 


Wis., 


help in 


During the 


of Janesville, found 


invaluable providing speedy transportation for 


executives and for rush shipments of merchandise. 


The heavy Parker advertising in December created an 


avalanche of last minute orders from dealers, which made 





ABOUT TO TAKE DELIVER 


PARKER PENS 


SANTA CLAUS” FLIGHT TO 


The 


Parker plane loaded with pens, pencils and desk sets, made 


: 


it necessary to rush shipments with all possible speed. 


numerous trips to Chicago and other branches, making 


deliveries a matter of hours instead of days. 
Parker 


Sev- 


Che plane also proved a great time-saver for 


sales executives during the busy days of December. 
eral division managers who had to make hurried trips to 
the factory for conferences, were transported by the plane 
from Chicago to Janesville and back, enabling them to save 


a full day or more on their trips by not having to wait 


ver tor train connections 


Che Parker plane is also proving a very effective adver- 


tisit medium Painted red, with black-tipped wings, to 


conform to the well known Duofold pen color-scheme, it is 


in itself a striking Parker advertisement wherever it goes. 





Mr. and Mrs. Leighton Go to South America 
Mr. and Mrs. E. I 


sailed recently 


Leighton of the Addressograph Com- 
pany for South America where Mr. Leigh- 
agents in developing the 
They 


were accompanied to the steamer by Messrs. Ferris, Reeder 


assist Addressograph 


ton will 

sales service applications of Addressograph products. 

and Connelly, all of the Addressograph Company 
—_ —<S—___ 

Two New Ediphone Accessories 

Thomas A. Edison, Inc., Orange, N. J., 

of the Ediphone dictating machines and systems, have re- 


manufacturers 


cently added two other conveniences to the Ediphone line. 
The two new devices consist of the Ediphone cylinder car- 
rier and woven wire basket, designed to carry eight cylin- 
ders and having eight mail pockets for collections of dicta- 
when 


tion about an office or for twenty-four cylinders 


used for distribution of a fresh supply of cylinders to dic- 
be used by collec- 


tators’ Ediphones. The new carrier can 


tion messengers in an orderly and safe round of their duty. 





THE EDIPHONE CYLINDER CARRIER 





FILE 


THE EDIPHONE CYLINDER SYSTEM 
Standard sections holding twelve cylinders may 
be built up in any desired arrangement 


In peaks of dictation messengers require some form of 
carrier for rapid collection or else delay business by mak- 
ing extra trips to bring all of the dictated cylinders to the 
The size of the new carrier is ten by 
half 


transcribing bureau. 
twenty-five inches and it weighs only three and a 
pounds. 

The addition to the 
Ediphone cylinder system file made in sections so that it 
may be built up in a file of any number of units up to nine. 
It may be had with a rolling pedestal. This nine-section 
file is intended for large transcribing bureaus. It may be 
built up into two, three or more, or a single unit may be 


second new Ediphone line is the 


used. 
——E—— 
Don’t tell your friends about your indigestion. “How 
are you” is a greeting—not a question—The Seer (The 


Bramwood Press). 
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The Old Homestead 


The comtortable log house here pictured was the birth- 
place of Charles M. Marshall of Atlanta, president of the 
National Stationers’ Association. It was situated in Stewart 
ounty, Southwest Georgia Here Mr. Marshall was born 

October 2, 1882, which is to say that he is now forty- 
six, goin’ on forty-seve1 Che house was the best one on 
a farm ot 400 acres which the elder Marshall inherited about 
1880 The building was wrecked about five years later 
and replaced by a four-room dwelling. which. with im- 


| 
provements added from time t time - 1 1 the “I . 
pro ment ad | Irom t l o time, remained the 1iome 


piace for over thirty vears 


st ot a grove ot oak and hickory 


The house was in the mi 





BIRTHPLACE OF CHARLES M. MARSHALI PRESIDENT, 
THE NATIONAL STATIONERS’ ASSOCIATION 

trees adorning the highest portion of a plateau about a mile 
square, commanding a beautiful view of the surrounding 
country Because of its many advantages, including cool 
and bracing breezes, the site had been used for residence 
purposes since the Creek Indians vacated the county in 
1815, and, judging by the arrow-heads found in the vicinity, 
1 by them as a camp for many years 


had bee used 


Mr. Marshall rejoices in the privilege of having spent his 


early years in such surroundings There was work, but 
not want. Living was stripped to its fundamentals. There 
were good air, good water, good food, and clothing suited 
to the season There were a few books There weren't 


any complicated electrical toys for little boys to tire of the 
day after Christmas. A jacknife was a boy’s most treas- 
ured possession; with it he could whittle out a little boat to 
| 


sail on the pond below the house and in imagination take 


such voyages as would put Jules Verne to blush. Uncon- 


FILING SAFE PROTECTION 
FOR GENERAL ACCOUNTS 
OF MANDEL BROTHERS, 
CHICAGO DEPARTMENT 
STORE, WHERE SEVERAL 
HUNDRED THOUSAND DOI 
LARS’ WORTH OF CURRENT 
ACCOUNTS ARE KiPT IN 
LOOSE LEAF RECORDS 





al) 


sciously he absorbed the promise of the dawn; busily he 
worked and played in air and sunshine, and at night, when 
the clouds piled up in the west and glowed red and purple 
with the rays of the declining sun, he saw castles in the 
mist and beheld resemblances to many familiar things. 

Were there educational advantages? Aye; the finest in 
the world for that time in the life of a boy when he has 
rubbed off the soft down of babyhood and emerges as an 
individual to begin those experiences out of which man- 
hood is made. At the proper time he learned something of 
the three R’s, opening to himself the world of books. He 
was inured to work, for work meant food and raiment and 
a surplus for trifles which every boy treasures and not all 
grown-ups understand. To get money one must work— 
there was no other way. To get more money one must 
work more—nothing else was possible. And so, like thou- 
sands and thousands of other farm boys, when Charley 
Marshall gravitated to the great city of Atlanta as a youth 
to take a business college course on money he was able to 
borrow because of his character, he took with him those 
essential attributes of mind—those habits of direct and 
simple thought—which solve all problems and keep a man, 
day after day, on the right track, following a well-defined 
and worthy purpose 

nea eer 

Retail Store Abandons Vault Storage for Books 

Mandel Brothers, Chicago department. store, have dis- 
continued storing account books in vaults, and now have 
all their retail general ledgers in A label safes. A number 
of vaults used formerly for these books have been de- 
molished, and the space gained used for the rearrange- 
ment of the accounting department and other offices. 
Fire protection engineers showed this concern the extreme 
danger to the accounts in case of fire. When in active use 
the books were at a disiance from the vaults, and in case 
of fire there was no assurance that the clerks would have 
time to put the books inside the vaults and secure the 
doors 

Under the new arrangement the general accounts are 
kept in eleven safe units, provided by The Mosler Safe 
Company. Each group of books has its accountant, biller 
and poster, and the books are never far from their safe 
unit, with the doors ready to close promptly in an emer- 
gency. Each unit includes one single door and one double 
door A label safe, spanned by a linoleum covered top 
which forms the working space when reference is made to 
the books. The safe equipment is finished in olive green. 
of the account books against fire. 

This installation was placed without consideration of 
cost, the sole requirement being the absolute protection. 
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New Premier Filing Cabinet Line 
Che Premier Metal Products Company announces a new 


line of filing cabinets to be known as the 700 line. There 
ire two drawer sizes, letter and legal, and the units are 
furnished in five, four, three, and two-drawer stvles Che 





IR OF THE NEW 700 LINE 


> PREMIER METAL PROD- 
UCTS COMPANY 
es atl the popular olive green and also beautiful 
umed mahogany, oak, and walnut [hese finishes are in 


the thorough baking process which assures 


‘ ct La ‘ ve 
rmanence as well as attractiveness of finish. Brushed 
- " es and label holders carry out the artistic con 
( s ¢ died in the des‘gn and finish of Premier 700 
’ j ets 
In the construction of the new line the most modern 


a thods ind practices ar used and the cabinets are struc 


turally all that could be desired in such office equipment 
Heavy-gauge furniture steel is used, reinforcement is added 
wherever it is necessary for strength and rigidity, and the 
electric and acetylene welding processes are used in assem 


ling he cabinets 


\n automatic locking device, which may be operated by 


1 paracentric kev lock, controls all the drawers of a 


is equipped with a positively-lock‘ng 
Any or all of the 


abinet. Each drawer 


follower and has double drawer fronts. 


drawers, as desired, may be equipped with card index and 


other inserts 
The 700 Line has full progressive side suspension. The 
line forms a valuable addition to the company’s sta- 


steel 


new 


tionery, storage, and wardrobe cabinets; sectional 
bookcases, typewriter stands and tables, and stenographer’s 
note-book holders 

While the prices for the various members of the Premier 
Metal 


permanently 


Products Company’s new line have not yet been 


established, further information may now be 


secured from the company’s sales manager, John W. Messi- 


more, 1467 Catalpa avenue, Chicago. 


New Office Machines in Germany 


Among the newcomers in German office machines 


which made their first public appearance at the Berlin 
office equipment show last fall were 

A system of electrically adapting standard and elec- 
trically-operated typewriters to the writing of code mes- 


sages, the machine making its own code as it goes along 
[The code message is deciphered by typewriter. Com- 
munications written by the system have been pronounced 
by competent authority to be undecipherable by unau- 
thorized persons The manufacturer is A. von Kryha, 
Schillerstrasse 109, Berlin-Charlottenburg 2. It is inter- 


this that Office Appliances 
in its issue of August, 1916, published the story of a com- 


Hammond 


esting in connection to note 


paratively simple mechanical adaption of the 


typewriter which made of it a cipher-writing machine, the 
product of which was likewise declared to be undecipher- 
by authorized persons 


a 

The New “William Tell” Furniture Suite 
The accompanying illustration of a new desk made by tl 
Tell City Desk Company, Tell City, best 
only a suggestion of the beauty of the desk itself and of the 
t which the desk is 
the William Tell suite, for that is 


the name of the new line, are \ table, 


able exce pt 


ie 


Ind., can at give 


Tell City suite « one member 


Che other members of 


new 


a telephe yne stand, 


and a waste basket It is almost superfluous to add the 
fact that all four pieces form a group which is inherently 
harmonious as to design, construction, and finish. 

In the William Tell suite the Tell City Desk Company 


feels that it has accomplished its object—to offer the dealer 


an attractive, even luxurious, suite of office furniture which 


is nevertheless medium in price. The William Tell line is 
finished in dull walnut and has English antique knobs. 
The tops, panels, and drawer fronts are of walnut. The 


desk and table tops are of five-ply walnut and are 1% 


inches thick. The panels also are five-ply and the drawer 


fronts are of veneered walnut. The moulding around the 
tops is of genuine walnut. All drawer interiors are neatly 
nished 

Che lower right-hand drawer of the desk is of double 





TELL SUITE, a new 


A MEMBER OF THE WILLIAM 
Tell City, Ind 


product of the Tell City Desk Company, 


desk 


valuable 


depth and is partitioned for books; the also has a 


neatly-partitioned tray. Another feature of 
the desk is that it has metal bottoms. 
The Tell City Desk Company will be pleased to furnish 


dealers with complete information about this attractive new 


pen 


office furniture suite, the William Tell 


d 


a 


f 




















*“DA-LOG” OPEN.—Showing the spread of eight days’ appointments and 
memos. The month guide cards provide space for recurring duties each 
year Dates can be signaled to facilitate follow up or to emphasize 


appointments 


Desk Duties Organized and Executed 

The Acme Card System Company, 116 South Michigan 
avenue, Chicago, IIL, produces an important desk requisite 
—the “Da-Log.” This is a modern tool for the modern 
business man, enabling him to note his appointments, fol- 
low his work and systematize every activity. It provides 
guide cards for the months, each quarter of the year having 
a distinctive color, on which permanent memoranda can be 
registered, assuring that recurring duties are properly at- 
tended to year by year. When opened the “Da-Log” 
reveals the memoranda for eight days at a glance, permit- 
ting accurate planning in case the user is to be absent, and 
to transfer important work to other individuals during his 
absence. Refills can be inserted at any time, and the sys- 
tem inaugurated any month Of the year. 

This is a development of the Acme card system, employ- 
ing the same method of suspending the sheets, and permit- 
ting signaling. The day sheets are printed and ruled on 
white bond stock. The “Da-Log” is 834x8™% inches, but 
three-quarters of an inch thick, and thus can be placed in 
a desk drawer at the close of the day. It has a heavy 
metal frame, covered with heavy grained “Keratol,” with 
padded back, and is a fitting accessory to the finest desks 

The “Da-Log” is sold in dozen lots as an adjunct to 
office systems. The price permits its general use in an 
office, and when placed on the desks of juniors permits 
executives to appraise their efficiency as a basis for pro- 
motion. When used faithfully by office workers the “Da- 


how 


Log” reveals the extent of their duties, and shows 
fully they have been performed. 
- << ——___— 
Innovations in Display Fixtures 

The Universal Fixture Corporation has brought about 
several innovations in its line of Universal Swing Wing 
displayors. Besides creating an improvement on the Uni- 
versal Swing Wing displayors, they have announced an 
addition to their regular line, namely the Universal Multi- 
Table displayors. 

The Universal Swing Wing displayors as pictured in 
illustration “A” consist of several vertical leaves swinging 
from left to right and vice-versa, permitting flat printed 
matter and illustrative material to be posted for reference. 
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UNIVERSAL SWING-WING DISPLAYOR, 
ILLUSTRATION A. 


Universal Multi-Table displayors pictured in illustration 
“B” consist of a series of horizontal tiers one above the 
other. This multiple platform display rack is especially 
popular with retail merchants who are anxious to display 
their wares openly in the center of the store floor. 

Each of these displayors is equipped with roller casters 
permitting them to be rolled about the room with com- 
parative ease. 

The Multi-Table displayor is practically new in the retail 
field and is very well adapted to the use of stationers, hard- 
ware men, pharmacists, etc. These racks are economically 
priced. 

A stronger and more durable frame has been built for 
the burlap thumb tack fillers in the Swing Wing displayors 
A better quality of green Dundee burlap is used and the 





UNIVERSAL MULTI-TABLE DISPLAYOR, 
ILLUSTRATION B. 


enamel finish is now regarded as standard equipment on all 
models. All metal parts are now finished in a rich olive 
green, double baked enamel rather than an ebony black 
which was previously in use. 

The Multi-Table displayors are finished in four different 
shades: olive green, battleship gray, mahogany and walnut, 
all at the same price. There are two sizes available of 
Multi-Table racks and ten different sizes are supplied of 
Swing Wing fixtures. 

The Universal Fixture Corporation is locatéd at 135 
West Twenty-third street, New York, N. Y. 











The F. E. B. “Vertifile” 
B. “Vertifile,” manufactured by the Filing 
Melcher Mass, 


designed to fill the need for a simple and practical device 


| he | bE 


Equipment Bureau, 27 street, Boston, was 


that would keep vertical file folders vertical while they are 


drawer 


in the file 





ASSEMBLED 
FILING 


AND READY TO BE 
DRAWER 


THI VERTIFILE” 
PUT INTO A 





FILING 


THE VERTIFILE” SET IN A STANDARD 


DRAWER 


Several simple mechanical principles were combined to 


produce the “Vertifile,” which gives expansion and contrac- 


tion at any point throughout the entire length of the filing 
drawer, and which has compartments adjustable to prac 
tically any desired depth, without the danger of papers 
riding up if divisions are filled irregularly. The folders 
stand strictly at “attention” and, while the file may be 
opened at any point, it immediately snaps back to “atten 
tion” as soon as the hands are removed 

Che mechanism of the “Vertifile’ consists of two pairs 
of parallel rods that are securely locked, by a simple cam 
motion, into four corner pieces. On these rods are three 
pairs of coiled springs. Three dividers are removably 
locked into the slides, making four expanding sections 
When the “Vertifile” is set in a filing drawer, it is securely 
held by the pressure of the rectangular spring wire at 
tront and back against the sides of the drawer As there 


are three positions on the slides for each divider, the depth 


of the pockets may be altered as desired. It is possible to 
start with one small section and gradually expand until the 
entire drawer is in use Che papers, meanwhile, all stand 


vertically 


The “Vertifile’” eliminates the necessity of a follower 


lock, and, because of its simple construction, it can easily 


1 
th 


drawers of practically any depth or wid 
oe 
Ielfield Automatic Check Endorser 


€ made {tot 


lelheld Postal Supply Corporation, Forestville, N. \ 
are manutacturing an automatic check endorsing machine 
that is attracting favorable attention wherever it is demon 


strated. It is actually a re-designed model of the Ielfield 
canceling machine, a product that has been on the market 
tor ma years 

Lhe ¢ rsing machine has many special features. All 
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operations in the head of the endorser are controlled 


through gears. These gears run in a bath of oil, lengthen- 
ing the life of the machine and making it run easily and 
quietly. After passing the endorsing die, the checks are 
disposed in a tray at the left of the table in the order in 
This makes 


separator on the right 


re-checking 
hand end of the 
check at a 


The endorsing die is equipped with interchange- 


which they are endorsed easy 


and rapid A 
machine makes the passing of only one time 
positive 


able type for changing of the date 


Pressure rolls insure a clear impression on each check 
and accurate feed rolls prevent crumpling and tearing of 
checks An automatic inking device does away with the 


necessity of taking off the ink pad to replenish it by hand 


The 


covered by simple and neat aluminum plates held on hinges 


working parts of the machine above the table are 


In addition to preventing pinched fingers, these covers give 


the machine a clean cut, businesslike appearance. The 
motor drive is enclosed in the base of the machine and 
power is transmitted to the head by means of a belt. The 
base is entirely enclosed, but has a door affording easy 


access to the motor and providing space to keep the type, 


oil can and other necessary equipment incidental to the 


operation of the machine. 


is of cast iron with an aluminum veneer top 


The table 
All guides 


parts are 


outside of operating parts are aluminum. All 


moving case hardened and adjustable 

machine is olive 
The 
300 endorse 
either AC 


suit the 


[The standard color of the body ot the 


green, but special colors are furnished if desired. 


operating capacity of the machine is 250 to 


ments per minute Motors are furn‘shed for 


or DC current Inking die can be regulated to 


type of impression required. 


- 
Burgia: Protection for Merchants 


Che Mosler Safe Company, Hamilton, Ohio, is supplying 


burglar proof chests embedded in reinforced concrete to a 
The 


heavy to be 


number of chain stores. concrete block containing 


the chest is too moved by ordinary means, 





MOSLER BURGLAR CHEST IN CONCRETE BLOCK 


sometimes by burglars 


iruck, 


thus defeating the expedient used 


of removing the merchant's safe in a and opening 


the door at their leisure and in safe seclusion. There is 
no eyebolt, or other convenience for the yeggman. The 
entire chest is covered by concrete, except for the door 











a ee : — 
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and its hinges. The latter are a convenience in handling 
the door when opened or closed, and even though re- 
moved by burglars offer no assistance in opening the chest. 
The chest door locks like the breech of a cannon; a frac- 
tion of a turn secures the contents. These chests provide 
the highest protection against burglary, and meet specifi- 
cations which secure the lowest rates for burglary insur- 
ance 

When furnished to stores in remote localities The Mos- 
ler Safe Company is prepared to concrete the chest with 
its concrete shell to the floor, giving additional protection 
against removal 

While these chests are provided for protecting against 
burglary, they can be arranged also to minimize danger 
of holdup during business hours. In this case the store 
manager has access to the outer door only The inner 
door is controlled by the collector who picks up the store 
cash at frequent intervals. A slot in the inner door per- 
mits the store manager to safeguard his receipts by slip- 
ping the money through the slot. Should the store be 
held up the surplus cash cannot be touched, as the store 


manager cannot open the inner door. 


> ~~ 
Davenport-Taylor New “In and Out” Board 
Davenport-Taylor Manufacturing Company, 412 Orleans 
street, Chicago, Ill, announce a new, changeable “In and 
‘ut” board, made in standard sizes to accommodate twelve 


> o 


ee 


NAME WILL RETURN 
ANDREWS. J.P 1] 


BRADLEY. J.0 8-9 ha 
CAMPBELL. |.C EB 


DERMOTT. R.A 


EURECK,E.G. 


FRANKLIN. P_R 
GREGARR, J.J 


HAMLEY.K 





NEW DAVENPORT-TAY 
Al 


BO. 


rTLOR “IN AND OUT" 
td. 
and twenty-four names. The large readable lettering used 
makes it easy to tell at a glance just who is out, who is 
in, and when those out will return. The twelve name board 
measures eleven by ten and three-quarters inches On 
order, the board will be made any size desired 

Instead of using the old style peg which is very often 
lost or mislaid, a celluloid sliding indicator marks the time 
of return in units of quarter hours. The lettering for the 


names can be changed with ease and facility. 


3 esis Ee 
Parrot Speed Fastener Model 13 

The new Model 13 Parrot Speed Fastener made by the 
Parrot Speed Fastener Corporation, 388 Broadway, New 
York, N. Y., is similar to the Model 1 except that it is 
more heavily built and has a greater stapling capacity. The 
Model 13 uses half-inch staples. It is designed for heavy 
binding work and has a maximum capacity of 120 sheets 
of 16-pound paper or the equivalent. Heavy, hard wearing 
metals are used in its construction. The exposed parts are 
japanned or nickel plated to prevent rust, and the work- 
manship and finish are high grade. 


The new model takes up very little space. It is six 


inches long, three and one-half inches wide and five inches 
high. It weighs only eight ounces. 

The same easy and speedy action that characterizes the 
Model 1 fastener is built into the Model 13. The mechan- 
ism is simple and fool-proof. The point-sharpened staples 





NEW MODEL 13 PARROT SPEED FASTENER 


permit unusual speed in operation. Like other Parrot Speed 
Fasteners, the Model 13 carries a perpetual guarantee of 
free service. 
pe 
A New Principle in Fountain Pens 

Office Appliances has received from the inventor of a 
new principle in the construction of self-filling fountain pens 
a preliminary statement as to the new pen. The inventor 
is now in the United States on business in connection with 
the manufacture and sale of the new pen. Rockel A. 
Fritsch, the gentleman in question, is an American who 
has for a number of years been located in Mexico as a 
manufacturers’ agent. He has long been in contact with 
the fountain pen business and with patent records and be- 
lieves that his pen embodies greater improvements than 
have been made in fountain pens for several decades. Mr. 
Fritsch classifies seventeen different makes of fountain 
pens with which he is familiar into three general types, and 
states that the Fritsch pen has little in common with two 
of these types. The new pen has no rubber sack, nor is 
it of the piston type as commonly known. Mr. Fritsch 
states that his new pen, a self-filler, has a much greater ink 
capacity than pens of the rubber sack and piston varieties. 

The new pen has been given the test of actual working 
conditions for more than a year and the inventor is con- 
vinced that he is ready to make arrangements for the man- 
ufacture of the pen, which is thoroughly protected by 
patents. 


ee 
Quiet Operation for Lyon Lockers 

Lyon Metal Products, Inc., Aurora, Ill, has improved 

the design and operation of its lockers through the use of 

corrugated rubber cushions wherever there is a metal-to- 

metal contact. These silencers are fastened securely to the 

top, center and bottom door jamb, and to the locking 





SILENCING MECHANISM FOR LYON LOCKER 


mechanism. The rubber silencers will last several years, 
and are replaced readily on occasion. 

This is an important contribution to the “quiet office,” 
as reverberations of locker mechanisms are often disturb- 
in, especially in large offices. 
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The Store, the Customer and the Dealer 


A Few General Suggestions Broached with Due Modesty—By H.W. Martin 


OWE;VER attractive the price, customers will seldon 
buy more ofhce furniture than they need or buy it 
oftenet Low prices neither add to volume nor do 
they increase profits on lines not ordinarily sold in quanti 


ties Office furniture is purchased for two reasons—because 
the customer believes he needs it, or because he wants 
some particular desk or chair or suite. The customer who 


needs the goods often does not realize a need for the best 


Part of the art of salesmanship as we conceive it is to 


transmute the customer’s sense of something needed and 


to be bought at a price into something wanted for its qual 


ity and to be purchased without undue consideration as to 


price Usually this feat is accomplished without very much 
talking A remark or two by way of suggestion while 
conducting the customer past the line he ought to have is 
sometimes sufficient to excite his interest, and it is interest 
that leads to better sales which in about ninety per cent 


of cases make better customers. Interest exists in the cus 


mind at his entrance, else he would not come in 


at all He 


but not to 


tomer's 
is in a receptive mood suggest:on, 


A good 


without 


receptive to 


argument salesman manages to im 


plant the right suggestion making the guiding 


hand obvious. He knows that usually quality is its own 
best salesman when once understood To get the knowl 
edge of quality or the impression of quality into the mind 


of the customer without arousing antagonism is a necessary 


but sometimes delicate operation. Once the impression 1s 


implanted, however, it is a powerful leaven which if it does 


not work the first time is usually good for a return visit 


The success of the interest its 


Chat 


is a composite ot things all of which together pro 


store depends upon the 


people can arouse in the people of its city and district 


| 
nterest 


duce a finished picture and focus the result as something 


of personal interest to prospective customers 


Che first thing is to have the goods which the commu 


nity desires or may be made to desire. Che second proble m 


means of letting 


they 


s harder, for it involves the most effective 


the public know where the goods are, exactly what 


are and how they will fit into the offices of the business 


and professional men of the community 


Power of Mental Images 


Probably those who are most successful have been en 
dowed with or have cultivated the power to conceive and 
hold a mental image of a certain thing desired. “Imagina 
tion” is a long, indefinite word. ‘“‘Picture-mindedness” is 
longer, but it is not so indefinite. To be “picture-minded” 
s to be able to see a room as it will look when arranged 


to the best advantage with the materials one has to work 
with. In the same way by means of the same faculty one 
plars a window or lays out an advertisement. This faculty 
is not like the mythical conception of Minerva, who is 


supposed to have sprung full panoplied from the head of 


Jove. Rather, it is something which, like every other faculty, 


is strengthened by practice until it becomes a habit, so that 


mental pictures of what one desires can be presented to 


the mind in great detail even before a mark has been put 


on paper or a rug has been placed on a floor. This is the 


faculty of the creative architect or of the great artist 
a faculty which is to a certain extent born in us all and 
which may be amazingly cultivated if the will and deter 


mination are brought to bear upon it. 
Of late years we have heard a good deal about psychol- 


ogy and have really made some progress in determining 
what most people will do under given circumstances, but 
one must thresh over a good deal of controversial straw in 
the study of this abstruse subject (which has been made 
more abstruse, we believe, by a good many of the men who 
have sought to elucidate it) before coming to the desired 
kernels of truth. 


For practical purposes, the person who would be highly 


regarded must be genuine without being officious, and sin 


without being argumentative, and he must have the 


faculty (or cultivate it) of being able to subordinate him- 


cere 
self and to stand in the place of the other fellow. To get 


the other man’s viewpoint is to be able to avoid 


mistakes 
We 


argues 


many 


sometimes to avoid needless offense 


giving 
that the 


and 


know from our own experience man who 


with us never convinces us and that we arrive at 


decisions seemingly from those considerations which appear 


’ 


to arise in our own consciousness, not always realizing that 


it is the artful suggestion of another which has caused our 


idea to spring into being. To be able to submerge one’s 


own personality in one’s work; to be utterly sincere; to 


be enthusiastic without disregarding the sensibilities of an 


other; to believe everything one says; to accept opposition 


with grace, but to hold one’s position with tact—these are 


the things which bring the most satisfactory results in 


every human relation. None of these things are impossible 


to the man who earnestly seeks to acquire them. 


All Persons Curious-Minded 


who sells office furniture, which has 


contact with the practical faculties and 


To the merchant 


so many points of 


the sensibilities of the customers, there is another comfort 
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ing thought. This is that every person from childhood to 
age is to a certain extent curious-minded. The man who is 
apparently buried to the eyes in the price of bolts or bags 
or stock quotations, will respond to some interesting bit of 
information in a field as far away from his immediate inter- 
est as the poles. What is daily grind for the office furni- 
ture man, may be blessed novelty and mental relaxation to 
the man who is grinding at something else. 

The love and care put into a really fine piece of cabinet 
work finds its response in the mind of the man who covets 
it. Chippendale, Sheraton, Adam—all put their mind pic- 
tures at work. Their products were brain children. The 
same thing must be true of every designer who brings 
forth good work. From the cradle to the grave our minds 
are busy at some creative thing, and fortunate is he who 
retains to the end the most of the childhood faculty of 
enthusiasm in the things in which he finds interest. Un- 
happy is the man or woman who grows up. Age is a con- 
dition of the mind more than of the body. Blessed is en- 


thusiasm over books or engines or antique clocks or coins 
or stamps or period furniture or paintings in oil or any 
of ten thousand things the ever curious minds of men 
investigate and lay hold upon. The more truly practical 
we are the less conscious we are of being so. 

Edison, nearing eighty, keeps on working because his 
laboratory is his playground. The same enthusiasm guides 
the activities of every truly successful person. We have 
still living among us old yet active men whose work has 
revolutionized industry and who have kept themselves 
young and made themselves wealthy while making all the 
rest of us richer than any people who have ever preceded 
us within the known history of mankind. 

Without being child-minded in the sense that enthusiasm 
sometimes runs away with cold reason, few of us would 
ever improve our conditions or surroundings. The appeal 
of the better things, of better machines, of better furniture, 
is an appeal to universal youth, to that side of us which 
denies death and pictures an immortality of progress. 


A Few Office Furniture Brevities 


Some Suggestions in Tabloid Intended to Stimulate 


Better Ideas Than Are 


HERE is a society in this country whose object is 

the protection and conservation of eyesight. There 

are occasional eyesight conservation congresses. Sug- 
gestion: Find out the best kind and position of light for 
the desk worker, prepare some instructive window cards 
and arrange a window with desks, lamps, walls, etc., all 
their proper relation for the most effective utilization of 
light. Mr. John Public isn’t particularly interested in your 
problems, but he is interested in his own, and eyesight is 


one of them. 


Have you achieved a successful installation in the pri- 
vate office of some well known local business or profes- 
sional man? Has he given you permission to use his name? 
He probably has. It isn’t likely that he would refuse to 
permit you to reproduce in a window display the installa- 
tion that has so well satisfied him. You may not be able 
to duplicate it all, but reproduction even in part would 
stimulate interest. Worse suggestions than this have pro- 
duced sales. 

As a corollary to the above suggestion, why not get 
permission from some of the firms you have served to have 
the best commercial photographer in town take pictures 
of the offices as furnished and arranged by your office 
furniture department? Then have the photographer make 
some snappy enlargements about 16 by 20 inches and 
mount them on heavy cards. Put one or more of these 
pictures in the window on an easel stand along with the 
regular display or with the kind of furniture used in the 
picture Have the picture properly identified and give 
credit to the photographer, who should be able to make a 
very reasonable rate in consideration of the advertising he 
will obtain from the display of his work and the chance of 
gaining entree into offices where he might not have other- 
wise found an excuse to enter. 


* * * 


Do you belong to one or two lodges, to the country club, 
and to one of the churches in your community? Do you 
take an interest in local civic movements? If you do, you 
meet influential and valuable people, whose acquaintance is 
an asset. If you don’t know these people you have no way 
of claiming their attention except through your store. What 
is the use of having a six cylinder engine if you never use 


Here Brought Forward 


more than four? Did you ever hear of a professional man 
who made a success without wide acquaintance? Your 
friends will boost your business. If people don't know 
you they won’t boost you 

* » . 


The preceding paragraph isn’t a cynical view. It isn't 
suggested that we join a church or a lodge for what we 
can get out of them. We ought to have a real interest in 
such things—in proper human contacts everywhere. Such 
contacts educate us—make us bigger and broader—and as 
we grow ourselves our power to be of use to others grows 
too. The growing man finds himself succeeding automat- 
ically. He can’t tell you how. But somehow he is ready 
for his opportunities and equal to his responsibilities. We 
all know what happens to the shrinking violet—if it isn’t 
plucked it gets stepped on. 

a. o.18 


There is an energetic and successful dealer in California 
whose private office is fitted up just as well as he knows 
how to fit it—and he surely does know! It is a regular 
banker’s suite. Here he entertains the big fellows. Does 
one of them get curious and ask if he can duplicate the 
suite? The instant answer is, “You can have this as it 
stands for such and such a figure. I'll have it moved right 
over to your office.” Of course, the suite isn’t damaged. 
It is new and spick and span. That another man has 
given it use and loving care is no detriment to the sale, 
but rather a sentimental advantage. When one such office 
goes out, another comes in—perhaps with certain changes, 
newer desk sets, lamps, softer curtains, more exquisite 
drapes. 

«2 © 

One can sell office furniture without a single desk or 
chair or file to show. It is being done. But those who 
work this way do so because they have to. They realize 
the additional advantage which would accrue from a prop- 
erly displayed stock. If display is of advantage, then it is 
of greater advantage to have the best possible arrange- 
ment consistent with one’s space. If one cannot have the 
ideal, one can approach it. Investigate what others have 
done and add one’s own conceptions—the results may be 
surprisingly good. 
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Report of the 


NEWS ano 
MISCELLANY 


Ly 
\C able / 







in Every Section of the Field. 


Addressograph Buys Speedaumat Addressing Ma- 
chinery, Inc. 

ie Addressograph Company of Chicago has completed 

of the business and products 


also of Chi 


negotiations for the purchas« 


of Speedaumat Addressing Machinery, Inc., 


cago, thus adding another to the list of important mergers 


which have been effected in the office equipment 
recent years 

The busi 
outgrowth of the Cox 


1901 In 


Lox 


Addressing Machinery, Inc 
Multi- Mailer 


order to simplify the 


ess of Speedaumat 


was an organization 


founded in addressing of 


newspapers, Mr conceived the idea of using ordinary 


linotype slugs directly on the margins of the newspapers to 


I addressed 


ve mailed [The machine not only newspapers, 
but folded and wrapped them in one operation 

In 1919 the Cox Multi-Mailer 
pletely reorganized under the name of Speedaumat Address 


ing Macl 
Chicago 


organization was com- 


nery, In with factory and general offices in 


Many important changes were made in the prod 


uct, one in particular being the adoption of a small metal 


embossed plate known as the “Speedaumat” to replace the 


slugs [his innovation proved to be most suc 


linotype 


cessful For years the Speedaumat organization sold its 


product almost exclusively to publishers. More recently, as 


sales in the publishing field grew and manufacturing facili 


ties increased, addressing, imprinting and listing machines 


were designed for certain other uses. 
Che full line of Speedaumat products consists of several 
hand-operated addressing 


Multimailer 


models ranging from a_ small, 


automatic ma- 


W eekly 
hardest 


machine to a high-speed, full 
monthly use 


tests to 


years in daily and 


} 


chine For 


Speedaumats have withstood the which 


machines of this character can be subjected. 


Many 


ganizations wit 


of the world’s best known publishers and other or- 


h large name-writing requirements are using 


Speedaumat equipment Among them are the Curtis Pub 
lishing Company, Philadelphia; The Chicago Tribune, Chi 
cago; Pictorial Review, New York City: McCall’s Maga 
zine, Dayton, O.; New York Times, New York City 
Prest-O-Lite, Inc., Indianapolis; Successful Farming, Des 
Moines Christian Science Monitor, Boston; Dr Miles 
Medical Company, Elkhart, Ind.; La Salle Extension Uni 
versity, Chicago; Kalamazoo Stove Company, Kalamazoo, 
Mich., and many other equally well-known concerns 

The Addressograph Company will continue to manufac 


ture Speedaumat addressing machines and supplies, and all 


such products will be manufactured in the Chicago plant 


of the Addressograph Company. Through this acquisition 
by the Addressograph Company users of Speedaumat will 
now enjoy the more extensive and local service facilities 


which the Addressograph Company is in a position to offer 


scores of excellently organized Addressograph 


North America and 


through the 
countries. 


service offices in foreign 


Perhaps no other office appliance manufacturer has made 


greater strides in the development of its products and 


has the 
Within 


a brief period recently this manufacturer of addressing, im- 


their application to every line of business than 


Addressograph Company during the last few vears. 
] ] 


printing, listing, indenting, embossing and office duplicat- 
ing and printing machines has put on the market a type- 


writer-style keyboard embossing machine, a complete 


letter-writing machine, an automatic check-writing and 


signing machine, and a small duplicating machine for post- 


card-size messages and forms. 

During 1928 Office Appliances featured news items relat- 
ing to changes and expansions made in the Addressograph 
Company's national sales and service organization, one of 


which was the establishment of a new Canadian factory 


Toronto. In its December issue this journal 


Com- 


and office in 
Addressograph 
printing 


featured the announcement of the 


pany’s acquisition of the office duplicating and 
products of the Lisenby Manufacturing Company of Fresno, 
California. The product added to the Addressograph line 
by this transaction is now known as the Model D4 Dupli- 
graph, a high-speed office duplicating and printing machine 
which prints through a ribbon of any color, or by means 
of standard printers’ ink, type, electrotypes, etc., in two 
colors at one operation, if desired. The D4 Dupligraph is 
being manufactured in the Chicago plant of the Addresso- 


graph Company, and distribution and service are success- 





fully effected through Addressograph branches and sales 
agencies in all of the world’s principal cities. 

—_—_> 
Former Speedaumat Co. Announces New Project 


Following the sale of its general addressing machine 


business to Addressograph Company, Speedaumat Address- 


ing Machinery, Inc., announce a new line, to which it will 
hereafter devote its energies and resources 

The opened offices at 222 West Adams 
street, Chicago, where it will undertake the development 
of its business in address tokens for personal use—the so- 


excepted f 


company has 


which was from 


The capital struc- 


called department store line 


the sale to Addressograph Company. 
ture of the company remains unchanged, and it continues 


on 


de 
nd 
he 
\in 
m- 
it- 
e- 
te 
nd 
st- 


ies 
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under the active management of its president, William Ayer 
McKinney. Associated with Mr. McKinney is R. O. Bright, 
former Speedaumat sales manager. 

The corporate name of the institution has been changed 
to Addretdk Company, a name coined to indicate its busi- 
ness in address tokens. 

The first Addret6k application to be offered is in the 
department store field, for imprinting customers’ names 
and addresses, quickly, correctly and legibly on sales checks. 
It brings about the elimination of errors in writing cus- 
tomers’ names and addresses on sales checks, and is said to 
offer a novel plan of winning new accounts and satisfied 
customers, who are quickly and correctly served by the 
Addret6ok system. 

Addretok is the result of two years of careful research 
in the department store field. This new and novel imprint- 
ing machine will be ready this month. 

The first public showing of the Addretdk line will take 
place at the annual convention of the National Retail Dry 
Goods Association, Hotel Pennsylvania, New York City, 
February 4 to 8, inclusive. 

For the present the company is not actively seeking new 
sales representation, but it plans at the proper time to extend 


its organization throughout the country. 
————— 


Kenrick & Jefferson, Ltd., Offer Service 

Kenrick & Jefferson, Ltd., of West Bromwich, England, 
known as Britain’s business equippers, offer a capital plan 
of direct mail advertising of certain products in this field 
throughout the British Isles. 

Once a month and sometimes more frequently this Brit- 
ish company advertises by direct mail to seventy thousand 
of the best business houses in Great Britain. The list is 
one accumulated through many years and is said to be the 
most complete and up to date British list in existence. So 
carefully is it checked that returning letters average less 
than a fifth of one per cent. 

The firms on the list are the leaders in every industry and 
profession. They buy from Kenrick & Jefferson, Ltd., 
high grade business stationery, office equipment, loose leaf 
binders and envelopes, all of which is manufactured by the 
West Bromwich company. The company would of course 
not include anything in their campaign which competes 
with the products of their own manufacture. Naturally 
only a limited number of applications can be considered. 

The service offered is to provide envelopes, plain or 
printed according to the inclination of the participating 
firm, produce the literature if that is desired, address the 
envelopes, enclose the matter, frank and mail it 

Certificates of mailing will be supplied under a guaran- 
tee to refund full postage on any envelopes returned for 
any cause whatever. 

The offer is interesting and should be attractive to cer- 
tain United States manufacturers who desire to cultivate 
the British market. The company making the offer is one 
of the best known in the business in England. It maintains 
its own manufacturing plants, which are modernly equipped 
in every way. An especially interesting aspect of the pro- 
posal is that participating companies have the advantage 
of the great prestige of the proposing company. The 
recipient of the mail knows that Kenrick & Jefferson would 
recommend nothing unsound. 

ae Se 
Underwood Elliott-Fisher Increases Reserves 

Additions to the reserve funds of the Underwood Elliott 
Fisher Company, New York, N. Y., according to the New 
York Tribune for December 6, 1928, amounted to over 
$1,670,000 for the first eleven months of 1928. This is equiv- 
alent to $2.59 a share on 645,200 shares of no par common 
stock outstanding 


Earnings for October were more than fifty per cent 
ihead of those reported separately by the component com- 
panies for October 1927. Despite increases in depreciation 
and other charges, the company’s profits are substantially 
ahead of those of the component companies last year. 

—— 
Smith Typewriter Sales Changes Location 

The Smith Typewriter Sales Corporation, which has been 
located a number of years at 360 East Grand avenue, has 
moved to 451-69 East Ohio street, Chicago. The offices are 
already at the new location, and it is expected to move the 
shop and have production in full swing by the end of this 
month. H. M. Rice, the manager, has secured an ideal 
place for his work, all on one floor, with daylight from 
two sides, and ample space for all requirements for some 
time to come. The floor -area on Ohio street is about twice 
that of the former location, where the work was divided 
between two floors, with much unprofitable rehandling of 
machines. The new address is but two blocks from the 
former location, a short distance from Lake Shore drive. 

In a few years the intersection of Ohio street and Lake 
Shore drive will be a more important factor in Chicago's 
street traffic. A bridge across the Chicago river connect- 
ing Grant Park with the Lincoln Park system will have its 
northern approach at Ohio street. At present automobile 
traffic reaches the district via Michigan avenue. The build- 
ing now occupied by the Smith Typewriter Sales Corpora- 
tion is readily accessible to the Grand avenue and the 
Chicago avenue street cars, which have their terminals at 
Navy Pier nearby. A “clubby” restaurant in an adjoining 
building is a convenience for visitors to the Smith plant. 

——— 


K. Stanley Hand Joins “Elsie” 

K. Stanley Hand has joined the L. C. Smith & Corona 
Typewriters Inc., as assistant to Fowler Manning, vice 
president. Mr. Hand heads the record division of the sales 
department, a new office. He brings a wide experience 
and highly specialized knowledge to this important work. 
Mr. Hand has had engineering training, and many years’ 
experience with important industrial corporations, including 
the DuPont interests, The Diamond Match Company and 
the Hoover Company. 


The Guest Book 


J. C. KLEPPER of the Noiseless Folder Company, Min- 
neapolis, Minn., called on Office Appliances on Novem- 
ber 27. 

J. MAXWELL GORDON of the Bankers’ Exposition, 
New York City, was a visitor to this office on Novem- 
ber 30. 

ZOOK SUTTON of the Insto Recordograph Company, 
Oakland, Calif., called on December 4. 

J. H. BAILEY of the Western Furniture Company, St. 
Louis, Mo, visited Office Appliances on December 5. 

L. J. TAYLOR, who handles Speedaumat addressing 
machinery, Los Angeles, called on this journal early last 
month. 

HARRY B. PRUDEN, well known office equipment 
man, now living in DeLand, Fla., visited Office Appliances 
on December 18. 

ALEJANDRO FRITSCH (R. A. Fritsch), Apartado, 
130, Mazatlan, Sinaloa, Mexico, a factory representative of 
several lines_outside this field, visited the office of this jour- 
nal on December 12. His interest in this industry centers 
in a fountain pen different in construction from anything 
now produced. A description of it is given elsewhere in 
this issue. 
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Staubach Retires from Burroughs Service 
Charles P. Staubach has resigned as agency manager at 
Newark, N. J, and from the service of the Burroughs Add- 
ing Machine Company. 
He joined the company as office manager of the New 
York at that had the entire State of 
New York as its territory, on July 1, 1906. On October 1, 


agency, which time 














STAUBACH 


CHAS. P 


became a senior salesman, winning the Eastern 
first three 


1920, won the vice-presidency 


1908, he 
District 
sales force, and on January 1, 
of the original All Star Club. 

On July 1, 1910, he became agency manager at Hartford 
Hartford Bridgeport 
agencies, covering the entire state of Connecticut. In 1910 
Director's 


gold fob prize in his months on the 


and later, of the combined and 


the Hartford took eighth place in the 


Cup Contest, in 1911, fourth place, and in 1912, won the 


agency 


cup 
1913, brought Mr. Staubach to Detroit as the 
company’s assistant general sales manager and on July 1, 
1918, he succeeded F. H 


rhe resignation of F 


January 1, 


Dodge as general sales manager. 
S. Wheeler as district manager of 
One, comprising New England and other agencies 
Washington, D. C, on January 1, 1919, 
Staubach an opportunity to return to his old 
was transferred as 


1920, the district was sub 


District 
as tar south as 
provided Mr 
section in the east, to which he 
district On January l, 


divided and Mr. Staubach applied for and received appoint 


home 


manager 


ment as agency manager at Newark, N. J., where the fol 


lowing years brought a gratifying increase in sales pri 


duction, closing 1928 with the largest sales total on record. 

During the years of his connection with the home office 
Mr. Staubach 
United States and Canada and so had a wide personal! con 


the author of 


visited, several times, all agencies in the 


tact with all Burroughs men. He was con- 
sales literature, including several demonstrations 
generally standard. At Hartford, he 
among the first to see the possibilities of adapting statement 
ledger bank work 


folder published featured Hartford agency bank 


side rable 
regarded as was 


and posting machines to and the first 
company 
installations exclusively 

His 
New 


during the 


commissioned officer in the 
Guard and the United States 


War accounts for his desig 


military service as a 
York National 
Spanish-American 
Burroughs men far and wide. He 


forces 


nation as “Cap,” among 
: ’ 1 
on business subjects before col- 


has but 


has made many addresses 


lege and management association audiences, and 


7 
recently 


completed his term of office as president of the 


Rotary Club of Newark 

Mr. Staubach will maintain his home in Glen Ridge, 
N. J., and w head his own organization, specializing in 
sales engineering and business counseling, with offices at 


Newark, N. J] 


Prominent Hartford Stationer Retires 
On January 1, 1929, George F. Warfield, senior partner 
of G. F. Warfield & Company, 77-79 Asylum street, Hart- 
ford, Conn., retired from business, disposing of his interests 
Mr. Warfield 


is sixty-three years of age and has spent forty-five years 


in the store to his partner, Israel Witkower. 


with the company and its predecessors, while Mr. Wit- 
kower’s term of service with the house covers a period 
of twenty-three years. 

The house of G. F. Warfield & Company is one of the 
oldest commercial establishments in Hartford in point of 
The original company, founded in 1835, was 
In 1838 the company became 


succession. 
known as Packard & Brown. 
Brown & Parsons, continuing under that style until 1852, 
when the senior partner, F. A. Brown, took over the busi- 
ness and continued it for six years. From 1858 to 1891 
the style was Brown & Gross. 

Mr. Warfield became a bookkeeper for Brown & Gross 
at the age of eighteen, coming to Hartford from his home 
in Housatonic, Mass., to take the position. When Mr. 
Warfield came, Flavius A. Brown had been dead four years. 
Young Warfield kept his mind alert and soon found more 
to do than to keep books. He was constantly at work and 
enjoyed the high esteem of his associates and employers 
William H. Gross died in 1891, and Warfield joined hands 
with the remaining partner, Leverett Belknap, and the firm 





GEORGE F. WARFIELD 
became Belknap & Warfield. In 1910 Mr. Belknap retired 
and the firm became G. F. Warfield & Company. 

In the earlier years the house was devoted almost exclu- 
to books and has 
famous as a meeting place not only for the leading citizens 
of Hartford, but 
the city, and made purchases there. Of 


sively throughout its long career been 


for famous men and women who visited 


late years the 
business of the house has expanded into the commercial 
stationery field, -without, abating 
its standing among booklovers, who seldom failed to find 
upon its well stocked they wanted. 
Nearly half the business is now in stationery lines. 

During his forty-five years in the business, Mr. Warfield 
has met and become acquainted with many of the leading 
men and women of the period. He holds in affectionate 
Mark Twain, Harriet Beecher Stowe, J]. Hammond 
Trumbull, the Edgar A. poet, and 
other writers, and among the theatrical profession many 


Mr. War- 


field recalls with much satisfaction visits to his store by 


however, in the least 


shelves the volumes 


memory 


historian; Guest, the 


leading actors were his friends and customers 


Henry Irving, Ellen Terry, Ethel Barrymore, E. S. Wil- 
lard, Richard Mansfield, Francis Wilson, Cyril Maude, 
David Warfield, William Gillette and George Arliss, and 
among musical folk who were his customers he recalls 


Madame Nordica, Clara Louise Kellogg, John Phillip Sousa, 
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and others For years the Warfield store has been the 
favorite gathering place for literary and professional people 
residing in and visiting Hartford. 

Mr. Warfield has no definite plans in mind for the future, 
but will not again engage in active business 

ES 

R. H. Mieding Joins Roy J. Rada Company 

R. H. Mieding, who for the past three years has been 
connected with the Ault & Wiborg Company, Cincinnati, 
Ohio, covering the territory of Wisconsin and the upper 
peninsula of Michigan, is now associated with the Roy J. 


lon 











R. H. MIEDING 


Rada Company, Inc., Milwaukee, Wisc., in the capacity of 
vice-president. 

During his travels Mr. Mieding was constantly expand- 
ing his circle of friendships. He is more of a “home” man 
now, so to these friends, old and new, he extends a cordial 
invitation to visit him at the Rada store, 373 Broadway, 
Milwaukee. There he will take pleasure and pride in 
showing them a modern commercial stationery store han- 
dling complete stocks of office supplies and equipment, 
loose leaf devices, duplicating equipment and a printing 
service. 

Mr. Mieding is a major in the 105th Cavalry of the Wis- 
consin National Guard. 

—_—__< 
W. B. Garner Joins Old Town Ribbon & Carbon 


November 26, 1928, W. B. Garner joined the Old Town 
Ribbon & Carbon Company, Brooklyn, N. Y., as sales 





W. B. GARNER 


manager. Mr. Garner has been in the ribbon and carbon 
business with other concerns in the field for the past six- 
teen years. During that time he covered the trade in 
thirty-eight states of the Union, making stops in prac- 
tically every small town. Coupled with this road experi- 
ence is a four-year period spent in a ribbon and carbon 


factory, getting thoroughly acquainted with the production 
end of the business. 

Mr. Garner brings to the Old Town Ribbon & Carbon 
Company a wonderful record of past performances as well 
as a pleasing personality and a splendid following in the 
trade. Office Appliances joins the industry in extending 


good wishes to Mr. Garner in his new venture. 
———— 


Carl Stith—Record Protectionist 

Since March, 1928, Carl Stith has been manager at Chi- 
cago for The Meilicke Steel Safe Company, with offices in 
the Conway building. He has been instrumental in build- 
ing up substantial protection for valuable records for many 
business houses in the Chicago territory, working in con- 
junction with dealers on propositions where expert planning 
and advice are required. He is not new to the Meilink 
line, as in several previous connections his concerns have 
handled those products. 

Mr. Stith had been with The Shaw-Walker Company 
and dealer-agents about sixteen years. This period includes 
the management of the Chicago branch of Shaw-Walker, 
and direction of office furniture and equipment sales for the 
H. H. West Company, Milwaukee, Wis., and Stowers Office 
Furniture Company, Houston, Tex. During the war Mr. 
Stith served in the intelligence service of the United States 
Navy, being assigned to that duty upon enlistment. His 
pleasant though positive personality, imposing stature and 
keen, analytical mind, gained for Mr. Stith many important 
assignments during his war service. 





CARL STITH 


An enthusiast in out-of-doors life, Mr. Stith is blessed 
with a wife who also enjoys the thrills of the wilds, and 
tussles with pugnacious fish. Mr. Stith narrates how, in 
her excitement to land her first big northern pike, she dis- 
dained to await the friendly service of his landing net, and 
pulled the fish into the boat, nearly upsetting the skiff in 
the struggle. 


a 
Bridgeport Pen Company Adds to Factory 
Several additions have recently been made to the factory 
and office of the Bridgeport Pen Company, Bridgeport, 
Conn. The offices have been brought up to date and mod- 
ernized. New motors and different machines have been 
added so that the production of Coit’s ball bearing lettering 
pens is now taken care of more expeditiously than ever 
before. 


a 
C. A. Donnell Transferred 
Effective December 1, 1928, C. A. Donnell, formerly dis- 
trict manager of the Remington Rand Business Service, 
Inc., at Tulsa, Okla., was transferred to Oklahoma City in 
charge of the Typewriter Division of Remington Rand. 
G. H. Bartlett, Jr.. was appointed district manager of the 
Tulsa office, succeeding Mr. Donnell. 
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Meetings--Conventions--Dinners 


G. O. E. C. District Managers Discuss 1929 Sales 
Plans 


Sales quotas and merchandising plans for 1929, antici- 


pated as a record year by the office equipment industry, 


discussed by district managers of the General Office 


were 


Equipment Corporation, a subsidiary of the Underwood 


Elliott Fisher Company, during a ten-day conference just 
concluded at the main offices at 342 Madison avenue, New 
York 

M. S. Eylar, vice-president of the corporation and export 


director of the Underwood Elliott Fisher Company, pre- 
sided It was because of his absence on a four-months’ 
survey of business conditions abroad that the sales man- 
agers, who usually foregather in November, met this year 


in December 
told the 


s unique sales plan, adopted some months ago. 


conference of the success achieved by the 


corporat I 
ding the usual geographic lines along which sales 


ordinarily 


Disrewar 


districts are 


laid out, the General Office Equip- 


ment Corporation plan allots to the various managers a 


group of industrial, commercial or financial enterprises oi 


ilar character. 


than $40,000 was spent by the corporation in a sur- 


vey which determined just what concerns comprised the 


various classes of which there are seven, 


prospects, of 


where they are located, the amount of their capitalization, 


the extent to which office machines should be used in con- 
ducting their business and, accordingly, their sale poten- 
tialities 

Eylar stated that this plan had been eminently effective 


and that its field the General Office Equipment Corpora: 


tion sales force is consequently more highly organized, per- 


1aps, than any other in the country. The plan confines the 


sales managers to one class of prospects, allowing them to 
ialize; provides the corporation with an accurate gauge 


spec 


of their success, and generally stimulates sales. 
included Philip D. 
Elliott Fisher Com 


Duncan, H. R 


Those who attended the conference 


Wagoner, president of the Underwood 


Lentz, E. R. Baines, C. § 


probably going 


Leonard, M. A. Seely, W. F. Arnold, F. A. 
H. Reed of New York; H. A. Foothorap, V. H. Taggart, 
R. F. Crudginton, E. J. Riis, G. A. Werner and E. W. Cur- 
tis, Jr., of Harrisburg, Pa.; Hugo L. Olson and QO. Jf. 
Sundstrand of Rockford, IIL; L. G. Julihn of Washington, 
D. C.; F. L. Benedict of Philadelphia; R. E 
R. B. Buswell of Chicago; F. F. 
Francisco; J. A. Davilla, Jr., of Atlanta, 
Dallas. 


Old Town R. & C. 


On Saturday, 


Greis and C. 


Richwine of 
Wright of 
and C. H. 


Cleveland: 
san 


Bolton of 


ae 
Hold Christmas Party 


December 22, the Old Town Christmas 
in Brooklyn, N. Y. 


and the 


was held at the Hotel St. George 
to all 


Town Ribbon & Carbon Company, Brook- 


Party 
\ ver) 
staff of the Old 
lyn, N. ¥ 
Numerous piano selections were rendered by Miss Miriam 
the 


is a finished 


fine meal was served present entire 


spent a most enjoyable afternoon 


Stolin, an who is employed in 


Miss Stolin 


accomplished 
Old 


pianist 


office of the Town company 


artist and her selections were much enjoyed. 


[he entire group stood at attention in silence in mem- 


ory of F. Bruhl, former export manager of Old Town, who 
had passed away since the last dinner. 

This was the twelfth anniversary of the Old Town 
Ribbon & Carbon Company and Mr. Epstein, who was the 
center of much of the festivities, was congratulated on the 
success of the company He stated that this year had 
topped every year’s record so far and that 1928 has shown 
a greater progress than any other year in the past. 

During the course of the luncheon Vice-President A. M 
Gould announced that Roger Burges has joined the London 
Board ot Directors. Mr. Burges is a new-comer in the 


office equipment field 


W. B. Garner, sales manager, was forced to be absent as 
he left on December 19 for a four-weeks’ trip through the 
South. 


It was also announced at the luncheon that Mr. Joseph 


S. Epstein, leave on 


Coast, 


president of the company, would 


January 20 for a six-weeks’ trip to the Pacific 


as far as Honolulu. 





PRESIDENT’S DINNER 
district managers of the General 
president of the Underwood Elliott 
Edward F. Geer, vice-president of the 


AT THE 


GCG. Oo. E. C 
officials and Office 
Wagoner, 
‘ront row, left to right 


LOTUS 
Equipment 
Fisher Company, 
nderwood 


DECEMBER 14, 


NEW YORK CITY, 1928 
Corporation at the dinner given at the Lotus Club 
following the annual sales conference in New York 
Elliott Fisher Company; M. S. Eylar, vice-president 


CLUB, 


of the General Office Equipment Corporation; Philip D. Wagoner, H. L. Olson, G. W. Campbell. R. B. Buswell, George Button, 
N. R. Leonard, F. U. Conard, E. R. Bains, A. Davilla, Jr F. Crudginton, M. A. Seely, E. J. Riis, F. L. Benedict, V. H. 
Taggart and F. A. Greis Rear row. left to right—H. A. Foothorap, F. F. Wright, Otto Thieme, B. C. Stickney, R. E. 
Richwine, O. J. Sundstrand, L 3 Lentz, L. G. Julihn. C. H. Bolton, C. S. Duncan, J. E. Neahr, C. R. Strohm, G. A. Werner, 


we. 


Arnold and 


W. Curtis, Jr. 
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SALESMEN AND EXECUTI 
CONVENTION OF THE IR 
right) First row: W. J. Glynn, L. W. Renner, 


Walder. Second row: O. L. Cunningham, C. 


Conger, president; C. B. Irving, vice president 
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VES WHO WERE PHOTOGRAPHED AT THE RECENT SALE 
VING-PITT MANUFACTURING COMPANY.—(From left to 


J. Aker, E. E. King, H. H. Spurlock, J. J. 
Hovey, K. C. Yale, Geo. H. Wolcott, C. M. 


and treasurer; E. N. Daniels, secretary; H. L. 


Murdoch, R. H. Byrd. Third row: R. J. Dewar, A. O. Cole, E. W. Acton, A. C. Shearman, 


F. M. O'Connor, E 


E. Douglas, C. V. Bartlett, 


W. R. Keller, C. B. Herndon. Fourth row: 


M. Dana, H. W. Ford, H. F. Graves, C. C. Wall, G. B. Purvis, J. D. Pryor. J. D. Haralson, 


Fifth row: W. A. Stempel, A. B. Coelin, T. P 
son, H. E. Cooper, 


Irving-Pitt Sales Convention 

From December 17 to 20 there was held at Kansas City, 
Mo., the sales convention of the Irving-Pitt Manufacturing 
Company. Plans for the company’s selling campaign for 
1929 were discussed in detail and there were announced 
some important innovations of promise, in which the force 
was enthusiastically interested 

[There were also several entertainment features, among 
which was a dance in the ballroom of the President Hotel. 
The dance was attended by about four hundred Irving-Pitt 
employees and their friends. The music was furnished by 
the orchestra of the I-P Mutual Benefit Association, which 
had in charge the ball and other entertainment features. 


The accompanying picture shows some of the I-P sales 


men and executives who were present at the convention 
Chicago Typewriter Men to Have “Ames Night” 
At the regular meeting time, January 8, 1929, members 


of the Chicago Typewriter Dealers’ Association are going 
to taste the jovs of an “Ames Night.” As usual, the gath- 
ering will be held at the Hamilton Club, Chicago. All the 
details of the meeting, program, dinner and entertainment 
will be in charge of the Ames Supply Company, 564 West 


Randolph street, Chicago 


_ “ 
Philadelphia Stationers’ Association 

Despite the usual Christmas rush, twenty-two members 
ot the Philadelphia Stationers’ Association found time to 
hold their stated December meeting, preceded by a 6:30 
dinner at the Bellevue-Stratford hotel on Thursday, Decem 
ber 13 

It was more in the nature of a get-together gathering, as 
there was little besides routine business to be considered. 
President Francis B. Irwin called the meeting to order at 
the table at eight o’clock, when the usual order of business 
was taken up and several other matters were considered. 

President Irwin commended the work of the editor of 
the association’s organ, The Philadelphia Stationer, who 
was absent on account of illness and the association ordered 
that a “consolation gift” be sent to him. Albert B. Abrams 


Hyland, D. I. Campbell, H. C. Calvin, C. J. Lar- 


L. H. McDaniel. 


of the Modern Stationer recounted the work of The Har- 
vard Bureau of Business Research, what it so far had 
accomplished for stationers, stressing its importance and 
urging that the good work be continued and all support 
be given it; William Mann Prizer, the association's first 
vice-president, having been called on, replied briefly. 

In planning out the association’s work for the coming 
spring, it was decided to continue the Educational Cam- 
paign for Salesmen that had been so ably carried out last 
spring and the meeting then adjourned.—C. H. 


SEs < GS 
San Francisco Dealers’ Social Meet 

The meeting of the Typewriter Dealers’ Association of 
San Francisco held late in November at the Elks’ club, was 
largely a social dinner and proved to be a very genial 
occasion. The president, C. E. F. Russ, district manager of 
the Royal Typewriter Company, Inc., was in the chair. 
The dinner was in charge of the entertainment committee, 
consisting of Al. Perry, of the Revalk Typewriter Com- 
pany; Joseph Patten, American Writing Machine Company; 
H. C. Hoffman, L. C. Smith & Corona Typewriters Inc 
They supplied a wonderful program, the performers being 
professional entertainers. There was one address on the 
program given by Mr. Beckman of Beckman, Hollister and 
Cole, Inc., efficiency experts. He spoke on “Salesmanship.” 


Re 
Seattle Typewriter Dealers Elect Officers 

The following were elected as officers of the Seattle 
Typewriter Dealers Association for the vear 1929: L. M. 
Dixon, L. C. Smith & Corona Typewriters, Inc., president; 
Bert Warren, Typewriter Corporation, vice-president; L. 
Roper, E. W. Hall Company, treasurer; E. N. Phelan, Re- 
tail Trade Bureau, secretary. 

This association has held regular weekly meetings 
throughout the year and has made considerable progress 
toward standardizing practices and services in the industry, 
and has eliminated a great many rental abuses. It has also 
perfected arrangements with the pawn shop detail of the 
police department, materially reducing the number of ma- 
chines which find their way into the pawn shops. 
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Pittsburgh Office Appliance Managers 

\t a meeting held November 23, 1928, by the 
Managers’ 

Barteaux, Pittsburgh manager for the Dictaphone 

Sales Corporation, was the principal speaker. His subject 

Office Field.” Mr. Bar- 

reputation of forceful and 


Office 


Appliance Association of Pittsburgh, Penna., 


Fred H 
was, “Service in the Appliance 


teaux lived up to his being a 


interesting speaker. 
held a Christ- 


invited. 


On Friday, December 28, the association 


mas New Year 
committees, program and picnic and entertainment, joined 


party. Special guests were Two 


forces and made the affair a great success 

Three new 
bership They are J. C. 
Pittsburgh; E. S. 
Pittsburgh 


members have recently been voted into mem- 
Dally, manager of the Varityper, 
Patierson of the Art Metal 
Fred 4 


Pitts- 


office; and 


Book 


Lompany 


Dunning, of the American Sales Company, 








MEMBERS HOLD LUNCHEON ON 


DALLAS APELA CLUB 


NOVEMBER 11.—Left to right: Towery, Hitchcock, Cardwell, 


Merritt, Campbell, Randolph, Vernoy, Reynolds, Chapman, Wil 
iams, Jarratt, Billings, Standley and Dorchester. Standing, left 
to right: Doscher, Harrell and Darsey 
St. Louis Stamp Men Meet 

Che St. Louis Stamp Manufacturers’ Club held their 


regular monthly meeting at the Mayfair hotel on Thursday, 


officers resulted as follows: 
Grimm Stamp & 
Mesloh of the Steiner Engrav- 


William Hartman 


December 13 Election of 


Re Bee 


was elected president; H. G 


Ploeger of the Badge Company 
ing & Badge Company, secretary, and 
of Illig & Hartman, treasurer. 

As the first meeting of District No. 4 of the International 
Stamp Manufacturers’ Association will be held at St. Louis 
president appointed the following a 
arrangements with full 
Maze, George Bohn; H. G. Mesloh, 


L. Schweizer: Secretary Theodore W. Kisker of St. Louis. 


on January 19, the 
power to act Roy 


District Governor H. 


committee of 


Che officers of District No. 4 will preside. 
All being busy on account of the holiday rush of busi- 


routine matters of local interest were disposed of 


\ large representation from Chicago is expected. 
> — 

Philadelphia Stamp Manufacturers Club 

Philadelphia 


ness 


quik kly 


New officers were recently elected by the 
Stamp Manufacturers Club 
Shindler, president; Harry Dilks, vice-president; Joseph P. 
Sedgley, secretary, and 
R. Hoffman and James 


They are as follows: R. W 


treasurer; Edward E. 
Elliott Frizlen, J 


Convey, 
Harry Barton, 


Maher, trustees 
a 


Annual Meeting of Chicago Stamp Men This Month 
Club, Inc., Chicago, 
Officers will be 


The Chicago Stamp Manufacturers’ 
will hold its annual meeting January 14. 
elected and other important business transacted. 


Cleveland Typewriter Dealers’ Association 
There was no meeting of the Cleveland Typewriter Deal- 
ers’ Association during December on account of the holi- 
days. The annual meeting and election of officers is sched- 
uled to take place on Hotel Olmsted. 
Other business of special importance to all members is to 


A. E. D. 


January 8 at the 


be transacted, according to President McBurney. 
cniicaaitiiamniaiin 
Cleveland Typewriter Dealers 
Cleveland 
writer Dealers’ Association was held at the Olmsted hotel 
on Tuesday evening, November Mc- 
There was no speaker and the evening 


The regular monthly meeting of the lype- 


27, with President 
Burney presiding. 
was devoted to a discussion of business problems of the 
trade. The association is working with the Cleveland Bet 
ter Business Bureau to eliminate fraudulent advertising and 
to promote closer harmony within the trade. Practically 
all the leading concerns in the typewriter business are mem- 
bers of the association and scarcely a meeting passes with- 
out an application for membership being received.—A. E. D. 
—— 
Southern Addressograph Agents Convene 

An enthusiastic and interesting sales meeting was held in 
Atlanta, Ga., November 3 and 4, 1928, by sales agents and 
Atlanta, Ga., Birmingham, 
Ala., Memphis, Tenn., New Orleans, La., Little Rock, 
Ark., agencies. The meeting Atlanta 
Sales Agent W. F. Milburn, whose cordial and urgent in- 
vitation was accepted by Assistant General Sales Manager 
W. G. Ward in 
addition to the men 

The session started at eight-thirty Saturday morning in 
the offices of the Atlanta Addressograph agency. Some 
time was spent in studying Mr. Milburn’s methods of han- 


salesmen of the Tampa, Fla., 
and 


was sponsored by 


Fuller and Special Representative P. V. 
from the cities named. 


dling sales and prospect records, proposals, prospect cor- 
Many 


exchanged. 


respondence, etc. worthwhile ideas in selling and 


management were 

Mr. Fuller expressed the company’s pleasure and appre- 
ciation of the fact that those present had gathered together 
for the express purpose of helping each other make a great 
finish to the biggest year in volume of sales in the thirty- 
five vears of Addressograph history. He pointed out fur- 
ther that this Addressograph prosperity was not confined 
to any particular territory, but was country-wide. 

Those present at the meeting were: Assistant General 
Sales Manager W. G. Fuller; Special Representative P. V. 
Ward; W. F. Milburn, Atlanta, agent; C. W. 
Bartlett, J. F. Robbins, and J. C. all of Atlanta, 


Ga., sales 


Walker, 


Ga.; J. C. DeMoss, Little Rock, Ark., sales agent; G. D. 
Sample, Birmingham, Ala., sales agent; C. M. Williams, 
Tampa, Fla., sales agent; H. A. Ricevuto and E. H. Wis- 


well, both of Tampa, Fla.; C. S. Booz, Memphis, Tenn., 
sales agent; R. J. Goodby, Memphis, Tenn.; A. C. Stan- 
field, New Orleans, La., sales agent 
SS ae 
Commercial Stationers’ Association of Toronto 
Since the recent incorporation of the Commercial Sta- 
tioners’ Association of Toronto, the organization has begun 
to function in a way that promises beneficial results to all 
its members, whether they be retailers, wholesalers or man- 
Toronto, 
members. 


ufacturers. Manufacturers outside the city of 


Canada, are eligible to become associate 
Quite a number have requested permission to join. 
The necessary work of reorganization has met with favor- 


A considerable amount of effective work 


now 


able beginnings. 
has been done, the unanimous spirit of co-operation exhib- 
ited by the members being chiefly instrumental in helping 
the work to progress. The officers of the association con- 
fidently expect that all the aims of the organization will 
be realized this year. 
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The Better Value in Typewriter 
Ribbons and Carbon Papers 


OMPETITION is so often wrongly 

confounded with price-cutting. 
Price-cutting, which is really the death of 
trade, should never be confounded with 
real live, healthy competition. This ap- 
plies very keenly to our industry. The 
dealer handling our goods saves himself 
much worry in trying to compete with the 
most inferior lines on the market. 


Quite a while ago we decided that, in 
making our goods distinctively different 
and having in mind quality only we could 
create such a standard as would enable 
the dealer to build up a most satisfactory 
and profitable business on the actual qual- 
ity of the goods and, in this, they are 
greatly aided by the fact that the user is 
becoming more discriminating and knows 
what represents a good typewriter ribbon 
or a good sheet of carbon paper. He is 
interested in the work it does and is sat- 
ised only with such results as may be 
obtained from goods of a recognized 
standard. 


The dealer and consumer alike, there- 
fore, should examine very carefully into 
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M. @& V. Lines 


give the service 
that satisfies 
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the merits of our goods, as it will solve 
every problem that may confront them in 
the use of these two very important arti- 
cles. Our goods are made to serve every 
purpose and each one exactly. The steady 
growing demand for the higher qualities 
is certainly most gratifying and, also, 
as establishing the correctness of our 
principle. 


In addition to the standard lines of 
Typewriter Ribbons and Carbon Papers, 
we manufacture inked ribbons for any de- 
vice using them and in any degree of ink- 
ing required. We make a carbon sheet 
for every possible purpose for which car- 
bon paper is used, also in any weight, in 
any finish from the soft finish of the pen 
carbon to the extra fine hard finish of the 
higher grades of Typewriter Carbons, 
yielding the maximum number of copies 
per sheet—a character of copy that is ap- 
preciated by the most discriminating user. 
Copy of our price list, which we will 
gladly mail to anyone, will quickly show 
the large variety we are making in all of 
our various lines. 
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The trade-mark 
that makes ‘‘come 
back"’ customers 
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MITTAG & VOLGER, Inc. 


Principal Office and Factory 


591 Mission Street 326 Erie Building 


PARK RIDGE, N. J., U.S. A. 


Branches: 

MINNEAPOLIS NEW YORK BOSTON LOS ANGELES 
1040 McKnight Building 261 Broadway 115 Federal Street 102 San Fernando Bldg. 
fet: PAE: (406 So. Main St.) 

SAN FRANCISCO CLEVELAND CHICAGO ST. LOUIS 


205 W. Monroe Street 8th and Pine Sts. 


AGENCIES ALL OVER THE WORLD 
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“Old Time Corona Reunion” 


The results of the dealer contest staged by L. C. Smith 


& Corona Typewriters, Inc., Syracuse, N. Y., during 
July and August, under the name of “Old Time Corona 
Reunion,” were a huge success, and considered highly suc 
cessful by the L. C. Smith & Corona company. 

Winners in the contest were Western Division, Class 
“A.” E. W. Hall Company, Seattle, Wash.; American 
Typewriter Company, San Diego, Calif.; Idaho Type 
writer Exchange, Pocatello, Idaho; Tri-State Typewriter 
Exchange, Fort Collins, Colo. Western Division, Class 
“B,”” Roy A. Davis Company, Colorado Springs, Colo.; 
E. E. Hunter, San Jose, Calif.; Utah Typewriter Exchange 
Company, Salt Lake City, Utah. Western Division, Class 


_ Bay Cities Typewriter Company, Santa Monica, Calif.; 








NEW ORLEANS GROUP.—Top row, left to right: L 
J. Conger, Gus Cambias, Al Beyer, E. K. Ray, Tom 
Boyce Joe Bleike and Geo. H. Thornton. Bottom row 
left to right: Gordon Laurence, H. B. Gooch, A. O. Tom 
sen, E. Pedigo, A. H. Haddock and J. K. Praether 
Gray's Harbor Typewriter Company, Aberdeen, Wash. 
Eastern Division, Class “A,” Portable Typewriters, Inc., 
New York, N. \¥ American Typewriter Exchange, Rich- 
mond, Va.; Ed. H. Quimby, Dover, N. H.; The Type- 
writer Store, Inc., Syracuse, N. Y. Easiern Division, 
Class “B,” Keystone Office Appliance Company, New 
Bedford, Mass.; Springfield Typewriter Exchange, Spring- 
field, Mass.; Whitlock’s Book Store, New Haven, Conn. 


Class “C,” M 
Valley 


WwW & 


Typewriter 


Division, 


Md.; 


Eastern Lucy Company, 


Baltimore Hudson Exchange, 





SAN FRANCISCO MEETING.—Top row, left to right 
Earl Hall, Frank Stewart, Ed. Sherrard, L. H. Grunden, 
E. K tay, Clyde Gleason, R. W. Oster, C. H. Billington 
and E. R Price Bottom row, left to right: L Ce 
“letcher, Joe Kern, E. E. Hunter, Wallace Doster L. J 


Conger, Victor Tubbs, Verue Priser, Gordon Laurence 


Yonkers, N. Y. Southern Division, Class “A,” 
ompany, Muskogee, Ala.; R. L 


' 
Paso 


Texas; \ F. 


Office Appli- 
Bryan & Company, 
South- 


ance ( 


Fl Beyer, San Antonio, Texas. 
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Class “B,” 
Birmingham, Ala.; S. L. 


ern Division, Alabama Typewriter Company, 


Ewing Company, Dallas, Texas; 
The McGregor Company, Athens, Ga. Southern Division, 
Class “C,” N. N. Neilson, Port Arthur, 


Typewriter Exchage, Miss 


Texas; Ainsworth 


Hattiesburg, Central Division, 





THE DEAL 
to right: F. z 
Mauck, J. R 
DeWitt, L. J 
tay, Gordon 


enga, B. Jensen 


ERS ASSEMBLED AT NEW YORK.—Left 
\. Beecher, M r. Lucy, J. Ferary, L. N 
Coburn, H. A. True, H Brown, T. D. 
Conger, C. L. Davis, J. N. Jones, E. K 
Laurence, L G Dinsmore, Wm. Schen- 
and E. H. Quimby 


Class “A,” Midwest 
Mo.; Central Typewriter Exchange, Omaha, Nebr.; 
Huffman, Aberdeen, S. 
Milwaukee, Wis 


[Typewriter Service 


Typewriter Company, Kansas City, 
m4 
D.; Office Specialties Sales Com- 
Central Port- 
Obse; C.. F. 
Com- 
O fice 
Danielson, 


Division, Class “B,” 
Company, Akron, 
Ind.; Mansfield 
Central Division, Class “C,” 


Mankato, Minn.; W. C. 


pany, 
age 
Lafayette, 
Mansfield, Ohio. 
Specialties Company, 
Winona, Minn. 
Meetings of 
York, 


( -hicago 


Ebershoff, lypewriter 


pany, 


held 


Orleans 


New 
and 


winning dealers in 
Los Angeles, 


Vice-President L. J. 


these 


were 
New 


Conger, 


San Francisco, 


Assisiant Sales 








THE GATHERING AT CHICAGO: Top row, left to 
a 


right: Geo. Pinney, V Ayer, R. E. Huffman, Roy A 
Davis, Harry Russell, Dean Bascom, E. K. Ray, Tom 
Burns, Lamont Wood, D. L. Burns, Louis Rugers, W. C 


Danielson, G. Hyde, A. E. Meffert, E. Pedigo, C. J 


Ebershof and Fred Weiss. Bottom row, left to right: E 

Cc. Hyde, L. Dietrich, Mr. Hemis, Gordon Laurence, L. J 

Conger, Miss Taylor, Jimmy Watkins, Roy Oxley and A 

J. Kirkpatrick. 
Manager of the Dealer Division, E. K. Ray, and Gordon 
Laurence, all of the executive offices of L. C. Smith & 
Corona staged these meetings. Addresses were given by 


home office officials. Gordon Laurence presented a talk on 
“Is the Market for Portable Typewriters Growing?” 
the United States, 
aitended and highly appreciated by the dealers 

The New York meeting was held October 18, 19 and 20 


Throughout meetings were well 


at the Hotel Commodore where the following attended: 
F. A. Beecher, New Haven, Conn.; M. W. Lucy, Balti- 
more, Md.; J. J. Ferary, Syracuse, N. Y.; L. N. Mauck, 
Richmond, Va.; J. R. Coburn, Home Office Service; H. A. 
True, Springfield, Mass.; H. McD. Brown, Home Office 
Advertising; T. D. DeWitt, New York Dealer; L. J. 
Conger, Home Office; C. L. Davis of Batten, Barton, 
Durstine & Osborn, Inc., New York, N. Y., advertising 
agents for L. C. Smith & Corona; J. N. Jones, Home 
Office Adding Machine Division; E. K. Ray, Home Office 


Adding Machine Division; Gordon Laurence, Home Office; 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


‘The Line that can't be matched” 


A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN, cstationt2) N. Y., U. S. A. 
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ROYAL LOOSE LEAF ASSORTMENT 
| 
The New 
ROYAL LOOSE LEAF MEMO 


is here! 





























See the improved 3 and 6 ring metal 
mechanism and real genuine “Tufhide” 
cover. Furnished in an attractive cabinet 
for your counter. 











1. One dozen assorted standard sizes, end and 
side openings, with extra fillers. 


2. Or, you may order any one size or filler 
separately. 


Ss. E. &@ M. VERNON, INC. 


SIXTY-FIVE DUANE STREET 
NEW YORK, N. Y. 
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L. C. Dinsmore, assistant manager, New York Office; 
Wm. Schenenga, New York City Dealer; B. Jensen, New 
York City Dealer; E. H. Quimby, Dover, N. H., and 
L. F. Kavanaugh, New Bedford, Mass. 

[The San Francisco meeting was held October 29, 30 and 
31 at the St. Francis hotel where the following attended: 
Earl Hall, Frank Stewart, Ed Sherrard, L. H. Grunden, 
E. K. Ray, Clyde Gleason, R. W. Oster, C. H. Billington, 
E. R. Price, L. E. Fletcher, Joe Kern, E. E. Hunter, 
Wallace Doster, L. J. Conger, Victor Tubbs, Verue 
Priser and Gordon Laurence. 

The Los Angeles meeting was held November 2d at the 
Hotel Biltmore and was attended by all the winning 
dealers from Southern California. 

The New Orleans meeting was held November 8, 9, and 
10 at the Roosevelt hotel where the following attended: 
L. J. Conger, Gus Cambias, Al Beyer, E. K. Ray, Tom 
Boyce, Joe Bleike, Geo. H. Thornton, Gordon Laurence, 
H. B. Hooch, A. O. Tomsen, E. Pedigo, A. H. Haddock, 
and J. K. Praether. 

The Chicago meeting was held November 13, 14, and 
15, at the Union League Club, where the following at- 
tended: Geo. Pinney, V. V. Ayer, R. E. Huffman, R. A. 
Davis, Harry Russell, Dean Bascom, E. K. Ray, T. Burns, 
Lamont Wood, D. L. Burns, L. Rugers, W. C. Danielson, 
G. Hyde, A. E Meffert, E. Pedigo, C. J. Ebershof, Fred 
Weiss, E. C. Hyde, L. Dietrich, Mr. Bemis, Gordon 
Laurence, L. J. Conger, Miss Taylor, Jimmy Watkins, Roy 
Oxley and A. J. Kirkpatrick. 

eoessunsciilibineaiasiia 
Sheaffer Sales Conference at Factory in January 

Che annual sales conference of the W. A. Sheaffer Pen 
Company will be held at the general offices and factory, 
Fort Madison, Iowa, the first week in January. The entire 
sales organization will gather to discuss plans for the 
coming year and to renew their acquaintance with the fac- 
tory organization. 

—— 
Mid-West Travelers Plan for Convention 

At an executive meeting of the Mid-West Travelers Club, 
held at the Muehlebach Hotel on December 3, there were 
discussed plans for the Eighth District Regional Conven- 
tion which will be held in St. Louis during the spring. 
\ convention committee was appointed. This committee 
consists of K. H. Kiesel, chairman; Frank O’Connor, Fred 
Valleau, Courtney Wall, and Wm. Schmiederer. 

The Mid-West Travelers Club was honored at its De- 
cember 3 meeting by having with it Ernest R. Hazel, newly 
elected regional governor of district number eight of the 
National stationers’ association. 

W. H. Cox, mid-west representative of The Carter’s Ink 
Company, with headquarters at 9 West Austin Avenue, Chi- 
cago, has been elected to membership in the Mid-West 
[Travelers Club. 

Se 
Beautiful Calendar from Holland 

Office Appliances is indebted to Ruys’ Handelsvereenig- 
ing of The Hague, Holland, for a beautiful calendar with 
a sheet a month, each sheet being topped by a pencil sketch 
of some characteristic Holland scene. Below is a calendar 
and below that are ruled lines for memoranda. Scenes in- 
clude sketches from Amsterdam, Edam, The Hague, Rot- 
terdam and other places. 

The months and days of the week are indicated in Eng- 
lish, Dutch and French. 


—____$—<g>—__—_— 
W. A. Force Co.’s Calendar 


Wm. A. Force & Company, Inc., has distributed its con- 
venient annual calendar. This is printed on celluloid, 3%4x 
6% inches, with advertising copy on the back. Apart from 
its obvious utility on the desk, this calendar is very useful 
in a safety deposit box 


un 
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. OFFICE AND DIRECTORS’ TABLES 





Tables must stand 
abuse. 





Tables in many offices are sub- | 
ject to abnormal abuse. And | 
must be built to stand it. 


They are frequently subjected to | 
heavy loads, strains and exact- | 
ing tasks. They are pulled and | 
pushed and tilted, the entire | 
strain frequently being on one | 
leg. Twisting and turning must | 
be withstood. | 


It is a wonder that even the 
strongest tables stand up under 
some of the treatment received. 


But the SAMSON line has been 
built with these requirements in 
mind. We have pictured a table 
under all conditions and built 
the line to meet them. There 
are no stronger tables made. If 
a SAMSON table won't stand 
the test, no other will. 


MUTSCHLER BROTHERS COMPANY 


FIVE HUNDRED ONE MADISON STREET 


NAPPANEE, IND. 
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BION BK 


. PASSED AWAY % 
Woaldon Roel ays 


[Typewriter men here and in England greatly regret the 


death of A. L. Claflin, who passed away in London on 





December 2 Mr. Claflin was general manager of the 


World's Quality Standard Underwood Typewriter Company, Ltd., Queen Victoria 

street, London, and for many years had played a prominent 

Some of the part in the typewriter world of the British Isles. He was 

66 9 greatly respected for his business acumen and ability and 
eke) S Fe £8 E S liked for his geniality and kindness. 

Mr. Claflin succeeded Herschel Williams as manager of 
the London office in the fall of 1912 He had been for 
several years manager of the Cleveland, Ohio, office and 
had a record of excellent work at Cleveland in the building- 
up of a large and successful business. Mr. Claflin for some 
years lived in Chicago, where he was in the typewriter busi- 
ness At one time he was sales manager of the Under- 
wood Typewriter Company 

Harry E. Stiles of the London office of L. C. Smith and 
5. om Corona Typewriters, Inc., pays the following tribute to Mr. 

MK ERASER Claflin in a recent letter to the correspondent of Office 
Appliances 

“Il regard Mr. Claflin as one of the outstanding men of 
the British typewriter business. Although a competitor, 
he was always anxious to do his part for the general uplift 
of the business. He will be greatly missed by his own 
organization and the trade in general and we all join in 
extending the deepest sympathy to Mrs. Claflin and to the 
others he has left behind.” 


++ + 
Mrs. J. H. McCarthy 


Mrs. J. H. McCarthy, wife of the publisher of “Business 
Machines and Equipment Digest,” succumbed to a major 
operation December 1 Her passing was unexpected and 
a great shock to the family and friends. Two children, 
Joan and James, Jr., with the husband, survive. Inter- 
ment was at Hollis, L. I. N. ¥ “Mac's” many friends 
wll sorrow with him in this acute affliction. 


tt + 
Edward E. C. Gibbs 


Office Appliances publishes with regret the announce 
ment that on November 28, 1928, Edward E. C. Gibbs, 
secretary of The J. C. Blair Company, of Huntingdon, Pa., 
passed away. Word of Mr. Gibbs’ death came to us too 
late for publication in our December issue. 


' + + 
Jacob Muggli—An Additional Sketch 


The death of Jacob Muggli was noted in the December 


issue on page 169. Since then Office Appliances has re- 





ceived additional particulars of the activities of this remark- 


Wh able man. 
en your patrons Mr. Muggli was seventy vears of age at the time of his 


f h death on September 27 in Zurich, Switzerland He first 
ask or t e best eras- started a store in Frankfort-on-the-Main and later opened 
a store in Berlin Friedrichstrasse His undertaking was 


successful until the great war began, at which time he was 


compelled to close his stores in Germany and the entire 


>. 
ers, give them Weldon 
be business declined. Mr. Muggli retired from his German 
Ro rts Rubber Eras- business activities and returned to Zurich. Before the war 


he had introduced several other American manufactures 


>. 
ers—-satisfy them into Germany, one of which was the Graphotype Mr 


Muggli had great faith in the Underwood machine even 
’ ] thirty years ago, when he first introduced it into the Ger- 
man market, and always remained its ardent advocate. At 


Weldon Roberts Rubber Co. Nework.N.J.U.S.A. first he ordered one hundred machines which was at that 








time rather a big order. 
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YOUR 
PROFIT I —- 
LINE 3 ’| & 


The Answer 
Cannot be Delayed 


USINESS will be good in 1929 for those who make it good. 
Net profits will be greater for those who adopt definite, 
practical, money-making plans. It’s a matter of right 
viewpoint — right plans — right organization — ACTION! 
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Your profit line will go up if you sell more at less cost — or 
if you hold your present volume and reduce expense. A dol- 
lar saved is 100% profit! 


In the smallest stores as well as the largest institutions 
Addressograph products are pushing PROFIT lines up. 
1,800 new accounts” — “3,600 orders” — “$75,000 savings 





gee) Such are records of users. 
Cardograph — Duplicates postcard-size messages The Addressograph representative wants to tell you how 
in typewriter style type from embossed plates or a ‘ arhune: ; : 
— fc a from electrotypes at rate a 1,500 an Addressograph machines will keep the 1929 profit line UP 
our. Hand operated—prints thru ribbon. Ejects for others in your line— and how they will do the same for 


printed forms automatically. Weighs 114% Ibs. 


YOU. Call or write the Addressograph representative near 
you; or mail the coupon below and full particulars will be 
sent to you without obligation. 


Sales and service agencies in the principal cities of the world 


ADDRESSOGRAPH CoMPANY, 903 W. Van Buren St., Chicago 
Canada: Toronto, Vancouver, Montreal. 
European head office and factory: London, England. 
Manufacturers of Graphotype, Addressograph, Dupligraph, Cardograph 


Dual Color Printing 
Dupligraph — Au- 
tomate feeds and 
prints letters, bulle- 
tins, etc. thru a rib- 
bon — or prints of- 
fice forms, pamph- 
lets, envelope stuf- 
fers, etc., direct from 
2 colors of ink at 
the same time. Prints 
from Dupligraph let- 
ter-plates embossed 
in typewriter style 
type, or from stand- 
ard printers’ type or 
printing plates. 
4,000 to 4,800 im- 
pressions an hour. 


Dupligraph — At one op- 
eration the Dupligraph 
prints a completed let- 
ter, with name, address, 
personal salutation and 
date all printed through 
the same ribbon at the 
same time, and automat- 
ically signed with your 
own signature in actual 
signature ink 








Copyright 1929 Addressograph Co. 











Mail with 
your letter- 
head to 
AppressocraPn 
Company, 


903 W. Van Buren 


PRINTS FROM TYPE Street, Chicago 
Please advise how Addres- 


sographs will increase my sales 
and reduce my operating expense. 
1-1929 


_o 0. ee. 2! 
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SANS WNALET SUPLOING = CBI cAce | 





Co-eberation That You Can 
™ 1) “Cash” Immediately 


Fie: over eight years, LIBERTY Collapsible Storage Filing Boxes have been 











leaders in their field. During all these years, without exception, each new 

12-months has established a new sales record. 1928 will again establish 
another all-time high water mark. Why? 

The answer is because LIBERTY Boxes are better in quality and give 
better service; because they are nationally advertised as may be seen from the 
campaign pictures above; and because the Bankers Box Company, Inc., stands 
squarely behind every one of its distributors, helping them in every way 
possible to build sales and profits. 


COLLAPSIBLE~ 
Storage Filing Boxes 


“Unexcelled for economical storage filing.” 





‘ 
ro 
oo” 


Note the two representative direct mail pieces 
shown. These are only part of our co-operative 
selling plan. Many of our distributors are making 
surprising sales with this plan. You also can use 
it to make LIBERTY Boxes one of your most 
profitable lines for capital invested. Write at once 
for particulars because now is transfer time and 


the best selling period of the year. 





_— a a a a aa a a ae ae acer ac aner anr nr  s ann a ann  nnn ann aanannanrnn sn sn ses | 


| 
We have a definite, money-making proposition to offer rated stationers . 
| 
plan on LIBERTY Boxes. Quick action is mecessary. No obligation. | 

| 


) 

| 

{| and other office supply dealers. Ask for full details of our special selling 
! 

! 

| 








BANKERS BOX COMPANY. INC. 


RAND MSNALLY BUILDING ~—~” CHICAGO, ILL. 


A, 1-29 
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Fridolin Hefti, a salesman with Mr. Muggli, and also a 
Swiss citizen, later started a firm known as Busse and 
Hefti, Mr. Busse being an experienced typewriter man. 
This firm is now handling the Underwood typewriter in 
Berlin. Mr. Hefti went back to Switzerland, but later 
started the firm of Brendle & Hefti to handle the Under- 
wood, opening a store in Frankfort-on-the-Main. Mrr. | 
Brendle as new owner of the firm, is now Underwood agent 
in Frankfort. These two firms are the successors of Mr. | 
Muggli in selling the Underwood in Germany. Brendle & 
Hefti of Berlin are also the sole agents for the Hooven 





automatic typewriter. 
+' - *& 
Marjory Clair Roth | 
Office Appliances joins the many friends of B. H. Roth, | 
president of the I. D. L. Manufacturing Corporation of | 
New York City, in sympathy over the passing of his daugh- 
ter, Marjory Clair, on Thursday, December 6. Marjory | 
was four years and ten months old and throughout her brief | 
life had been delicate, having been born with a weak heart. | 


| 
She had been seriously ill six weeks before her death. She 





passed away in the presence of the family singing the songs 
and reciting the little poems dear to her. 
+t + + 
Mrs. Flora Freeman 
Mrs. Flora Freeman, wife of John Freeman, vice-presi- 
dent of the Bedford Chair Company, passed away at her 
home in Bedford, O., where she had resided for more 
than forty years. Mrs. Freeman founded the Bedford 
Music Club and was its first president. She was also active 
in literary circles, and for four years was editor of the 
Bedford News Register. She is survived by her husband, 
a son, R. J. Freeman of New York, and a daughter, Mrs. 
W. F. Gigliotti of Bedford.—A. E. D. 
t + + 
William Preston 
William Preston, president of Preston Noelting, Limited, | 
Stratford, Ontario, Canada, died on Wednesday, December 
12, 1928. It was with profound regret that Office Appli- 





ances received the announcement of Mr. Preston’s passing. 
Our deep sympathy is extended to his family and his friends 
in their bereavement 
' + + 
Lloyd Andrews 

The office equipment industry lost a wonderful person- 
ality in the recent death of Lloyd Andrews, connected with | 
the Los Angeles office of Remington-Rand Inc. Mr. An-| 
drews was for many years a member of The Safe-Cabinet 
Company on the Pacific coast and had a host of frieids. | 


' + +& 

James Salz 

James Salz, president and founder of Salz Brothers, Inc.,| 
New York, N. Y., died suddenly December 5, 1928, at the 
age of forty-six. The passing of Mr. Salz has left a 
vacancy in the fountain pen industry. He was respected 
as a progressive leader, merchant and business man. En- 
ergy, ripe judgment and unfailing tact won for him a host 
of friends who are left with a sense of irreparable loss. | 
Mr. Salz began his business career in Portland, Ore, in| 
the Penny Arcades and Nickelodians. He next settled in 
Los Angeles, Calif.. where he successfully promoted the- 





atrical enterprises. He married Miss Laura Franklin, a 
charming young lady from San Francisco, who inspired 
him to bigger activities. 

In 1903, when the fountain pen industry was still in its 
infancy, he insisted that there was a potential market for 
popular priced writing instruments, and with his brother} 
Ignatz, started in this line on a small scale. Chiefly| 
through his efforts, the business of Salz Brothers, Inc.,| 
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Sell New Efficiency 


in this New Year 
MODERN BUSINESS DEMANDS 


The New Bevel Pad Form 


Commercial and Bank Filler 







Note 
the bevel- 


They Tear off as Needed 


A new year and new efficiency in commercial and bank forms. 
This bevel-edged pad introduces the most convenient and eco- 
nomical package of loose leaf form ever devised. 
They are used first, then torn off and filed in the binder. 
Clean fresh sheets always available—none wasted. 
This new Commercial and Bank Form Line comes in 56 

pular forms. The number of sheets to a pad is graduated 
to maintain a uniform selling price. Commercial forms up to 
11” x 14”, $1 per pad. Bank forms 16” x 13”, $2 per pad. 
Made on high-grade buff and white “Manhattan” Ledger 
paper. 

Assortment No. 2 

Same as Assortment 1, but 


Assortment No. 1 


One each of the 56 new forms, 


except 

No ri6, Daily Exhibit double the quantities. Offered 
No, 118, Membership Ledger dealers in commercial neighbor- 
No. 132, Trial Balance hoods to prevent immediate 


No. 133, Trial Balance Cut Sheet shortage in these forms. Ten 
Of these there will be 2 pads black cloth boxes furnished. 


each Five black cloth boxes 
. wane = Merchandise to the value of 
furnished. Merchandise to the $100, list prices. 


value of $50. 
Both assortments carry an unusually wide margin of profit 
or the dealer 


Have Them on Hand 
for the Coming Demand 


BOORUM & PEASE CO. 


P. O. Box 272 City Hall Station 
NEW YORK CITY 


NEW YORK CITY BROOKLYN, N. Y. 
349 Broadway 84 Hudson Avenue 


ST. LOUIS, MO. BOSTON, MASS. 
212-14 S. 7th Street 29 Otis Street 


CHICAGO, ILL., 500-32 S. Throop St. at Harrison 
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To all those with whom 
we have had the pleas- 
ure of dealing in the 
past year we extend 
appreciative thanks, 


and the wish that 1929 
will be as progressive 
and as prosperous for 
them as we confidently 
believe it will be for us. 


L CSmith & Corona Typewriters Inc 
Syracuse, N Y 
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continued to grow and prosper until today the organization) 
has several factories in constant operation. as 
In spite of an extraordinarily busy business life, Mr. Salz| e ¢ 
a highly developed 
| ’ ’ 
W. C. Holbrook, Jr. h M h 
W. C. Holbrook, Jr., a budding youth of twelve, passed aving ac ine 
| 


also found time to assist in works of charity, both in this 
country and in foreign lands. He was untiring in his efforts 
to reach those in need and was instrumental in founding 
hospitals in Europe after the War, to relieve the intense 
suffering of the downtrodden and the stricken. 


+ +: & 


away at Chicago December 28. “Billie” was the son of 
Mr. and Mrs. W. C. Holbrook, a likely young chap pre- | 
paring to help carry on the world of tomorrow. Mr. Hol- | 
brook, of Holbrook & Gibson, has the heartfelt sympathy 
of a multitude of friends, who realize the deep loss he and 
Mrs. Holbrook have suffered. 
' FF & 

Master George W. McClellan 

George W. McClellan, son of George W. McClellan, Jr.,| 
a salesman in the Chicago office of the Underwood Type- | 


| 
| 


writer Company, and grandson of George W. McClellan, 
Chicago manager for Underwood, passed away Sunday, 
December 30, at the age of eighteen months. The little | 
fellow had an attack of influenza. It turned into pneu- 
monia and two days later proved fatal. 

Office Appliances joins the many other friends of the | 
McClellans in profound sympathy over their bereavement. | 

>. — = 

“Kapoft” Bottle Opener Pencil 


One ot the most interesting novelties of the season is | 


. + . . ' 
now being offered by the American Lead Pencil Company, | 
Hoboken, N. J., in its new “Kapoff” bottle opener pencil 


| 





COUNTER DISPLAY OF THE “KAPOFF"’ 
BOTTLE OPENER PENCIL 


It not only offers the consumer a big, sturdy, man-size pen- 
cil with an oversize rubber, but it also has an ingenious 
bottle-opening device on the end. This unusual novelty is 
stimulating tremendous enthusiasm wherever it is shown, 
the makers say, and by its very nature appeals to a class 





of purchasers who ordinarily leave their pencil buying | 


Dictaphone-built 


Cylinder Depth of cut 
Guard automatically 
measured 
Knife sets 
automatically 








Gravity chip 
disposal --- 
no vibration 








o 


Opening end- 
gate ejécts 
cylinder and 
releases knife 





New Model S-10 Cylinder Shaver 


7 Spates on improvements, including 
many automatic devices for safety and 
convenience, are features of the New Model 


S-10 Shaver, Dictaphone-built. 


Some of these new features are nothing short 
of revolutionary. Power, speed, precision, 
safety, efficiency—all are brought to highest 
standards ever attained. Now available at all 


Dictaphone offices. 


Dictaphone Territories Still Available 


| Some desirable sales territories are still open for Dictaphone representa- 
tives. Rapid increases in Dictaphone sales at foreign trade centers indi- 
cate that modern business requirements are world-wide and the value of 
The Dictaphone is being recognized everywhere. These fields offer money- 
making opportunities of exceptional promise. 


DICTATE TU 


REG. U.S. PAT OFF. 


and double your ability to get things done 
DICTAPHONE SALES CORPORATION 


GRAYBAR BLDG. 
Cable Address: Dictaphone, N. Y. 


THE DIC TAPAUNE 


NEW YORK CITY 
Code: Bentley 
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No. 555 

Sponge 

Rubber Cushions 
2” thick 










Office Specialties 
Are Big Sellers 


\ll Geo. E. Fox cushions, desk pads and 
other office supplies sell easily and quickly. 
Their excellent wearing qualities and fine 
workmanship make Fox Office Specialties a 
profitable line for you to carry. Put in your 
stock. They make satisfied 
























customers. 


The New 


ss FOX 
Cw Catalog 





ete 
er \ ; 
Crs ens 
: h) 
© It has many 
7 fast selling 
office sup- 
plies that will 
make profit- 
able sales for 
you. 


GEO. E. FOX & CO. 


325 W. Ohio St. Chicago, Ill. 


A. H. Denny, 356 Broadway, New York 
New York Representative 


Schubert Office Specialty Co., 1405 S. Hill St., 
Los Angeles, Cal., Pacific Coast Distributor 


GEO. E. FOX & CO. 
325 W. Ohio St., 
Chicago, Ill. 


Please send us your latest catalog, price list and 
other information about Fox “U-Need-Me” Office 


Specialties 
Name 
Address 


State 





City 
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to the office. Both pencil and opener are sturdy enough 
to do yeomen service without weakening, and as their at- 
tractive counter stand states, it is a pencil that is “priceless 
when you need it.” 

a 
New Eaton, Crane & Pike Philadelphia Quarters 

On December 17 the Philadelphia salesroom and ware- 
house of the Eaton, Crane & Pike Company, which had 
for fifteen years been at 1024 Filbert street, were moved to 
new quarters at 212-214 South Ninth street. The growing 
business of the Philadelphia office made necessary the 
change to the new central location. 

All the lines manufactured by the Eaton, Crane & Pike 
Company are on display at the new sample room, which 
is exceptionally well lighted and is laid out so that buyers 
may make their selections with a minimum of effort. The 
first-floor display windows will at all times be decorated 
with stationery suitable to the season and dealers are 
invited to pay visits to the company’s new uarters. 

SER A seis 
American Pencil Company Invites Dealers 

The accompanying picture of a portion of the new New 
York offices and salesrooms of the American Pencil Com- 
pany, of Hoboken, N. J., makers of Venus pencils, em- 
phasizes the company’s invitation to its friends, present and 
prospective. The company heartily invites dealers to pay 
a visit to the new Fifth avenue offices and display rooms 





















CORNER OF THE NEW YORK DISPLAY ROOMS AND 
OFFICES OF THE AMERICAN PENCIL COMPANY 


at 212 Fifth avenue, New York. The American Pencil 
Company is on the eleventh floor of a building which over- 
looks Madison square. The interior of the new quarters 


is designed to make the stay of a visitor as comfortable 
and profitable as possible Model display windows for 
dealers and complete displays of all American Pencil Com- 
pany products may be seen and a competent staff is always 
at the service of the dealer. 
a 
A. R. Skibbe Governor Sixth District 

Alvin R. Skibbe of the Associated Stationers Supply 
Company, Chicago, has accepted the governorship of the 
Sixth Regional District of the National Stationers’ Asso- 
ciation and will meet with the members of the Executive 
Committee and his fellow governors at Washington on the 


fourteenth of this month. 


If our initiative isn’t on the job pushing us forward, the 
other fellow’s initiative will push us back.—Faultless Loose 
Leaf Bulletin (The Stationers Loose Leaf Company). 
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A “ClemcoGlide” Typewriter Desk with panel removed showing simplicity 
of mechanism and ample knee room for operator. 





When typewriter desks are subjected to comparison and to the 
most rigid tests—before purchase orders are signed—‘‘ClemcoGlide”™’ 
always gets the call. Yes—always. 


Today is a day of SERVICE. When you offer ‘“ClemcoGlide”, 


you are Offering the maximum in typewriter desk service. 


1. Easy to raise and lower. Lift only the lid half way. 

2. Prevents tearing and soiling of clothing. No exposed metal parts. 
3. Strong platform frame support. Only two parts. 

4. “CLEMCO” Tie Rail. Keeps pedestals in alignment. 

5. Ample knee room. No other desks have it. 

6. Ball bearing mechanism. Smooth, easy, cushion-like operation. 
7. Rigid, vibrationless platform. Locks automatically. 

8. “ClemcoGlide” stops the drop and saves the typewriter. 


Write and Let Us Give You COMPLETE INFORMATION. 


THE CLEMETSEN COMPANY 


3403 West Division St. Chicago, Illinois 


Nation-wide Service Through the Better Office Furniture Representatives. 
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Emphatically —“ The World’s Best Typewriter Desk” 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers’ Association 








OFFICERS: 


Charles M. Marshall, President, Atlanta, Ga.; Claude 


Third Vice-President, Minneapolis, Minn.; William E. Smith, 


M. Conger, First Vice-President, Kansas City, Mo. 
Fourth 


Arthur J. Walker, 


Vice-President, Chicago, Iil.; C. A. Stott, Treasurer, 


Washington, D. C. 


REGIONAL GOVERNORS 


District No. 1 Samuel B District No 4 John D 
Gr ! Thomas Groom & Hanson, Perry & Buck 
Co Boston, Mass ley Co., New Orleans, La 

District No. 5 Edward L 
Little, Wabash Cabinet 

District Ne ¢ F. D. Sar cr Wabash, Ind 

gent Albany, N , District No. 6 Alvin R. 
Skibbe Associated Sta 
oners Supply Co Chi 

District N John G cago 


Baltimore 


Hullett Office District No. 7 cliff Cody, 
Supply Co Baltimore Cc. F. Cody Co., Dubuque 
id lowa 


SECRETARY'S OFFICE—4! Park Row, New York. 


Possibilities of the National Stationers’ Association 


From The National Association News, December, 1928 


National 
National 


and office 


concerted effort to direct the consumer to the 


Stationers’ Association members for stationery 


equipment. 
The development of public buying confidence in the store 


that carries the insignia of the National Stationers’ Associa- 


tion upon his window 


Sales education for the inside and outside sales force 


hrough traveling sales committees and through an enlarged 


“National Stationers’ News.” 
Development of a simple cost finding system for the 
smaller stationer Chis work to be demonstrated to the 


members on a National scope by traveling committees 


Development of Regional Meetings into merchandising 
and research sessions, taking the results of Regional Meet- 
ings as the program structure for the National Convention 

Monthly analysis of the past research work, and up-to 
date news of the progress of the new research to be pub 


“News.” 


Development of the 


lished monthly in the 


Commercial Furniture Division 


through more frequent meetings, a definite program, and 


through the possibilities of group advertising 

Che availability of the business office for group meetings 
of the members during the year, for the study of simplifica 
tion, standardization, trade ethics, possibilities of group ad 
vertising, and as a neutral meeting place for all the varied 
phases of the business. 

Contact of the General Manager with the other 360 trade 


{ 


associations located in Washington: a study of the service 


they render to their members and the fitting of such service 
Association and our trade. 


Advice 


proble ms to be 


to our 
to members on their troublesome problems; the 


worked out in the business office or in con 


junction with committees of .experienced merchandisers. 


Modernization and development of the National Informa 


tion Bureau 


Development of a new system of sales and window dis- 


play drives based upon seasonal requirements and _ sales 


possibiliti S 


Possibility of window bulletins to be issued by the As 


sociation in conjunction with sales drives 


The development and completion of the “National In- 
dex.” 


\ bulletin service to members on business problems 





GENERAL OFFICE and INFORMATION BUREAU 


REGIONAL GOVERNORS 


District No. 8 Ernest R District No 11 E J 


Hazel, Lockwood - Hazel Chapman, Helwig-Chap- 
Ptg. & Staty. Co Atchi man Co., Portland, Ore 
son, Kansas 

a om District No. 12. M. §S 

District No. 9 E. Clifton rhomas Neuner Corp., 
Wilson, Wilson Staty & Los Angeles. Calif 
Prtg. Co., Houston, Tex F . , ; 

District No. 10 Fred B District No 13 J Ss 
Abernathy, C. F. Hoeckel Luckett, Vawter-Luckett, 
Blank Book & Lith« Ltd Toronto Ont., 
Co., Denver Colo Canada 


403-405 Conway Building. Chicago 


Material to be issued as a basis 


the varied groups of merchandise. 


for sales meetings on 


Sales meetings to be conducted by the General Manager 


and outside salesmen in various 


Also 


Committees 


for the benefit of inside 
meetings to be 


and the 


sections of the country sales con- 


ducted by Merchandising Travelers’ 
Clubs. 


Synchronized advertising 


campaigns on group merchan- 
the retailer 
ae ~ 

Some Topics to Come up at Executive Committee 
Meeting 


routine work, 


dise for the benefit of 


In addition to committee appointments, 


etc., the Executive Committee at its meeting in Washington 


this month will take up several other important topics 
President Marshall will present a plan for better retail 
selling. The General Manager will confer with the Com- 


mittee with regard to definite plans for all regular meetings 
and dates of such meetings will be determined. In addi- 
tion, sales meetings will be arranged under the auspices of 
the National meetings to be devoted 


Association, such 


entirely to sales helps for inside and outside salespeople. 
It is expected during the year to reach between 2,000 and 
3,000 persons with this work. 

Plans 


reference 


will be outlined by the General Manager having 
to a nation-wide sales educational campaign, and 
after the meeting an outline of this plan will be announced 
in the trade papers 


While it is the National 


officers to study the work of other national organizations, 


intention of the Association 


it is their hope that the National Stationers’ Association 


will be able to blaze a trail of its own, making it a business 
lines from 


and sales promotional organization on different 


any other in the country. It is the hope of the management 


that the time will come when a dealer who is having busi- 
ness difficulties will be able to submit his problems to the 
National Association and obtain prompt and practical ad- 
vice. 
Che 


C., on January 


Executive Committee will meet in Washington, D. 
14 and 15. The followed 


by a two-day session of the Regional Governors from the 


meeting will be 


several districts. The Executive Committee, Secretary, and 
General Manager will also be present 

The Association’s general offices, for a number of years 
located in the Conway building, Chicago, will be moved in 
January to Washington, D. C 
hopes to have the new offices in readiness by the time the 


General Manager Garvin 


Executive Committee meets 
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= | ENDURING SPEED 

— | Times without number, Mimeographs have run mil- 

en lions of impressions at high speed and were in perfect 

Ta condition at the end of the long trek. Staunch! 
igton There is a mechanical trimness and surety about the 
ypics 

retail Mimeograph that makes it one of the remarkable de- 
Com- Wy ‘ ° ° 

age !// vices of its age. Dependable always! With a capacity 
addi- WT . ° ° 

os af ||| for duplicating thousands of forms, letters, bulletins, 
a. ||| charts, designs, etc., in every hour of the working day. It 

) and // has built up an enduring place for itself in business 
aving ‘| and education throughout the world. It completely fills a 

, and . ° ° 

unced | field of its own—a field which it has created and developed 
iation by high service and dependability. Good printing done 
—. privately, under personal supervision, and at low cost, has 
iation | 

siness made it the standard duplicating device. Its speedy revolu- 
from . 7. ‘ ° ° 

mai ||| tions have revolutionized the fine art of duplicating. A. B. 
ae || Dick Company, Chicago, will gladly send booklet showing 
al ad- | how it saves time and money—and is dependable always. | 
yn, D. Wd 
lowed WE 

“~ | Hi MIMEOGRAPH 
y, and ! ! 

years | 5 

ved in , LPL SJ nD i 

yarvin BE ne ae 


ne the 














= 








64 OFFICE APPLIANCES January, 1929 





prospect 
for a 


VAIL [LIPVA WILT 


PERSONAL PRIVATE PROTECTION 








Never before have you had an opportun- 
ity like this—a chance to sell a safe to 
every substantial citizen in your city. 
Doctors, lawyers, executives, retailers 
and home owners are attracted by the 
low retail price of $32.00. This $32.00 
price has a tremendous popular appeal 
and allows you a good margin of profit. 


Val-U-Vaults are finished in the latest 
of metal finishes—green crystalline bak- 
ing enamel. Several styles of interiors 
ht the Val-U-Vault to your prospects’ 
needs. 





Val-U-Vaults are made of first quality 

steel sheets and solidly insulated with 

thermocel insulation. Write today for 

mtside: 20%" hich, dealers’ discount and bulletin showing 
— various interiors. 





Inside 





wide, 11” deep 
Weight, approximately 
150 Ibe 


THE MEILINK STEEL SAFE Co., ‘TOLEDO, OHIO 





1929 





110 


January, 


Texas Stationers Invite Manufacturers 

On behalf of the Texas regional group of stationers, E. 
Clifton Wilson, governor of district number 9 of the 
national association, extends a cordial invitation to manu- 
facturing executives to attend the Texas regional meeting 
which will be held at Fort Worth April 4 and 5. 

A number of manufacturers have signified their intention 
to have representatives present at the Texas meeting. In 
fact it was the suggestion of several manufacturers that the 
Texas regional meeting be held as closely as possible to 
the time of the southern (ninth) district meeting which was 
in a great measure responsible for the holding the Texas 
stationers’ meeting on April 4 and 5. Just one week later, 
according to present plan, the meeting of district number 
nine of the national association will be held at New Orleans. 

Therefore, it should be practicable for a large number of 
representatives of manufacturers to attend both meetings 
ind take advantage of the opportunity of getting better 
acquainted with the dealers of the southern district 

Lee Coleman, lieutenant governor of Texas, is completing 
arrangements with the Texas Hotel, of Fort Worth, where 
the meeting of the Texas group will be held, and Texas 
members look forward to a particularly large representation 
of manufacturers, in addition to the assured attendance of 
most of the dealers and traveling men of the district. 


ee ee 


Mississippi Stationers Take Larger Quarters 

On December 5 the Mississippi Stationery Company, Inc., 
held a special sale to celebrate its removal from 135 East 
Pearl street, Jackson, Miss., to greatly increased store space 
at 139 East Pearl street, a few doors away from the com- 
pany’s former location. In the new store greater space 
has been given to the display of office furniture, of which 
the Mississippi Stationery Company carries an extensive 
line. The company is agent for The General Fireproofing 
Company, The Hoosier Desk Company, the Sikes Com- 
pany, and the Do-More Chair Company, all manufacturers 
of office furniture. Other lines for which the Mississippi 
Stationery Company has the agency are: the Gast Bank 
Note Company and the Schaefer Pass Book Company. 

In connection with the opening of the new store the 
ompany used approximately two pages of advertisements 
in the December 5 issue of the Jackson (Miss.) Daily 
News, telling of the various lines of office equipment for 
which the Mississippi Stationery Company is agent or 
which it handles. In addition to the names of the manu- 
tacturers already given, there was an advertisement fea- 
turing Ault & Wiborg Peau de Soie silk typewriter ribbons. 

W. I. Dement, president of the Mississippi Stationery 
Company, sold bank supplies and manufactured stationery 
on the road for more than ten years previous to starting 
his own business with Hal Spragins, Jr., who is vice-presi- 
dent of the company and is in charge of the store and of 
city sales. Within nine months of the time the Mississippi 
Stationery Company began business, on March 1 of last 
vear, it had outgrown its first home and was installed in 


1 
th 


e larger quarters now occupied. 
= ae 
Dixon Salesmen Meet at Jersey City 
The Joseph Dixon Crucible Company held a salesmen’s 
convention at the Jersey City Chamber of Commerce build- 
ing December 10-15 inclusive. Herman Price, manager of 
the pencil sales department, was in charge of the pro- 
ceedings. 
ee oe 

Unfortunate is the born genius. Nobody will believe 
him while he is alive and everybody is jealous of him until 
he dies—The Coach (published co-operatively by the 
Boorum & Pease Company, C. Howard Hunt Pen Com- 
pany and Sanford Manufacturing Company). 
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ENGLEWOOD 
for 1929 


Are you entering the NEW 
YEAR ready to go after business 
harder than ever? 


You ARE when you sell 
ENGLEWOOD DESKS. The 
ENGLEWOOD dealer can offer 
more reasons why they should 


buy. ; 
3 
; 
The _ stronger construction, > 
neater appearance, and better fin- 2 
ish—genuine DUCO—will help ; 
you in making sales. $ 
5 
5 
The prompt shipments and un- ; 
excelled rail connections mean $ 
faster turnover — greater net 2 
: profits. 3 
‘ ® 
‘ , 
‘ Exclusive sale assures repeat $ 
business. 2 
. , 
| 3 
$ Investigate ENGLEWOOD 3 
2 ‘ ‘ 
3  today—the brochure prices, and 3 
. ° ° 4 
3 details of the Englewood proposi- 3 
2 . , ‘ 
$ tion will be sent upon your request. 3 
5 
3 
5 
3 $ 
s ‘ 
7 , 
§ ENGLEWOOD DESK COMPANY ; 
P . 
$ 58th and Lowe Avenue ; 
s : 
_ ° , 
; Chicago 
3 
4 J 
are Pee ie ae Te Pee ee ers! ; 
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“Many Thousands of | 


Users Can’t Be Wrone!” 
ws) 





Proving the Wonderful Sales 
Possibilities of MILWAUKEE Chairs 


Remember the old war-time song—“Fifty Million 
Frenchmen Can’t Be Wrong”? Well, neither can 
the many thousands of users of Milwaukee Chairs. 
We wish we could reproduce the whole chorus 
because it would make the greatest advertisement 
ever written. But we can’t. So the next best thing 
is to impress upon your mind the fact that the 
largest and most influential banking, commercial 
and industrial institutions in the world, as well 
as professional men all over the country, are users 
of Milwaukee Chairs. 

We could not lay claim to the honor of having 
the largest factory in the world devoted to the 
exclusive manufacture of office chairs if the fore- 
going statements were not correct. 

The modern business office demands serviceable 
chairs, possessing artistic and dignified merit, and 
Milwaukee Chairs are supplying this demand. 

Many important towns are still open for ex- 
clusive representation — possibly yours. Write 
today for full particulars. 


THE MILWAUKEE CHAIR COMPANY 


Executive Offices: 666 Lake Shore Drive, Chicago 


MILWAUKEE 
CHAIRS 


"FLIANCES 


January, 1929 


Baker Printing Company Expands Lines 

The Baker Printing Company, 251 Market street, New- 
ark, N. J., has enlarged its office furniture and equipment 
displays. This is held to be the most complete display in 
the state of New Jersey. A very complete showing of 
Shaw-Walker products is arranged in a basement show- 
room. The concrete floor is painted gray, and carpet run- 
ners are provided for the display aisles 

The company has secured the exclusive agency for the 





OFFICE FURNITURE DISPLAY FLOOR OF THE BAKER 
PRINTING COMPANY, NEWARK, N. J 
Stow-Davis Furniture Company and the Grand Rapids 
Desk Company. A series of office arrangements is shown, 
a complete suite in each. The floor is covered with carpet 
throughout, adding greatly to the effectiveness of the 


suite displays. 











HERBERT 8S. MORGAN 


Who has recently joined the sales force of the Associated Sta- 

tioners’ Supply Company. Chicago, and will soon pay calls on 

dealers in Illinois, Indiana, Michigan and Ohio. The appoint- 

ment of Mr. Morgan does not affect the status of Harry Trescott 

in this territory. They will work together, covering the field 
intensively 








Two Eberhard Faber Concerns Merge 

The firm of Eberhard Faber, 37 Greenpomt avenue, 
Brooklyn, N. Y., heretofore carried on as a partnership 
consisting of Eberhard Faber and Lothar W. Faber, will 
hereafter be merged with the corporation known as the 
Eberhard Faber Pencil Company, organized in 1898, and 
incorporated in the state of New York. There will be no 
change in management. 

Che merger was decided upon as a means of simplifying 
the business methods of the E. Faber organizations. All 
communications should hereafter be addressed to the Eber- 
hard Faber Pencil Company at the address given above 
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Bar? Library Equipment “1 


nour? 


THE OPENING CURTAIN OF 1920 REVEALS 
WNWew --- Widened 


| Secuwuty Steel Opportunities 


HE first glimpse of the New Security 

1929 program spells—PROFITS—Prof- 

its to Security Dealers through the mass 
production plan now possible because of 
the progressive expansion of the Steel 
Equipment Corporation. 


Cov 


—— 


In addition to this, Security Dealers have a 
bigger and broader market than ever before! 
The new Security Contract Division places 
at their command a corps of engineers who 
aa will plan, lay out, and estimate special busi- 
Steel Filing ness equipment of any type. 


Cabinets 
Write for the 1929 sales plan that brings 
these profits to your store. 
Security 
Steel Products 
Filing Cabinets 
Desks—T ables— 
Shelving 
Storage Cabinets 
Wardrobes 
Transfer Cases Book Cases 
Vade-To-Order Equipment 








Security Steel 
Desks 





Steel 
torage Shelving 
eets every 
equirement. 


STEEL EQUIPMENT CORPORATION, AVENEL, N. J. 4 4 
: er ghee nae . er : 


an . = 


a eel 
vai aimee - 
ss 





. oe ae 
ea ae we — 
— 


Steel Equipment Corporation Main factory building, three city blocks 
long. A modern plant making modern equipment for modern business. 
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Subbed CAnnouncements 


> | Az“ FEATHERWEIGHT Ring Memo 


stamped with GOLD substitute 








has been added to our line. Covers of red, blue 
and black Fabricoid, embellished with checker- 
board design stamped in non-tarnishing gold 
substitute. Metal back plates are finished in 


<< 





1A Duco, matching the color of cover material. 


~~. ’ 
Oa ne 


i (? They have attention value; buyers like 





| them; customers like them; they strike a new 
note in Ring Memo Book decoration. Suit- 


| \ able for small gifts, for prizes or personal 
use, this style is proving popular in stores 


~~ 


37-4 contains 30 books, 


Display Carton No. 


-ateri : xclusive patronage as well as ' . . : ¢ 

catering to an exclusive patronage as well as senethall dll dis Seles Ye: oats ol Ee ) 

those appealing to a varied clientele. Price complete $11.70 list ) 

} () 

Black & Gold Red & Gold Blue & Gold Size of Sheet Cover with } \ 

i Number Number Number bdg. edge first 25 Sheets ny, 

| 130-1G 130-2G 130-3G 214 x2 $ .25 { {) 

LOOSE LEAF DIARY 131-1G 131-2G 131-3G 24x 3 30 ‘ 

P| ae a ae | 132-1G 132-2G 132-3G 2',x4 40 } 

1 (\ 135-1G 135-2G 135-3G > x5 .50 i 

> 138-1G 138-2G 138-3G il, x 25, .50 ‘) 

y Books packed 6 in a box, any assortment of colors. ‘) 
Faint ruled sheets furnished unless otherwise specified. 





| 
“[TAST SELLING, popular priced loose leaf books of real 
~ merit. Fabricoid covers in black, red and blue; neat 
border design blind stamped around entire margin. The 
word Diary or Addresses stamped in gold substitute on 


— 


A 


= 
tl ct 





\/ Carton No. 35 front. Outside metal back finished in Duco, matching the ) 
yf Contain 4 each black, red and color of cover material. Sheet size 5 x 3 in., side opening. Y 
V blue Diaries. Total 12 books. 


Each Diary page has three dates and spaces for ap- 

y | Price per carton, $6.00 pointments, record of events or memos; adaptable for any 

year; its use may begin at any date without waste of sheets. 

Sheets for Address Books are printed for name, ad- 

dress and telephone number; space for five addresses on 
each page. 50 sheets in book; enough for 500 names. 


-. 


~~ 


>. “~~ ge “~ “~~ 
SE ee eS 


In either book the sheets may be removed or new filler 
inserted by opening the rings; a perpetual up-to-date 
record without dead matter. 


—, 


~ 

















‘ Diary Address Books Cover and sheets \ 
> No. 609Z1-D Black Covers No. 609Z1-A complete, each . 5 ¢ | OY, 
X No. 609Z2-D Red 2 No. 609Z2-A Books packed list { 
\ No. 609Z3-D Blue ™ No. 609Z3-A 6 of one color in a box. ’ 
> < 
> | Carton No. 36 Trussell Manufacturing Co. ) 
nes Contains 4 each black, red and blue 23 to 29 Cottage Street Poughkeepsie, N. Y. Y 
> } Address Books. Total 12 books. | { 
Price per carton, $6.00 Prices subject to usual discount x 

' } 
ses Se Sa ea Rees 
? \ 
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Stock Up 


on this SURE Seller 


THIN LEAD 


HE great demand for Unique Thin Lead Colored 
Pencils has been established by national advertis- 
ing and because of their superior quality and adapt- 
ability. Obtain your share of this new business by 
showing one or more of the efficient display assortments 
listed below. They require only to be shown in order 
to sell in profitable quantities. 





ramen 5 
MAO 
NY S.A. 


Your customers will be attracted by these beautiful and 
unusual assortments which can be filled over and over 


ao ens 


N again from stocks sent you in the regular quarter-gross 
j = cartons. 
= Assortment No. 1220 
F containing \% gross as follows: 
i oy 1 doz. 1206 Blue 1 doz. 1208 Green 
i ye 2 doz. 1207 Red 1 doz. 1909 Yellow 
Pe, 


1 doz. 1215 White 


AM 
PENCK 


Assortment No. 1222 


containing 1 gross—lI1 dozen each of 12 colors 


N RED 
“BLU 





LEAD 


Also Asst. Box No. 1116—one piece each 12 colors 
(6 boxes in a carton) 


rH 
u 


' 
j 


Asst. Box No. 1117—ineludes 23 pencils (20 colors) 
and one special UNIQUE Holder 


(3 boxes in a carton) 


9 arcage 


UNIQY Ee THIN 


Be sure you have an adequate stock of all colors 


American Lead Pencil Co. 
500 Willow Ave., Hoboken, N. J. 


Makers of the Famous VENUS Pencils 


COLORED PENCILS ff 









Made in 20 Colors 


No. 

1206 Blue 

1207 Red 

1208 Green 
1209 Yellow 
1210 Purple 
1212 Brown 
1213 Black 
1214 Orange 
1215 White 
1216 Lt. Blue 
1217 Pink 

1218 Lt. Green 
1219 Maroon 
1224 Sepia 
1225 Mauve 
1227 Dark Red 
1228 Olive Green 
1229 Chrome Yellow 
1230 Violet 
1231 Vermilion 


Also 
161 Indelible 


1233 Carbon 
1211 Red & Blue 
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The impressive effect of | 
mountain scenery 


One is favorably impressed when entering an office of immaculate 
appearance. And to obtain this appearance, to make this favor- 
able impression, matched office suites are unequalled. Dignity, 
richness, atmosphere—all are combined. 


Matched suites pay dividends in all sorts of business. The field is S| 
as wide as the whole office equipment industry. Business men te 
can’t all live and work within view of the inspiring grandeur of it 
the Canadian Rockies, but they can, in their office furnishings, a 
get a powerful effect. Visitors, the executive and his assistants SI 
as well feel the influence and are improved bv it. c 


Many dealers are sold on the matched office suites idea and in turn 
have sold it extensively in their field. Among Macey’s catalogs is 
one devoted to this furniture, and a copy will be sent you on request. 


The Macey Company : 
Grand Rapids, Mich. th 


makes steel files, steel desks, 
filing equipment, supplies, 
bookcases, safes, etc. 
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Parnham Joins The Clegg Company 

Charles S. Parnham has joined The Clegg Company, San 
Antonio, Tex., “G-F” agent at that point. The past two 
vears he has been associated with The General Fireproof- 
ing Company, in the general offices at Youngstown, Ohio 

Mr. Parnham is the third generation to be connected 
with the metal office furniture industry, which is evidence 
of the many years the business has been a part of Amer- 
ican commerce. His grandfather, J. B. Parnham, started in 


the industry in 1888, with The Office Specialty Company. 





CHARLES 8S. PARNHAM 


Rochester, N. Y. Later he joined the Art Metal Construc 
tion Company, Jamestown, N. Y. 

C. D. Parnham, the second of the family to participate 
in the growth of the metal office furniture industry, is 
father of Charles S. The former is manager of the con-| 
tract sales department of The General Fireproofing Com- | 
pany 

ae 

Holding Company Formed in Salesbook Field 

The Moore Corporation, Toronto, has been organized 
as a holding company for a group of manufacturers in the 
salesbook field. It will act for the American Salesbook 
Company, Ltd., Elmira, N. Y.; Pacific-Burt Company, Ltd.; 
The Gilman Fanfold Company, Ltd., Cleveland, Ohio. The | 
Moore Corporation is headed hy F. J. Moore, president of | 
the Bank of Nova Scotia. It has a capitalization of $6,- | 
000,000, and 500,000 shares common, no par value. 

Be Nii 
Boston Equipment House Moves 

The S. M. Levin Company, formerly at 70 Sudbury 
street, Boston, Mass., has moved from 70 Sudbury street 
to 82-84 Washington street. The change was made to 
improve the display facilities, bringing the business to 
a more central location, with convenience to customers re- 
sulting. The company has experienced a gratifying in- 
crease in business since moving to the Washington street | 
location | 

- - 
P. A. Kempt in Automotive Field 

P. A. Kempt, who is widely known in the stationery 
held, is now manager of the Autopulse Corporation, De- 
troit, Mich. For many years he was head of the cuspidor 
department of Ireland & Matthews, Detroit. The cus- 
pidor department was disposed of some months ago to 
the Detroit Metal Specialties Company. 

ae ai 
J. P. Ward, Jr., Travels in East 

James P. Ward, Jr., of the Shipman-Ward Manufac- 
turing Company, Chicago, Ill, made a two weeks’ trip to 
Eastern points in December, accompanied by his charming 


taking in Toronto, Montreal and New York City 








Won’t SMOKE 4 
wife. This was a combined business and pleasure jaunt, | ODORLESS ’ 
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‘Three New 


IMPROVED 


Smokadors 


Model 6—Latest addition to the 
Smokador line. Flat, non-rock- 
ing base. One piece, open bottom 
pedestal. Sanitary mason jar for 
litter in base—easily removed 
from bottom. Two snuffer-grips 
on tray. Six colors. Price $6.50— 
West of Mississippi, $7.00. 






Model 5—New de Luxe Rock- 
a-by model of graceful design. 
Ornamental handle with holder 
for Swedish or book matches. 
Protected sanitary mason jar for 
litter in base. Two snuffer- 
grips and special screen on 
tray. Eight colors. Price 
$12.00-West of Mississippi, 
$12.50. 


ERE are the latest additions to 

the increasingly popular Smok- 
ador line ... new semi-rocking Model 
4 at $7.95...mew de Luxe Rock-a-by 
Model 5 at $12.00...and now the 
new non-rocking Model 6 at $6.50. 
(Prices 50 cents higher west of Mis- 
sissippi.) Each with improved, pro- 
tected, easily removed and easily 
cleaned glass receptacle in base! 





These new models at these attractive 
prices will give you new sales and prof- 
its. The entire Smokador line is now 
being advertised to your customers in 
the Saturday Evening Post and care- 
fully selected newspapers. Write today 
for a sample of any Smokador model 
you have not seen. It will be sent for 
free inspection. Smokador Manufactur- 
ing Co., Inc., Bloomfield, N. J. 


Model 4—New semi- 
rocking Smokador at a 
popular price. 22 inches 
high; one snuffer-grip 
and match-box holder 
ontray. Easilycleaned 
protected glass recep- 
tacle in base. Six col- 
ors. Price $7.95—West 


of Mississippi, $8.45. 


M odel I (Left)—Original rocking model, also known as Rock- 
a-by Smokador. Weighted, rounded base brings it back to 
upright position when bumped into. Tray fitted with snuffer- 
grips; match-box holder on handle. Eight colors. Price $10.50— 
West of Mississippi, $11.00. 


Model 2 (Right)—Smokador de Luxe—semi-rock- 
ing—Italian in design—six colors. Snuffer-grips on 
tray; cigarette and match-box holder on handle. Lit- 
ter drops down stem into protected mason jar which 
can easily be unscrewed, emptied and washed. 
Price $13.00—West of Mississippi, $13.50. 


Model 3 (not illustrated) differs from Model 2 in 
having a flat, non-rocking base. Price $12.00— 


West of Mississippi, $12.50. 
TRADE | MARK 
Won’t SPILL 


The Ashless Ashstand 
Easy to CLEAN 











72 OFFICE 


APPLIANCES 





Why Guess? 











when you can be sure 


Guessing in some lines 
may be necessary, but as a 
practice in selecting your 
Carbon Papers and Type- 
writer Ribbons, it is un- 
safe, unsound, and un- 
necessary. 


Write us for our new book- 
let, “HOW TO SELECT 
YOUR CARBON 
PAPERS.” It deals with 
the subject of the varied 
requirements of modern 
office systems in connec- 
tion with the use of Car- 
bon Paper and Typewriter 
Ribbons. 


THE 


BUCKEYE 
RIBBON & CARBON CO. 


1466-68 East Fifty-fifth Street 
CLEVELAND, OHIO Established 1896 
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Furniture Distribution Organized at New York 

Factories Warehouse, Inc., 21 Murray street, New York, 
N. Y., was organized late last year to afford Eastern ware- 
house distribution for manufacturers of office equipment. 
H. A. Clemetsen associated himself with B. V. Souto in the 
corporation, Mr. Clemetsen being vice-president and man- 
ager. Mr. Clemetsen has been engaged in the sale of 
office desks and chairs in the metropolitan district several 
years. He found that the New York trade could be served 
best through adequate warehousing facilities for furniture 
manufacturers. 

A selling agency has been arranged by Factories Ware- 
house, Inc, for the Shelbyville Desk Company, Shelby- 
Ind. A substantial stock is carried in the warehouse 
to afford prompt deliveries for the eastern dealers. Mr. 


ville, 


Clemetsen expects to take on other desirable lines as oppor- 
tunity affords in the future. 
——— 


Building Home for “Y and E” Rochester Branch 
Erbe Manufacturing 
building on Chestnut 
Rochester branch. 


The Yawman and Company is 
erecting a three story street, 
Rochester, N. Y., to house the The 
street floor and basement will be used by the branch, while 
the two upper will be other 


Che Burroughs Adding Machine Company will occupy the 


floors leased to concerns. 


entire third floor. 

The 
building and the Cadillac hotel. 
The facade of the building will be of 


new building is located between the Professional 
A steel frame is specified, 
with concrete floors. 
Georgian design, utilizing limestone and Harvard brick. 

Rochester branch, spent 


studied 


r. S. 
considerable 


Fassett, manager of the 


time preparing for the plans. He 


buildings erected for similar purposes in many cities of 


the United States. Excellent window display facilities are 
Within the 
E” lines in wood and in steel. 


provided. store will be shown complete “Y 


and A group of model of- 
fices will permit showing prospects how 


The business admin- 


each layout will 
appear in the customer’s own offices. 
istration offices will occupy a mezzanine balcony above the 
The promises to have the 


building ready for March. 


first floor. contractor new 


occupancy early in 
- = 
Advertising Conference with Sheaffer Agency 
The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
has arranged to have its 1929 domestic advertising cam- 
paign handled by the McJunkin Advertising Agency, 228 
North La Salle street, Chicago, Ill. Executives of the two 
organizations held a Fort Madison some 
weeks ago, outlining the campaign for 1929. The prelim- 
inary outline provides for more extensive and 


conference at 


intensive 


advertising this year. Trade magazines, national publi- 
cations and newspapers will be used in greater numbers, 
and the space occupied will be more impressive. The 


schedule aims to elevate the pen manufacturer’s advertising 
from the class of seasonal spurts to twelve-month routine. 
Sheaffer merchandise will come in for ex- 
including 
desk 


The advertising 
maximum 


All lines of 
promotion in the 
fountain 


fountain pens, 
“Blue Cap” 
counsel 


tended copy, 


mechanical pencils, pen sets, 
leads and “Skrip” writing fluid. 
believes that the campaign will produce the 
effect on the trade of stationers, office outfitters, jewelers, 
and important department stores—the sole authorized out- 
lets for Sheaffer products. 

The local retailer will be afforded hook up 
the magazine advertising through dominant space in many 


Plans are under way for a complete 


close with 
daily newspapers. 
new and forceful line of dealer helps for use in store, win- 
newspaper advertising and other 


dows, mail solicitation, 


established and effective publicity devices. 
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Bend it UP/.. DOWN 


Up/. 
thats the stuff... 


, | XHE post off ice will do it 
anyway, to your custom- 


Down /. 
This clasp will stand it 








Again/.. 


Clasp Envelopes is an almost 
sure repeater. This envelope 





er’s catalog envelope. 

If you sell him Improved 
Columbian Clasp Envelopes, 
the clasp won't break off and 
leave his catalog stranded. 
The flexible, 
clasp is one of the features 


slow -to-break 


Printing the envelope with a picture 

r design or a selling story gets more 
people to read what's inside. Printing 
the Improved Columbian Clasp En- 
velopeiseasy, because you don'thave 
to overcome any strong tints. The 

Envelope to match” 
secured economically—and your cus- 
tomer will have a much sturdier en- 
velope than the usual “to match” job. 


makes itself liked, and the 
name and size number, always 
printed across the lower flap, 
make it easy to reorder. 

Most paper merchants have 
Improved Columbian Clasp 
Envelopes right in stock, in 


effect can be 








that make the Improved Co- “] 
lumbian Clasp a better catalog | 
envelope. 

Other features are — the toughest paper 
you ever saw in a stock clasp envelope; extra- 
strong reinforcement of hole-in-flap; clasp 
anchorage — four prongs, gripped through a 
double thickness of stock; seams that stick 
forever; neutral buff color that takes printing 
well, harmonizes with any contents, doesn’t 
fight the colors you print over it, and resists 
soiling in the mails. 

Your customer on Improved Columbian 


Zs JUG 


COLUMBIAN 





Ya ™PrnROvEeD Se, CLASP No 85 


Twa UNrTEO #* ves eusmaore Go eer ~6r 0 mass 


32 convenient sizes. Y our cus- 
tomer will appreciate getting 
them right away without the 
delay and high cost that usually go with 
getting the size to fit the job as if made to 
order. If your regular paper wholesaler can- 
not supply you from stock, write us for the 
name of a nearby distributor who can. In 
ordering, specify the full name: Improved 
Columbian Clasp Envelopes. 

UNITED STATES ENVELOPE COMPANY 


The world’s largest manufacturers of envelopes 
SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions covering the country 
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GF Allsteel Equipment Is Advertised to Millions of Buyers 


Digest this message in two additional magazines of unques- 
tioned standing and wide circulation among business 


men—“Nation’s Business” and “Time.” 


Every fourth week during 1929 the Literary 
will carry our message on its inside front cover. 


This publication undoubtedly reaches a larger number 
of executives and professional men than any other we 





could select. And our advertising in the Digest has 
created for us a tremendous force of good will which is 
helping you make sales. 


Better looking offices and more efficient offices will 
continue to be our keynote. 


And we shall continue throughout the year to repeat 


Safes, Files and Shelving will be regularly and exten- 
sively advertised in magazines selected for their standing 
and circulation among those who are particularly inter- 
ested in such equipment. 


investment 
make 


We are making this big advertising 
because we know that it will aid you to 
increased sales. 


THE GENERAL FIREPROOFING COMPANY 





Youngstown, Ohio . Canadian Plant, Toronto 
a ATTACH THIS COUPON TO 
xf YOUR FIRM LETTERHEAD as The GF Allsteei Line: Filing Cabinets - Shelving - Sectional Cases - Trane 
THE GENERAL FIREPROOFING CO. fer s - Storage Cabinets - Safes - Document Files - Desks - Tables - Suppliet 
Youngstown, Ohio 
* Please send me a copy of the GF All-stee! _—__—__— =X | 
Desk Catalog 
V ame 
Firs 
Addre a 
City ~ 
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Without exception, those dealers who have called upon 
us most frequently for merchandising assistance are 
those whose business and whose profits show the 
largest increases. 


Beautifully printed descriptive catalogs, convincing 
direct mail campaigns, inserts for bills and state- 
ments, newspaper mats and electros, signs and dis- 
play material—all of unusual quality. 


GF Merchandising Service Is Complete and 
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Effective 


Intelligent and consistent use of this material pays divi- 
dends far in excess of the effort involved. It increases 
the effectiveness of salesmen and arouses interest which 
can be turned readily into profitable sales. 


If you are already a GF dealer you should avail yourself 
of these merchandising helps. If you are not, and GF 
is not now represented in your city, write us. There 
may be an opportunity for you to get this help too. 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio ° 


Canadian Plant, Toronto 
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Tells the whole 


story at a glance 





The Burns Display Stand on your 
counter or in your window gives a com- 
plete story of the convenience of the Burns 
Hi-Lo Bracket. 


IT DEMONSTRATES— 
—the up and down feature 
—how it swings on the base 
—the simplicity of the extension 
—the many ways it may be mounted 


—ALL AT A GLANCE. 


It requires only a few feet of space in 
return for a constant, untiring selling 
effort. 


—And it costs you nothing — 


When you get the Burns Bracket Dis- 
play, you pay for only those parts as may 
be resold, the base and dummy telephone 
are free. 


1—H87 Hi-Lo Bracket $5.75 
1— 98 Mounting 75 
I— 85 ™ ors 
I— 94 ” Pr 
I1— 83 ™ 75 
I— 86 ™ 1.25 
1—Oak Base No Charge 
1—Dummy Telephone No Charge 
Total $10.00 
Less your usual discount 
USE THE COUPON 
American Electric Company, Inc., 
State and 64th Sts., 
Chicago, Tl. 
Gentlemen: 
Please send me No. 30 Dealer Displays as 
listed above. 
SD CCE eT CPT TUT TET TTT TT TT TTTT TTT tT 
Street .......-; Bs 6 cbab ase cendsessssosocs 
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Fifteen Years Ago 


Brief Bits About the News Items which 
Greeted Readers of Office Appliances in the 
January Issue of that Dynamic Year, 1914. 





It is January, and no hint of the catastrophe which befell 
the world in midsummer was evident, even in the many 
excellent articles contributed by European friends—an 
annual feature. All too soon fellow craftsmen were to be 
antagonists in the most disastrous conflict of history. 

The Second International Exposition of Commercial 
Organization and Office Equipment had been held at Paris. 

The new No. 10 Royal typewriter was announced—the 
$100 machine which gave the sales staff a standard machine 
at a standard price. 

John F. Dietz & Company, Cincinnati, Ohio, had com- 
pleted an extensive addition to its plant. 

The Elliott-Fisher Model “T” flat platen bookkeeping 
machine was announced. 

The new Smith Premier adding and subtracting type- 
writer was described 

Boston’s first business efficiency exposition was an- 
nounced, to be held in Mechanics’ Institute, April 2-8 
inclusive. 

The Anchor Loose Leaf Manufacturing Company and 
The Tenacity Manufacturing Company were consolidated, 
operating under the latter name 

George W. McClellan, formerly manager at Philadelphia 
for the Underwood Typewriter Company, was transferred 
to Chicago, where he was a special representative. 

A New York state census of manufactures showed that 
the typewriter industry at Syracuse was the second largest 


business m the state 


> 
Anent Mr. Hitchcock’s Brown Derby 

On page 21 of the December issue of Office Appliances 
appeared a picture of A. W. Hitchcock, sales promotion 
manager of the Victor Adding Machine Company, Chicago, 
being helped to don his “Brown Derby.” D. C. Baldwin 
of Fort Smith, Ark., a veteran typewriter man of the South, 
was reminded, when he saw the picture of the story of his 
“Brown Derby.” 

“In the fall of 1890 I was in Chicago, and everybody 
was wearing a helmet-shaped, bronze-brown derby. I 
came back through St. Louis and the situation was ditto. 
[I invested in one and meandered on down to San Antonio 
where I had been often enough to know that nobody but 
a ‘tenderfoot’ or a ‘Yankee’ wore a derby. Therefore | 
was not surprised when people smiled at me. Finally I 
came to a big clothing store window where they had a 


‘Brown Derby’ on display. In the window was a sign 
bearing the words, ‘What is it?’ I tried to give my ‘prize’ 
to a Mexican, but he refused it.” 


a a 
Standard Nomenclature for Government Stocks 
The office of the chief co-ordinator, United States Depart- 

ment of Commerce, is preparing a catalogue of government 
equipment and material stocks, with special view to ac- 
curate classification and standard nomenclature. Much con- 
fusion exists in the interpretation of specifications and bids 
through the lack of specific names for technical items, and 
even for supplies of general use. The project contemplates 
publication of the catalogue when Congress has author- 
ized the expenditure, the catalogues being offered for sale 
through the usual channel of the superintendent of docu- 
ments, Government Printing Office. 
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Do You Know 
Your Market? 
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“market” is sold in the plural 


An editorial by 


W.C. Dunlap,Vice President, in Charge of Sales, 


The American Multigraph Sales Company. 


The new conception of a “*market” is 
not singular; it is plural. You do not 


have A market but many markets. 


Some markets can be sold at a 
profit; others cannot. In some mar- 
kets the sales yield does not ade- 


quately repay the cost of cultivation. 


Successful selling today is selective. 
It knows which markets can be culti- 
vated without extravagant expendi- 
tures of time and effort. It develops a 
method of reaching those markets 
with sales effort adjusted to their 
individual ability to absorb the prod- 
uct and timed to meet current condi- 


tions within the field. 


Many students of business are say- 
ing that a full recognition of this 
principle will go far to correct that 
condition known as “‘profitless pros- 

— : : 
perity.”” If our own experience is 
typical — and we believe it is — it 
confirms that expectation. Selective 


selling has brought us larger profit, 


improved collections, better average 
earnings for our salesmen, and larger 
volume. 

We have done two things which 
helped to bring this about: (1) We 
have made a careful study of our 
general market and broken it up 
into its component markets along 
lines of industrial classification, fi- 
nancial strength, and location; (2) 
We have developed Multigraph equip- 
ment of new flexibility for the distri- 
bution of effective selling effort to 
large or small groups on any sort of a 
timing program. 

How this was brought about and 
how it has accomplished results for 
us involves a number of details which 
will interest executives studying the 
problem of reducing sales cost and 
widening margins of profit. If you 
will address a letter to W. C. Dunlap, 
1836 East 40th Street, Cleveland, 
Ohio, I shall be glad to go into the 


subject with you in greater detail. 


There is a new MULT) i/ LAAF, 7 for 


today’s new selling conditions. 
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The Steelcase executive 

desk shown above has created a 

new conception of steel furniture— 

a new standard of quality. Rich in dignity, 

superb in design, the grace and beauty of this desk is 

permanently moulded from steel to last forever. Nothing 

comparable has ever before been manufactured. Tables, baskets, 

etc. of the same distinctive beauty are also available. There is 

a real place in business for furniture of this character. Let us tell 
you more about the Steelcase line of executive furniture. 





—_— found where business succeeds 





Wer. 





= 
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Steelcase 

Desks for use 

generally outside 

of the executive's 

office were never more 

popular. With their unques- 

tioned reputation for quality, 

leadership, and salability, Steelcase 

Desks have been “leaders” for 

years with many of the country’s 

best office furniture dealers. They 
are proven profit makers! 

Steelcase Desks are built to be 
permanently beautiful in appear- 
ance and permanently perfect in 
their operating qualities. Broken 
down drawers, wobbly pedestals, or 
sagging tops are never found in the 
sturdy rigid Steelcase Desk. Tre- 
mendous strength is provided by 
the splendid channel structure re- 
inforcing each pedestal. 

The constantly increasing de- 
mand has resulted in improved pro- 
duction methods, standardized 
parts, and lower costs. As a result 
Steelcase Desks are being sold at 
prices any user of office equipment 
can afford to pay. Let us send you 
the full facts—they mean profits to 
you. 
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——s Business Equipment | ._>——=>— 








No. 620—66” x 34” 
No. 621—60” x 34” 
No. 629—55” x 34” 








No. 651—60” x 34” 








No. 623—60” x 34” 


Metal Office Furniture Co. 
Grand Rapids 


—_ found where business succeeds 


Michigan 
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Send for 
SPECIAL OFFER 


on 


RUBBER, 
COVERS 


Agencies Open for 


Smith Premier 50 
PLATENS 
PARTS 


For ALL MAKES 
“INVINCIBLE” PLASTIC TYPE CLEANER 


SUPPLIES 


BLI C INK PADS—PARTS 


TYPE WHEELS 
Send for New Price List No. 92 


YPEWRITERS 


ROUGH - PREMIER 
& A. W. M. CO. GRADE 


AMERICAN 
WRITING MACHINE 
COMPANY 


449-455 Central Ave. Newark, N. J. 
and 

23 Principal Cities 

Established 

1880 
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A tentative dummy has been made by the stencil dupli- 
to illustrate the arrangement and text of 


For example, office equipment is 


cating process, 
representative sections 
Item No. 54 in Section III (classes for storage and issue) 


Adding machines, file cases, number: 


listing cash registers, 


ing machines, safes, typewriters, etc. Obviously such items, 
are standardized nomenclature. In 


the advantage of the new 


being of common use 


technical items plan takes on 


greater importance 


Census Report on Store and Office Fixtures 
Preliminary figures have been released by the bureau of 
he census, United States Department of Commerce, cov- 
ering the 1927 
office fixtures. 
on the 1927 
584; Illinois, 
ina, 210; Massachusetts, 194; Ohio, 
North Carolina, 143; Wisconsin, 116; 
lersey, 67; Washington, 59; 
Virginia, 48; 


(eorgia, 31; 


; 


census of household furniture, store and 
There were 3,218 establishments reporting 
census, distributed as New York, 
364; Pennsylvania, 269; California, 241; Indi- 
174; Michigan, 173; 
Missouri, 89; New 
Maryland, 55; Minnesota, 50; 
35; Kentucky, 33; 
Texas, 22; the 


Three 


follow es 


Tennessee, 45; Oregon, 


lowa, 30; Connecticut, 29; 


remaining are distributed in nineteen other states. 


classifications are given in the report, and consideration 


of the percentage given here necessitates listing all 
Household furniture, total, $571,919,060; furniture and fix- 
tures for offices and stores, total, $179,303,182; furniture for 
public buildings, total, $30,189,489. The grand total for 
1927, $842,715,610, represents an increase of 2.4 per cent. 
as compared to the grand total of $823,163,435 for 1925, the 
last preceding census year. 
Furniture and store and office fixtures are made to some 
extent by establishments engaged primarily in other lines 
of manufacture. The value of such commodities produced 
thus outside the industry proper in 1925 was $24,166,376, an 
amount equal to 2.9 per cent of the value of the store and 


office fixtures reported by establishments classified in the 


industry. The corresponding value for 1927 has not yet 


been determined, but will be shown in the final published 
report. 

This industry classification covers establishments engaged 
primarily in the manufacture of household furniture, store 
and office furniture, and fixtures, professional and labora- 
tory furniture, barber shop and beauty shop chairs, tables, 
The principal 
reed and 


and cots, and furniture for public buildings. 


materials used are wood, metal, fiber, rattan, 
willow 

Following are detailed figures for 1927 on two classifi- 
cations of interest to our readers 

Furniture and fixtures for stores and offices: Wood, 
$116,751,536; metal, $62,359,131; fiber. rattan, reed and wil- 
low, $12,515; grand total, $179,123,182. 
buildings: Wood, $24,003,350: 


reed and willow, $1,403,603; 


Furniture for public 
metal, $4,782,536: fiber, rattan 
grand total, $30,189,489 

In addition to the foregoing, furniture manufacturers re- 
ported products other than furniture, in 1927, valued at 
$31,135,141; [ contract work, 


$4,919,152 


receipts for custom and 


> - 


Rich Gifts Wax Poor When Givers Prove Unkind 
“A Line O° Type or Two” in the Chicago Tribune re- 
printed the following from the Aurora Daily Beacon-News 
with the Shakesperean heading used here: 
Will Sell or Exchange Diamond Ring for 
Good Standard Typewriter. Address 
If this referred to the young lady in “What the Repair- 
Page 23 of the October issue of Office 
both the typewriter and the diamond 


man Finds,” on 


Appliances, she had 
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$125 


MULTIPLIES 
SUBTRACTS 
DIVIDES 










Anyone can afford it ~ , 
anyone can run it- 


N EVERY DESK—wherever any figuring is done, this New Marchant Portable 
will quickly pay for itself. It will insure your figures against costly errors— 
increase your output—save salary time—save talent for more profitable work. 
So simple a child can run it. Visible factors give absolute accuracy, without 
“checking-back.” Marchant-designed and Marchant-built for smooth perform- 
ance, efficiency and durability. Convenient terms, if desired. 


MARCHANT 


Calculator” 


MARCHANT CaLcuLatTinc Macnine Company, OAKLAND, CALIF. 











Mail me your booklet, **Accuracy and Speed in Figures,” 
with details on New Marchant Portable. 


Name. IUD cortmmncetnadicnieiindienndiningaamal 
719 
iddress. : : ; aonscanmemmaansasanaas 
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House Organ Philosophy 

















— No men can act with effect who do not act in concert; 
2 AER, no men can act in concert who do not act with confidence; 
; + no men can act with confidence who are not bound to- 
Kok ad a os ‘* Stop gether with common opinions, common affections and 
Se ES a Rest common interests.—The Cutler Scroll (Cutler Desk Com 
ec ee ~~ *. ee S 
" 3 He: = = $ i et ‘ pany). 
‘ es Teme 
Poe Ke aes Wat The early bird catches the worm—but, alas! he often 
: * r catches it for some other fellow who does not get on the 
— - S job until ten o'clock [The Coach (published co-operatively 
by the Boorum & Pease Company, C. Howard Hunt Pen 
Company and Sanford Manufacturing Company) 
me 2 * * *« 
™ — wer eS Rete. It is with narrow-souled people as with narrow-necked 
ae hi Rte se Ns bottles: The less they have in them, the more noise they 
dt. eee make in pouring out —Uncle Dick in the Berloyalist (The 








Berger Manufacturing Company) 
« * « 

































New Style : 

We're all of us prone to overrate the things we do and 

TAN CLOTH GUSSETS savy—but that only restores the balance, for everyone els« 

is occupied in underrating them.—The Pencil News (Joseph 
Dixon Crucible Company). 

. * 

We know of a number of family trees that would be 

better today if a little wood surgery had been performed on 

them.—Common Sense (Corlies, Macy & Company, Inc.) 


+ ~ 


ALSO IN 


Old Style a 
A smile from a boss who knows good workmanship ts 


RED PAPER GUSSETS worth more than a medal from a committee of impractical 


With Reinforced Flaps experts.—Quality (Clarke & Courts) 





Back of every business that keeps up with the times ts 
WHY NOT SELL THE MOST an individual who keeps ahead of them.—Office Toptcs 
IMPROVED LINE OF EX- (Baker Printing Company) 
PANDING WALLETS Almost any man will lie about how truthful he is 
AND POCKETS ? Faultless Loose Leaf Bulletin (| The Stationers Loose Leat 


Company). 
* * * 





THIS WILL You can’t fool a woman, but you can keep her guessing 
ELIMINATE COMPETITION The Honolulu Item (Mercantile Printing Company, Ltd.) 
and e * * 
Give your customers better made No man looks twice at a woman who is dressed sensibly 
merchandise for the same money. Service (The Fritz-Cross Company) 
If you must pose, be a moving picture —The Office Cat 


START THE NEW YEAR WITH (The Richmond & Backus Company) 
A COMPLETE STOCK OF | 

VERTICAL FILE POCKETS, 
FOLDERS AND JACKETS 


Be guided by your judgment—not by your emotions.— 


Bramwords (The Bramwood Press) 














_ 
FOR JANUARY SALES Loyalty 
By Jobln Leckie Associate Editor, The Dixonite. in that monthly 
ouse organ conducted by employees rf the Joseph Lixor 
INCREASE YOUR PROFITS cama tsa 
BY USING THE Money buys skill, buys courage 
PROMPT SERVICE AND LOW Wisdom may be had for hirt 


Loyalty is not for sale. 


DELIVERY COSTS FROM OUR 
CHICAGO REGIONAL 
WAREHOUSE 





+ 


It falls freely as the gentle rain—unbough 






Chere is no finer, cleaner thing than Loyalty 





It covers a multitude of sins 
Still . . . it is an uncommon virtue 
Have you heard “Charlie is My Darlin’” or “The Bon- 


nets o' Bonnie Dundee?” 


QUALITY PARK ENVELOPE Co. 


Originators of Neur Styles 


Midway 162 N.Franklin St., 
| ST. PAUL, MINN. CHICAGO 


Cavalier songs they are, the music of a long lost cause; 





expressions of unswerving Loyalty, touching in sentiment, 





language, melody. 
Loyalty : still lives . even in these 





















less ardent days but hides its lovely head. And 
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his Elaborate Display 


will boost 


your Saley 


Profi {+ 
Wrie- 
Index Guides 


for Neat 
Orderly 


Index (iuides 


Metal [abs 


All Size 


This display has been prepared for you at great cost 
to us. It is in a variety of colors as illustrated, and 
shows effectively actual samples of the Weis Filing 
Guides. This display consists of three hinged cards of 
extra heavy fibre board. The center card is 22" by 44"; 
the smaller cards are 11" by 22". 








While designed primarily for window use during the 
January filing supply season, the display makes an ex- 
cellent and effective exhibit when used inside the store 

one that the salespeople will find helpful and conven- 
ient when showing guides to customers. Write today! 
Order a display for your store—no obligation whatever. 


Sits 








t’s easy to build a 


Window Display (,k¢ {Ws 


We furnish Backg 
and Instructions 


On January 26th The Saturday Evening Post will 
carry an advertisement featuring the Weis Index 
Line. If you have not already done so, write today 
for the background and other details necessary to 
install the above window display, which ties in 
effectively with this national advertising. Let the 
buyers of your community know that you can 
supply them with Weis supplies, the demand for 
which is growing by leaps and bounds. 
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Index Guides 


fo Neat if 
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The display is easy to”install and is adaptable to 
windows of any shape or size. Hundreds of Weis 
dealers throughout the country have already sent 
orders for the window material and other sales 
helps which are a part of our January Campaign. 
We want you to benefit, too. Write today. No 
cost to you, whatever. Those who have seen the 
elaborate background which is a part of the display 
pronounce it the best ever offered. 


Sf cts 
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A merchant’s windows are the cheapest and 
most effective means he has at his disposal 
for creating business. Are you using your 
windows properly? Would you like to have 
expert assistance each month in designing 
effective window. displays ? 


To aid dealers in arranging timely and 
effective window displays, The Weis Manu- 
facturing Company offers an unique and 
most helpful service—a service that is abso- 
lutely FREE in every respect. 


Each month a window display expert is en- 
gaged to design a model window display 
built around some item, or items, in the 
Weis Line. Photographs, display cards and 
installation instructions for this window are 
then supplied to the trade without charge. 
In some cases, the display merchandise itself 
is furnished without cost. 


Since the inauguration of this service, hun- 
dreds of dealers have appointed The Weis 
Manufacturing Company their window dis- 
play designers. We'd like to represent you 
in this capacity. Let us start in on the job 
today—with the January window display | 
shewn on the opposite page. The accom- 
panying photographs are examples of our 
work for others. 


Remember—the service is as free as the air 
you breathe. 


Slee 


The Weis Manufacturing Company 
162 Union Street 
Monroe - Michigan 
New York:- Chicago:— 


A. H. Denny, Inc. Associated Stationers Supply Co. 
350 Broadway Franklin Street 











We Thank oy, 


r.Coleman-We’'re 
Glad to be of help, 





Mr. Walter S. Coleman is one of hundreds of dealers who 
have found the new Weis Window Display Service of in- 
valuable help. His letter is typical of the high regard, 
dealers, large and small, have for this unique service. 
The preceding pages outline the service fully. The same 
friendly cooperation which prompted Mr. Coleman’s letter 
is yours for the asking. 


fits 


Monroe - Michigan 


an 
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Are you weeks behind your business? 


. 2 «+ don’t wait until the end of 
the month for facts you need today 


DAILY— instead of monthly—picture of your 
business! Wouldn’t you like to secure it— 
without adding a name to your payroll? 

Now you can have a complete statement of your 
business every day. A statement that tells you 
whom you owe and who owes you . . . that shows 
at a glance each vital fact you wait eagerly to see 


on the first of the month. 


No additional help is needed 


Sales, inventories, stocks, net worth—all com- 
pared with figures of a week, a month, a year ago. 
Facts by which you can guide your business more 
surely. A closer, tighter grip on every department 














Product of 


Gren O fice Feuipment (czporation 


342 Madison Avenue, New York 


ALSO MAKERS OF SUNDSTRAND ADDING-FIGURING MACHINES 


wiliott - Fisher 


FLAT SURFACE ACCOUNTING-WRITING MACHINES 


—every operation. With Elliott-Fisher accounting- 
writing equipment, your present accounting de- 
partment can furnish this vital information each 
morning with the mail. 

No additional help is needed. Elliott-Fisher so 
simplifies and combines several operations into 
one that often even a smaller personnel can do 
faster and better accounting work. 

How Elliott-Fisher can fit into your own business 
can be simply told. Ask your secretary to mail the 
coupon. The complete story of how you can prof- 
itably use Elliott-Fisher 
will be on your desk 





by return mail. 








General Office Equipment Corporation 
342 Madison Avenue, New York City 


Gentlemen: Kindly tell me how Elliott-Fisher 
can give me closer control of my business. 


Name 


Address ‘ we 

















“sil UP” 
easily « 





is No. 100 Stenographer’s Chair (swivel) 
nuine Spanish leather upholstering (optional 
new saddle seat), Rubroid oil-less casters, 


~~ sets 
e green finish; height 17° to 21%. 


Individually 
Adjusted 


so that the worker is comfort- 
ably seated and supported in 
the correct posture. It 
costs no more to correctly 
seat your office or factory 
workers, and it pays big divi- 
dends in increased efficiency. 


EF EC 

4 A 
“Scientifically Correct Chair” 
Dealers write for 


information 


The Fritz-Cross Company 
MANUFACT RERS 
Guardian Building 


Saint Paul, Minnesota 
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so today, harder to come by, it is more highly prized than 
ever. 

And though it asks no pay, yet men remember to reward 
it. It comes into its own in the long run, when memory 
runs back over dim forgotten things, bringing them to life 
again in true color and perspective. 

Over which the loyal heart bothers itself not at all. 

For in a very real, proud way, Loyalty is sufficient unto 
the Loyal—its own Royal Reward. 


i - = 
Precision Production for Precise Work 


Delving into the pages of technical publications devoted 
to machine shop practice brings contact with manufac- 
turing practice in the production of office machines. While 
the user is not concerned with ways and means, he is con- 
cerned when they contribute to the accuracy of his opera- 
tions. The American Machinist discussed one phase in the 
manufacture of Monroe calculating machines 

“One of the tasks the engineers of the Monroe Calculat 
ing Machine Company, Orange, N. J., have always set for 
themselves is that of building long life into their machines 
This had been satisfactorily accomplished in the hand 
operated machines, but the advent of motor driven machines 
gave them new problems to solve The increase in both 
the number of operations per day, and the shock imposed 
on the bearings, necessitated even greater care than for- 
merly in the selection and heat treatment of material for 


vearing surfaces 


“As a result of the experimental work done ard the 
equipment installed, the desired wearing qualities of the 
various members have been secured. But such results have 


been accomplished only by the utmost care and by constant 
igilance in the heat treating itself and in the inspection of 
parts before assembly 

Another article described a manufacturing operation in 
which economies were effected and accuracy increased 
through reducing the number of operations and setups. 
“Important among our operations is the machining of the 
malleable iron side frame of the calculating machine. * * * 
On the discarded equipment the sides of the frame were 
surface ground in three operations, with hourly production 
of 56, 50 and 46 pieces. Now they are surface ground in 
two operations, on a machine of more modern design, with 
hourly production of 98 and 841% pieces. The direct labor 
cost of grinding has been reduced fifty-two per cent.” 

Commenting on handling of work in process in the 
Monroe plant, Manufacturing Industries mentioned the use 
of an automatic machine for cadmium plating of machine 
parts. Labor economies were achieved and accuracy of 
plating. “The conveyor can be so accurately timed that, 
with due care in regulating the strength of solutions, the 
thickness of plating is held to exact limits. Calculating 
machine parts, of course, must be made to accurate 
measurements. The deposit of metal is held regularly to 
about 0.0002 inch, or the total addition to the thickness or 
diameter of parts is kept to 0.0004 inch. This accuracy 
has eliminated all grinding and buffing formerly required in 
assembly, which is perhaps even more important than the 
saving of labor in the plating room.” Still more important 
is the perfect functioning of the calculating machine in the 
hands of the user 

ee ——— 
Water Cooled Bank Tellers 

Hardware Age] After a visit to the city a farmer told 
his friend: “Some of them bank fellers are pretty slick 
with their fingers. I seen a feller in one of them banks, 
and blow me if he didn’t have to keep a wet sponge along- 
side to keep his fingers from getting red hot. He told me 


so hisself.” 
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No. 5631 


Storage cupboard with- 
out doors 





No. 5637 
Counterheight cupboard 





No. 5634 
Single door full height 
cupboard 





No. 5648 


Double door combi- 
nation cupboard 
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No. 5635 
Double door storage 
cupboard 


Storage Cupboards 


That Sell 


Vv DORN storage cupboards 
are designed and constructed 
with the care and precision that 
enable you to sell them quickly 
and at a profit. They are a piece 
of fine office furniture and not 


just a storage unit. 


A storage cupboard line constitutes 
one of the best opening sales 
wedges that is to be found in the 
office equipment dealers’ line. 
They have a year around salability 
and a versatality of use unequalled 
by any other single item. 


Storage cupboards give you the 
opening wedge. The other items in 
the Van Dorn line enable you to 
meetany requirements of the office 
equipment field. Write for detailed 
information on our dealer plan. 


Business Furniture - Storage Equipment 








No. 5645 
Double door wardrobe 


Desk height cupboard 
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IN 
LIFETIME 5 
aa PENS AND PENCILS 
¢ . MADE BY 
\. SHEAFFER, 
“Sheaffer's new Lifetime’ fountain pens are scientif- 


ically balanced. Top-heaviness and finger cramp 
in writing, are Zone. The tapered construction of 
these fine instruments will win instant admira- 
tion and at first trial your customer will know new 
writing, ease. 


Balance is another Sheaffer innovation. The Bal- 
anced Lifetime’ line is an addition to the present 
line of world famous Sheaffer writin, instruments; 
the new Balanced Lifetime’ in no sense replaces 
the regular Lifetime line. 


By adding, Balance, Sheaffer widens the market for 
Sheaffer dealers. Sheaffer contributions such as the 
unbreakable material, the Lifetime’ Zuarantee, the 
desk set idea and others have made the industry 
what it is today, and have brought leadership to 
Sheaffer and to Sheaffer dealers. 


SHEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 
W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA, U.S. A. 


New York + + + Chicago + + + San Francisco 
W. A. Sheaffer Pen Co. of Canada, Ltd., Toronto, Ont. —60-62 Front St., W. 
Wellington, N.Z. + Sydney, Australia + London—199 Repent St. loa , 
Reg. U.S. Pat. Off. of ‘ Wy, & 
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Skrip 
Successor to ink 


15 and 25 cents 


Identify the 
Lifetime pen by 
this white dot 


BALA 


- 


OFFICE 








obit 





PENS AND PENCILS 


Sheatfer presents the writing, instruments of today 
and tomorrow, the Balanced Lifetime® Pens and 
Pencils. Strange and wonderful is their feeling, of 
alertness, for Lifetime°® Balance has banished top- 
heaviness and finger cramp. Now your hand races 
without tiring—words form swiftly and lepibly— 
writing, is without effort. Yet three clear carbon 
copies of vour personal writings may be made. Wit- 
ness the Lifetime” Balance Test at your Sheaffer 
dealer's, try these fleet, beautiful things, and you'll 
know you ve found your lifetime writing, companions. 
Lifetime pens are juaranteed unconditionally for your life against 
everything except loss. Other Sheaffer products are forever juaranteed 
against defect. Green and black Lifetime pens, $8.75; Ladies’, $7.50 
Black and pearl De Luxe, $10; Ladies’, $8.50. Pencils, $5. Others lower. 


At better stores everywhere 


SHEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 
W. A. SHEAFFER PEN COMPANY 


FORT MADISON, IOWA, U.S. A. 
New York Chicago San Francisco 
W. A. Sheaffer Pen Co. of Canada, Ltd.. Toronto, Ont. — 60-62 Front St., W. 
Wellington N. Z. - Sydney, Australia London — 199 Repent St. 
"Reg. U.S. Pat. Off. 
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LETTER TRAY 
LT-2014 








a 7 
FALSE NS 


BOTTOM AND 
COMPRESSOR 
A-11103 


WASTE 
BASKET 
WB-1216 
CONVENIENCE 
TRAY 
CT-421 


Profitable In Themselves — 
ANY a large instal- These Items 


lation of office 
equipment can be trac- Often Lead 
ed to a casual sale of a 
desk tray or waste bas- 
ket. Profit builders in To Larger 
their own right these 
accessories will form Sales 
the opening wedge— 


the necessary contact for larger sales of office 
equipment. 


STATIONERY TRAY 
ST-820 

























Let Jamestown Metal Desk accessories and desk 
equipments build sales and customers satisfaction 
for you. Complete information on these items and 
the famous Jamestown Metal Desk Line sent to ieee senses 
interested dealers on request. 





JAMESTOWN METAL DESK CO., INC. JAMESTOWN, N. Y. 


sas S wom GN ~ 
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Print Shop Has eons Stationery Store 
Abstracted from an Article in the National 
Printer Journalist Regarding The Ripon (Wis.) 
Press. Meets a Local Need and Makes Profits 


Mathematically, three times one makes three. Practical 
use made of this truth, however, by The Ripon Weekly 
Press in installing a stationery and gift shop, and an office 
supply shop, along with its newspaper plant has proved 
that the resulting benefits are a whole lot more than three. 
Not only has this enterprising Wisconsin weekly found 
that the volume of business done by each subsidiary depart- 
ment is its own excuse for being continued, but in addition 
the books of The Press show that they definitely boost the 
newspaper. 

Russell S. Howe, his brother, Randall E. Howe, and his 
sister, Miss Helen Howe, run this three part business into 
which The Press has developed. While R. S. concentrates 
on the newspaper end of the project, R. E. looks after the 
office supply business, and Miss Howe manages the sta 
tionery and gift shop. 

[he plant is arranged conveniently yet so that none of 
the departments interferes with the others. The building 
had a second story which was easily converted into the 
office supply department, while the gift shop makes use of 
space in the overly-generous front office. 

And now to get down to the reasons underlying the 
establishment of the two subsidiary departments 

Iwo factors created the office supply department about 
five years ago. There was no other representative of such 
merchandise in the town or vicinity; and the additional 
service and commodities offered, it was felt, would bring 
more people into The Press office. The latter factor was 
considered the more important, as it meant that news would 
come to the newspaper, whereas before the newspaper had 
to go for that particular news or miss it entirely 

Profits Showed Quickly 

The new department paid its way almost instantly and 
since its beginning five years ago has tripled its earnings 
according to Russell S. Howe. A 250 page catalogue is 
issued periodically now and not a day goes by, Mr. Howe 
says, that orders do not come in, all extremes of the state 
being represented on the letterheads. 

Though the nucleus of The Press good gift business was 
started before the office equipment department, in its 
present elaborate form it is the most recent of the tendrils 
put out by The Press to increase its weekly bankroll 

The gift shop, as was said, shares space with the front 
office. Tables and steel shelving along the walls display 
not only social stationery of all kinds, personal cards, 
samples of invitations and other forms of social printing 
service available from The Press’ job department, but also 
greeting cards for every occasion, pencils, fountain pens 
and the smaller desk supplies, a complete line of bridge 
pads, tally cards, stickers, favors for parties, framed 
mottoes, gift books and medium priced gifts. 

As to the mutual help these departments are to each 
other and to the paper, Mr. Howe says: “My brother, my 
sister and I make it a point to be around whenever a cus- 
tomer comes to either department. We get into conversa- 
tion with him and you'd be surprised at how many news 
tips we pick up 

“News not only comes more naturally in this unsolicited, 
conversational way, but with an expenditure of much less 
time. Much of this sort of news, furthermore, we would 
be entirely unable to obtain through our usual news sources. 

“These departments have put us in more direct touch 
with the manufacturers of the town and so have gained us 


entree to another kind of news potentially.” 
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MR. AUDITOR 


What about your sorting methods? 
1929 Calls for 1929 Equipment 


Table and pigeonhole sorting are antiquated 
and a needless waste of time and space. 


tetas \)) 


An inexpensive device that breaks a series of 
1000 pieces into 10s in one sorting. 


INDEXES 
Numerical, Alphabetical, Geographical, 
Special Wording 


Space 
required 
for 
sorter 
6x 18 


inches 





Made in any size and indexed to fit your needs. 


Representative firms using 
from 3 up to 160 sorters 











CHICAGO NEW YORK 
Aermotor Co. Alexander Hamilton Insti. 
Automatic Electric Beneficial p=. Bur. 

A. G. Becker Co. John Budd Co. 

Carson Pirie Scott & Co. team Ship 4 
Chicago Surface Lines DePinna, A., & . 

Chicago Title & Trust R. G. Dun Co, 

Diamo: Motor Guarantee Trust Co 

an Fair Store Home Insurance Co. 

bbard Spencer Bartlett Macy, BR. H., & Co. 
Inland Steel Co. McCall Co, 

International Harvester MecCreery, James & Co. 
Marshall Field Co. Matual Life Ins. 
Montgomery-Ward Co. New York Edison 
Northern Trust New York Telephone 
Swift & Co. Spectator Co. 

ler & Hippach a ee Typewriter Co. 

ilson 4 t Customs 
Abrahams & Strauss..........-.+++- BA 
Acme Fast Freight................ All Branches 
American Malleable Co.............. ter, 
American Manganese ............+.. Chicago ‘Tielgines, i. 
Associated Gas & Elec.............++- Ithaca, N 

» Qg Serre Leneir Cit: ° , 
Bam » Bae bétntesdedabnuets Ni > ae 
TURE Gs cc cccesasrccesevesccsen Waterbury, Conn. 
Consolidated Gas & Elec. .......... Baltimore, Md. 
Joseph Dixon Crucible.............. Jersey 
Du Pont de Nemours................ Wilmington, Dela. 
Bnee, BO. GE Giie cc cc cccnsecsess Los Angeles. Cal 
Gemenad Bee oes ccccccosesevcee .- Detroit, Mich. 
Louisville Gas & Elec. ............. Louisville, Ky. 

ON A A it. Mich. 
Ohio Fuel G in ke wk neck eee Pittsburgh. 
Public Serv. Products ............. N oe 
8 rin sng ee oes wkend i Cae Al , mw. Y. 
SOs Ge ook ah ed ossvccovucenl Brooklyn, N. Y. 

More than 18,000 banks all over the world. 

We shall be pleased to give you the ideas we have 
gathered in the 12 years we have specialized in 
this work. Catalog and full details upon request. 
THE KOHLHAAS CO. 
Manufacturers‘of Instant Reference Files 

] 
183 N. Dearborn St. Chicago, II. 
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24—The new Hotchkiss 
Wire-Stapling Machine. Loads instantly 
with strip ef 100 pre-formed wire 
up to $0 sheets. Easily operated by 
pressure or « blow on the plunger 


light 

















For Every Business Need 


Hotchkiss has been a pioneer in the development of 
better paper fastening devices since 1894. Today there 
is a Hotchkiss Automatic Paper Fastener for every busi- 
ness need. And the Hotchkiss name and reputation are 
known throughout the world—making Hotchkiss prod- 
ucts the accepted leaders, easy to sell and profitable. 





Comprise a complete line, recently increased by the 
addition of the new Model 2A Hotchkiss Wire-Stapling 
Machine. From this line your customers can choose 
just the models they want, just the machines they 
need—that's why so many leading stationers standard- 


ze on Hotchkiss, the leading paper fasteners. All sta- 
tioners are invited to write for price lists, catalog and descriptive 
circulars giving full particulars about the Hotchkiss line. Let 
Ns prove to you that standardizing pays. 


THE HOTCHKISS SALES CO. 


Norwalk Conn. 














The standard universal Hotchkiss Paper Fast- 


Model | 
ener Used papers 
together 25 
with 


must be fastened 
Sheets Guar- 


Hotchkiss 


wherever 


Aeed 
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Birth of a New Pencil Product 
\ passage interesting to our readers appears in “The Use 
of Style and Design in Industry.” This is a brochure 
presenting research by the policyholders service bureau of 
the Metropolitan Life 


100 companies contributed their facts to the preparation of 


Insurance Company. Approximately 


this publication. In several instances the contributors were 


quoted in full 


\ member of the Joseph Dixon Crucible Company con 


tributed the following 


\ good many years ago when we were preparing to bring out 
Dixon’s “Eldorado” The master drawing pencil’’—we first 
spent eighteen months’ time en experimental and research work 


before we satisfied ourselves Then we had samples made in 


plain cedar finish without identifying marks and had them 
submitted through third parties to a large number of archi- 
tects, engineers, draftsmen, artists, and others for unbiased 


of fifteen 
which the pencils 
made on the other two 


tests These brought unqualified approval 


re por ts 


out of the seventeen degrees of hardness in 


are made, but justified criticisms wers 


degrees and we accordingly changed them. The success we 
have had in the sale of “Eldorado” pencils has fully justified 
ill of our preliminary painstaking effort 
Procedure on Novelties 

On the other hand, we bring out various fancy styles and 
aackages of pencils from time to time intended to make an 
ippeal to certain types of consumers (on such items we some- 
times put them out on our own estimate of public likes. Some- 
times We canvass our sales organization for its views and in 
other cases we get the opinions of jobbers and dealers in such 
types of pencils in various localities 

After having decided to put a new product on the market, 


we place an order with the factory to make up a sufficient 


quantity to give us an economical run and at the same time to 


insure proper delivery service during the first few months 
try-out After that time our production schedules are regu- 
lated by the reception that the product gets from the trade 
The original quantity that we order made up, of course, is de- 
termined largely by our past experience in marketing more or 
less similar articles of merchandise 

We carefully check our sales on new styles or designs, also 


on old styles and designs, so that when an article begins to 
recede in sale we modify our production scale accordingly so 
that we will not find ourselves with an excess stock after it 


has really outlived its usefulness 


We do maintain careful records of orders received and stocks 
on hand so as to control this situation We do considerable 
detail work in taking from copies of the orders daily the totals 
of individual trade numbers, and the monthly totals are re- 
corded by trade numbers on loose leaf sheets 

We enter orders with our factory for standard lines three 
times a year On or about January 1, for example, we give 
the factory orders covering the quantity of each item we will 
require during the months of January, February, March and 
April If the quantity specified for any one month is too small 
for an economical factory run, the factory has the privilege 
of making up a two months’, three months’ or four months’ 
supply In other words, we do not aim for rapid stock turn- 
over at the expense of any considerable increase in production 
cost At the same time, we see to it that the total quantity 
ordered of an item for any one four-months’ period is sufficient 
to give the factory an economical run 

fter an item has been put into our line we keep it there 
generally speaking, as long as it sells sufficient quantity to 
justify our doing so As above indicated, however, items that 
are sold largely on the style element are watched carefully 


and removed from the line when the novelty feature 


ceases 
to produce 
Other 


salability 


manufacturers in the office appliance, supply and 


equipment fields which contributed to this symposium were 


Che Central Alloy Steel Corporation, Massillon, Ohio; 
Dennison Manufacturing Company, Framingham, Mass.; 
The Parker Pen Company, Janesville, Wis.; Yawman and 


Erbe Manufacturing Company, Rochester, N. Y. 
“The Use of 


obtain a 


Manufacturers interested in Style and 


Design in Industry” can copy from the policy- 


holders service bureau, Metropolitan Life Insurance Com- 


New York, N. \ 


pany, 


_> 
A. H. Revell a Commerce Body Director 
Alexander H. Revell, Jr.. of A. H. Revell & Company, 
was elected a director for two years by the Chicago Asso- 
ciation of Commerce in December. 
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Have a PLAN 
that Works 


—a plan that produces sales by systematic 
selling! A plan that coordinates personal 
selling with printed publicity. A plan that 
adds selling hours without adding sales 
expense. A plan that turns lagging morn- 
ing hours into productive sales effort. 


This one SALES HELP that the manu- 
facturers of Berloy Steel Equipment have 
provided for their Agents is outdistancing 
competitive effort and becoming a vital 
sales nucleus to each Berloy Agent. 


It is just ONE of the ingredients in the 
volume “tonic” that is being consumed in 
large doses by the sales forces of the happy 
Berloy family. It is just one of the resale 
plans that make Berloy the coveted Fran- 
chise of the industry. The coupon will 
bring complete information. 


THE BERGER MANUFACTURING CO. 


CANTON, OHIO : : BRANCHES AT 
Atlanta Houston Milwaukee Roanoke 
Boston Indianapolis Minneapolis Rochester 
Chicago Jacksonvil! Montreal San Antonio 
Cincinnati chee sapyned Newark, N. J. San Francisco 
Columbus Kansas City New York Seattle 

Dallas Long Island City Philadelphia St. Louis 
Detroit Los Angeles Pittsburgh Toronto 


EXPORT DEPT., 516 W. 25th St., New York City 





The Berger Mfg. Co., 
Canton, Ohio 


Please send information regarding your Agency Franchise. 
Firm Name 

Your Name 

Address 

City . State 











BERLOY STEEL EQUIPMENT 
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(aaa among the NEW Suites created by the master 


a etre tata ese, designer, Evans, is this William and Mary group.....a 
He SU sbegh aac Giri fh i complete period creation based on the beauty of the old 
REINER EVES ccs PUBRSES Dutch influence and brought up to date for the com- 
ig; : R 
manding executives of the day... .. . A touch of 
N Fee the Moderne is seen, especially in the 
ass , 
Ww desk nee 6% 


Those executives who require a 
personal office very much ahead 

of the vogue yet exceptionally 

: complete for present-day 
an. $ needs will find the 
: William and Mary 

j Suite ideal . . . 


plus. 














20 Churchill St. Established 1824 368 Broadway 
Buffalo, New York New York City 
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Commerce Secretary Visions 1929 Business 

William F. Whiting, secretary of the United States De- 
partment of Commerce, has made for publication the fol- 
lowing statement of economic conditions and prospects for 
the coming twelve months 

Some of the more important economic forces which 
dominate the business situation as we enter the new year 
are credit conditions, the degree of accumulation of mer- 
chandise stocks and of speculation in them, the size of the 
crops and of our current industrial output, the rate of wages 
and volume of employment, and the prospects of foreign 
trade. 

With respect to credit conditions, 1928 has been an 
extraordinary vear. The outflow of gold which began in 
the autumn of 1927 continued during the first half of 1928 
and caused a reversal of the easy money situation that had 
prevailed for several years. Public attention has been fixed 
on the rise in the rates on stock exchange 90-day time loans 
from 4'4 per cent in January to 7% per cent in the early 
autumn and the even greater rise in call money rates. It 
is well, however, to note that bank credit for commercial 
purposes has been in ample supply at rates ranging from 
less than one-half per cent higher in southern and western 
cities to slightly over one per cent in New York City, while 
open-market rates for commercial paper have increased by 
only 1% per cent during the year. 

Agricultural output during the past year was about five 
per cent larger than in 1927 and there was an even greater 
expansion in manufacturing production, but neither stocks 
of raw materials nor of manufactured goods have shown 
any general tendency to accumulate. There is no consider- 
able speculation in commodities and wholesale prices aver- 
age about the same as a year ago. 

Wages continue at a high level and unemployment has 
been reduced to a minimum. There has been a continued 
demand for additional workers by mercantile establish- 
ments, hotels, and the automotive industry and factories 
have once more been increasing the number on their pay- 
rolls. Labor conflicts in the coal and cotton textile indus- 
tries were settled during the past year and relations in most 
sections of the labor world are now amicable 

Activity in the automotive and construction industries has 
been sustained and is particularly noteworthy. Automobile 
production has been at a higher level in recent months than 
at any earlier period and contracts for future construction 
have been substantially greater than in the corresponding 
period a year ago. Production of many related items, such 
as iron and steel, cement, gasoline, and rubber tires has 
been stimulated as a result of these developments. The tex- 
tile and coal industries, however, still lag behind the others. 

Foreign, as well as domestic, demand for the products of 
our farms and factories is steadily expanding. During the 
past year there has been an exceptionally large growth of 
our exports of finished manufactures, especially automo- 
biles, machinery, and petroleum products. 

In general it may be stated that both industry and trade 
are exceptionally active as we enter the new year. 


i. 


Sheaffer Foreign Advertising Planned 

Tom Quinn, of the New York offices of the Dorland 
Advertising Agency, spent several days at Fort Madison, 
lowa, some weeks ago discussing with Sheaffer executives 
the merchandising and advertising plans for 1929. The 
advertising in the British Isles is handled by the Dorland 
London office. Advertising in other export fields is han- 
dled by Dorland’s at New York. The Sheaffer Canadian 
advertising is handled by the Advertising Service Com- 
pany, Ltd., Toronto. 
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_If you try, you'll get by The Pencil News (Joseph Dixon 
Crucible Company) 
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SOLOR PRODUCTS 


TYPEWRITER RIBBONS 
TYPEWRITER - PEN & PENCIL 


CARBON PAPERS 
REFLEX 


WRITING INKS + SHOW CARD COLORS 
STAMPING & NUMBERING 
MACHINE INKS 




















THESE ARE ALL COLOR PRODUCTS 
SOLD BY 
OFFICE SUPPLY DEALERS 





The fact that our business has 
grown and developed largely, 
over a period of 50 years, is in 
itself first evidence that super- 
ior goods are produced, that 
they are sold at reasonable 
prices, and that satisfactory 
service to thousands has been 
rendered. 


Grade for grade—price for price, 
there are no stationers’ color 
en that surpass the A. & 
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W herever dealers stock the NORCOR line, the Desk 
Distributor has been one of the most popular sellers. 
No need to ask why, for a sample in your own office 
for trial will not only prove to you the superior 
merits of the follow-block control, but it will enthuse 
you to encourage and recommend its use to your 
most valued customers 


WHY 
DEALER 
INSIST 


ON THE Norcor LINE 


The same patented gravity follow-block control which 
has made the NORCOR Desk Distributor such a 
profitable repeater for our dealers, is also incor- 
porated in all of our files, from the small 3x5 tickler 
up to the 4x6x8 duplex file with its divisional com- 
partments. This feature, coupled with durable steel 
construction, attractive finishes, other improved me- 
chanical features, and prompt shipments, is winning 
new dealer trade everywhere, and helping our estab- 
lished dealers to build an increasingly profitable vol- 
ume on their NORCOR stock. 


EAsTerRN DISTRIBUTOR 


I. D. L. MFG. CORPORATION 
200 HUDSON AT CANAL 


NEW YORK CITY 


FS sori CORRUGATING (OE 


GREEN BAY . WISCONSIN 





PLEASE SEND YOUR CATALOG AND DEALER’S 
PROPOSITION 


FIRM NAME ecccecocses 


STREET ADDRESS ee TeTTTiTy 








CITY AND STATE oecece , veces . f 


Notes from the Near Northwest 
Meetings of the Northwest Travelers’ Club were held 
at the Andrews hotel, Minneapolis, on October 27 and at 
the Ryan hotel, St. Paul, November 24. Another meeting 
will be held at the Andrews hotel in Minneapolis on De- 
cember 22 at 2:00 p. m. 


The Thomas & Grayston Company of Minneapolis plan 
to move into a new store at Seventh and Marquette about 
january 1. The store will be in the Roanoke building 
Chere will be show windows and an entrance in the lobby 


and show windows on Marquette avenue. 


Mr. and Mrs. Robert E. Walsh of Des Moines, la., have 
announced the birth of a daughter. Mr. Walsh is with The 
Berger Manufacturing Company 

* * 

The Des Moines Stationery Company, 719 Locust street, 
Des Moines, Ia., has opened a department of office machines 
under the direction of C. N. Davis. formerly with the Office 
Equipment Company 


a 


C. C. Davis and J. E. Hollwedel Form Company 

\ company known as Davis & Holly, Inc., has been or 
ganized recently by C. C. Davis and J. E. Hollwedel. The 
ompany was formed for the purpose of representing manu 
facturers of high grade stationery and accessories. The 
office and show rooms of the new concern are centrally 
located in Suite 1248, 200 Fifth avenue, New York, N. Y. 

Mr. Davis has been in the stationery business for thirty 
four years; Mr. Hollwedel for twenty-six years, and for 
twenty-one years Mr. Davis and “Holly” have been closely 
associated. The organization of Davis & Holly, Inc., is the 
culmination of a long and loval friendship, and expresses 


the confidence each has in the integrity and ability of the 


other 
> 
Buntell Now with Everybody’s Office Equipment 
Company 


Charles J. Buntell, who recently disposed of his interests 
in the C. J. Buntell Company at Dayton, O., to C. A. H. 
Thom, Jr., and Joseph M. Kager, is now with Everybody's 
Office Equipment Company at Dayton, where he is in 
charge of sales and purchases 

Everybody’s Office Equipment Company is, we are in- 
formed, the oldest concern in its line in Dayton, and holds 
an enviable position in that city and the surrounding terri- 
tory 

Mr. Buntell’s many friends will be glad to know that 
he remains in this field. 

a 
Duodecimal Anniversary of H. S. Gilbert 

February 8 H. S. Gilbert, manager at Chicago for the 
L. C. Smith & Corona Typewriters Inc., celebrates his 
twelfth anniversary as manager. He joined the L. C. Smith 
& Bros. Typewriter Company at Chicago in 1907, and with 
the exception of a period as manager at the St. Louis 
branch, had his typewriter career at Chicago. Mr. Gilbert 
succeeded N. Edwards, Jr., as manager at Chicago. In the 
years of Mr. Gilbert’s service with the company the Chi- 
cago branch has moved several times, always located in the 
northeast corner of the loop 

— i 
New Cleveland Typewriter Store 

Harold Glasner has opened a typewriter store at 1703 
East Twelfth Street, Cleveland, under the name of the Type- 
writer Exchange —A. E. D. 

— 
We may be full of brotherly love, but the other fellow’s trou- 


bles have to touch us pretty closely before we lose much sleep. 
Quality (Clarke & Courts) 


\ 
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Records That 
TALK! 


You control your business with 
figures—and to obtain the most ac- 
curate figures you are constantly need- 
ing new, improved records. 


“Worth Keeping—Records That 
Talk” describes Irving-Pitt records for 
every conceivable business need. Why 
bother to design special forms when 
you can so economically buy I-P Rec- 
ords from your stationer? 
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sg For a quarter-century, I-P Records 
That Talk—I-P Binders—I-P Devices 
have been the standard of simplified 
accounting equipment. Your stationer 
carries them in stock. Have a copy 
of “Worth Keeping” on your desk. 
Refer to it for the equipment you 
need. Your stationer will fur- 
nish you with a copy—or 
your letter-head, mailed 
to us, will bring it by 
return mail. 
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IRVING-PITT 
MFG. CO. 


Kansas City 
New York 
Chicago 
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“=  [-P Ads Say “Ask Your Stationer” 


In this and all other Irving-Pitt ads—appearing 
in national and trade magazines—the reader is 


1703 


rype- directed to his stationer. Progressive stationers 
are profiting by “tying up” with this Irving-Pitt 
sleeD series. 
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YBESKS 


-for every oftice use- 
What About Profits in 1929? 


Profits for 1928 are determined now but the 
profits for 1929 in your desk department will 
be governed to a large extent by the plans you 
make now. 


You are assured worth while profits, satis- 
fied customers and a steadily growing repeat 
order business if you handle Imperial Desks, 
Tables and Chairs. 


There are eight grades to choose from, 
including four lines of turned leg period de- 
sign and four lines of straight leg desks. All 
up-to-the-minute in design and full of selling 
value. 


Imperial dealers are enthusiastic dealers— 
progressive dealers—prosperous dealers. Let 
us tell you why and show you how you, too, 
can increase your sales and profits by han- 
dling a single grade or the entire line of 
Imperial Products. 

Write for full particulars and 


if you haven't a copy of catalog 
No. 28 we will send you one. 


IMPERIAL DESK CO., Evansville, Ind. 
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Rockwell’s Silver Anniversary with “Y and E” 

H. P. Rockwell, manager of the export department and 
the agency-dealer department of the Yawman and Erbe 
Manufacturing Company, celebrated the twenty-fifth anni- 
versary of his connection with the company some weeks 
ago. He began as a salesman with the Chicago branch. 
Later he traveled in the southern states. In 1907, Mr. 


‘ “ 





H. P. ROCKWELL 
Rockwell was placed in charge of the sales correspon 
dence division at the home office, Rochester, N. Y., and 
later became manager of the agency-dealer department. 
He was stationed at New York from 1919 to 1922 in 
charge of trade abroad. August, 1922, Mr. Rockwell was 
transferred back to the home office at Rochester, where 
he continues to direct the relations of “Y and E” agents 


both domestic and foreign territories 


> -—— 


Typewriter Man Arrests Machine Thief 

R. L. Stone of the Stone Typewriter Company, San 
Francisco, Calif., resides in Burlingame where he is a city 
councilman. Some time ago his activities in connection 
with the police force caused Burlingame residents to present 
Mr. Stone with a complimentary gold and diamond star. 
He put it to a very important use just after Thanksgiving 
when he apprehended an alleged notorious criminal who has 
been wanted by the police of Berkeley and Oakland for 
over a year. 

The alleged criminal is Ferdinand Chavez, a Mexican 
who is accused of stealing typewriters and other office 
equipment in the east bay region, according to the police. 
» sell a typewriter to the Stone Type- 
writer Company, 572 Market street. R. L. Stone saw that 
the number on the machine had been tampered with, noted 


Chavez attempted te 
72 


down the battered figures, excused himself and, in his 
private office checked them up with his list of stolen 
machines and found that the typewriter had been purloined 
from the California School for the Deaf and Blind. This 
he confirmed by ringing up the police of Berkeley. Then 
he went back, flashed his jeweled star, and placed Chavez 
under arrest. The man made a dash for the street. Stone 
overtook him at the door, but the Mexican had no idea of 
submitting to the law and a struggle ensued. Pedestrians 
came to Stone’s aid and the man was eventually turned 
over to the Berkeley police. Chief August Vollmer of 
Berkeley telephoned congratulations on Stone’s capture. It 
was quite by inadvertence that the story got out, for Stone 
himself never mentioned the incident. 











So Easy to Open and Close 


‘The QUIK - LOK Storage File 
| 


PAT. PENDING 








THE ONLY FILE HAVING 

Automatic Lock, Dust-proof Top, Steel 

Reinforcement, Unusual Durability, 

Three-ply Bottom, Never-Spill Features, 

Handy Pull Strap, All Smooth Surfaces, 

Steel Reinforced Sag-proof Lid, 
Bulge-proof Ends. 





Quik - Lok Stor- 
age Files will keep your 
inactive records clean, 
orderly and accessible 
for immediate reference 
at the lowest possible 
cost. 

Quik-Lok _ stor- 
age Files should not be 
confused with the or- 
dinary storage files on 
the market today—they 
are distinctly different, 
not only in construction 
but in ease of operation, 
convenience, and dur- 
ability. 

Quik-Lok stor. 
age Files are distinctive 
in Convenience, Dur- 
ability, and Appearance, 
~—yet cost mo more 
than the ordinary fibre 
board files. 
Illustrating our A-124 for Letters Quik -I ok 
and A-93 for Cancelled Checks 





Stor- 
age Files are Guaran- 
teed to assemble and 
fasten perfectly, quickly and easily, and to give satisfactory service, 

Quik - Lok Storage Files have no parts to wear, tear or tangle. All 
outside and inside surfaces are smooth—no projections to catch on the 
shelving and nothing to mar the finest furniture. Send today for your sample. 

Call up your favorite Stationer and give him your order—or write us 





or your nearest distributor. NOW. 
TO DEALERS—Write today to your nearest distributor or 
direct for literature and discounts. 


DISTRIBUTORS 
The ee Lok vile Co., Cc. F. Kappes, H. C. Parker, Inc. 
636 B Zanesville,O. 445 Camp St., 
Fer the here ST sie New York, Ohio and N 


ow eans, *) 
New Jersey, Mass. and Conn’t. Penn. Miss. & Louis’na 
Schwabacher-Frey Sta. Co Irwin-Hodson Co., 
San Francisco, Los } Pa Portiand, Oregon 
Southwest States Northwestern States 


THE KAY-DEE COMPANY 


Mfrs. Steel, Fibre and Paper Transfer and Storage Files 
3644-64 So. 36th St., Lincoln, Nebraska 
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Catching the greased 
pig & catching business 


Catching business for some 
typewriter dealers is like 
catching a greased pig 
within reach, but— 


Not so with dealers in 
Mastergrade Underwoods. 
Customers come and buy— 
they don’t slip away un- 
sold. Because Master- 
grades are so nearly like 
new that many users prefer 
them. A real saving is 
effected. 


If your stock is run down, 
better replenish now. We 
are prepared to ship at once 
all sizes, makes, types and 
serial numbers. Write for 
prices. 


THE 
WHOLESALE TYPEWRITER 
COMPANY 


Exclusive Distributors of Mastergrade Remanu 
factured Underwoods and Largest Wholesal: 
Distributors in the World 





428 430 Broadway, New York, N. Y. 
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Field Contacts of Lyon Metal Products, Inc. 

Lyon Metal Products, Inc., Aurora, Ill., has organized 
a field service staff to contact with dealer-agents, giving 
office equipment dealers the benefit of expert knowledge 
in merchandising Lyon products. Sales specialization of 
this type is an important aid in dealer turnover. The coun 
try is staffed so that frequent visits can be made with deal 


ers who desire assistance in handling prospects on a basis 


of intelligent planning. There are four field men 
C. F. Shepard is aide de camp to dealers in Pennsyl- 
Vania, West Virginia, Ohto, Indiana Michigan and 


Kentucky 


‘A 


J ——— 





CONTACT POINTS FOR LIVE WIRE DEALERS IN LYON 

EQUIPMENT.—Field men of Lyon Metal Products, Inc. Top 

row, left to right: C. F. Shepard, C. H. Gregory, Norman A 
McSweyn. Bottom: F. A. Fenwick 


& 





( H. Gregory covers New Jersey, Delaware metropol 
itan district of New York, Washingto1 DD. ( 
Pennsylvania and Maryland 

Norman A. 
dealers in Illinois, Wisconsin, Minnesota, Lowa, Missouri, 


easter! 
McSweyn brings extended experience to 


Kansas and Nebraska 
F. A. Fenwick helps dealers in the New England states 
and northern New York, with headquarters at Boston 


Massachusetts 


> 

Russia Plans Permanent Exhibition 

[he division of regional information, United States De- 
partment of Commerce, reports that the technical-scientific 
division of the supreme economic council of the U. S. 8S 
R. is considering the possibility of establishing a perma- 
nent exhibition of various types of imported equipment 
This would facilitate the acquaintance of soviet engineers 
with the use of the new machines which have proved to 
be most successful in foreign markets. These exhibitions, 
or “demonstration stock rooms,” are to operate on the 
following basis: Foreign manufacturers are to consign 
their sample equipment, according to specifications given 
to the stock rooms, for a term of one year, without any 
guarantee that the equipment will be sold within this 
period. The delivery to be at the expense of manutactur- 
ers—the storage and maintenance at the expense of the 
soviet stockrooms. In case these machines are sold, the 
delivery expenses will be refunded to the manufacturer. 
Provision may be made for the return of the equipment at 
the expense of the stock room in case it is not sold. If 
the operation of such stock rooms proves effective in one 
industry, it is possible that it will be introduced in several 


others 
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The illustration shows the 
speedy monoplane— Parker 
uofold owned and used 
by The Parker Pen Com- 
pany in its business. The 
plane is a Fairchild Wasp, 
410 H.P..140 M.P.H 
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Parker’s 
Special Advertising 
for Spring School 

Opening will 


include: 


























For a Flying Start in 1929 


Take Advantage of Parker's 


Special Merchandising Event No. 1— 


SPRING SCHOOL OPENING 


During the coming year, as in 1928, Parker 
is going to help dealers build up sales at 
peak selling seasons, with special advertis- 
ing and merchandising cooperation. 

75% of our dealers voted for extra adver- 
tising support during the period when schools 
and colleges begin their spring terms—in 
January and February. 

So we've scheduled heavy advertising for 
Spring School Opening, and have prepared 
special Advertising Helps for dealers to use 
at that time. 

Included are window displays, circulars, 
and blotters, newspaper ads—all are free 
and all offer you an opportunity to identify 
your store with our Powerful Advertising 
and profit by the demand created. 

Now is the time to get ready. See that 
your Parker stocks are complete and up-to- 
date and write today for the advertising 
material you can use. 


THE PARKER PEN COMPANY 
Janesville, Wis. 
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The new 
Parker Statuette 
Desk Sets 















Biack Glass 
Complete, $16 






Onyx ~ 


Complete, $17 — 







Black Glass 
Complete, $16 






Marble 
Complete, $16 


Why Not YEAR-ROUND 
Desk Set Business in 1929? 


During 1929, Parker is going to help dealers build up desk 
- set sales on a BIG VOLUME, YEAR-ROUND basis. 
fe . Special Advertising on Desk Sets will be run throughout 
- the year, on a much larger scale than ever before. 
Dealers can increase their desk set business tremendously 
Every Parker Fountain in 1929 by joining in on this Parker Program and concen- 
Pen Desk Set comes in trating their efforts on Parker Desk Sets. 
ar ck dae. 1928 has shown that the BIG Demand is for PARKER 
in desk sets, as in pens and pencils. The public has voted 
its preference for Parker Desk Sets because they offer the 
best styles, the best prices and the BEST PENS. 
Put your 1929 desk set business in step with this increas- 
ing Public Preference for Parker and increased sales and 
profits are bound to result. 


THE PARKER PEN COMPANY 


Janesville, Wis. 
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Flint & Horner Open Furniture Division 

The Flint & Horner Company, 66 West Forty-seventh 
street, New York City, one of the leading household furni- 
ture concerns in the city, recently opened an Office Furni- 
ture Division under the direction of C. B. MacCabe 

Mr. MacCabe came to th‘s organization from the Rem- 
ington-Rand Business Service in Philadelphia, with whom 
he had been connected for the past two and one-half years 
Prior to that time he was associated with the Library 
Bureau in Philadelphia for five years, and preceding that 
had been with Globe-Wernicke in the same territory for 
twelve years. Mr. MacCabe is very well acquainted with 
the office furniture business and has proved his adaptability 
to the new and changing conditions in the field. 

Practically two floors of the Flint & Horner building 
are taken up by the Office Furniture Division. The eighth 
floor consists of eleven rooms, each attractively decorated 
and furnished in complete harmony. 

One large room in the middle of the floor, from which 
the other rooms radiate, is outfitted with several different 
suites arranged in different locations in the room An- 
other room is used for a display of moderate priced period 
desks and other office furniture. Others of the rooms are 
an English room, which serves as the manager's office, a 
French room, an Italian room, and a Tudor room. These 
rooms are equipped for the periods indicated with wall treat 
ments, floor coverings, draperies, lighting effects, etc., all in 
keeping with the period idea. 

The ninth floor consists of a display of a commercial 
line of desks, chairs, tables, and accessories. Flint & Huor- 
ner, through their Office Furniture Division, have recently 
secured the Clemetsen Company line for New York City. 

Mr. MacCabe says that the new layout has been very 
favorably received and the company is more than pleased 
with the amount of business secured as a result of this un- 
usual exhibit 

In two of the rooms on the eighth floor, fire-places have 
been provided which are quite unusual and very attractive 
In several of the rooms leaded glass windows are used to 
fit in with the general surroundings. Some of the walls are 
finished in a paneled effect, whereas others are merely 
treated in a plain manner 

As Mr. MacCabe puts it, the different rooms have been 
designed in the period style to conform with the furniture 
to make a proper display The company believes that 
offices should now -not only: have the properly designed 
furniture but rooms should be designed to go along with 
them. In other words, the atmosphere of the business office 
should be such that it should be a pleasant place to work 
and live in and it is the idea of the Flint & Horner Com- 
pany to take care of all the little details pertaining to the 
right kind of environment 

; ateeanicdas 

McLaughlin Visits Convention on Premier Trip 

During the stationers’ convention at West Baden, Ind, 
one of the many busy men was J. T. McLaughlin, who 
was on his first business trip for the Filing Equipment 
Bureau, Inc., 27 Melcher street, Boston, Mass. Mr. Mc- 
Laughlin on this first round as representative of the Filing 
Equipment Bureau covered the entire middle west territory 
and a portion of the southern territory and reports that he 
is greatly pleased with his cordial reception at the hands 
of the dealers upon whom he called. 

I aE. 
New Typewriter Company in Galveston 

The Mattke Typewriter Company started in business 
October 15, in the Guaranty building, Galveston, Tex. Fred 
Mattke, the proprietor, states that his company handles 
Royal typewriters and supplies in Galveston and the adja- 
cent territory. The company is also in a position to service 
typewriters. 
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One 
Automatic File 
sells another! 


HE exclusive features of design and construc- 

i tion in Automatic Visible Vertical Files mean 

so much to the average user in speed, conveni- 

ence, and accuracy that one trial invariably leads 
to further installations. 


In a recent letter from the Central Illinois Public 
Service Company, Mr. Peterson, Traffic Agent, 
says: “We were one of the first to use the Auto- 
matic V-Expanding Tariff File. Later on it became 
necessary to have tariff files for the Southern 
Illinois Railway & Power Company, which is a 
subsidiary of this company, and I immediately 
recommended the Automatic Tariff Files. These 
were purchased about a year and a half ago. Some 
three months ago, the Springfield Chamber of 
Commerce, through our recommendation, installed 
the Automatic Tariff Files in their Traffic Depart- 
ment. Just the other day I talked with the Traffic 
Commissioner and he is more than pleased with the 
files and stated from now on he would use nothing 
but the Automatic Expanding Tariff Files and that 
is quite true with our organization.” 


Dealers find that the Automatic features of de- 
sign, construction and operation set this equipment 
apart from all other files, desks and specialties. 
Find out what Automatic convenience and visibility 
could mean to you in sales and profit. 


The Automatic File & Index Co. 


Green Bay, Wisconsin, U. S. A. 
New York Chicago Philadelphia Detroit Milwaukee 


IN 


FILESVDESKS 






Four drawer letter 
size cabinet, from 
the 4000L Auto- 
matic upright line. 




















O A-1-Gray 
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A made-to-measure 
Chair 


In the Derby Correct Posture Chair the essential form 
fitting principle—quite obviously the first requirement to 
real comfort in any objects which come frequently in con- 
tact with the body, whether it be collars, shoes, tools or 
furniture—is for the first time applied in its fullest develop- 
ment to office seating equipment. 


Irrespective of the size of the person or the kind of work 
being done the Derby 
Chair may be perfectly 
adapted to individual re- 
quirements and _ prefer- 
Every worker can 
have a chair that exactly 
fits him. 


ences. 


That means greatly in- 
creased comfort, proper 
posture, less fatigue, better 
shaped bodies, improved 
health, higher _—ipitched 
working effectiveness. 


In this most modern of 
chairs Derby combines a 
patented form fitting seat, 
deeply scooped to give a 
reverse model of the seat- 
ing parts of the body, a 
form fitting back support, 
and adjustable features 
that permit correct posture 
under all conditions. 


410 TW 





Derby Makes a Complete Line of 
. 
Correct Posture Chairs 

Derby does not restrict the use of Correct Posture features 
to typists’ and stenographers’ chairs. A complete line of 
office chairs built to Correct Posture specifications offers 
the choice of a number of different styles, prices and woods. 
Some of these chairs are absolutely unique, not only in 
their agreeable comfort, but in their blending of new grace 
of line with enduring construction. 


Let us tell you why our proposition to dealers is unap- 
proached in the Posture field. 


DERBY 


Correct Posture Chair 


Made under Earl Thompson Correct Seating Patents 
P. DERBY & CO., Inc. 


Gardner, Mass. 


197 Friend Street, 
Boston, Mass. 


1 Park Avenue, 
New York, N. Y. 
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New Typewriter Company in Houston 

The Typewriter Service & Supply Company, 303 Mason 
building, Houston, Tex., was recently organized and is now 
actively engaged in business. 

P. G. Hougham and Paul M. Kamps are the owners of 
the new company. They are thoroughly experienced type- 
writer men, having spent sixteen and three years respec- 
tively in the employ of the Underwood Typewriter Com- 
pany. Mr. Kamps was also connected with the Remington 
Typewriter Company for a period of about six years. 

This new company has the agency for Royal typewriters, 
both standard and portable machines, for eighteen coun- 
ties in Texas. A well equipped plant for rebuilding type- 
writers enables the company to offer rapid and efficient 
service to customers. A complete line of typewriter sup- 
plies is carried in stock. 

——_. 
Think This Over 


Don’t explain! Do the thing you are expected to do! 
Don't waste time in giving reasons why you didn’t, or 
couldn’t, or shouldn't! Our employers are not interested 
in our petty objections as to why we make such and such 
an error or mistake. They want results and not explana- 
tions. Any man can make excuses as to why his work 
isn’t efficient, but the man who is bound to succeed is the 
one who can produce results better than his next door 
neighbor, and then turn around and help his next door 
neighbor. 

Mr. Yust, the Rochester librarian, in his report some time 
ago spoke of the Parable of the Talents, in which we are 
told of the three servants who had received talents, five, 
two and one, respectively. On the Master’s return they all 
rendered account of their stewardship. The first two had 
doubled their capital. Each of them said so in fourteen 
words, and their work was pronounced “Well done, good 
and faithful servant.” Servant number three had accom- 
plished absolutely nothing, but he made a full report in 
forty-two words, three times as long as the other reports. 

There you have it. The less you do the more you ex- 
plain, and the man who doesn’t do any more than he gets 
paid for usually finds that he doesn’t get paid for any more 
than he does.—From the “Teller” of The Atlanta & Lowry 
National Bank, Atlanta, Ga 

jahaeuindiiadeittiaas 
Two Prominent Paper Houses Consolidate 


Carter, Rice & Company Corporation and Charles A. 
Esty Paper Company, both of Boston, Mass., were recently 
consolidated to form a new organization which retains the 
name Carter, Rice & Company. Hubert L. Carter, presi- 
dent of Carter, Rice & Company, will continue in the same 
capacity with the merged corporation. Mr. Carter is also 
president of the Boston Paper Trade Association, in which 
Charles A. Estey of the Charles A. Estey Paper Company 
is likewise active. Mr. Estey comes to the new organi- 
zation as manager. 

In preparation for this merger the Carter-Rice building 
has been remodeled, providing better facilities for the han- 
dling of merchandise and the conduct of the business. 

— 
General Fireproofing Proposed Stock Splitup 

In a recent issue of the New York Evening Post appeared 
a report to the effect that stockholders of the General Fire- 
proofing Company, Youngstown, Ohio, will receive four 
new shares of stock for one now held if they approve a 
proposal made by the directors recommending such a 
splitup and an increase in authorized common shares. 

The stockholders were advised that the new stock would 
be placed on a $2 annual basis, equivalent to $8 on the 
present common, on which dividends this year have been 


at the rate of seven per cent. 
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HE illustration shows 
one of a new line of 
steel storage cabinets just 
announced by “Y and E.” 


This line consists of the 
desk height, the counter 
height, the standard height 
and the high line—illus- 
trated. 


These cabinets can be 
used for storage of sup- 
plies, literature, records, 
files and clothing. They 
are made with the char- 
acteristic “Y and E” pre¢ 
cision and are attractive in 


appearance. Finished in 


olive green, walnut or 
mahogany. 


The number of shelves 
and interior arrangement 
is optional. Investigate 
this line—you will be sur- 
prised at its inexpensive- 


ness. 
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USINESS has awakened to Myrtle styles for 1929 lead the 
the money value of good medium priced field in value and 
looking offices. Old time equip beauty of design. The line is an 
ment will not do. outspoken appeal to the new 


:; . demands of the majority. 
Even so, your style minded cus- is of the majority 


tomer still retains his judgment Your copy of the new Myrtle 
of worth and will not pay merely catalog is now ready. It will be 


for good looks. sent to you on request. 


MYRTLE DESK COMPANY, HIGH POINT, N. C. 


























[GOOD DESKS \MYRTLE /ror 29 YEARS \ 





















MRYTLE DESK CO., High Point, N. C. 

Please send a copy of your new catalog 
Firm Name : : 
I vid : . 


\ddress 
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Chicago Has a Subway Now 

Most American readers of Office Appliances and many in 
other countries are directly or indirectly interested in Chi- 
cago’s traffic problems, for Chicago, in common with every 
large city in the world, has its traffic problems. Traffic 
conditions have an immediate bearing on the cost of doing 
business and anything which affects business costs in Chi- 
cago is reflected in other parts of this country and in other 
countries. 

In dealing with surface traffic problems most Chicagoans 
themselves seem not to know, or to have forgotten if they 
did know, that Chicago has a subway system with sixty- 
two miles of tunnels located forty feet below street level; 
far below sewers, pipes, and conduits, and below the level 
of any passenger subway which may be built in the future. 
Chicago’s present valuable, though little known, subway 
is a system of one-way tunnels through which run elec- 
trically drawn trains carrying freight. To and from de- 
partment stores, warehouses, office buildings, and freight 
stations are carried per day from 3,000 to 5,000 carloads 
of package freight, coal, cinders, and excavated material; 
thus moving below the surface and out of sight, freight 
that would require approximately 5,000 motor trucks to 
transport at one time. These motor trucks, with allow- 
ance for spacing between them, would make a parade thirty- 
five miles long. 

All we have told you about the Chicago freight tunnels 
is contained together with an abundance of even more 
interesting facts in a thirty-two page booklet called, “What 
the Freight Tunnels Mean to Chicago,” published by the 
Chicago Tunnel Terminal Corporation, 754 West Jackson 
boulevard, Chicago. 

a 
Guy F. Boyd Promoted 

Guy F. Boyd, until recently Central States representa- 
tive of the Shaw-Walker Company, Muskegon, Mich., has 
been appointed special representative covering the United 
States on bookkeeping systems, cards and other specialty 
items. Mr. Boyd also superintends sales promotion work of 
dealers and factory branches in the distribution of the items 
under his jurisdiction. His home is now at 438 East Fall 
Creek boulevard, Indianapolis, Ind. 

aia 


American Mfg. Concern Moves Boston Office 


The Boston, Mass., office of the American Manufactur- 
ing Concern, Falconer, N. Y., has been moved from 44 
High street to 70 High street. The new location provides 
larger display space and permits the carrying of some 
“Falcon” stationers’ items in stock. 

Fred H. Salmen, New England manager for the com- 
pany, makes his headquarters in the Boston office. Victor 
E. Howes, salesman covering the New England territory, 
also operates from Boston. Miss Marian Cass stays in the 
office and looks after the clerical work. 

delenit 

Southern Typewriter Company Re-Organized 

The Southern Typewriter Company, formerly at 108 
Louisiana street, Little Rock Ark., has recently re-organ- 
ized and has moved to its new location at 103 West Third 
street, Little Rock. 

The personnel of the company consists of 
Jarnatt and W. A. Hoeltzel. Both men are thoroughly 
experienced and seasoned typewriter men, having spent 


grown De- 


twelve and eighteen years, respectively, with the Under- 
wood Typewriter Company. 

This company will handle a complete line of factory re- 
built typewriters, as well as its own rebuilts, all makes of 
portable typewriters, both new and second hand, and will 


carry the usual parts and supplies. 
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. +-ON SELLING — 
FILING SUPPLIES 


























EXPOSES YOURSELF TO 
SALES ~= EVERY DAY 


Acaiw we bring you our New Year 
message. We have appreciated the efforts of 
all of our friends...salesmen and dealers alike 
---who have made our business better in mak- 
ing their own business more prosperous dur- 
ing 1928. We hope our messages to salesmen 
have helped and that in the months to come we 
may be of ever increasing service to you and 
the industry of which we are a part. 


In 1929 let’s resolve to combine head 
work and leg work. Then sales will climb. Sell Sup- 
plies because of the need they fill and the service they 
render. But remember, you must expose yourself to 
sales---they will not come to you. Supreme Supplies will 
help you meet every need...but it’s up to you to find the 
needs. It’s the easiest way to sell. 


To Sell More, Call More! 


The WABASH CABINET (. 


WABASH, INDIANA 


MAIL THIS COUPON 


The Wabash Cabinet Co. 

Wabash, Indiana Date _— 
Please place my name on your list to receive new 
Sales Ideas, and tell me more about your plans to 
help increase Supplies sales. 





Name 
Address 


Firm 
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MADE UHL STEEL "oii Writer of Miniatures Uses Venus Pencils 
MUSA onto James Zaharee of Ann Arbor, Mich., was recently pro- 
- ss THE TOLEDO METAL FURNITURE CO [== inimed winner of a nation-wide miniature writing contest 
APPROVED BY and achieved what is no doubt a new world’s record. He 
AMERIC nicl a aa ad 
wrote the word “Liberty” 21,923 times on a card meas- 
uring three by nine inches, or about 812 words per square 













inch. 

This performance is all the more remarkable for having 
been done in pencil. Mr. Zarahee used Venus pencils, 
made by the American Lead Pencil Company, Hoboken, 
N. J. In a letter to the company, Mr. Zarhaee speaks 
very highly of the fine quality and general excellence of 
Venus pencils. He says that it was only after long experi- 
mentation with practically every brand of drawing pencil 
on the market that he chose Venus pencils for his very 











exacting work. 
Ee 


Office Appliance Men Assist Charity 


Ellis M. Thal, district sales manager of the Dictaphone 
Sales Corporation at Detroit, Mich., is well known in charity 


° . 
Making New Records circles in that city for his active direction each year, in a 
part of the Detroit Community Fund Campaign’s activities 
in the Detroit downtown business section. 


| for Sales Everywhere That Mr. Thal’s Division in the 1928 campaign went over 


the top was largely due to many salesmen in other lines 





No. 9606-17 
“PosturChair” 





who rallied to the cause. Among the teams who did espe- 
cially good jobs were two office equipment groups that 
functioned under the direction of H. P. Zerbe, Detroit 
manager, General Office Equipment Corporation, and J. S. 
Rich, manager, Woodstock Typewriter Company, Detro‘t. 
. . . iia 

in the face of this a Segper te. the Eberhard Faber Begins Promotional Campaign 

Uhl Postur-chair’—the pioneer, 
continues to set new high records 
for sales. It does this because, the 
Uhl is scientifically correct as a 
posture chair, and the only steel 
chair that bears the approval of 
The American Posture League of 


The growing popularity of posture 
chairs has induced a number of 
manufacturers to enter the field— 
each one attempting to outdo the 
other. 


During 1929 Eberhard Faber of New York City will 
conduct a vigorous, large-space national advertising cam- 
paign in leading weekly and monthly publications. The 
first advertisements will appear as full pages in the Satur- 
day Evening Post, Literary Digest, National Geographic 
Magazine and other publications during January and Feb- 


New York. ruary. The details of this program, which is educational 

in its purpose, have been fully and carefully worked out and 
Correct sitting is accomplished by are explained to the E. Faber wholesale and retail repre- 
the special seat and low back sup- sentatives in a handsome, elaborate and valuable book which 
port. The steel construction makes has just come from the press. A chart showing “the 
the chair practically everlasting. right pencil for the right use” and containing a great deal 


Dealers everywhere are making of pencil information will be available to solve most of the 


new records for sales with the Uhl. 
If you haven’t started in the pos- 
ture chair field, let us tell you more 
about this profitable business. 


problems which perplex the consumer and the dealer. 

Che purpose of this campaign is to simplify selling so as 
to enable retailers to eliminate many slow moving and 
unprofitable items and yet to satisfy practically all ther 
customers. The plan 1s specifically designed to increase 
turn-over and profits 

_ 


The Toledo Langstadter Sates eins by Fire 
Metal Furniture Co. On the night of Sunday, December 2, fire did a damage 


est'mated at $50,000 to the building at 513 Sixth avenue, 


1422 Hastings Street New York, N. Y. The upper three floors of the building 
TOLEDO, OHIO. are occupied by A. Langstadter, Inc., stationer. The fire 


started in the basement of the structure and worked its 





way through a clothing store on the ground floor and up 
an airshaft to the Langstadter offices. Next door to the 
Langstadter premises is the Greeley Square Theater, where 








a performance was in progress at the time of the fire, and 








although two alarms were sent in, the people attending the 
performance, according to newspaper reports, were not 
disturbed. 

- ie 
J. W. Cooper, Jr., Represents Defiance Sales 
J. W. Cooper, Jr., of Atlanta, Ga., has recently been 


appointed Southeastern States representative by the Defi- 











ance Sales Corporation, New York, N. Y. 
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GW PRICE RANGE 

broaden your market 


FOR LYON STEEL CABINETS 


This year brings new additions to the line and a wider range in the prices of Lyon 
Steel Cabinets. That wider range in cabinets and prices increases the number 
of your prospects. Lyon Steel Cabinets, fine enough for presidents’ offices, 
os __ are reasonable enough for stenographic departments. By usefulness, by 
\ y (vou =7 finish and by price, Lyon Steel Cabinets answer every office storage 


need for business and professional men. Advertising for Lyon 


















Steel Cabinets in 1929 also will be on an enlarged scale. A 
dealer’s franchise becomes more valuable. w ww 
Write us for complete information. 


LYON METAL PRODUCTS, INCORPORATED 
Aurora, Illinois 





DURAND STEEL LOCKER CO. LYON METALLIC MFG. CO. 


s jsaser ce Chicago Heights, Illinois Aurora, Illinois 





LI-FLAT 


WON -DOR 


LYO 


STEEL CABINETS 


SHELVING 
LOCKERS 
CABINETS WY COUNTERS 
SHOP AND AUTOMOTIVE 
STORAGE EQUIPMENT 
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FILING. EQUIPMENT, BUREAU - 























NEW HOME OF | 


RECORD-BREAKING F. E. BEE-LINE 


a a ene 

















(Shortest Way to Filing Efficiency) ' 
In two and one-half years, Filing Equipment Bureau, Inc., has introduced more practical im- | 
provements, innovations and inventions than the rest of the industry has produced in the past 
ten years, and are today the manufacturers of the widest line of filing supplies in the world. 
Now ...anew address... Tripltop Folders ency of F. E. Bee-line fil- 
new headquarters and Dubltop Folders ing and indexing service 
manufacturing building Fastener Folders and the unequalled variety 
...sixstorieshigh... "Lock Label Guides of our filing supplies and 
twice the floor - space... Bifocal Guides equipment. Visitors are 
double facilities for ex- . T op-o-graph Guides always welcome at the F. | 
panding the helpful effici- Roll Top Guides E. B. Building. } 
| ertifile 
Fili Equipment Bure 
- q pm 


F. E. B. Building - 27 Melcher Street - Boston, Mass. 
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Minneapolis Stationery Concern Reorganizes 

The Midland Paper Company of Minneapolis under a re- 
organization plan has been formed into a new corporation 
called the Midland Paper & Stationery Company. The 
company’s retail store at 430 Second avenue South is run 
under the name of the Midland Stationery Stores. We 
present herewith a view of an attractive Midland Stationery 


window display 








NEW STORE, MIDLAND PAPER & STATIONERY COMPANY 





W. V. Pierce, who was also manager of the company 
before its reorganization, has been appointed manager and 
buyer for the new company. Mr. Pierce wishes to bring 
his catalog files right up to the minute and will be glad 
to receive from manufacturers of office equipment their 
latest catalogs and price lists 

> ——— 
Corona Capitalizes Christmas Season 

From the Chicago office of L. C. Smith & Corona Type- 
writers Inc., Office Appliances received during the Christ- 
mas buying season a letter and a very attractive circular 
lithographed in a number of colors showing Coronas nat- 
urally in the various shades in which they are finished. In 
keeping with the modern advertising tendency toward 
poetic appeal to the esthetic, there is in the circular a sen- 


tence which makes buying a typewriter a rite as well as a 


service “Choose the color scheme that goes best with 
his (or her) eyes, hair, temperament, clothes, soul-waves 
or psychic aura....according to which predominates.” Sell- 


ing typewriters need not be a prosaic process, apparently. 
ae 
Lavery Retires from Woodstock Service 

C. V. Lavery of Philadelphia, Penna., recently eastern 
sales supervisor of the Woodstock Typewriter Company, 
resigned that position on November 30. He has been with 
the Woodstock for the last eight or ten years, starting as a 
district manager and being successively promoted to the 


positions of special representative and eastern sales super- 
visor 

Mr. Lavery’s fine personality has won the regard and 
respect of all with whom he has come in contact, and Office 
Appliances ventures to hope that he will remain in the 
office equipment industry. He resides at 2307 Fuller street, 
Philadelphia. 

nnieiimcaiibieansataea 
St. Paul Dealer Takes Larger Store 

The St. Paul Office Equipment Company moved last 
month to larger premises at 340 Minnesota street, St. Paul, 
opposite the Federal Land Bank. The new store was open 
for business on December 17. 
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1651-1671 Beard Ave. 








No. 2 


THE PAST YEAR 
HAS BEEN KIND 


TO 


QUALITY BRAND 
CUSPIDORS 


Formerly manufactured by Ireland & Matthews) 


WE WISH OUR MANY 


FRIENDS A 


HAPPY AND PROSPEROUS 


NEW YEAR 


Detroit Metal 
Specialty Corp. 


Detroit, U.S. A. 
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Blackman Now Vice-President of Los Angeles 
Concern 

Horace L. Blackman has become vice-president in charge 
of sales of the American Paulin Company, Inc., 1220 Maple 
= avenue, Los Angeles, Calif. During Mr. Blackman’s twelve 
y. years’ association as general sales manager of The Parker 
Pen Company, Janesville, Wis., he made many friends 
among the stationery trade and they will be pleased to 
know of his new connection because it should be one that 
_ > would directly interest the better retail dealers who have 


UNI wy py 





iA il! : A rf 


























Li 





Dy 





made a profitable success out of selling fountain pens. 
The Paulin Company are manufacturers of 


* “S American 
h pA —4/ weather barometers, altimeters for aeroplane use, land sur- 
= er ; veying altimeters, blood pressure gauges, and manometers 
This 


to be used for the measurement of tank capacities. 


: = rYA AG] line is going to offer some very interesting selling for deal- 
: Y O / 4| ers that see the opportunity. It is planned that the com- 
= . 














; pany’s sales policy will restrict its merchandise to only a 


i 


limited number of dealers who are competent to handle 


e 
ud 1f ’ products of this character. 
= The Paulin dealer franchise is being worked out in such 








a way that it will mean much to the dealer who is capable 





lit 


of handling it. 
The American Paulin Company at present are importing 
their product from Sweden, but are fast equipping a com- 





































































































plete manufacturing plant in Los Angeles which they hope 
to have in operation within the next six months. 
Paulin patents under which these instruments are made 
= and from which the American Paulin Company have the 
i = exclusive manufacturing and distributing rights for North 
r == and South America, Japan and China are the first major 
NT E724; improvement, it is said, made in this character of instru- 
= | ra ments during the past seventy years. The field is a large ' 
EPA | Pees! one and the instruments have been tested and proven 
= | worthy by America’s leading engineers. 
St ‘ aieinene 
x Royal Portables Soar High in November 
POS Hitting the highest mark in both production and sales 
<j; since the Royal portable typewriter made its appearance 
= =| on the market two years ago, the Portable Sales Division 
One grade key F of the Royal Typewriter Company, New York, N. Y., had ' 
only—the best = good reason to celebrate last month. A twenty per cent ' 
= increase over the previous biggest single month in the sales ' 
EA history of the Royal portable crowned the November sales ' 
z of this company. 
Munson Inter- C The last week of November was declared “Montgomery I 
national Rubber Week” by all field members of the Portable Sales Division 
. without notice to W. J. Montgomery, head of the division. | 
Typewriter Keys ase z A system of cium pateieen order blanks and shipping 
a the choice of dealers = arrangements was worked out whereby orders were brought : 
who build business on HF in as a personal tribute to this member of the Royal 
satisfied customers. : organization. 
4 = A great portion of the increased business in this depart- 
= ment of the Royal Typewriter Company during November 
s was credited to the unique brand of co-operation between 
oe Pa =e dealer and headquarters office. The result was quite a sur- 
pm ation, prise to Mr. Montgomery, who had been kept in the dark 
: until the rendering of final reports at the end of the month. 
i —+— 
~ Outlook Good in Near Northwest 
S Fred C. Schaefer, president of the Northwest Travelers’ 
Munson Supply Company Club, reports a fine outlook for 1929 in and contiguous to 
4} St. Paul and Minneapolis. Stationers in that territory are 
: ; The Largest Rubber Key Factory in the World A closing a satisfactory year with a very good holiday trade. ' 
= Fi 
=j} 348 Hudson Street ‘New York AS On January 26 the Twin City Stationers will hold their 
“ Ki annual frolic at the Nicollett hotel in Minneapolis. Arthur 
: = j= Greyston of the Thomas & Greyston Company, Minneapo- 
= = lis, is in charge of arrangements 
ITA , TK The Northwest Travelers’ Club will hold its regular 
: ~ ike semi-annual meeting on the forenoon of January 26 at the 
The UT Andrews hotel in Minneapolis 
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| Our 1929 Program 


offers, for the right sort of office 
equipment dealer, an outstanding 
profit opportunity ... Write or wire 
today for full information about the 
valuable and exclusive Shaw-Walker 


Selling Franchise. 
SHA 


,...... 


SHAW-WALKER, Muskegon, Mich. 
ena seaman ¢ I'd like to know more about the new Shaw-Walker Selling Plan and | Oe aE 








' 
' how it can make more money for me as an exclusive dealer. \ 
' I BO! Beta ckwes oe +s.0 eke ie ee & > We plea wane | 
. i 
! Address EE eee ey PIN oe 

t | | 
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New Year 





in Peneil 








Mr. Harry Horper, President, Horder’s 
Inc., Chicago— 

“Decreased numbers will permit increased 
distribution efficiency on the part of whole- 
salers and equal or increased sales with less 
effort, space, and investment by the retailer.” 





Mr. Pac. J. Wie anpy, President, Black- 
well Wielandy Company— 

“It does seem that some way should be de- 
vised to simplify the lines by eliminating a 
large number of the slower selling items, 
which would reduce the overhead for both 
wholesaler and retailer.” 





Mr. H. B. Crospy, Treasurer, Thorp & 
Martin Company, Boston— 


“Any manufacturer who shows us how to 
meet the bulk of the demand for pencils with 
less stock will certainly have our vote!”’ 


Entirely New 
Merchandising Plan 
puts Pencils in the 


Profit List 


N™ you can put your pencil selling on a sound 
profit basis. For the first time, you can elim- 
inate the haphazard, profitless methods of the past. 

For, Eberhard Faber has developed an entirely new 
plan for selling pencils. Submitted to leading tech- 
nical experts, this plan has been wholeheartedly 
endorsed. 

It helps you concentrate your pencil sales on prod- 
ucts for which there is an established demand. It does 
away with unnecessary investment in a large number 
of slow moving items. Furthermore, it includes cer- 
tain standardized units of sale, on each of which a 
healthy profit is definitely assured. 

The Eberhard Faber book shown opposite describes 
this revolutionary pencil merchandising plan in full— 
tells you how to “Sell Them with Less Effort and 
Make More Money.” 


To Be Explained Fully! 


An enlarged Eberhard Faber sales force has been spe- 
cially trained in the details of this plan. When the 
salesman in your territory makes his next call he will 
have a real story to tell you. 

It will be a story well worth listening to. Every 
stationer and business executive who has seen it says 
it’s the first real news in the pencil industry. 
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This is the Eberhard 
Faber book which tells 
the whole story of the 
new plan. It contains 
16 pages of vital inter- 
est to every pencil re- 
tailer or wholesaler. 
Ask the salesman for 
your copy. 











EBERHARD FABER 
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Massive Beauty combining ele- 


ments of utility [heretofore unknown in desk 
manufacture. Types that offer new service advan- 
tages ;—elegance that graces the finest of business 
homes; yet a price so attractive for quality unsur- 
passed. 





Sales beyond anticipation are greeting initial 
showings of Invincible Steel Desks. Their beauty 
attracts,—their price tag sells! To the dealer, 
this line represents a live opportunity. Consider 
it from every standpoint and you will not find its 
equal at its price on the market today. Have you 
received a catalog? If not, write 





INVINCIBLE METAL FURNITURE CoO. 


Manitowoc, Wisconsin 


New York CHICAGO LOS ANGELES 
R. OrTruwine E. E. BLANKMEYER M. M. Corsert 
344 W. 34th Se. 133 W. Lake St. 1206 Santee St. 


eo 








SOE! er 


STEEL BUSINESS EQUIPMENT 
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Conklin Makes Fine Financial Gains 
The declaration of the regular semi-annual dividend on 
the common stock of The Conklin Pen Company, Toledo, 
Ohio, and the retirement of a large block of Conklin pre- 
ferred stock, occurring simultaneously last month, reveal 
the splendid financial position of this old-time Toledo 





manufacturer of fountain pens, pencils, and _ kindred 
products. 
Conklin has been gaining steadily in a large way in 


recent years. The policy of the company has been to safe- P h d R ll E ] 
| unches and Kollis Eyelet 


guard profits—both the company’s profit and the dealers’ 


yrofit—with the result that there was never at any time I O O e 
- : : n Une Uperation 


excessive stocks of Conklin products in dealers’ hands or 





in the company’s inventory. Large volume of sales on a “Wunaxion” No. 130 punches the paper and 
doubtful profit basis has not interested the company. This rolls the eyelet in one operation. Sliding gauge 
policy has enabled Conklin to profitably develop and mar- in the throat regulates the distance from the edge 
ket new models and the retailer to profitably merchandise of the paper. 

them. 


Spring action, compound leverage, full nickel 
plated. Made in €-inch only. Packed one tool 
and small box of standard stainless eyelets in a 
handy office kit. $2.50 retail. 


The Conklin Endura Black and Gold pen and pencil, 
brought out for the holiday trade, has had a large and 





active sale and because neither dealer nor company was | 
overloaded with old models, has earned a handsome profit 


for the company and its customers. 
> -— | 


First-Grade Pupils Use Portable Typewriters | 

As a result of a pedagogical experiment, the first-grade | 
pupils of the Horace Mann elementary school at Teachers | 
College, Columbia University, New York, N. Y., are 
picking out their spelling and writing lessons on portable | 
typewriters. According to the New York Tribune of De- | 
cember 11, 1928, eighty machines have been installed in 
the school. 

Dr. Rollo G. Reynolds, principal, said that the children 
seem to have taken readily to the idea. They seem to 
learn to spell more quickly by using a typewriter than if 
left with a pencil and paper. 

With no definite procedure to follow, each teacher is 
free to conduct her own experiments with the children. 
It is up to her to determine if the machines are of definite 
assistance to the pupils. The findings of the teachers will 
be summed up after an adequate time has elapsed to de- 
termine the value of typewriters as teaching accessories. 

ionndangiliitaledias 
J. S. Staedtler’s New Price List 

Effective January 1, 1929, J.-S. Staedtler, 53-55 Worth 
street, New York City, announce a new price list and dis- 
count sheet, incorporating new quantity discounts in which 





their customers will be particularly interested. 
The change in prices applies on all lines sold by J. S. 
Staedtler Inc. It will be remembered that the most promi- 


| 
nent among these different brands is the Mars line of | 
pencils. 
>_> — 
Parker Pen Plane Pleases Friends 


The oa: 1- : . » ». — = . - » & 
he airplane used by The Parker Pen Company for the TRADE MARK REC. 


dispatch of merchandise and passenger transport, spent a STAT I ONERS 


week at Chicago in December. In that time the company 


played air host to about 360 individuals, including dealers’ 
Made by the Makers of 
world as the planets view it. TRIUMPH EYELET PUNCHES 
7 i THE WM. SCHOLLHORN CO., NEW HAVEN, CONN. 
Messing Up a Good Name 


An item on page 202 of the December issue referred to 





representatives and commercial friends. Flights were made 
aiso at St. Louis and Indianapolis. It is expected that the 
opening weeks of this year will be spent in southern states, 
giving dealers along the route an opportunity to see the 





the appointment of J. E. “Riley” as special assistant to 
George W. McClellan, manager at Chicago for the Under- 
wood Typewriter Company. This was a garbled rendition 
of “Ryder,” taken phonetically by the reporter without 
checking back. Due apology is offered for the blunder. 
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THE TALK 


of 


THE TRADE 
“Sunruco’’ 


EXECUTIVE CUSHIONS 





““Sunruco”’ engineers have excelled their rigid stand- 
ard for quality and workmanship in the develop- 
ment of this new, beautiful, luxurious Executive 
Chair Cushion. For comfort, it has no equal. For 
appearances, we do not hesitate to state—it is the 
most beautifully designed chair cushion ever made. 
The “Sunruco”’ Executive Cushion lends prestige 
and dignity to the finest office. 


It is made by secret process of a light, fluffy, por- 
ous rubber core of full 2” thickness. Completely 
housed in an attractive velour envelope. The cover 
is very artistically constructed. Unlike other cush- 
ions, it will not “pack”. Improves with continued 
use. Will not distort. 


Don't do yourself an injustice by rendering a de- 
cision on this product without first seeing samples 
in each of the four striking colors :— 


Red, Blue, Green and Taupe 


Each 
No. 3 Stenographer’s, size 17°x1534”.. . . $6.00 
No. 5 Arm or swivel type, size 1834x1714” 6.50 


The Sun Rubber Company 
Barberton, Ohio, U. S. A. 


Write for illustrated and descriptive broadside of 
complete “Sunruco” line! 
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New Rand Catalogue 

Dealers will be interested in a new twenty-four page cata- 
logue entitled “Rand Visible Record Equipment and Busi- 
ness Time Savers,” recently issued by The Victor Safe and 
Equipment Company, Marietta, Ohio. 

This catalogue describes the products familiarly known 
to the dealer as the “Rand Dealer Line,” which the Victor 
organization has recently acquired Many improvements 
will be noted in the line and several items have been added 


which make it one of the greatest utility. 








NEW CATALOGUE OF THE RAND DEALER LINE 


The catalogue itself is attractively bound and is so ar- 
ranged that easy and instant reference may be had to such 
essential information as catalogue numbers, sizes, prices, 
weights, etc. 

A copy of this interesting catalogue may be obtained by 
writing direct to The Victor Safe and Equipment Com- 
pany, Marietta, Ohio. 

we -_ 


Plans Pending in N. C. R.—Ellis Merger 


A recent item in the Wall Street Journal and in other 
newspapers mentioned rumored opposition on the part of 
the federal government to plans of the National Cash 
Register Company to complete acquisition of the Ellis 
Adding Typewriter Company. Such rumors of govern- 
ment interference have appeared in Dayton and Cincinnati 
newspapers. It has been unofficially stated that the Na- 
tional Cash Register Company will not attempt to secure 
control of the Ellis Adding Typewriter Company unless its 
plans have the full approval of the federal government and 
that at present there is every indication that the proposed 
merger will be acceptable to the federal authorities. 

There seems to be no indication that the proposed acqui- 
sition of the Ellis Adding Typewriter Company by the 
National Cash Register Company in any way conflicts with 
the law and with the policy of the government in regard to 
mergers. Since the Ellis machine is an adding typewriter 
and not a cash register, and therefore does not compete 
with the products of the National Cash Register Company, 
rumors of government opposition to the merger of the two 
companies seem to conflict with the facts of the case. 

Pending completion of the proposed merger the National 
Cash Register Company has deposited in escrow options on 
approximately 98 per cent of the Ellis Company stock, 
which will be released upon court approval. 
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*For the 
Private Office 


The Filing Cabinet 
DeLuxe — GlobeArt 
with polished 
bronze “Desk De- 
sign” hardware. Ideal 
for the Private Office. 


This emblem appears 
the window of 
every dealer author- 
ized and qualified to 
render Giobe 

Wernicke Service 
Look for it 


on 


B. Lockwood, of Millington-Lockwood, Buffalo, fitting each of the Four 


Related Filing Cabinet Groups into a specific job. 


N Buffalo the Globe-Wernicke 

dealer is showing executives how 

to fit the filing cabinet to the 

job, through the use of the Globe- 

Wernicke 4 Related Groups of Steel 
Filing Cabinets. 


For instance, GlobeArt de luxe 
units for the private office; the 
“7000” Line for the general office; 
the “8000” Line where commercial 
grade equipment of high quality is 
desired; the “9900” Line for the fac- 
tory office, shipping room, ware- 

















The filing cabinet 
line that Globe-W er- 
nicke made famous 
—the well known 
"7000" line. 








*For the General Office 


house, etc., also where utility filing 
cabinets are required. 


Fitting the filing cabinet to the job 
is part of the constructive selling 
method, known as Globe-Wernicke 
Service, conducted by Millington- 
Lockwood in Buffalo, under the per- 


The Price-Value Globe- 
W ernicke “8000” Line. 
Equipped with heavy 
duty extension drawer 
slides, full 28” drawers 
(outside dimensions), 
new patented follower. 
Adaptable te substitute 
drawer inserts. Bronze 
hardware. Wedge lock 
principle of comstruc- 
tion. Made in olive 
arcen, also walnut, ma- 
hogany and oak 
grained finishes. 





“8000” LINE 


sonal supervision of Mr. R. B. Lock- 
wood. 

This method of selling is brought 
to Globe-Wernicke dealers and their 
salesmen through Globe-Wernicke 
Sales Schools. It is a selling method 
used by Globe-Wernicke authorized 


dealers everywhere. 


Globe-Wernicke Service is avail- 
able to a few alert dealers where 
choice territories are still open. Write 
for particulars today. 


*For the Shop 
The “9900” Utility 
Line offers the big- 
gest steel file value 
on the market today. 




















cellaneous fold- 
. red tabs. 
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Your Profits --- 
with The Safesua 
Fi ling Plan 
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Individual Folders — 
used for important cor- 
respondents. 














“Free Space” or fourth 
position—used for sup- 


plementary indexing. 





OUR profits with the Safeguard Filing Plan are limited only by 
the extent of your territory. Every concern, large or small, 
that does filing is your prospect. With the Safeguard Filing 
Plan the original sale is the foundation of bigger and better satisfied 
customers who must come to you for expanding requirements. It paves 
the way to bigger, more constant profits for you thru several avenues: 


1. Celluloid Angular Tab Guides—which offer you from 5 to 10 
more profit than ordinary guides. 

2. Flintboard Guides—the most durable guide stock on the market. 

3. The greatest filing cabinet contribution of modern times—the 


Triguard File—the only file on the market today, without addi- 
tions or accessories, that takes the hard work out of filing and 


finding. 

Each sale, whether the Safeguard Filing Plan or the Triguard File— 

Angular Tab Guides or Flintboard Guides—makes filing better and 

builds stronger relations between you 

and your customer. Only such a condi- 
tion can make money for you. 


Send for your 
In a few attractive localities these op- copy. -Today. 


portunities are open to live dealers. a. 
Write for particulars—and a copy of 
the new Filing Supplies Catalog, today. 


Globe-=Wernicke 


Cincinnati ey 
Just off the Press 





Canadian Representative 
Preston-Noelting Limited 
Stratford, Ontario, Canada 
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Only $8 720 for the ICTOR i 


Adding machine historians of the future will record the fact that in 1928, 
Victor’s 10th Anniversary, the regular Victor “8,” already a great achieve- 
ment at $100, was reduced in price to $87.50. 

And they will further remark that therein was created the greatest add- 
ing machine buy available to the American business man. 

The number of these shrewd business men who have already taken 
advantage of this reduction to strengthen the administrative efficiency of 
their companies is large. 

Likewise the number of dealers who have taken advantage of the 
opportunity to push the sale of this great machine—the 
Victor “8” Column Standard Adding Machine. 





Standard Adding Machine 


THE PIONEER LOW-COST 
STANDARD ADDING MACHINE 


VICTOR Triple Vaszbility «+ 


Triple visibility safeguards accuracy by enabling the operator to check his 
work as he goes along. The operator sees the figures in three places —(1) 
on the keys, as he sets them up; (2) on the tape; (3) on the adding dials. 


VICTOR ADDING MACHINE COMPANY 
3900 North Rockwell Street, Chicago 
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Office 
Specialties 


In this section are expressed 
the views of prominent com- 
mercial stationers in reference 
to the policy of enlarging the 
local store's service to include 
the distribution of office ma- 
chines and other products 
generally considered as spe- 
cialties. Ideas offered are 
pertinent and challenging. In 
general, the thoughts bresented 
indicate a favorable attitude. 
with natural variations in 
opinion as to what special- 
ties are the most advantageous 
to carry and to what extent 
the dealer should devote his && 
time and effort to their sale. 


Check Sorters Library Furni ture Telephone Accessories 


Adding Machines 


Adding and Calculating Coin Changers Line Indicators Time Stamps and 
Rec wders 


Machines , Used Copyholders Numbering Machines 7 B , 
al) : rimming Boards 
Adding Machine Rol Mechanical Paper Fastening Paper and Card 
and Paper Dating Stamps Machines Tupewsiter Cleanine 
Adding Typewriter Desk Lamps Pencil Sharpeners Brushes 
Addressing Machin« Dictating Machines Perforating Machines ge] Cleaning 
acc lé 
rapt egister Yuplicating Machines > . 
Autographic Regi Duplicating aching Postal Scales Punoweier Cashion 
Bookkeeping Machine and Supplies Punches Keys 
Calculating Devices Envelope Sealer Seals oa n 
obs “eet 
( h Re . Envelope Openers . s “ 
ash Registers Sorting Devices Typewriters, New 
ttin ev $ : 
Calculating Machines Eyeletting [ om Stamp Affixers Typewriters, Rebuilt 


Check Endorsers Folding Machines Stapling Machines Ventilators, Office 
Check Protectors and Gum Tape Machines String and CorJ Visible Index Systems 


Writers Letter Distributors Cutters Water Coolers 


CONTENTS OF THIS SECTION 


Manufacturer's Co-operation Helps Sell Specialties - - - Chas. O. Botz 
Some “Do's” and ‘‘Donts™ in Selling Machines - - - - - John M. Cooper 
- “Holmes of Mississippi™ 

- - M.A. Bredesen 


Departmentization is Secret of Specialties Sales - - - - = H. G. Horder 
Opportunity Knocks at Door of Dealer Who Diversifies Line - Deane S. Reynolds 


Office Devices Pay Profits - - - - - - - 


Beloit Firm Sells Devices Successfully - 


Machines in the Commercial Stationery Stores - - - - - - - Observer 
Additional Views on Dealer Handling of Office Machines - - - - - /nterviews 
---- - - Discussion 


Manufacturers and Dealer-Agents - - 
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Machines in the Commercial Stationery Store 
By Observer 


ENERAL business has grown office equipment con- 

scious. And that consciousness has had a tremen- 

dous effect upon the commercial stationery business 
—that department of retail business which supplies, or 
should supply, many of the needs of the modern business 
office. 

The term “commercial stationery” has taken an added 
significance. In the field of business it has come to mean 
to the business office what the department store is to the 
home—a source of all supplies. Commercial stationery has 
grown up. It has matured. It is live and pulsating—dyna- 
mic. It is making a new impression on all business. 

Years ago commercial stationery sloughed off its re- 
strictive small merchandise attitude. Office furniture and 
loose leaf extended its boundary lines. Now everything for 
the office is no mere phrase. It is literally true. Today 
commercial stationery includes office specialties. No store 
shows all machines and devices, but each store features 
machines for some purpose. 

The commercial stationer has been instrumental in mak- 
ing business office equipment conscious. And business is 
office equipment conscious because it pays business to be 
so. It pays business in convenience and economy—con- 
venience and economy in administrating business, profitably 

Commercial stationery is aggressive. It is competitive, 
but friendly among competitors. It is keen for business 
and awake to opportunity. It is quick to capitalize on the 
successful plans of other business, even borrowing an idea, 
if necessary, from the chain grocer. The placing of stores 
with respect to the territory served is not confined to metro- 
politan centers. Witness branch stores in small cities at 
strategic points. 

Modern buildings, with attractive fronts and with the 
interiors laid out and arranged with studied thoughtfulness 
for the comfort and convenience of the customer, house the 
commercial stationery business today. Merchandise is as 
carefully departmentized as goods in a city department 
store. 

Office specialties are segregated and under the guidance 
of trained men—men of intelligence. These men know 
how to cut out lost motion, reduce waste, stop leakage, and 
increase profits for business through the aid of office spe- 
cialties. These men who wa‘t on you are not order takers. 
They are not clerks. Nor just salesmen. Many of them 
are specialists in office efficiency. They know methods and 
systems and the mechanical devices to make these methods 
and systems function. Through knowledge and experience 
in the application of office machines to office business, they 
have become advisors to business executives 

Business is more ard more looking to the commercial 
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stationer for the solution of office problems. When work 
piles up, when delays occur, when errors creep in, when 
systems grow antiquated—business turns to the commercial 
stationer for assistance. The stationer is asked: “Haven't 
you a machine which will do this job quicker, and better, 
and more profitably?” 

The commercial stationer is turning the spotlight of mod- 
ern methods into the archives of tradition and habit. One 
of the big things he has for sale is “the better way.” 

The office specialties department demonstrates the appli- 
cation of the machines and devices. 

The commercial stationer is a force in his community. 
He, in a store, large or small, symbolizes and reproduces 
practically all the activities of business. In this store one 
may see performed in front of his eyes the detail of a busy 
office. Trained men stand ready to demonstrate the appli- 
cation of many machines and devices to the daily problems 
of a business office. In fact, you can see model offices 
reproduced, designed and equipped for convenience and 
economy. 

Opinions vary. It is generally conceded, however, that 
the commercial stationer is the logical place for office sup- 
plies. As there are those who pioneered in selling even the 
simplest office specialties, no doubt these same ones will 
pioneer with the heavier and more highly specialized ma- 
chines of limited use. 

Many who were reluctant to adopt office machines as a 
unit of business, now accept them as a matter of fact. 
Others will. Some say office specialties are all right for 
the city stationer. Others say office specialties are all right 
for the small town stationer. But no stationer need travel 
far to witness conspicuous successes of both. 

One says this specialty can be sold. Another says that 
specialty can be sold. Each is right. Because neither has 
to travel far to find the stationer selling both—selling the 
thing which can’t be sold. 

Some of those who said machines couldn't be sold profi- 
tably now find office specialties reducing the burden of 
overhead expenses. The amount involved in a_ single 
sale is frequently larger than that of half a dozen strictly 
stationery items. 

Typewriters, adding machines, check protectors, number- 
ing and dating machines, copy holders, typewriter keys, 
duplicators, stamp affixers, sealing machines, telephone 
brackets, scales, time stamps, visible systems, etc., like 
office furniture and loose leaf systems. are vitalizing forces 
in the commercial stationery business. 

The number of specialties appearing in the stocks is in- 
creasing. This number varies with the cond'tions of the 
different communities. 
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Departmentization Is Secret of Specialties Sales 


H. G. Horder of Horder’s, Incorporated, Gives Some Valuable Suggestions 
Based on the Development of a Successful Office Machines Department 


F THERE were but one general thought which I could 

leave with the commercial stationer who wishes to go 

more or less extensively into the sale of office machines 
and specialties, it would be an idea so simple as to seem 
self-evident Yet practically every dealer who has not 
made a financial success of selling office machines has prob- 
ably fallen short because he 
torgot this axiom: Proceed 
cautiously and do not be dis- 
appointed if you fail to accom- 
plish something which is be- 
yond your scope. 

The modern office equip- 
ment store is a gradual devel- 
opment. Sometimes we for- 
get that fact in our haste to 
be up to the minute. There 
have been tremendous changes 
in office methods and equip- 
ment. There has been a long 
period of slow change from 
the store that sold quill pens 
and ink pots to the establish- 
ment which handles every- 
thing from pins to adding and 
“station- 





H. G. HORDER 


calculating ‘machines. Yet we still refer to the 
ery” store. To be sure, we sometimes qualify the term 
by speaking of a “commercial” stationery store. But the 
business has gone far ahead of its name, which is no more 
appropriate to our business than the term “drug” store is 
to describe the modern merchandising establishment which 
we call by the name 

The ideal toward which we constantly strive and which 
we have in gratifying measure attained is to sell “every- 
thing” which is used in an office. The attainment of such 
an ideal manifestly cannot be accomplished by haphazard 
procedure. 

Horder’s, Inc., has made of the sale of office specialties a 
success which is beyond question. Yet, like the Eternal 
City on seven hills, Horder’s was not built in a day. Our 
development, naturally, has been step by step—from one 
store to ten right here in Chicago. .We have never taken 
on a line or an item until careful study of the article, the 
demand, and the terms has convinced us that there was 
an excellent prospect of financial success in the handling 
of the item or line. Particularly true is this of office ma- 
chines and specialties. Today I cannot recall one office 
machine or device which we do not handle; that is, of 
course, those for which there is any appreciable demand on 
the part of users. 

This is as it should be. The commercial stationery store 
is the logical place at which to buy office equipment of all 
kinds. There are many reasons why with regard to office 
machines and devices this association in the minds of your 
customers should be an association of fact as well as one 
of psychology. 

A second suggestion based on our experience is that 
success for the stationer as well as for many another busi- 
ness or industry lies in specialization—in this case, depart- 
mentization, if you wish. There are many reasons why 
office specialties should be handled by their own depart- 
ment or departments. 

Let us consider first one of the less obvious of these 
reasons. It affords the only means of determining whether 


or not that part of your business is profitable. Guess 
work and conclusions based on generalizations and on 
comparisons with staple lines will probably be erroneous 
and may result in your losing either money or the oppor- 
tunity to make greater profits. Do not depend on pre- 
conceived estimates as to discounts, overhead, and turn- 
over. Consider office specialties as a department of their 
own and your general ledger will give you the facts as 
to whether or not office machines are a paying proposi- 
tion in your store. 

Between your general stationery business and an office 
machines department there are any number of tie-ups which 
will suggest themselves to you. Some calls come to you 
now for office machines and devices which you do not 
handle. A mechanical specialties department, properly or- 
ganized, will not only take care of such direct demands 
from your customers but will also develop additional new 
business. The customer who buys a typewriter from you 
is a prospect for ribbons and carbons. Vice versa, the man 
who buys ribbons from you may be a prospect for a type- 
writer. Suppose, for example, a customer complains that 
the ribbons he is buying from you (or somebody else) do 
not stand up but get all “chewed up.” Perhaps the trouble 
lies not in the ribbon, but in the typewriter on which it is 
being used. Long use or abuse of the typewriter may have 
destroyed that concavity of the type which is necessary for 
a perfect impression over a curved platen. There is an 
opportunity to sell a typewriter in addition to typewriter 
supplies. 

From the standpoint of the sales department the advisa- 
bility of departmentization of office machines is readily 
apparent. So far as concerns your sales force and their 
participation in selling specialties, you have a choice of 
only two alternatives: You can expect every one on the 
floor to attempt sales of office machines and devices or you 
can assign a man or several men whose particular duty it is 
to take care of that part of the business. Which of these 
alternatives you choose ought to be obvious. The word 
“specialties” suggests the answer. Specialties demand spe- 
cial knowledge, special treatment. 

To illustrate let .us take a type of situation which is 
familiar to you and which we encounter every day. A cus- 
tomer comes into the store and says, “I want to get up a 
stock system for a shoe store. What would you suggest?” 
Can you reasonably expect all of your salesmen to handle 
competently a request like that? Of course not. Here 
is a question which requires for adequate answer a thor- 
ough knowledge of accounting devices and systems and 
the prospect should be turned over to some one who 
knows how to talk competently about the problems pre- 
sented. We do not expect every man on our sales force to 
be able to take care of that kind of request but we do expect 
every man to recognize the nature of the customer’s re- 
quirements and to direct the prospect to someone who will 
be able to take care of him Hence, the customer whose 
request we have taken as an example would, without hesi- 
tation on the part of any of our men, be turned over to 
our accounting systems and devices department, to which 
all requests for devices of an accounting nature must be 
referred. 

Departmental organization has been carried out by Hor- 
der’s, Inc., to an extent which might not be practicable 
or possible in an establishment handling a smaller volume 
of business; so that we have, in addition to the office ma- 
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Today Corona offers another great op- 
portunity to Office Appliance dealers. 
An adding machine with capacity for 
the largest operation (nine banks of 
keys with ten column adding and 
printing in totals) to retail at only $80! 
Never before has a dependable, fast 
operating, durable adding machine of 
like capacity been offered at so low a 
cost. Corona Nine Bank has every 
feature necessary for a high quality 
machine. Keyboard is standard in 
size, lever action fast and easy, print- 
ing large and legible. 


Corona Simplified Design Alone Makes 
Possible the Remarkable Price 


To dealers who sense the sales oppor- 


CORONA 


tunity offered by the Nine Bank, 
Corona will send full details as to dis- 
counts and deliveries. Send coupon to 
Portable Adding Machine Company, 
(Division of L C Smith & Corona 
Typewriters Inc.), Dept. 2-J, 703 East 
Washington Street, Syracuse, New 
York. 





COUPON FOR DEALERS 
Portable Adding Machine Co., 
Dept. 2-J, 703 E. Washington St., 
Syracuse, N. Y. 
Please send me, without obligation, full facts 
about the Corona dealer plan. 


DOD. cecccccccstscenscaungesounnee 


Address seeuewe 


City .. pene es avesenes eae Btate . o cccccccccceces 
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A Marvel. of Simplified Design 
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chines and accounting devices departments, departments 


devoted to furniture, maps of uncommon nature, traffic, etc. 

Let us consider the office machines department in par- 
ticular. It is located in the same building as one of our 
stores but in a large room which is distinct from the store 
and though the department is located on the ground floor 
of a large office building in the heart of Chicago’s down- 
town business district, it not only pays its way but yields 
investment. Here we 
Among 


its due share of dividends on the 
display and sell all of the larger office machines. 
them are some whose inclusion in office machine depart- 
ment you might at first thought be inclined to question. 
For instance, there are foot-power stapling machines and 
“long reach” stapling machines. Nevertheless, we sell these 
two types of staplers to offices and in sufficient number 
to justify us in handling them—the foot-power machine 
for use in offices which need to bind larger thicknesses than 
are accommodated by ordinary staplers (lawyers, for ex- 
ample) and the long reach stapling machines for bindings 
from the edge than the every-day office 


further away 


stapler permits. 

Entrance to our office machines department is either from 
the stationery through an attractive archway or 
directly from the rotunda of the building, through either of 
two doors. As one enters the large room in which the de- 
partment is located there are seen machines grouped on 
tables or set on stands, the character of each machine or 
group of machines being indicated by an attractive, easily- 
read sign.. There are separate tables for: Check writers, 
check protectors, envelope sealers, stamp affixers, scales, 


store 


time stamps, and so on. 


The department is in charge of a man whose knowledge, 
experience, and training qualify him to explain, demon- 
strate, and sell all of the machines we carry; and there are 
always present during business hours one or more men 
The fact that visitors 
the convenience 


competent to take care of callers. 
do call is due to their recognition of 
afforded by a distinct and complete office specialties depart- 
ment. The busy executive is quick to appreciate the advan- 
tages of being able to supply all or almost all of his re- 
quirements in one place rather than being forced to spend 
the time and effort which would otherwise be necessary in 
making perhaps half a dozen calls. And the business man’s 
recognition of such an advantage is a source of profit for 
you. 

Having a man or men who are thoroughly qualified to 
take care of office machines sales, it follows logically that 
the department should handle all such sales and demonstra- 
the offices of prospects, 
In other 


tions, both in the store and in 
where the latter course is desirable or necessary. 
words, it is advisable to avoid the possibility of spoiling a 
letting an unqualified person attempt to “put it 


sale by 
orders outside 


over.” Therefore, if you plan to solicit 
the store, you ought to have in your organization at least 
two well-qualified office machines and specialties men who 
can handle both sales on the store premises and at the 
offices of that will be a man on the 


job at the store at all hours of the business day to take 


prospects; so there 


care of prospects who call at the store. 


Of course such an arrangement requires additional capi 


tal investment. But you want your office machines sales to 


show a profit and they won't unless you conduct the depart 
handle each and every prospect 
into your store. Naturally, not every individual 
interested in an office machine will buy; 


buying you 


ment adequately and can 


who comes 
who seems to be 
but if he does go out of the store without 
want at least the satisfaction of knowing that the sale was 
not lost because of incompetence on the part of your help. 


Whe I I Sa\ 


that all office machines and specialties sales 
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should be handled by the department devoted to them I 
do not mean that the your sales force must be 
absolutely ignorant of any details concerning the policies 
and practices of your firm toward office machines and spe- 
cialties. On the contrary, there is certain definite, specific 
information on the subject which ought to be available to 
all your clerks; information which may often be the means 
of interesting the prospect sufficiently to enable the gen- 
eral salesman to turn the prospect over to the specialties 
department. Some of this information concerning the polli- 
cies and practices of your firm can be given by your clerks 
also to people who have bought a machine or device from 
you and come back to the store to ask about some point 
concerning the terms of the sale or policy toward pur- 
Such information can often be furnished just as 


rest of 


chasers. 
satisfactorily by any of your clerks as by an office special- 
ties salesman. In our case, prospects come into all of our 
ten stores and, although our office machines and specialties 
department is located on premises by itself, there are some 
information which are available at any of our 
stores. Each store has on hand a binder containing filed 
bulletins covering all of our machine specialties and, as 
previously stated, we handle every salable office machine 
and device of which we have knowledge. As soon as we 
take on a new device, or make a change in the conditions 
and terms for one which we are already handling, a new 
sheet is sent to each of our stores and inserted in its proper 
place in the binder, which is indexed first by departments 
and then under each department head alphabetically by 
classes of specialties. 


types of 


Thus there is available to every one of our salesmen in- 
formation about each machine and our policy in handling 
each mechanical office specialty. Here are some of the 
general heads under which data are given: 

Name of machine. 

Types, models, prices. 

Manufacturer. 

Selling agent. 

Where machine may be seen for demonstration. 

Where delivery is made from. 

Terms of payment. 

Trade-in terms, if any. 

Trials. 

Mechanical service. 

Guarantee. 

Where stocks are available 

Serial numbers. 


The necessity for keeping on file information as to the 
foregoing points of policy is plain. The general arrange- 
ment and character of the headings is based particularly on 
our own experience and conditions. The list of points is 
not intended or expected to be suitable to the business of 
every store but it probably will give you an idea which 
you can adapt to your own needs and purposes. 


The list we have given suggests one more angle of this 
proposition of the stationer who contemplates selling office 
Your policy need not be the 


specialties on a large scale: 
In fact it is 


same for every machine or device you handle 
neither practicable or profitable to attempt to handle all 
your mechanical specialties on exactly the same terms. To 
illustrate—we may have a direct agency or a sub-agency, or 
with either manufacturer: or 


a commission arrangement 


agent; demonstrations may be made in your store or at 
the manufacturer’s or agent’s display room; or you may 
have an arrangement under which you merely turn your 
prospects over to an agent or manufacturer who pays you 
a commission on the leads which you furnish. 

this there is one main conclusion—the moral 
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Defiance Band Dater 
















Rubber and Metal 


Stamping Devices 


We manufacture high grade rubber 
stamps and supplies. We recom- 
mend our service to dealers who 
desire reliable, first quality mer- 
chandise. We make Automatic 
Self-Inkers, Band Daters, Castor 
Racks, Dating and Numbering Ma- 
chines, Rubber Type, Printing Out- 
fits, Stamp Pads and Inks, Wax 
Seals, Stencils, Ink and Brushes, 
Sign Markers, Seal Presses and Rub- 
ber Stamp Supplies of every descrip- 
tion. We are equipped to fill and 
ship all orders exactly and 
promptly. Our catalog is designed 
to aid dealers in supplying their 
trade; we are pleased to send it on 








Defiance Self-Inking Dater 


request. 
a - nite: al | 
| | IN, | Be ANY hen AYA) 3 403! 
me | 
heel fa TTA - 
80 Duane Street New York, N. Y. 


Selling Agents for the B. G. Volger Mfg. Co. 
of Passaic, N. J. 
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, Feapor ink 


Brings Real Lithography 
To the Office 
Print Shop 











You know what the average office 

printing job looks like. And you 
know what real lithography looks 
like. Which would you rather have? 


Now that that’s settled why not 
haveit? You can—simply by instal- 
ling ROTAPRINT, the offset litho- 
graph machine made especially for 


office use. 
ROTAPRINT does the finest 
kind of printing — lithography — 
faster, cheaper, more simply than 
any other method. Hundreds of 
concerns are now using it to produce 
their form letters, letterheads, office REINER’S 
and factory forms, photographs, 
maps, charts, advertising matter, . 
No stencils, engravings, type, oles rink 








etc. 
electros or skilled help is required— 
. . INCORPORATED 
and only the best kind of work is | PeskAvénes Mew Task, MY. 
turned out. Branches in all principal cities 
AGENCIES 
Let us tell you more about ROTA- 6. tisney com Los Angeles, Calif 
- . Ohi Zotaprint Corp Cleveland, Ohio 
PRINT as applied to your Own busi- _ hie Rossin: com. Cincinnati, Obie 
ness. Write us or get intouch with — NM Minn* Gm Ime Yen gy beat 
the nearest ROTAPRINT agency oo siniet cies Bearoles Bich. 

. . . 0. C. Haney Cor San Francisco, Calif 
for full information on this most __ iio Romprin Com. _;Toledo, Ohio 
revolutionary development in office {rks © Courts. .. Galveston, Tense 

printing equipment. tng Bg BFS ag Kanes City,’ Mo. 
Comtctont Botan Cig ssnnessreeees sss Samnigts Conn 

Rotaprint Tulsa Company Tulsa, Okla 

M Fred W. Pyman Madison, Wisc 
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EVEREADY 


Automatic Stapling Machines 


Model “A” 


The Stapling Machine Beautiful 


COLORS—OLIVE GREEN 
MAHOGANY 
WALNUT 


Specially prepared staple tape 
for use in Model “A” only 


5000 Staples in one loading 










Will not clog. aa < Model “7” 


a The old reliable, and still 
a 5) going strong e 


Lowest cost of 
staples. 


Built to last. 


i. 


tit i i i i tt 


+) 


Easy to operate. 
5,000 staples in one 


loading. The Eveready Stapling 
Saves time and Machines are built to 

annoyance. last. All parts are inter- 

Fully guaranteed. changeable, finished in 


enamel, nickel plate, are 
oisialian provided with rubber 
< Model"“K silence posts which make 


built for heavy duty, 6- its presence on your 
inch throat, staple tape desk a pleasure. They 


is interchangeable with will not scratch or mar 
model “D.” the desk top. 







LIBERAL DEALERS’ DISCOUNTS 
Window displays and leaflets furnished gratis 


EVEREADY MEG. CO. ce Boston) 


2; ze) A 7) 0 A RR A nna |). 0) 0) 0 hh ily "TT, mm), mmm il 


Factory General Sales Office 
34 Southbridge St. 50 Church St. 
Worcester, Mass. New York City 
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of the tale, if you wish—Don’t go off half-cocked; study 
your field thoroughly before you invest your money; if at 
present you can’t do the right thing, wait until you can 
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handle the proposition as it should be handled. But—when 
go to it with a will and you will find 





conditions are right 
that an office specialties department can be made to pay 
a pretty profit. 


Office Devices Pay Profits 


If You Proceed Intelligently in Selling 

Them—Says T. C. Holmes, President of 

the House of “Holmes of Mississippi,” 
Jackson, Mississippi 


OU who are familiar with the history of our industry 
can recall the old familiar book and stationery store 
of not so many years ago, stocked with books, fancy 


goods, sporting goods, school supplies, shelf stationery, 
and a variety of other similar items. This class of store 
has today been very generously succeeded by establish 

ments which handle only 


office supplies, equipment, fur- 
specialties of in- 
To- 


day, the sales volume and 


niture, and 


terest to office workers. 


profit of even this newer type 


of store are being seriously 


confronted by changing con- 
ditions and modern merchan- 
dising methods. 

alert dealer 


chain 


Certainly the 
that the 
and mail order houses are en- 


can see store 
tering his field more and more 
every day. He must 
nize the fact that, if he 
an unattractive store, indiffer- 
ent sales policies, an untrained 


recog- 
has 





T. C. HOLMES . 
sales force, and unbalanced 
stock, he cannot successfully compete with the progressive 
methods and advantageous buying power of his larger 


competitors. 

Recently, | read an interview with Geo. B. Everitt, presi- 
Montgomery, Ward & Company, who in speaking 
“Fig- 


dent otf 
of this radical readjustment of the retail trade, said: 
ures indicate that the chain stores are rapidly increasing in 
popularity as agencies of retail distribution and there is no 
evidence that either the mail order houses or the depart- 
Personally, I can’t avoid 
efficient 


ment stores are falling behind. 


the conclusion that the weaker and less retailer 
will be forced to yield ground.” 

That this question is of real concern is manifested in the 
research work of Dr. Klein, of the Department of Com- 
and Dr. Klein holds out hope for the independent 


who employs modern methods of merchandising, 


merce, 
retailer 
eliminates wasteful practices, and stops handling unprofi- 
table items and soliciting the trade of. unprofitable cus- 
tomers. 

Che individual stationer must contend not only with this 
new chain store competition but also with the unwise 
practices of his price-cutting brother-dealer, who seems to 
think that he can build a successful business on low selling 
price rather than on service. Then there is the obstacle of 
the manufacturer who solicits directly in competition with 
the dealer, apparently expecting the dealer to buy for resale 
at practically the same price at which the manufacturer 
retails his product. 

Another thorn in the side of the 
tacturer who places his line in the hands of itinerant sales- 


he offers 


stationer is the manu- 


men and extends to them the same discounts as 


the largest dealers with their big investments. 


answer? What can a dealer do to combat 


I believe the solution lies in so special- 


What’s the 
these conditions? 
izing your business that you can give such personalized 
service as is beyond the power of chain stores, mail order 
houses, or cut price competition to give. This may be 
accomplished by first getting agencies or franchises from 
reputable and well-known manufacturers who will protect 
you in your efforts and will co-operate with sales helps, 
then by intensive 
Modern 


educational work, and advertising, and 
study of the lines and hard work on your part. 
business needs and, in fact, demands the appliances and 
equipment which the stationer sells or which he can sell 
if he will—but business men want something in addition 
to equipment; they demand service, and there is where in- 
itiative and preparation will bring their own reward. It 
is better for a dealer not to have the agency for a device 
if he is not willing to devote the study and effort which 
are necessary if he is going to render proper service for 
the device—better for the dealer, for inefficiency with one 
line is apt to create in the minds of customers the thought 
that it is true with others 
One of the most attractive 
devices or equipment is the fact that you can do creative 
work and suggest the thought of buying, that is, selling on 
On the other hand, 


features of handling office 


the basis of performance and service. 
if a dealer depends altogether on purely shelf and staple 
lines, he has the cut price question to contend with from 
shoppers who are ever on the alert to break prices. While 
this field presents excellent opportunities for increased busi- 
ness, I think a dealer should carefully consider the merits 
of every device or machine offered, the ability of his sales- 
men to properly market it, and also the potential sales pos- 
sibilities for that line in his territory. It is of no gain in 
profit and prestige to accept an agency unless you are able 
to do full justice by it, and certainly anything less than 
full justice to the line is not fair to the manufacturer. 
We have the agency for a dictating machine and also 
sell other office machines We have several 
times given consideration to the subject of handling some 


and devices. 
of the other larger and more complicated mechanical spe- 
cialties, such as typewriters, adding machines, and duplicat- 
ing machines. However, we have felt that our territory 
was so well covered with regard to these larger machines 
that we have not up to the present deemed it advisable for 
us to add further competition in the sale of these particular 
machines. Yet we know the dealer can successfully sell 
office machines for, had the dictating machine 


agency offered us, our analysis of the situation convinced 


when we 


us that there was a real need for dictating machines in our 
field and that we would be rendering a useful service in 
handling them. So to prepare ourselves to present dictat- 
ing machines successfully we sent a man to the manufac- 
on three different 
teach us the 


Judging by 


turer’s branch office for training, and 


occasions we have had factory men here to 
company’s method of marketing and servicing. 
the results obtained so far, we expect, with this useful office 


(Continued on Page 138) 
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SHIPMAN-WARD’S 


IMPROVED RENTAL UNDERWOODS 


LOOK and WORK LIKE REBUILTS 


PAPER TABLE 


RE-ENAMELED NEW PAPER 
FINGERS 
LATERAL GUIDE NEW 
RE-NICKELED PLATEN 


COVER PLATE 
RE-NICKELED 














COVER PLATE 
RE-NICKELED 


“T' PLATE 
RE-NICKELED 


TYPE BARS 
RE-NICKELED 
FRONT PLATE 
RE-ENAMELED 
MACHINE 
THOROUGHLY CLEANED 

NEW 
KEY BOARD 
ENTIRE FRAME 
VARNISHED 





NEW TIE BAR 
TRANSFER 


—_— NEW RUBBER FEET 


NEW RUBBER COVER 


EXPERTLY ADJUSTED-ALIGNED 
READY FOR YOU TO RENT OR SELL 





These are the machines you have been looking for. High grade 
—Low priced—for the customer who cannot afford a rebuilt. If 
used as rentals they will give long service at minimum expense. 


Write today for our latest prices of 


100% Rebuilt Underwoods Exchange Service Selected Rough Underwoods 
100% Rebuilding Installment Financing Welding Service 
Semi-Rebuilt Underwoods Improved Rental Underwoods Underwood Parts 





SHIPMAN-WARD MFG. CO. 


THE REBUILDERS OF THE UNDERWOOD 


1771 Shipman Bldg., 4401 Ravenswood Ave., CHICAGO, ILL. 
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An exceptional 
product which rap- Our No. 292—guaranteed for excep- 
idly makes friends tional quality; long life, excellent re- 
and proves unquestionably the justifi- sults for clear, sharp work The su 
cation of the adoption of the SUPER perior of any ribbon at popular pric« 
FINE name on the market today. 


CANODE 


INCFEASES SCOPE Of SEFVICE _rrrevrice caren are popuir price tor an 


classes of general work, an excellent value that 

~ : = will give maximum wear and is guaranteed not 

The many new office supplies recently added to the popular o smudge or blur. It can be used for three 
3 : , 3 : ‘ ~ ~ ee ° i yrit . with ordi 7 er, 1 
Canode line, greatly increasing the scope of our service, caused goples at one writing. with ordinary paper: ond 
convince the most skeptical user of the unques- 


us to change our corporate name to the CANODE INK & = fpnvince tne moet eee ea ct 
OFFICE SUPPLY COMPANY, Inc. 








Altho operating under the new corporate title, users and dealers will find n , 7 
the same honest and liberal policy, the same quality and the same guar- G mnmm O Eee 
antee of universal satisfaction that has established an enviable reputation CANODE INK CO. Inc 

for the CANODE line. ——E eieeniiicaudia amie 


Every item listed in our catalog is manufactured in our own plant under 
our own supervision. Every item must possess the merit required to insure 
our money-back guarantee of perfect satisfaction. 


Recently we increased our facilities to include one of the most modern 
typewriter ribbon manufacturing and multigraph ribbon re-inking plants 
in this country. This addition met with instant approval and is rapidly 
gaining favor. 

During the past seven years the name CANODE has become synonymous 
with unsurpassed quality at a popular price. Dealers tell us of their entire 
satisfaction with Canode products and their resultant profits. Write us 
for particulars 


CANODE INK & OFFICE SUPPLY COMPANY, Inc. 


3005 Carroll Avenue Chicago 






ttesstsersetss 


WHEN ORDER NS AS= FOR SUPT ENE NO 5S 











CANODE stencil is distinctive in view 
of its strength and durability; its proof 

° 1 r r reading qualities and superior work- 
Canode Superfine M “ft manship. 


ce 
J 
o4 

















Canode Superfine 


r YPE . 
CLEANER 














The Canode Ink & Office Supply Company, Inc., 
concentrates on a complete line of inks necessary 
for the many mechanical! office and factory ma- 
chines and devices Furnished in colors and con- 
sistency to meet requirements. 














CAN ODE 
STENCIL INK 
CANODE um com 


—_ 























CANODE INKC® 


CHICAGO 










This is a popular product. manufactured for 


This cleaner has been known for the the purpose of keeping the type face clean - 
past seven years for its exceptional qual and in perfect working condition. Removes ‘ L ‘i | 
ity. Performs perfectly and is the cheap- all grit and positively an indestructible tool SS MT) i 
est product on the market today where of long life This, with our typewriter TTL 
—~ - 


quality is given any consideration cleaner, gives a perfect job at a very low cost. 
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Dealers! Plug in on this line! 








The world is ‘‘going electric.” Radio, piano, 
iron, vacuum cleaner, all “plug in” at the 
nearest light socket. Business, too, is: turn- 
ing to electricity to speed up sales and*pro- 
ductionand detail.. And now comes the new 


Ajax Electric Time Stamp 


with Telechron plug-in unit 


$ Liberal Dealer Proposition 
includes Big Introductory Dis- 

, count, and Sample Demonstra- 
tor. Special Proposition to 

Responsible Representatives. 


Practically 100% accurate-- No appreciable variation 


It matters not whether you are in New York, 


a San Francisco, or New Orleans—a master 
clock regulates the Telechron for absolute 


accuracy. The Telechron Unit in the new 
Ajax is the standard unit, and the Ajax 


THE ELECTRIC TIMEKEEPER itself is portable- —-handy— infallible! 
Ajax leads the way in office equipment advance! 


Any time stamp is subjected constantly structed, mean nothing to the Ajax Time 
to terrific wear and tear. But itis all the Stamp. Each Telechron Unit, and each 
same to the new Ajax! Bumps and bangs Ajax Time Stamp, is guaranteed uncon- 
and jars and rough usage, that would _ ditionally. No re-servicing, no complaints, 
break down a machine less sturdily con- | —nothing but satisfied customers! 


« Get in touch with us--NOW! 
A ax TIME STAMP CO. 
354 BWAY, NEW YORK 
Write, Wire, or Mail Coupon 


AJAX TIME STAMP CO., 354 Broadway, New York 
(Check square for information desired.) 























[} Please send complete information on your dealer proposition. 

C) Please nd complete information on your representatives 
proposition 

() Please ship my order for Ajax Time Stamps. 

[J Please send demonstrator Ajax Time Stamp 

Nar 




















City State 
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Facts Sell Royal Portables 


Did you ever pick out the 
facts that sell Royal Portables? 


You seldom ‘‘hem” and “‘haw — 
about the firm touch and 
accurate alignment of the 
Royal Portable. No questions 
are asked when you declare 
that the Royal Portable has 
all the writing expediencies of 
the large machine. Your pros- 
pect sees them all on the key- 
board in front of him. You 
do not have to explain why 
and where certain large ma- 


chine characteristics appear— 
they are obvious after the 
first brief demonstration. 


All over the Royal Portable 
there is the sturdy resem- 
blance of the large writing 
machine. In color finishes 
that set the vogue there is 
nothing more to be wished for 
in a portable typewriter. This 
is what the alert buyer looks 
for in the portable typewriter. 
Here are facts that mean the 
utmost to all portable type- 
writer dealers. 


THE ROYAL TYPEWRITER COMPANY, Inc. 


316 Broadway 


New York City 











January, 1929 
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THE NEW “MUN-KEE” DISPLAY CARTON 


A compact and attractive carton 
printed in two colors—and holding a 


dozen No. 2 Mun-Kee Pads in assorted 
colors. 





This carton when placed on your 
counter will sell Mun-Kee Pads for you 
with little effort. 


With the introduction of the 
new “Mun-Kee” Display Carton, 
comes a new era in the merchan- 
dising of your rubber stamp goods. 


From off the shelf to “counter 
goods” the Mun-Kee will help you 
to greater profits in this section. 


Keep at least one of these silent 
salesmen always on your counter. 
Let him work for you without 
cost. 








DO YOU KNOW ABOUT OUR “SPECIAL JANUARY OFFER?” 


During the month of January—to introduce the new “Mun-Kee” Display Carton—we are 
offering a three dozen assortment of “Mun-Kee” items—at the half-gross item discount. 


Circulars—blotters—and display material are included free of charge. 
Fill out the attached coupon for further details. 











“MUN-KEE” NATIONAL ADVERTISING FOR 1929 


Three leading national publications 
reaching over 312,000 buying execu- 
tives will carry the “Mun-Kee” sales 
message through 1929. 


This means increased consumer demand—crystallizing 
at your store if you “tie-up” with our advertising. The 
reader is urged to go to his dealer for the pads—and if any 
orders are received directly from this advertising, they are 
turned over to a dealer in the city from which the order 
came. 


Show that you are a “Mun-Kee” dealer—Display the pads 
on your counter and in your windows—include blotters and 
circulars in your mail. All advertising and display material 
is yours for the asking. 


SYSTEM ==> 











Ms Last Stang 
“ f es 


Wren the 
met Breaks 


N 


NEWARK, N. J. 


| 

: 
MUN-KEE PRODUCTS CORP. | is: insasll 

| 

| 





Check the attached coupon if you want blotters—circulars 
—display carton for counter—display cards for window— 
electrotypes, etc. 


MUN-KEE PRODUCTS CORP., 
Newark, N. J. 


Please send us details of your 
“Special January Offer.” 


Please send us advertising and 
display material. 


DRI. 5 oc cccins dasceee centebaneeteanienesee 
CubbeseO Ge cviiie ccc csceescs cscstveneneeunneces 
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appliance, to add a right snug volume to 1929 sales. 


[There can hardly be any set general rule governing the 


handling of this class of equipment, because local condi- 


But 
oftering 


tions and possibilities differ certainly—with the 


many, many manufacturers lines of real merit, 


' 


coupled with the opportunity of sending live men to sales 


training under specialists, and with valuable 


schools ror 


sales helps and educational literature—there is no reason 


tor the stationery and office equipment dealer to continue 


nprofitable lines or using business methods which 


with modern practices are only a menace to 
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his business. The dealer must meet these new conditions 
by a more intensive study of his own local opportunities; 
by a better knowledge of the line he is selling; by a well 
trained, intensive sales force; and by work, work, work. 

Not long ago, a very prominent and successful physician 
brought out before our Rotary Club the thought that there 
is no mystery or magic about medicine. The learned doc- 
tor said that any one who would pay the price of prepara- 
tion, study, and hard work could achieve the same results 
as had this successful physician. And I could not help 
but think that this same rule may be applied with perhaps 
even greater force tn any business, including that of the 
average stationery and office equipment dealer. 


Some “Do’s and Don’ts” in Selling Machines 


By John M. Cooper, Vice-President of the Foote ‘S Davies Company, 


Atlanta, Georgia 


IK 
a number of 
which require little or no service. What we have par 
the 


every other modern office equipment store, we sell 
the smaller mechanical office specialties 


larger 
We 


w of several instances where departments devoted to the 


ticularly in mind, however, in this discussion is 


office machines 


like typewriters and adding machines 


machines have 


We 


no such department, perhaps 


sale of such 


proven profitable. have 


because of our experience 
with a typewriter and an add- 
machine a number of 
ago. 

At that time we took on a 
line of typewriters and though 


the 


ing 


years 


were pioneering in 
field 


ful from the standpoint of the 


were rather success- 
number of machines we mar 
keted, but it 
sum of money to find out that 
at the 
sell typewriters at a profit. A 
little the 
of an adding machine and had 


cost us a large 


time we could not 


JOHN M. COOPER later we tried sale 


somewhat the same experience, although we did not go into 


the get “stung.” Once or 


those days we have experimented with the sale 
indifferent 


experiment deeply enough to 


twice since 
of the larger mechanical office specialties—with 


results * * * 


There is no denying that, with the proper organization 


and under the proper conditions as to time and territory, 


sold profitably for, as stated, we 
know of We believe 
that the commercial stationer who is going into the sale of 


office machines can be 


instances where it has been done. 


office machines should proceed with caution if he is not 
And it is 
our opinion that, if a dealer does go into this branch of the 


to have unfavorable experience with the line. 


business, he should establish a separate and distinct depart- 
ment for office machines, place a trained man in charge 
of the department, and hire one or more trained mechanics 
to look the The 
matter which the dealer will have to watch with particular 


after up-keep of the machines he sells. 

care is the giving of “free service,” which of itself is capable 

of putting an office machines department in the “red.” 
* * * 

Note: 
Mr. Cooper indicate that the experiment was made many 
Both but both 
chines have been withdrawn from the market, their mechan- 
The Foote 
up the 


The typewriter and the adding machine named by 


ago. machines were first-class ma- 


years 


ism being now incorporated in other machines. 
& Davies Co. was in truth a pioneer in 
machines with commercial stationery lines. 


linking 
Changes in the 
attitude of the users and the development of the machines 


in recent years would appear to make conditions more 


favorable today. There are now portable typewriters and 


vortable adding machines which require a minimum of 
l 


service. There is, moreover, less resistance now encoun- 


tered in the sales of machines and devices for office service 
[he economy of the machines has brought about a machine 
consciousness in the business world. Mr. Cooper’s sugges- 
tions that those who handle the machines organize a depart- 
conduct it ‘in accordance with requirements is 


ment and 


sound. 


Beloit Firm Sells Devices Successfully 

M. A. Bredesen of Bredesen Brothers, Stationers, and Offical 

Outfitters of Beloit, Wisc., Writes of the Growing Business 
Which His House Has Built on Office Specialties 


ELOIT, the city in which our business is located, has a 


population of approximately 30,000. So, you see, it is 


neither a very large city nor a small town, nor would 


our experience in the sale of office machines and devices 


probably be typical of the conditions and lines of procedure 


in either a larger city or a small town. Nevertheless, the 


character of our territory and the lines along which our 


business is in general conducted do not differ very greatly 
from the class of clientele and surroundings of many other 


stationers and office outfitters in the United States. There- 


fore, if we have found the sale of office machines and 


devices a profitable part of our business, there ought to be 
hundreds of other dealers who could get results equal if 
not superior to ours. 

The firm of Bredesen Brothers is the pioneer in the sale 
of office equipment as a distinct line in the city of Beloit 
and while we have had in our favor any advantages which 
might have resulted from our being first on the ground, we 
have had to keep wide awake every moment, study condi- 
tions constantly, and take advantage of every opportunity 
which presented itself. 

(Continued on Page 143) 





DIEBOLD Protection 
will mean as much 
in the business world 
in the next year as 
it has meant in the 


banking world for 


over seventy years. 





THE VICTORY LINE 


The most 


up-to-date line of 


vault doors on the market 


COMMANDER LINI 
Iwo Hour Safes carrying Under- 


aboratories Labels 
and “T-20,” 


THE COMMERCIAI 
Two Hour Safes for the smaller busi- 
ness office. 


BURGLAR PROOF CHESTS 
Carry lowest mercantile burglary 
insurance rates. 


Compare this line of Safes point by 
point, feature by feature with any line 
you wish. Compare the formed steel 
angle construction that gives maximum 
protection with light weight, the insu- 
lation that possesses the greatest heat 
resisting qualities known and adds 
strength, and dozens of other superior 
features. This construction alone will 


convince you—as it will every one of 


your prospects to whom you point it 
out—that Diebold Fire Resistive Safes 
are the best on the market bar none. 
Add to this our National Advertising 
in The Saturday Evening Post, Nation's 
Business, Magazine of Business and 
System, our Sales Promotion, Sales 
Help and Dealer Helps and the sum 
will be—the most profitable line of 
safes a dealer can handle. 


Write for our plan for you—we want you to profit by it. 


DIEBOLD SAFE & LOCK COMPANY, Canton, Ohio 


IEBOLD 


ASK YOU Ro 


BAN KLE R. 
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Here’s something new in 
typewriters at last—not just a 
portable, not a heavy office model, 
not a “Junior” size. It’s the new Barr 


Typewriter, a genuine Morse Precision 
Product, born with a pedigree over a quar- 
ter century in the making, and bringing the 
answer to typewriting problems in offices, 
homes and stores—a real typewriter, 
with portable compactness, and standard 
sturdiness. 

It’s new, Mr. Dealer, and now’s the time 
for you to get the Barr dealer proposition. 
There are customers headed toward your 
store today, looking for the new Barr! Write 

—vet a sample in your store now! 


FIVE » 
FLASHING sey 
COLORS TO FEATURES 


SHOW | NOOTHERCAN 


“* 
ae 


er 


= DUPLICATE 
= Jaladas 
MORSE PRECISION PRODUCT 


PY PEWRITER 


- — 
’ BARR-MORSE CORPORATION 
ITHACA, N. Y. U.S. A. 
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PREFERENCE 
MAKES 
PROFITS 





---and the preference is 
for PEERLESS KEYS 


‘T YPISTS everywhere prefer to have their 
machines equipped with Peerless Rubber 
Typewriter Keys. Dealers everywhere prefer 
to sell Peerless Keys. 


Preference proves worth. Preference makes 
profits. And that’s why you ought to sell 
Peerless Keys, if you are not already doing so. 


Peerless dealers enjoy an already created 
consumer demand and real _ selling help. 
Peerless dealers know that they are backed 
by cooperation which refers orders to them 
and does not sell direct. Peerless dealers 
know they have the best typewriter keys ob- 
tainable, guaranteed for five years against all 
deterioration. 





Be a Peerless dealer and make more money. 
Write now for a sample key, erasure shield 
and full particulars. 


PEERLESS KEY COMPANY, Inc. 
176 Fulton Street New York City 







Peerless Key Company, Inc. 176 Fulton Street, New York City 

Kindly send us, without obligation, details of your profit- 
building plan for dealers, together with sample Peerless 
Key and Erasure Shield, with our imprint. 












NAME 







FIRM 
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REBUILT 


SMITHTYPE RENTALS 





x 1 C Smith & Bros. 
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THE OUTSTANDING TYPEWRITER VALUES 


ALSO 


Select Rough Typewriters--All Makes 


REBUILDING SERVICE — EXCHANGE SERVICE — INSTALLMENT FINANCING 


OXON AIAN TONNTON IONIAN TON TON NON 10.70. 












Write for Latest Price List and Complete Details of Our Service 


SMITH TYPEWRITER SALES CORPORATION 


469 EAST OHIO STREET CHICAGO, ILL. 


World’s Largest Rebuilder of the L C Smith 
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(Beloit Firm Sells Devices Successfully—Continued from 


page 138) 


One of those opportunities has been the sale of office 
machines and devices, of which we handle a fairly complete 
line. Among the specialties we sell are: Standard and port- 
able typewriters (we carry new machines, but no rebuilts), 
adding machines, envelope opening machines, clipless paper- 
fastening machines, paper stapling machines, punches, check 
protectors, mechanical copyholders, duplicating machines, 
eyeletting machines, pencil sharpeners, time stamps, dis- 
tributors and sorters, visible index systems, dating stamps, 
envelope sealers, numbering machines, and stamp affixers. 


Our business in these articles has not yet reached the 
point where we would feel justified in creating a separate 
department for them and segregating the stock in that 
department. While as yet we have no single outside sales- 
man who devotes all of his time to selling office machines 
and devices, we hope in the near future to be able to assign 
a man exclusively to the selling of these mechanical spe- 
cialties. Meanwhile shelves, counter, and floor space, ac- 
cording to the requirements of the device and other condi- 


Additional Views on Dealer 
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tions, have served very well to display our lines of 
mechanical specialties to advantage and to make sales of 
them. 

Though the percentage discount on some of our machines 
and devices may not be as large as the percentage we get 
on some of the other lines, we find that the larger gross 
profit per sale of office machines, as compared with the 
time and effort of the salesman, makes handling such 
devices profitable. Thus we find that we frequently make 
an outright sale of a mechanical specialty with a minimum 
of sales talk and earn a profit of as many dollars as we 
sometimes make in cents with a smaller staple which takes 
many times as long to sell. 

We have not been successful in selling office machines 
and devices from the catalogue alone without showing the 
machine itself. We have, of course, sold many office desks 
and chairs from catalogues. 

As for renting typewriters, we have not gone into that 
because our general conditions do not warrant it, but it is a 
good “game” if conditions are right. The fact that we have 
the agency for a good typewriter is one of our advantages 
and plays an important part in the figures on our ledgers. 


Handling of Office Machines 


In Which John G. Hullett of the Baltimore Office Supply Company, Baltimore, Md.; Edwin 
1. Baer of Baer’s, Canton, Ohio, and Nitschke Brothers of Columbus, Ohio, Give the Results 
of Thew Experience 


HE machinery lines which are carried by the Balti- 
more Office Supply Company include gum tape ma- 
chines, clipless paper fasteners, paper stapling ma- 
chines, punches, mechanical copyholders, eyeletting ma- 
chines, distributors and sorters, pencil sharpeners, dating 


stamps, numbering machines and paper and card trim- 
mers. Mr. Hullett, who is 
secretary of the company, 


states that they do not han 
dle the larger office machines 
Smaller machines are_ sold 
from shelves and counters. It 
Mr. Hullett’s 


experience that office special 


appears from 
ties have to be pushed by the 
that the 


sale is not 


salesman and gross 


prefit per great 
enough to equalize the profits 
as between office machines 
and other lines which carry a 
gross margin. The 
that 


pense is as great as in other 


greater 





inference is selling ex- 


“6 . OHN G. ;LLETT 
items and if discounts are JOHN G. HULLET 
less, net profit is correspondingly so. 
selling office machines and de- 


men are 


No outside salesmen 
concentrate especially on 
mentioned no service 
and all that the 


The company buys outright and does not have 


vices. On the machines 


employed machines company sells are 
stocked. 
agencies for any of its machines. 

The house of Nitschke Brothers of Columbus sells porta- 
ble typewriters, gum tape machines, paper stapling ma- 
chines, punches, duplicating machines, eyeletting machines, 
time stamps, pencil sharpeners, dating stamps, numbering 
machines and paper and card trimmers. The smaller de- 
vices are sold from shelves and counters. Many outright 
sales are made with a minimum of sales talk and, in the 
case of this business, the gross margin of profit is great 
enough to overcome the smaller cost of sales effort. No 


outside men are employed especially to sell office machines, 





nor is it possible for a special service man to pay his way. 
No devices are sold from catalogues nor from samples. 
It is not a good idea, say Nitschke Brothers, for stationery 
stores to maintain a rental department for typewriters. 
The company has no agencies. 

Edwin I. Baer of Baer’s, Canton, Ohio, gives some inter- 
esting particulars. He says: 

Of the large list of office 
specialties that you mention, 
we sell that type of device 
which requires less experience 
and which does not come un- 
der the head of specialty sell- 
ing. 

This list includes portable 
typewriters, small gummed 
tape machines, clipless paper 
fasteners and stapling ma- 
chines; paper punches, copy- 
holders, duplicating machines, 
eyeletters, pencil sharpeners, 
visible index systems, dating 
stamps, envelope sealers, 
stamp affixers and card 





BAER 





EDWIN L 


trimmers for use fn the office. 

From the above list you will see that the only larger 
office device which we sell is the duplicator. 

Our store is long and narrow and these machines are 
demonstrated in the back, where it is most convenient. 

The smaller devices and machines are sold from the shelf 
and from display cases. These smaller devices require little 
sales effort, and can be sold and demonstrated by an ordi- 
nary clerk. 

It has always been our opinion that it is necessary, in 
handling the larger machines, to have a specialty salesman 
who can devote all his time to their sale. 

As we demonstrate and sell only Mimeographs in the 
larger type of office device, it is difficult for us to answer 
in general terms questions concerning the practicability of 

(Continued on page 148) 
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ROTOSPEED 


has a new dealer franchise. 
Dealer helps, larger dis- 
counts, and merchandising 
co-operation combine in a 
proposition assuring you 
the largest profits and the 
most sales possible from a 
specialty line, in return for 
your efforts. 


ROTOSPEED products 
are in constant demand, 
assuring a quick turnover 
for dealers. Business men 
have been searching for an 
eficient but low priced 
stencil duplicator; in 
ROTOSPEED they have 
found their weapon. 


ROTOSPEED Duplicating 
Machines and supplies are 
well established in most ter- 
ritories. This is your op- 
portunity to be connected 
with a reliable manufac- 
turer of duplicating ma- 
chines and supplies. Write 
today for full particulars. 





Improved Stencils ana Inks 


ROTOSPEED has fied with results due, 


spent much time and very often, to unsuited 
money introducing the’ stencils and inks. The 
new NO-WAX Dry NO-WAX Dry 
Process Stencil and Process Stencils are 
correspondingly Im- new and entirely dif- 
proved Inks. Many ferent and have been 


proven 100% success- 


ful. 


owners of duplicating 
machines are dissatis- 


THE ROTOSPEED CO. 


201 West Fifth St. 
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“Gold Standard” 
PERFECT REBUILT 


NEW NEW 
IN IN 
APPEARANCE EFFICIENCY 


~seccrss <a 


Vw Ass 


Semmes 


Underwood Typewriters 


THEY HAVE 


ORIGINAL new replacement parts 
ORIGINAL new nickel and enamel! 
ORIGINAL new beauty and value 


MR. DEALER 


START 1929 RIGHT! 





STOCK THEM .----SELL THEM 
ON 
OWER IGHER 
REMINGTON 
SMITH BROS. 
EXPORT---WHOLESALE 
GENERAL TYPEWRITER EXCHANGE, INC. 


UNDERWOOD 
PRICES || anp ALL OTHERS VALUE 
462-464 BROADWAY NEW YORK, U. S. A. 














The who sells a 


stationer 


Neva-Clog Stapling Plier is 

giving a great deal more for 

the money than the one who 

ells only a desk stapling machine For a Ne i-Clog can be 
sed everywhere up near the ceiling, down nea the floor o r 

anywhere in between Because a Neva-Clog requires no base 
s range of isefulness is enormously increased ikewise its 


profit Send for a sample of the former a 


possibilities 


we tell you about the latter 


NEVA-CLOG PRODUCTS, INC. 
DEPT. OA-1-29, BRIDGEPORT, CONN. 





vn 
ey 
mt 











STAPLING PLIERS 


U.S. and POREICN PATENTS 
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700 Postal Scale 


Here are I D L office articles 
that have become popular 
through sheer quality and con- 
venience. Include them in 
every display of stationery 
items. 

The I D L Postal Scale has 
an adjustable spring balance 
and a computing dial; is sold 
at a price to recommend its 
installation in every depart- 

ment. The No. 800 scale has 
No, 800 Postal Scale three features and in addition 
is made of solid brass and has 
mahogany base. 

The I D L patented eyeletter 
is readily loaded with a strip 
of fifteen eyelets. Insert papers 
and press lever—dquick, sure! 


We have many other labor 





O., saving office. accessories Ask 
beta list for the I D L catalog and dis- 
' << | counts. - 


—* ~- ry A ° . - E 
erate: . 2 
- a! aot 200 Hudson Street, 


= : } New York, N. Y. 
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Goslar, Germany 


Manufacturers of 


Duplicating Supplies 


Specializing in Dry Stencils 
(Mounted or Unmounted) 
Sold to the Trade Only 


W. W. ERSKINE 


NORTH AMERICAN AGENT 


320 Broadway 525 Market St. 
New York 


San Francisco 












Every office building, factory, 

hotel, apartment house or 
other institutions, /arge or small 
—a prospect. No competition. 
Sells on sight. Wide profit 
margin. Send coupon for 
complete information. 
The Telkee system solves the 
problem of key identification 
—a bugaboo to every organi- 
zation that uses large quanti- 
ties of keys. 

The plan is simple but no one has ever thought 
of it before. 

A Telkee patented marker identifies each key. 
Telkee tells who has the key and prevents un- 
necessary loss. Those now using the Telkee 
system say that it pays for itself in savings 
from lost keys alone. 

The Telkee system also solves the key filing 
problem. Wall safes, drawer files, wall panels, 

are included in the line. You'll find a method 

of filing and key identification for every need. 


Send Coupon NOW 


before you turn this page. We will forward J” 
you complete details about direct mail a 
helps—advertising program, etc. Don’t 4 


Miss This Opportunity. A a 
wln 

yo rx 
Thayer Telkee Corp’n ee 
Builders Exchange Bldg. _~ avout the Telkee system of 

Los Angeles, Calif. identification. 

a Name 
at Street 
es 
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A Brand New Salesman << 
for BABE PEE TENER” 
Speed Fasteners || 


STAPLING MACHINES 













USING FROZEN STAPLES 
You’ve read about “BABE”—the newest Speed eo 
Fastener, its low price, attractive colors, small A MODEL FOR EVERY NEED” 
size and sturdy construction, light weight (8 
z.), its point sharpened staples, its 20 to 25 oe WERPENS/ Ye 
sheet capacity and its easy, quick action. It’s 
a real paper fastener; has side indicators, stop 
gauge, rubber feet; takes thinnest staples and 
will not clog. 
Here’s your opportunity to show “BABE”—in 
this new display case on your counter. This 
silent salesman will start many orders for you. 
Your trade will welcome this efficient, attractive 
device. Don’t delay—send us an initial order 
for “BABE” Speed Fasteners and we’ll include 
the display material. 

















PARROT SPEED FASTENER CORP. 
388 Broadway, New York, N. Y. 














QuickasaFlash! || The Superior 


End Mistakes—Double Speed with 
Precalculated Verified Answers we U LTI PO ST 


Mellicke ready-made answers to routine problems cut 


calculating time in half for Western Union, Western Electric STAMP AFFIXER and RECORDER 


and many other users. Any employee can use Meilicke 


Systems without training. There are no keys to punch, no SAVES STAMPS, TIME and MONEY 


levers to pull. Just turn the card and copy the answer. , ae £f fi 
: , oper- 
che tektites tate eamitete Eliminates four out of five necessary op 














of the following devices: ations in the stamping of mail. Prevents loss, 
Interest Calculators misuse and mutilation of stamps by keeping 
———«—89 them locked together in one safe place. 
Pay Roll Calculators - 7+! “c 
Bonus Calculators Makes possible an accurate record of all 
Unit Basis culators 
Dozen Basis Calculators stamps used. 
Freight Calculators DEALERS: 
Express Calculators * ° ° - 
Lumber Calculators You know that persistent National Advertising 
-- ., . ae creates a steadily increasing 
Butter-fat Calculators demand for an article, the 

ar oods alculators : rhi , 
Discount Calculators merit of which has already 
Water Bill Extenders been established. Each of our 

ectric xtenders , ; - 
ony BH AR advertisements urges pros 
Vertical Cataloging pects to ask you for the Mul- 
Phone Indexes tipost and you should be pre- 
The Dictaform for letters, pared to supply them. Under 

paragraphs and all our Deaier Plan you carry no 

ata. 


stock, have no money in- 


vested and are not obligated 
Mellicke Systems meet every need, and special Calculators for s 
can be supplied to meet any special requirements. Let us service. 
show you without obligation how Mellicke systems can save [ 





If you have not received our 
Dealer Book “Why & 
How,” write for # now. 


money for your business. Write now. 
Agents—Some valuable territortes are still open. Write today. 


Meilicke Systems Inc. Multipost Company 
3471 No.Clark St. Chicago, Illinois LL ROCHESTER, N. Y. 
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Changeable “IN and OUT” Board 


Made in standard sizes to accommodate twelve names 
and twenty-four names, special sizes to order, these 
boards will tell at a glance just who is in or who is 
out and when they will return. The twelve name 
size is 11x10 inches. 

Instead of using the old style peg which was very 
often mislaid or lost, a celluloid sliding indicator 
marks the time of return The names are changeable 


You can pick up worthwhile orders by showing 
this new board. Prices and information on request. 


DAVENPORT-TAYLOR MFG. CO. 


Main Offices and Factory 
412 Orleans St. Chicago, Ill. 


Boston New York San Francisco Detroit 


NAME WILL RETURN 
ANDREWS, J.P = OF 
BRAOLEY. J 0 
CAMPBELL./.C 
DERMOTT. R.A 
EURECK.E.G 
FRANKLIN, P.R 
GREGARR, J.J 
HAMLEY.K 


iNOR 
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TRINER 
NEW TYPE 
AIR MAIL 


SCALE 





This scale is used by the post office depart- 
ment for air mail. It was selected as the 
best type for the purpose. It is built of steel 
with brass beam and poise. By means of 
deep “V” notches in the beam and a steel dog 
on the poise which seats in them, it is easy to 
get positive, accurate weight. 


All Triner Postal and Parcels Post Scales 
show the latest rates, in effect July 1, 1928. 


Triner Scale & 


Manufacturing Co. 
2714 West 21st Street, Chicago 










































e 
Greatest Value 
Ever Offered in 


After 20 years’ successful 
experience in manufact- 
uring stamp affixers, en- 
velope sealers, and postal 
permit machines, Stanp- 
ARD now offers two brand 
new products for 100% 
mailing efficiency at lowest 






cost ever! 


The new Standard Junior Envelope Sealer 
seals all sizes, shapes, and styles of envelopes, 
bulky mail and catalogues included. Nothing to 
wear out, it will last a lifetime. No wicks, sprays 
or rollers—no adjustments, cleaning or replace- 
ments. Stays “put” on the desk—yet portable. 
Ideal for the small mailer—equally ideal for larger 
mailers, to use in conjunction with an automatic 


sealer. 


The mew Standard Stamp Affixer affixes stamps 
5 times as fast as by hand, neatly and securely. 
It protects you from waste and misuse of postage. 
Many improvements in this new model. Price 
$25, with Four Digit Counter $3 


Envelope Sealers—-Stamp Affixers 
Postal Permit Machines 


Standard 


MAILING MACHINES CO. 
Agencies in Principal Cities Service Extended Everywhere 
Revere Boulevard Everett, Mass. 








——Clip the Coupon 


For descriptive literature clip the coupon 
and pin to your letter head. Our average mail is 


cab eeseuie pieces daily. 
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(Additional Views on Dealer Handling of Office Machines— 


Continued from page 143) 


selling other large office machines 
We do sell a specialty device occasionally from the cata 
sales are very 


logue or without demonstration, but as these 


Opportunity Knocks at Door « 
By Deane 8. Reynolds, The O fice 


HiN i quarter ot a ce! Ir\ or 


rst attracted publi 


more avo large 


business consolidations atten 


tion the fear was generally expressed that opportu 








nities for individual success n usiness were a thing of 
the past On the contrary, there are now far more con 
cerns im operation than there were twenty-five years ago, 
and the continual progress of 

inventive genius and individ 

ual tiative points towards 

further expansion indefinitely 

Che typewriter industry has 

he me of the most prolitic 

fields for new enterprise. The 

easy steps from a small re 

pair shop to the handling of 

used machines, and then on 

to the agency tor new type- 

writers has afforded oppor 

tunities in every city and tow! 

in the country for thousands 

of new enterprises, in many) 





cases operated independently 





by tormer employees of man 
DEANE 8 


REYNOLDS 


utacturers. 


One of the outstanding achievements of the typewriter 


has been the arousing of public consciousness to the fact 
that business can be conducted more quickly and at far 
lower cost with the help of mechanical office equipment; 
and the popularity which modern appliances have won 


has extended the'r use even into the home No longer is 


it necessary as in the early days of the typewriter, to 
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lew, Our experiences are not of value to dealers elsewhere 


Commercial stationers situated as we are would better 


keep hands off the sale of specialties unless the machinery 


can be departmentized and cared for by a salesman who 


as no other duties or responsibilities. 


»f Dealer Who Diversifies Lines 
> Lppliance Company, Boston, Mass. 


convince the that echan 


That 


direct sales energy to prospect 


ical helps are worth while. fact is established bevond 


dispute 

So, there now opens to the modern typewriter dealer the 
opportunity to build sales far beyond what would have been 
with 


possible with the one line, by serving his community 


adding machines, duplicators, envelope sealing machines 


stamp athxers and a host of other allied lines; often going 
a step further and supplying desks, files and other equip 
The 


strengthens 


ment which office needs. concern which 


into all 


mere profit obtained; for it becomes an essential part of the 


every goes 


these branches itself far bevond the 


community it serves 


And there is a sound econom‘c basis for development 
of this kind. Branches, which many manufacturers have 
tried in an effort to develop the maximum market, have in 
many cases far too great an overhead to permit them to 
pay, and there is a very definite trend back to the mde 
pendent dealer, whose overhead is less because of greater 
total volume than in the branch store. This condition ts 
making further opportunities for typewriter dealers to 


broaden out, provided they can qualify as responsible, 


reliable and aggressive men For manufacturers cannot 


intrust the job of disposing of the output of their factories 
to dealers unless salesmanship of a high order is practiced 
to provide the outlet which their plants require 

So, 1929 will offer the office equipment dealer more 


pos 


sibilities than any year which has gone before, to expand 
his business on a solid foundation by rendering his com 
munitv stperior service, 


Manufacturers Co-Operation Helps Sell Specialties 


Charles O. Botz, Vice-President and Manager, Acme Printing 


pany, Sedalia, Mo., Sees Possibilities in 


| H ANDI E several once machines ind devices 
here, and while we have not received from some 
manutacturers the co-operation which we fteel it 


necessary if the dealer is to make a financial success of 


office specialty lines, there are a number of manufacturers 


with the dealer and him 
W hile 
still the 


comp nsate 


who certainly co-operate protect 


as far as territory is concerned. discounts may not 


be as wreat as they should be, co-ope ration these 


manutacturers give the dealer him, at least 


difference in discounts between other sta- 


omee 


in part, tor the 


tionery lines and machines and devices 


well 
the 


There is one situation with which we are not very 


satished, and that is that some manufacturers expect 


dealer to sell their products and furnish mechanical ser- 


they allow him the 


when, 


vice for a year, and “magnificent” 
according to com 


the 


discount of twenty-five per cent 


petent estimates published in the trade journals of 


held, the 


tween 


overhead in the stationery business averages be- 


twenty-seven per cent and thirty per cent It seems 


to us that such manufacturers should face these facts and 


give to the dealer discounts which will enable him to make 


on the original sale a profit large enough to offset any loss 


which the dealer may sustain in furnish‘ne mechanical 


&F Stationery Com 
FHlandling Office Machines and Devices 


service to customers who from time to time require it 


A general protest might or might not be productive of a 


change of policy by some of those manufacturers who fail 
to cooperate with dealers who handle their lines. 
There is another practice of some manufacturers which 


Quoting the dealer 
list 


| feel is worthy of attention, namely 


a fixed discount based on a supposedly regular sales 


price, only to have the dealer later run against sales which 
been 


have at prices anywhere from 


the 


made in his territory 


one dollar and fifty cents below to one dollar above 


recommended price. This statement applies particularly to 


the smaller items, such as punches, fasteners, etc., which 


should retail at from $3.50 to $10.00. Such experiences are 


rare in our community but the thing has been done, to our 


knowledge, in other communities and it seems to us that if 


manufacturers who are responsible for this practice expect 


dealers to handle their articles, they should avoid selling 


these articles to any one but a bona fide dealer 

Yes, given a suitable territory, the stationery dealer, with 
the intelligent co-operation of the manufacturer, can do a 
profitable business in the handling of office machines and 


dey ices 


(Specialties Section Continued on page 152) 
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Beves toa 


BIG 1929 


with 


Bigs Value 
RIGGER Sales A 


and your 


BIGGEST Profits 

















ys SELF 
FORCE L. 4 ey 
- —.. ‘ 





Model */50 
AUTOMATIC NUMBERER 









SIMPLE 
CONTROL 







Retail Price 


WM. A. FORCE & CO., INc. 8°" 
105 Worth Street, New York 

180 No. Wacker Drive, Chicago, III. 

573 Mission St., San Francisco, Calif. 
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ATTENTION 
STATIONERS! 


— ACME STAPLE Binding Machines can be sold 
on sight to every customer and by their faultless 
performance will increase your business. 

ACME Stapling Binding Machines are unequalled for 
fastening documents, letters, invoices, proofs or sheets of 
paper together. 

ACME Staple Binding Machines are made especially for 
heavy duty. Parts are interchangeable and any part needed 
can be supplied at once. 

Send us a copy of your mailing list and we will forward 
literature over your name. 

ACME Staple Binders are the only binding machines de- 
signed, built and distributed complete from our factory. 


WE GUARANTEE OUR PRODUCT 
Write for Special Dealers’ Proposition 


patent tor ome wer ACME STAPLE CO. 


and stapling samples to- 


— 1643 Haddon Ave. Camden, N. J. 


Est. 1894 


ee ee 
VISIBILITY 


Is the demand in 
Office Appliances 
Today 


Get in line with the ONLY 
Visible Numbering Machine. 


Good profit and quick turnover be- 
cause only ONE model to stock. 


Retail Price in U. 8. A. only 
$12.00 


GO4321 Keo 


3-Movement prints! 














The ideal desk paper fast- 
ener. Neat and efficient 


+ 





Used by § insur- 
ance companies, 
lawyers, corpora- 
tions, etc., for 
vouchers, docu- 
ments, etc. 











The Fastest 
je Selling Hand 
3) Time Stamp 
=m on the Market 


Price, $17.50 List 
Fine Discounts 


HANDLE 


JosLin's ECLIPSE 25,» | | AMERICAN VISIBLE 


112 7 





“THE CLOCK WITH A MEMORY” NUMBERING MACHINES 
NOV18'34 By the makers of 
Se ee ee ee Fac Simile Inpression AMCODA TER 


The great little desk companion with the 
sharp metal figures and the leng life. All- 
metal construction—dates run for 12 years— 
brilliant colors: Chinese Red or $2 95 
GD winds odin sulk etbecdu dc ccdvs e 


Manufactured by 


a American Numbering Machine Co. 
224 Shepherd Ave. Brooklyn, N. Y. 
Chicago London Paris 


Canadian Agents 
S. S. Stafford Co., Ltd., 146 King St. 
Toronto, Canada 


Manistee, Mich. 
Send details of your dealer proposition. 


at no obligation to us. 
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PELOUZE POSTAL SCALES 


HEY tell automati- 
cally the exact amount 
of postage, in cents, re- 
quired on all mail matter, 
including parcel post rates 
by zones. Warranted ac- 
The Keys for Profit | curate. Beautifully finished 
| in French gray or gold 

Lincoln superior rubber cies enamel. 
keys are the keys for | 























Made in Several Styles 


profit. A demonstration 
sells them and the qual-. 
ity keeps them sold. 


And back of the Lincoln 
advertising, is a dealer 
plan that actually plans 
your sales. You should 
know more about these 


Intended for in- 
dividual desk, 
library, office or 
shipping room. 
Dealers supplied 
by principal job- 
bers. 




















keys. Write us. | ASK FOR PELOUZE SCALES 
— a _ Pelouze Manufacturing Co. 
27 Thames St. 2 232-242 East Ohio Street Chicago, Illinois 
New York, N. Y. Original Manufacturers of Reliable Automatic Postal Scales 








“The Best Scales to Use Are Made by Pelouze”’ 









































POLAR 


Practical Office Items 
Harmonize With Matched 
Suites 


The vogue of beautiful and carefully 
planned offices made necessary desk 
sets and desk pads to harmonize. 
The quality had to be in keeping 
with the finest matched suites. 


So Polar offered the De Luxe pad 
with panels in contrasting colors. 
Panels are five inches wide and 
beautifully hand tooled. Genuine 
leather is used. 





The Polar line also includes beautifully decorated office 











The many new offices and the refur- screens, period letter trays, de luxe chair cushions and many 

nishing of old ones opens a vast other items, illustrated and described in the new catalog. 

market for these handsome desk Se ra TT 

pads. | POLAR MFG. CO., 119-125 No. 4th St., Philadelphia 

Send us your new catalogue. 

Polar Manufacturing Company DOMME... is Sin seiens thigh Ree E pete le eee 

125 N. 4th St. GR Sere are oe oe 
PHILADELPHIA, PENN. I 





rac — me Per Perec Settee G66 oki os onc ceo vb les cee 
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Manufacturers and Dealer-Agents 


{ Thought or Two ona Phase of the Office Equipment 
Business That Seems to Need Clarification and Mutual 
Forbearance 
6é HERE is a destiny that shapes our ends, rough- nevertheless content with what he is dong Sometimes 
hew them how we will,” said the bard, and a mod- in such cases the manufacturer considers that the territory 
ern cynic responded with the remark that what should yield a very much larger volume of business and 
the poet said was true, except that he hadn't punctuated feels sure that it will if more intensive cultivation is given 


correctly; the quotation should read: “There is a destiny There are dealer-agents for important office machines 
that shapes our ends rough—hew them how we will!’ who so thoroughly cover their territor‘es that the manu- 
Occasionally a dealer bobs up who seems to take the facturers have no possible grounds for complaint. There 
cynic’s view of the quotation are others who fall short of the goal. 

Every once in a while some dealer rises to express him- The dealer-agent who has succeeded in establish'ng a 
self with heat and emphasis after having had a dealership profitable business on a specialty may be prone rather often to 
taken away from him his is a sore spot which annoys a regard his efforts as being solely responsible for that con 
number of dealers As a rule its area isn’t very large, but dition; but in many cases analysis would prov vat the 
it is as insistent as a pebble in one’s shoe. Dealers have manufacturers prestige, bwlt up by general advertis‘ng 

7 , . . r » 7 - , le f ] 
occasionally expressed themselves on the matter in Office and the known value of the line, is responsible for much 
Appliances of the business, for aside from the business directly in 

, - spired by prestige and advertising, sales resistance has been 

The subject 1s not so fearsome of mien as the ghost of ' ' HN al ' ' tt leal / 

. : , weakenet all along the me an the dealer-agent has an 
Banquo, but it does as persistently materialize at the feast . 
, easier time getting orders than he would have had without 
and always at the wrong time It is one of those disputa- j a 
, , the manufacturers’ cooperation. 
tious affairs about which there appears to be no finality—it r - : 
, , , ' Whenever a case arises involving the withdrawal of a 
seems bound to present itself. Up to the present no one has } 
= , | , , | dealer agency and the substitution of a direct agency it 1s 
cel ible to la\ tive spectre with il ANnAIVS:'S that would , 
, , hel : well to withhold judgment until all the facts are know1 lt 
itist either side while contounding the other . 
' 1¢ manufacturer were making the volume to which he 
Opinion on the subject is not, as might be supposed, , , 
; leal regarded himself as entitled, he would make o change 
! satel | ] +! | 
arpiv divide with the deaiers on one side nal toe mat *,? ' ' ‘ 
. ; . , unless forced to do so bv some condition outside is control. 
acturers on the other \ manutacturer tavor ng the dealer ’ : 
It is assumed that in withdrawing a dealer-agency no con 
mnt of view cexpre ssed himseli oO! the top recently to a ‘ , ‘ 
: | ‘ tract is broken and the dealer is subjected to as little loss 
representative ot Othce Appliances The product of this : ‘ , : 
| | ] o | and inconvenience as possible As a rule, the dealer has 
anutacturer probda vy is not subiect to some of the com , . P 

é; J _ already realized a substantial profit over and above the cost 

plications that are imherent in the state of affairs above ' ' ’ 1 
of establishing the department and of his expense in pushing 

described He is not likely to be contronted vith certain a 2 } 

a . it to a successful issue. If he has not done so within a rea 

delicate pr ylems that other manutacturers of othce equip . . . se 6 , . . 
sonable time he is unfortunate; but if he has reaped where 


ment must deal wit! : , i a 
he has sown, the reflection may serve to temper his disap- 
When a dealer voluntarily gives up an agency. either he 


pointment 


} ; mc (ft } } » he |} mething ] 1 ’ - 
is not found it profitable, or he has something else Manufacturers as well as dealers are always confronted 
view that will be more profitable and he cannot afford to with more or less competition. It is dangerous to let val 
: SB tel , 14 
cle vote time a d attention to the hirst one On the other uable track wet away Margins ot pront are seidom so 


mand, when a manufacturer takes an agency from a dealer Bass 


large that any business man can afford to neglect his vol 


there ich . , : 

ere are always reasons which, he thinks, make it neces nme Everv concern is obliged to follow the dictates of a 
ary It goes without saying that if a dealer-agent is secur sound business policy Sense in business is the strong 
ing from his territory the volume which the manufacturer — ctee] that | 


makes up the substance of the shaft and the 
may hope for, the agency will be continued unless some wheels and the gears and the rods: sentiment is the oil 


thing arises which puts the matter outside the manufac- that makes all run smoothly Each has its place, but 


turer's control \ merger, for instance, with another man neither can perform the service of the other 


ufacturer may necessitate a change of policy. If the manufacturer’s judgment is wrong, he wll suffer 


Sometimes a dealer-agent in a community is able to build for it. If the dealer has not done his part, he will suffer 
up a considerable volume of business on a given line—busi Neither can get away from the law of nature and of truth 
ness which may be profitable to all concerned: and while If both have done wisely according to then light neither 
he wishes to deve lop the business as much as possible, 1s need worry. 

Here endeth the Office Specialties Section im this, the January, 1929, issu 


of Office Appliances. In it an effort has been made to present fairly the pros 
and cons of the proposition that it is profitable for the commercial stationer to be 
the final link in the chain of distribution of office machines and specialties. A 
careful analysis of the articles contributed shows that opinions vary only in details 
and not in the broad principles involved. The suggestions made for overcoming 
the dificultics met in marketing office machines through the retail dealer are not 
presented as final solutions to the problems, but are offered simply as bases of 
thought from which every stationer may develop his own method of surmount- 
ing the obstacles. If the foregoing section serves to stimulate nascent ideas and 
focus the attention of stationers on some profit possibilities that have lain dormant. 

will have fulfilled our purpose and be worth the effort expended to bring tt 
into being 
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Here Is The Kind of Item 
Every Dealer Wants 





The “500” Rotary Slipsheeter 


When you've explained the “500” Rotary 
Slipsheeter, the prospect wants to buy. 
That’s why the “500” makes money for 
progressive dealers. 

The “500” is an attachment for rotary 
duplicators that automatically dries and 
stacks 500 copies without attention. Every 
duplicator user in your territory is a 
prospect. 

Let us send you full information and samples of 


Arlac Duroderma Dr Stencils I as mention 
at le tf 


=, 
ARLAG 
DEY STENCIL COPRFSA 
418 4° AVE PPTTISEUPCH FA 











DSS 28) 395 232) 295.39) 395 39) 23) 39). 239. 393) $89 225 395) 39). 299) 29) 395) 31 





A UNIQUE FASTENER 


The The Bump fastener is as practi- 
cal as it is novel and unique. No 
Bump metal staples, pins or clips re- 
quired; instead, the Bump uses 
a part of the object to be fast- 
ened and produces a neat, secure 
fastener. There are two models 
—the stand machine preferred by 
some for its convenient and fast 
operation and the hand model 
here illustrated, preferred by 
others for its portability and 
easy squeeze operation. Identi- 
cal results. 


THE BUMP PAPER FASTENER CO. 
LA CROSSE, WISCONSIN 


Eastern Representatives— 
Seymour-Conover Co., 350 Broadway, New York City 


VESSVESIVES NES IVES ESS ESTES TESST See sae ssa seg sess getty ee guies uieesueseuestestestiese 





How your 
Company 
can make 
available 
3000 hours 
of extra 


t : 
Expansion of effective ef- 


fort is even more vital than 
reduction of payroll. 


How many do the dicta- 
ting in your Company? 
Six? Fourteen? Twenty? 

How many stenographers 
work for your Company? 
Three? Seven? Fifteen? 

Those extra hours of pro- 

ducing time are there! 
Let us prove this at your desk. 
Telephone “The Ediphone,” 
your City, and ask for the book 
“An Easy Way to Chart Your 
Correspondence.” 


Ediphones Personalized in Colors 


THOMAS A. EDISON, Ine, 


ORANGE, N. J. 


World-Wide 


Service 
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Cesco EF Equipment 
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Cesco Products cover a wide range—Forms and Binders—for 
most every conceivable purpose. Whether for hand or machine 
kept records, the Cesco Dealer is in a position to fill the needs of 
his customers efficiently. And in addition he has the advantage 
of being able to offer the very latest and most saleable Visible 
Record Equipment on the market. Dealer Cooperation involves 
the highest type of sales aids, window displays and advertising 


literature. 

Exclusive Agencies Send for Catalog 
To progressive dealers, maintain- Your Loose Leaf Department 
ing a force of salesmen we have a should have a complete set of 
most attractive dealer franchise. Cesco Catalogs and System Book- 
Agencies are available in open ter- lets. They will gladly be sent on 


ritory for the Visible Record 


° ; ; 
Equipment, the General Line equest together with discount 

















ae tentie. schedules. 
. 
THE C.E.SHEPPARD CO. 
271 Van Alst Ave. 
LONG ISLAND CITY NEW YORK 


—_—— 
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(First Spanish Business Show a Success—Continued from 
page 31) 

stituting a veritable compendium of the science of modern 

organization and office equipment, were printed and issued 

by the Chamber of Commerce and Navigation of Barce- 

lona in a popular edition of many thousands of copies. 

The contests held during the period of the exposition 
were: 

Main event, the Spanish national typewriting champion- 
ship contest, which was won by Enrique Marimon with a 
record of ninety words, net, per minute. The prizes awarded 
to winners of the typewriting contest were: The cups 
offered by the Dealers’ Association and the Academia Cots, 
a ladies’ 18-karat white-gold wrist watch, set with dia- 
monds, offered by the firm of Cortebert, through its agent 
in Spain, J. M. Portusach; a fancy case containing a Water- 
man fountain pen and automatic pencil, offered by the firm 
of Truniger, S. A., Underwood typewriter dealers, diplo- 
mas of merit. 

The commercial correspondence contest—prizes: the 
Academia Cots cup; the cup offered by the magazine, 
Actividad; and diplomas of merit. 

Commercial and library filing contest—prizes: the Roneo 
cup, the Wa-L-Imp cup, and diplomas of merit 

Accounting contest, operations being performed as far as 
possible mechanically—prizes: the Elliott-Fisher cup, the 
Burroughs cup, and diplomas of merit. 

At the close of the exposition the exhibitors held a ban- 
quet to celebrate the success which had been attained. The 
guests of honor at this banquet were Bartolome Amengual, 
general secretary of the Chamber of Commerce and Navi- 
gation and chairman of the executive committee of the 
exposition, and Rafael Bori, director of the exposition. 

Even a casual reading of the foregoing story of the 
first Spanish office equipment and efficiency exposition will 
have demonstrated to the reader not closely in touch with 
the progress of industry abroad that Spain stands in the 
forefront of the march toward the utmost practical effi- 
ciency in office equipment and practice. The name of prom- 
inent American and European manufacturers who were 
represented at the exposition is sufficient indication of the 
regard in which Spanish business men and the Spanish 
market are held by men who are familiar with actual con- 
ditions in Spain. 

A Few Words About Mr. Bori 

One of the outstanding figures in the modern office effi- 
ciency movement in Spain is Rafael Bori, to whom refer- 
ence has been made in this article. The final event of the 
first Spanish office equipment show was a banquet at which 
Mr. Bori, with Mr. B. Amengual, were the guests of honor. 
After the close of the exposition a second banquet was 
tendered to Mr. Bori by some two hundred friends and 
admirers in addition to the members of the Publi-Club, the 
business group which was the leading sponsor of the busi- 
ness show. 

Then, too, the Spanish government, which, through its 
officially appointed delegates, had opened the exposition 
and been represented in its proceedings, awarded to Mr. 
Bori the gold service medal in recognition of the part which 
he had played in the success of the first exposition of its 
kind which had ever been held in Spain. As an aftermath 
of this first exposition, various commercial bodies of Spain 
have established a prize to be awarded each year for some 
outstanding example of office efficiency. The award has 
officially been named the Rafael Bori Prize, as a testimo- 
nial to the esteem in which Mr. Bori is held by his asso- 
ciates in the business and educational world and to his 
work as an apostle of instruction in modern efficiency meth- 
ods and office equipment. The Rafael Bori Prize, one of 
the objects of which is to stimulate the student youth of 
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GRAND PRIZE 


CARBON AND RIBBONS 


| 
| 


1451 Harrison St. 


Introducing 
the NEW IMPROVED 





GRAND PRIZE 


Carbon & Ribbon Tester. 


The new Grand Prize tester (an 
exclusive device; patent applied for) 
makes selling of carbon paper and 
typewriter ribbons very much easier, 
because it demonstrates by impartial 
tests how various brands of carbons 
and ribbons will wear under actual 
service conditions. 


WILL STIMULATE 
YOUR SALES 


Grand Prize dealers have found that 
this tester actually increases their 
sales . . . that it makes a profitable 
line even more profitable. 


You, too, are interested in bigger 
profits. The Grand Prize line will 
make these profits for you . turn- 
over being speeded by the tester. Write 
on your letterhead for details of our 
plan for dealers which also tells 
how you can obtain the $100 tester free. 


Pacific Carbon & Ribbon Mfg. Co. 


J. Francis O’Connor, President 


396 Flinders Lane, Melbourne, Australia 


San Francisco, Calif. 
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CHAISE, 


PHILADELPHI™ 


Number One 
of a Series 


THE “JOURNAL” GOT 
DURABILITY PLUS 


The paramount aim of the “New York 
Evening Journal” in selecting chairs for their 
new ofhces, was great durability. To this 
end the “/ournal’’ Purchasing Department, 
on the basis of thorough knowledge and ex- 
tensive experience, selected the sturdy Sikes 
No. 2501. 


Though primarily interested in sturdy con- 
struction, in this chair the “Journal” got dur- 
ability plus. The plus including comfort, 
appearance and a scientific design that en- 
courages correct posture—a posture which 
provides physical ease and mental alertness 
every minute of the working day. 


Such is the extra measure of value obtained 
from every Sikes Chair. 


SIKES COMPANY 
Philadelphia 


Chairmakers for 70 Years 


See the 
Jan. 19th 
Saturday 


Evening 


Post 
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Spain, consists of a cup of honor and a certain amount of 
money in specie and will be awarded to the winner each 
year at the Business Efficiency Exposition. 

Mr. Bori is a little more than thirty years of age, yet 
the medal which the Spanish government has just awarded 
him is the second of its character which he has received 
Previously he had been awarded by the government the 
Overseas medal, in recognition of his activities and accom- 
plishments in fostering commercial relationships with the 
new world 

Some twenty volumes on the various technical phases of 
business have come from the pen of Mr. Bori and several 
of these works have run into as many as three editions. 
Among the original works and translations which Mr. Bori 
has published are volumes devoted to the following sub- 
jects: The Necessary Part which Employees Play in Busi- 
ness; Industry and Banks, How They Can Increase Their 
Efficiency by Modern Organization Plans; The Science of 
Business, Practical Manual of Publicity (2 vols.), Selling 
by Mail, Direct Mail Advertising and Selling, Practical 
Manual of Filing and Record-Keeping, Practical Card-Index 
Manual, Modern Methods in Business, General Correspond- 
ence, The Graphic Arts and Publicity, How to Advertise 
a Hotel. In addition to the books which Mr. Bori has 
written, he has been an active contributor to the Spanish 
daily press and to practically all of the Spanish periodicals 
and many toreign magazines devoted to business technical 
subjects. In the latter group there are included, in addition 
to Office Appliances, the following European periodicals: 
Mon Bureau, La Revue de Bureau, Notoriete, Vendre, La 
Publicite, Publicidad Moderna. He has also been manager 
of several publications, among which is La Propoganda \ 
Organizacion; associate editor or editor-in-chief of several 
daily newspapers; and he is a member of the board of 
directors of the Spanish publishers’ organization called the 
Asociacion de Periodistas, in which capacity he has served 
for several terms 

As president of the Publi-Club, Mr. Bori, in addition to 
being the organizer of the first business efficiency expo- 
sition in Spain, organized the first Spanish Exposition of 
Specimens of Publicity and Business Organization, th« 
hrst Congress of Accounting at Cataluna, and the Business 
Efficiency Exposition at Reus. He was also official dele 
gate from Spain to the last international modern office 
equipment expositions at Berlin and at Paris 

As a pedagogue Mr. Bori has lectured, taught classes. 
and prepared courses in business subjects for: The Acad 
emia Cots, the Practical Business Schools, the Institute of 
Cultural Studies, the Association of Mercantile Employees, 
the School for Secretaries to Business Men (established by 
Mr. Bori), the Association of Commercial Agents, and the 
Chambers of Commerce and business organizations of the 
following cities: Barcelona, Bilbao, Igualada, Reus, Villa- 
nueva, Geltru, Santa Coloma de Queralt, and many others. 


— 
Transvaal Stationers Elect Officers 

At the annual general meeting of the Transvaal Stationers’ 
Association the following officers were elected: Al Law 
Palmer, Johannesburg, chairman; H. M. Guest, Johannes- 
burg, honorary vice chairman; H. Guest and C. R. Collett, 
vice chairmen; commiitee—H. V. Fowler, G. Simnett, 
J. J. Simpson, F. Durand, G. L. Wooliams, F. King, G. 
Constable, W. A. Mitchell and M. A. Willison 


eit : 

German Firm Alters Name 
The name of the firm of Ferdinand Schrey, G. m. b. H., 
has officially been changed to the Mercedes Schreibmas- 
chinen Ges. m. b. H. (vorm. Ferdinand Schrey G. m. b. H.) 
The address of the firm is Beuihstratte 2-3 and it is a 
branch of the Mercedes Bueromaschinen Ges. m. b. H., of 


> 


Zella-Mehlis, in Thuringia, Germany.—E. R. B. 
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Proudly exemplifying the fine craftsmanship and correct style of Leopold installations 


“The Spirit of Gracious Living 


Moves Down Town’’ 








OR executives whose present day success _—_ Leopold dealers in principal cities make Leo- 
has outgrown their earlier day surround- _—pold engineering service easily available to 
ings, the Leopold Office Engineering service every executive. Write for name of Leopold 
creates ensembles of gracious dignity—stately, | Office Engineer located near you...and forour 





























rich and correct in every detail. Such com- deluxe Brochure—“The Spirit of Gracious 
plete office ensembles are out- Living Moves Down Town.” 
ward expressions of success— BUILT ON HONOR THE LEOPOLD COMPANY 
symbols of achievement. Beshanne, loon 


















Leo old 


FINE OFFICES 






BUILDEERS OF FIVE DESKS AND OF FICK FURNITURE SINCE 18782 
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The ARISTOCRAT Suite 
CAGAIN DEMONSTRATING THE SUPERLATIVE DIGNITY 
AND BEAUTY OF LEOPOLD FURNITURE 
ANELLED walls of walnut or in walnut stain. Orange drapes, 
warm toned rug and lamps with colorful parchment shades. 
Davenport and club chair of morocco. And, in the center of this 
impressive yet cheerful and restful setting, a Leopold ARISTOCRAT 
desk of richly figured walnut and en suite desk chair of walnut and 
leather. 
The Leopold plan of Dealer Support enables forward-looking dealers 
to create office interiors such as these in their entirety. Ask us for 
the details of the plan. And for brochures picturing and describing 
the many distinguished Leopold Suites. 
THE LEOPOLD COMPANY 
BURLINGTON, IOWA 
E O Jo 7 4 
© O “ 


FINE OFFICES 
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3 Big Features 


] Cannot “jam” — pro- 

tected by patent. Bur 
one simple moving part. 
Nothing to go wrong. No 
repairs. 


2 Bakelite barrel, beauti- 
ful onyx-like, light- 

weight material. 

3 Perfect balance — not 
“topheavy.” 


How Horder’s Cashed In 
on Autopoint 


They feature it as the fastest-selling modern pencil 


| fro is the pencil of “big business”— 
and Horder’s of Chicago do a big business 


with Autopoint. 
Many stationers, loaded with non-moving 
lines, bewail their luck. Their mistake was in 






Better Pencil” 


AUTOPOINT COMPANY 


4619 Ravenswood Avenue, Chicago, Illinois 


picking the wrong pencil. Autopoint sells and 
repeats because every owner is a booster. 
Feature Autopoint like Horder’s does—give 
it a regular place in your window—school your 
clerks in selling it—and results will amaze you. 


* * * 


All Autopoints are made of Bakelite, in a wide 
variety of color effects and a range of models 
and prices to fill every need. 

Ask your wholesaler’s salesman, or write us. 
Stock Autopoint and display it. You’ve never 
had a pencil like this before. 
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TELL CITY “HITS the MARK” Again 


With the Medium Priced WILLIAM TELL Suite 





The table is sturdy, 
of pleasing lines 
and will give long, 
satisfactory service. 
The waste basket 
and telephone stand 
likewise are har- 


montous. 


Tell City now offers an executive suite of luxurious 
quality, but at medium price. It is called the William 
Tell Suite. And it scores. It ‘Hits the Mark.” 


The beauty of genuine walnut, plus the manufactur- 
ing of skilled and careful workmen—men who take 
pride in their work. 

The desk is dull finish, has metal bottom, and an- 
tique knobs. There is extra strength where extra 
wear. Every detail shows studied thoughtfulness for 
the comfort and convenience of the user. 


The table, the waste basket and the telephone stand 
are harmonious; the whole makes for a beautiful 
and economical office. 

Send for full specifications and prices. 





TELL CITY DESK COMPANY 


TELL CITY, INDIANA 








“THEY SELL and STAY SOLD” 
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(What Do You Know About Finland?—Continued from 
page 29) 

The sales turn-over of the firm was, of course, compara- 
tively small at first. In 1893, total sales were about 16,000 
Finnmarks, at present values about 160,000 Finnmarks. In 
1903 there were sold ten typewriters and a few duplicating 
machines. But that even at that date business in Finland 
was in an almost primitive state as to office equipment 
is illustrated by the fact that a fire insurance company 
which is today one of the largest in Finland bought only a 
few rolls of copying paper in a year and that the letter 
copying machine was probably the only office machine 
which the company used. 

But Count Mannerheim’s engaging personality, his in- 
sight into human character, his energy, and his ability to 
win the confidence and favor of those with whom he came 
in contact were found to prove factors in the rapid develop- 
ment of the business. The count made it his policy to 
handle only American office equipment of the highest qual- 
ity, and his firm introduced into Finland a number of 
American products, such as: The Smith Premier type- 
writer, Burroughs adding machines, Globe-Wernicke filing 
equipment, and Johnson office chairs. Within a few years 
after the business had been established modern office ma- 
chines and devices were no longer rare even in the Finnish 
provinces and the Smith Premier typewriter had penetrated 
as far north as Rovaniemi on the very arctic circle. The 
3urroughs and other like machines were by that time in 
use in the principal Finnish banks and industrial estab- 
lishments and the Finnish government had bought a great 





number of Burroughs adding machines. 





Ten years or so after the establishment of the business, 
modern office furniture had taken the place of the heavy, 
antiquated furniture which had previously been used in e 
offices. The count by means of every avenue of publicity C | b 
open to him had preached and continued to preach the Oo um la 
superiority of American equipment and methods. He told 
f the advantages of sectional filing cabinets, arranged to Ribb & C 
suit the records and the space available, over the cumber- ] ons ar ons 


some cabinets and lockers which had been used to store 


documents, correspondence, books, and what not. He 
showed the superiority of loose leaf and card index systems About 2,500 different varieties of 
in the keeping of records, eliminating “dead” data, and the ° ° °,° 
facilitating of the determination of unprofitable elements colors, combinations and qualities 
of a business are carried at our plant. 

In an article written by Count Mannerheim for a Fin- 
nish newspaper about ten years after he had started his A five-year guarantee and the utmost 
enterprise appears the following gem which would not be skill in manufacturing assure every 
out ofl place in an office furniture advertisement: today, ‘ - 
twenty years after it was written: “It is both pleasant and satisfaction for the dealer. 


comfortable to sit in an American office chair constructed ‘“ . . ” 
by specialists of long experience, who have a thorough Quality 1S wortha few cents more. 
knowledge of human anatomy. How often have we not 


seen chairs of hyperesthetical design, which may please the Prices and samples on request. 


eye but mercilessly maltreat other parts of the body which 


deserve more respectful treatment.” COLUMBIA RIBBON & CARBON MFG. CO., Inc. 


In 1908 the count associated with himself in the business . . 
; - ‘ : Dixon, Holmes & Dixon 
Vihtorio Haataja, now sales manager of the firm. Mr. 


Haataja was also an admirer of American methods and 69-71 Wooster St., New York 
equipment with which he became thoroughly acquainted 
during a sojourn of a number of years in the United States. Dwight Bldg., 1305 Arch St., 
He had an excellent working knowledge of accounting, par- Kansas City, Mo. Philadelphia, Pa. 
ticularly as to the use of loose leaf and card index forms Agencies in all other Principal Cities in 
in accounting and other records. the United States ¢ 

In 1909 the business was incorporated under its present COLUMBIA RIBBON & CARBON MFG. CO., Ltd., 
names, the Finnish and Swedish equivalents of Systema, 22 Bush Lane, London, E. C. 4, England 
Limited; the capital stock was 200,000 Finnmarks. The pres- COLUMBIA RIBBON & CARBON MFG. CO., S. A. 
ent capital stock of the company is 7,000,000 Finnmarks and Viale Abruzzi No, 20, Milano, 119, Italy 
its reserve funds amount to 1,000,000 Finnmarks. The COLUMBIA RIBBON & CARBON MFG. CO. 
figures are eloquent as to the growth of the business. Valenzuela 4, Madrid, Spain 








No little credit for this continued development is due to 
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or lifetime service 


BENTLEY & GERWIG 
DESKS 








THE CONFIDENCE 


IS WELL PLACED 


Satistactory service over long 


periods, simply verifies the 
confidence of the purchaser in 
his selection of a Band G desk. 
The confidence is well placed. 
6 and G desks are generally 
found in the offices of those 
demanding the better quality 
but moderately priced furni- 
ture. An interesting catalog 


is vours for the asking. 


BENTLEY & GERWIG 
FURNITURE CO. 


PARKERSBURG, 
W. VA. 
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Vihtorio Haataja. It was at about the time he came into 


the business that the company obtained the 
Smith 


exclusive sell- 


ing rights for Finland for the Premier typewriter 


and Burroughs adding machines. An enlightening b't of 
information as to business possibilities at the time is the 


sell 


three adding 


fact that the firm could not contract to during the 


first vear of “its agency more than machines 


But Count Mannerheim’s excellent ability as a worker and 


an organizer made almost certain the business success 
which he and his staff achieved. 

From the very beginning the count had made it a basic 
principle-of his business to handle only first-class products, 
sold at 


service to purchasers. 


fixed prices, with the highest possible measure of 
Nor 


grew 


was there forgotten the fact 


the part played by employees 
With Count 


protit-sharing 


that as the business 


became increasingly more important. Manner- 


heim as active manager of the company, a 


plan for employees was instituted, at the time of the incor 
poration of the business Each employee was granted 
a vacation of two weeks with full pay and at Christ 


In addi 


tion to this, every employee who had been with the firm 


vearly 
mas time received a bonus of one month’s salary 


three vears or more received a share of the annual profits 
In 1913 the company 
1914 established its first 


opene its first typewriting school 


and in branch, which is located at 


Turku. 


It was in 1914 that Count Mannerheim, a noble man in 
every sense of the word, passed from this life. He was then 
Imost eighty vears of age and was in active command ot 
the business up unt] almost the very last He had, when 
more than fifty years of age, started a new establishment 
in a new field, the now great industry of equipping bus! 
ness offices \fter a quarter century of active service he 
left the business in competent hands which have carried 

the work along the lines which Count Carl Manner 


heim conceived and established in practice 


Upon the death of Count Mannerhe‘m, his son-in-law, 
Major Michaél Gripenberg, became general manager o 
the company Upon the resignation of the major in 1919 
Arvi Kuha, M. A., became general manager and has held 
the position ever since, with the exception of a period in 
1925 and 1926 during which Christian Salvesen acted as 
manager 

OsakeytiOo Systema now has two retail stores, three typ« 

itng schools, and a school which gives instructions in 


mechanical accounting methods and equipment. There is a 


large mechanical shop at the firm’s mail establishment in 
Helsinki [The company’s ten branches also have retail 
stores, typewriting schools, and mechanical shops. In 


addition, traveling tvpewriting schools go through the prov 


nees giving instruction in places which would not other 


wise be able to provide training in the use of the type 
writer. 
The employees of Osakeytid Systema now number 215, 


a considerable number even for a much large country than 
Finland. With this staff the firm has a business organiza 
tion which is able to render all-around office equipment 
service It is able to make efficiency suggest‘ons for all 
lines of business and to offer all the equipment necessary 
or a modern business office. 

Among the many factors which have added to the firm's 


popularity among business men are the lectures which the 


company has from time to time given in commercial schools 


throughout Finland These lectures cover the various 


phases of business organizati‘on and have resulted in fre- 


quent visits from bodies of pupils to the company’s main 
The 
library of books. 


offices and to its branches company also maintains 


a comprehensive periodicals, and articles 


dealing with business subjects 
The great importance of adequate mechanical service is 


recognized by Osakeytio Systema. It wishes to make sure 
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Complete with Pen 
as shown 

No. 171—Black Finish 

No. 172—Green Finish _ 

No. 173— Mahogany Finish 

No. 174— Walnut Finish 


Choice of Medium, Fine, © 
Extra Fine or Stub Points 


Also Complete Double Set 
Two Pens — Two Sockets 
— Two Inkstands 
Same colors as above 


$43.00 
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Business offices, going into high gear, 
need these efficient Sengbusch desk sets 


January brings you an opportunity for volume sales and volume profits 
in an enormous market. Every business office starts the New Year with 
increased activity — new resolutions for higher efficiency and speedier 
operation — new men working on new jobs. 

Every man in every business office is your prospect for the Sengbusch 
$6.50 desk set. Show him how this greatest desk set value of them all 
helps him to realize his new-fired ambition for high-speed efficiency. 
Get him to compare it for price, quality and completeness with any other 
desk set on the market — and you have made another sale. 

Sengbusch desk sets prove their year ’round selling strength, month after 
month, where competition is keenest. Their holiday sales are large, but 
the universal appeal of these sets shows most remarkably during the 
“ordinary” months. No other set can offer the wonderful writing efficien- 
cy of this irresistible combination — Dip-a-day Pen, Adjustable Socket, 
and Self-Closing Inkstand. 

Stage a January drive on business offices. Push the Sengbusch leader — 
the $6.50 desk set—and the complete Sengbusch line. You will earn a 
rich reward of greater profits. 


¢ Sengbusch 


115 Sengbusch Building Milwaukee, Wis. 
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Now 


is the time to check 
your stock and order 
these fast selling 
profit-makers 


Sengbusch 


Dip-a-day Desk Sets 
Inkstand Sets 
Adjustable Sockets 
Dip-a-day Pens 
Self-Closing Inkstands 
Kleradesks 
Ideal Moisteners 
No-Over-Flo Sponge 
Cups 
Emeraline Desk 


Accessories 
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wer ican 


The Greatest Name in Office 
Equipment 
These are four views of ONE installation of nearly 400 All American Frugal Five Files. 


The Products of 


Browne-Morse Company 
Muskegon, Michigan 
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that machines sold by it are in every respect meeting the 
requirements and expectations of purchasers. Therefore, 
Osakeyti6 Systema has contracted for the annual cleaning 
and adjustment of all machines sold by the company and is 
spending considerable sums of money in the training of 
skilled mechanics and in courses of instruction both at home 
and abroad for the members of its staff in charge of the 
various mechanical departments. 

The members of the company’s board of directors are 
Arvi Kuha, general manager, chairman; Vihtorio Haataja, 
sales manager; and Erik Landén, manager of the office 
organization department. The board of administration con- 


sists of: Major Michaél Gripenberg, chairman; General H. 
Ignatius; Gustaf Waldén, managing director of a bank; 
Christian Salvesen; and Oskar Moller, councillor of the} 


executive department of the government. 
nius, M. A., is in charge of the cashier’s department. 
———= 


News Notes from Spain 


Special Correspondence to Office Appliances 


There has been established in Barcelona a Spanish plant 


for the production of steel office furniture which is being | 
The first products of | 


sold under the trade name of Fema. 
the new factory have been correspondence files and card 
files, which have promptly been bought and put into ser- 
vice by the government railroads and other government 
The name of the new manufacturer is Autogena 
Fernandez de Castro, S. en C., 
331, Barcelona. The new company is entirely Spanish from 


services. 


and the address is Cerdena 


the standpoints of both capital and personnel 
+ 7 7. 

The Hispania typewriter factory in Barcelona has been 
put on a production basis of twenty typewriters a month. 
The enterprise is Spanish in capital and technical forces. 
The Spanish government has made arrangements to buy 
the entire production of the plant for the next two years 
and the manufacturers hope that in 1929 they will be able 
to increase the monthly production of Hispania typewriters 
to fifty machines. 

* - 7 

The Barcelona Modern Office Equipment Exposition will 

in 1929 be held in the Palacios del Trabajo, where the In- 


ternational Modern Office Congress will also be held. The 
office equipment exposition will be in a hall by itself 
During the exposition there will also be conducted the 


international and national typewriting championship con- 
tests; and the commercial correspondence, office efficiency, 
and accounting contests. 
* * * 
A Spanish corporation with a capital of 1,250,000 pesetas 
has been formed to manufacture the German Mercedes ma- 


chines in Spain. Twenty-five per cent of the capital stock 


of the Spanish company has been turned over to the Ger- | 


man 
under its patents. The new factory will be located at Ejibar, 
on the Spanish-French border —R. B. 


>—____ 
Typewriter Ribbon Duties Increased 
The Hungarian 


port duties on typewriter ribbons. 


government has announced higher im- 
Under the new schedule, 
which became effective October 13, 1928, we are informed 
that ribbons in boxes pay a duty of 540 crowns, instead of 
350 crowns; and ribbons in bulk are assessed 1,500 crowns 
as against the old rate of 150 crowns. Particulars as to 
import duties may be obtained from the American-Hun- 
garian Chamber of Flatiron Building, 
York, N. Y.—E. R. 


Commerce, 


B. 





Einar Calam- | 


company in exchange for the right to manufacture | 


New | 


APPLIANCES 165 

















best 
mers 


*“this- 


>. Seance. VHP 


OU 


“Cus 


write- 


. ‘ > 
oo 




















4 -_——s 
: rh ' 

we MAN NEEDS IES—PENCILS 

—», 

, 9 © 

iystaSce-He USUAL ' STENOGRAPHER BUY 

rey Zz 
THEM. THE COUNTRY APHERS ARE CONSE- 

tin i 


en 
QUENTLY AMONG YO! 


iS 
STOMERS. 









3 
* 
* 

= 


















ILS ARB MADE TO 


= Sims 


X ADVERTISING IS 
- - c / 


KNOWING THIS, *SEM 





APPEAL TO TH§ 


ae $3 TO THEM, 
S. t +. 


TO CATER TO THE M. 





DEALERS ARE URGED 








EF 2: 


SALES ARE ALWAYS 








THE RESULT IS THA’ 
& 











2 g 
7 / & 
Pe — a See 
ON THE UP-GRADE, S$ LERS ARE URNIAG 
7 se nO 
ao v 5. “ 

















THEIR ee EX POPULARITY IS 
—a * 
( ASSURED. 
f. £ oA 
XZ 
4F YOU ARE NOT SE L-HEX, PENCILS YOU 
‘ _— =< = n \. a 













BE GLAD TO POsT 


B. iailll 
. * Ne 


PROPOSITION IF U 


OUGHT TO ST! 
L 
gf | 


fo Ok A RE AiNcoo 


WILL JUST ASK FOR I 














che News) | sitet #1 | Ste] blade 


NCIL CO 











166 OFFICE 


APPLIANCES Januar) 








Jameco Steel Shelving in a Law Library 


JA-ME-CO 


STEEL SHELVING 
BUILDS VOLUME AND 
PROFITS FOR DEALERS 


The construction and 
finish make Ja-me-co 
Shelving suitable for 
use in the office or 
Library as well as for 
regular storage pur- 
poses. 


Catalogs and information 
on our Agency Franchise 
will be mailed upon 


request 


JAMESTOWN METAL EQUIPMENT CO. 
JAMESTOWN, N. Y. 














Leipzig Trade Fair in March 
Che Leipzig trade fair will open March 3, and continue 
co March 13, inclusive, during which exhibitors and buyers 
will be present from all parts of the world. This is by far 
the largest merchandise exchange conducted in either 
misphere Visitors to the fair this vear will be able to 
profitably among some 11,000 elaborate exhibics, 
Fully 200,000 active 


ssembled from twenty-four countries. 
buyers from forty-four countries will attend, of whom 
30,000 are expected from countries other than Germany 


No other industrial exchange attracts so cosmopolitan a 


ip of business men, or approaches ‘he Leipzig tair in 


rou] 


‘ 


the variety of its exhibits, and the volume of business 


: 1 
transacteGa 
' 


Housed in the largest exhibition buildings in the world, 


the fair forms a great “city within a city,” organized from 


long experience for the convenience of all The displays 
in each division form a cross section of an entire industry, 
of.en under a single root Months of travel to widely 
scattered world markets are thus eliminated. Special 


preparations have been made to serve visitors this year in 





UNIQUE STREET ADVERTISING IN LEIPZIG, GERMANY, 
DURING THE LEIPZIG TRADE FAIR 


the matter of banking facilities and the arrangement tor 
packing and shipping goods. As the world’s largest and 
busiest market place, the Leipzig fair offers an unsur- 
passed opporiunity for establishing live business contacts 
and entering world markets. 

At the last spring fair more than half a billion dollars’ 
worth of goods were sold within a week, of which one- 
half were for export, and subsequent orders greatly in- 
creased the total. Leading business men of many countries 
have been quick to take advantage of the opportunity. The 
spring fair will have three times as many exhibits, and ten 
times as many buyers as any pre-war fair. America will 
be adequately represented by some seventy significant 
exhibits of its leading products, and 2,200 buyers from all 
parts of the United States will attend. 

The list of exhibits at Leipzig readily establishes it as 
the greatest cosmopolitan exchange in the world. One of 
the outstanding features of the spring fair will be the dis- 
play of building materials, machinery, iron and sieel prod- 
ucts, with 2000 exhibits. The toy fair with 817 exhibits 
will be the largest of the world. There will be 720 ex- 
hibits of glassware and ceramics, 647 exhibits in the textile 
divisions, 535 household goods and 716 exhibits of books. 
The exhibition of rayon and textiles in general will be the 
largest ever assembled in Europe 

Detailed information concerning the fair may be ob- 
tained by addressing the Leipzig Trade Fair, Inc., 11 West 
Forty-second street, New York, N. Y. 
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for every purpose 


DOVAAT 


This display illustrates 
a few representative 


-Goes Blanks- 


and their uses~ 
e® 
Samples and full 


information will 
be 

















upon request. 
































This page is a reproduction of a wall hanger in actual colors which will be supplied free. 
Send for it and let this silent salesman work for you. 


GOES LITHOGRAPHING COMPANY 


49 West Gist Street, Chicage 4230 
» y : : 


ow 
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A New Low Price File 


a . APEX 99 


HE “Apex” provides 20% more ready filing 
space, as compared with non-suspension 


files. The drawers of 


be pulled out full length, so that a space of 


four to five inches per 


the “Apex” every inch of space is available 


for convenient filing. 


CORNERS AND INTERSECTIONS 


xCK COMPRESSOR FULL FINISHED 









LocK 


LOCKING 
BAR 


PROGRESSIVE 
SUSPENSION 


4 ROLLERS ON EACH 


CHANNEL 
TRACK 


NO BOLTS 
SCREWS 
OR RIVETS 


ATIN BRASS 
HAROWARE 


The “Apex” is made in four-drawer, counter 
and desk heights, in letter and legal widths, 
and with or without automatic lock. There is 
a choice of four pleasing finishes: Olive Green, 
Mahogany, Walnut and Oak. 


Columbia Steel Equipment Company 


Office and Showroom 
1735 Chestnut Street 


COLUMBIA 


A QUALITY LINE OF STEEL OFFICE EQUIPMENT 


The “Apex” is made of high grade steel. The 
auromaTic =—=—s gutter case is a solid unit, welded thruout and 
thoroly reinforced. Extra reinforcement chan- 
nels, welded to the walls from front to back, in- 
sure rigidity and vertical strength. 


The drawers of the “Apex” are also welded 
thruout, and are strengthened by angular tracks, 
welded to the sides. They run smoothly, and re- 
SUSPENSION pouste tain a horizontal position when fully extended. 


The “Apex” is clean cut and attractive. All 
corners are full finished. The satin brass hard- 
ware is attached from the inside, so giving a 
smooth effect. 





such cabinets cannot 


drawer is lost. But in 


To dealers who are interested in the “Apex” 
low price file, we shall be glad to quote prices. 
A catalog and price list covering the regular 
Columbia line of steel office equipment will 
also be furnished on request. 


P. O. Box 2244 
Philadelphia, Pa. 
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Stevenson Goes Abroad 
C. Stevenson, manager of the export department of the 
Elliott New York, N. Y., 


Underwood Fisher Company, 


sailed December 5, on the S. S. Aquitania, for a company 
business trip to Europe which will detain him there for a 
few weeks 


a 
Schafer & Clauss Exhibit at German Exposition 

& Clauss, Friedrich strasse 165, Ws, 
Germany, Dalton adding machine distributors for all of 
Germany, had an exhibit at the Sixth International Office 
Equipment Exhibition held in Berlin in September. The 
booth was attractively arranged and was the object of 


Schafer Berlin 


constant attention from visitors. 

In 1901, the firm of Schafer & Clauss 
About five years ago the agency for the Dalton adding 
Through the forty agencies that the 


was organized. 


machine was secured. 
company has in Germany and several sub-agents in iso- 
lated places, Schafer & Clauss have increased the distribu- 





BOOTH OF SCHAFER & CLAUSS, BERLIN, GER- 
MANY, AT THE SIXTH INTERNATIONAL OFFICE 
EQUIPMENT EXHIBITION HELD IN BERLIN RE- 
CENTLY.—This firm is the distributor of Dalton adding 
machines for all of Germany 


tion of Dalton adding machines in Germany to a remark- 
able degree. 

Recently the company secured patents on an attachment 
for Dalton adding and bookkeeping machines which is said 
to automatically make adjustments for bookkeeping forms. 

—~—> 

American Office Machines in European Markets 


“When the war depleted the ranks of office workers and 





first came into general use 
the 


American business machinery 


abroad, Europe learned more of the advantages of 
Yankee typewriter and bookkeeping, accounting and add- 
ing machines,” said M. S. Eylar, 
General Office Equipment Corporation and export director 
of the Underwood Elliott Fisher Company, upon his recent 
return from four months’ study of the economic and busi- 


“And ever 


V ice-president of the 


ness situation in England and on the Continent. 
Eylar, “the demand for such efficient 
not 


continued Mr 
office devices has grown consistently until now it is 


since,” 


uncommon to find it doubling in some countries year by 
year and increasing by fifty per cent, in others 

“The extent of the use of labor saving business machinery 
has always been an accurate yardstick by which commer- 
cial and industrial progressiveness may be measured. And 
judging by the present growth of the European demand for 
our products, European office practices are becoming more 
and more effective. The demand is greatest in countries 
where wages are highest and less where wages are lower. 

“The outlook for export sales of American office ma- 
chines and other products was never brighter. To develop 
these possibilities, there are three prerequisites—one might 
call them the three M’s: Management with vision; Men 
with energy and application, and Money, preferably locally 
obtained to avoid the serious taxation obstacles which con- 
front American manufacturers attempting to market their 
products through their own, home-financed European 
branches. 


“Competition? There is plenty of it, but it is principally 
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ARE YOU INTERESTED 


IN INCREASING YOUR BLOTTING SALES? 


We believe you are and will tell you how 
to accomplish it. 

There is no stationery item that returns as 
large a profit as the desk blotter. 

The display cabinets illustrated here are fin- 
ished in mahogany and olive green with 
plate glass front and top. The beautiful 
colors of Wrenn Blotters are shown to best 
effect in these handsome cases. 


Let us install one of these cabinets; they 
are capable of holding 750 Wrenn Desk 
Blotters and 600 Wrenn Lettersize Blotters 
of assorted colors and designs. Write us for 
prices and sample card. We will furnish 
these gladly and without obligation on 


your part. 


The WRENN PAPER COMPANY 


Middletown, Ohio 





Our dealer sales plan is 
just what you are look- 
ing for. Write us. 
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[TYPEWRITER] BiG DEMAND 
[BBONS EASY TO SELL 
GREATER PROFITS 
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AIR TIGHT 


COVER 
The new 
PHILCO 
HUMIDOR 
’ CHEMICALLY 
packing for TREATED PULP 
typewriter rib- LINING 
bons and xs 
. . METALLIC 
CARBO- ' TYPEWRI TRY ~aysonne 
GRAPH UN IAEL SCREEN 


carbon binders RIBBONS 


will build a 








ORIGINAL ANO SECOND SHEETS 
LINE UP AG4INST ST TCHING 


repeat business 
that no one can 
take away from 
you. 
MODERN, 
CLEVER 
FEATURES, 
NOT 
FOUND IN 
OTHER 


UNCOATED 





€oce ‘ i. 
, ~ 
CUSHION THUMB HOLE FoR LI IES. 
BACKING REMOVING air 
SHEET COPIES AT ONCE 


| Send for Samples and Dealers’ Proposition 


| Phillips Ribbon & Carbon Co., Inc. 


61 Halstead Street 
ROCHESTER, NEW YORK 
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local and manifests little strength bevond its native bor 
ders. It can be met and overcome by American manufac 
turers who do not lose sight of the necessity of backing 
sales with satisfactory service.” 

—_ 


A Work on Retail Credits 


Wide-awake credit men will read this review on the 
strength (or weakness) of the headline. Such men pass 
by nothing which might be of help to them, for credits 
are one subject about which no one can know too much 
Here is a book which ought not only to be of value to 
any credit man but which has a number of paragraphs ot 
particular interest to stationers and office equipment deal 
ers. The book is, “Retail Credit Practice,” by John T 
sartlett and Charles M. Reed: published by Harper & 
Brothers. Some of the suggestions in the book are, in 
the form given, of course particularly applicable to stores 
which deal with individual buyers for their own use, rather 
than for office use. But even most of these particular cases 
can be applied to the business of the office equipment 
dealer; so that practically all of the subject matter of the 
book has either a direct or indirect application to this field 

But there are some direct references to the stationery 
and ofhce equipment field. We read, for instance, that a 
survey of the trade made in 1926 by the Harvard Bureau 
of Business Research showed that the average bad debt 
loss for stationery and office equipment stores is_ three 
tenths of one per cent, which includes total expense against 
sales of 32.3 per cent Then there are some paragraphs 
about the credit system used in the ten Chicago stationery 
stores of Horder’s, Inc. 

In addition to the vaulable credit department information 
which the hook contains, it seems to us that any ofhce 
equipment dealer (especially if he has a printing depart 
ment) could make the book pay dividends through its 


references to filing equipment, stationery, ete., which might 


be turned into sales to credit departments 
> 
Daus Duplicator Company Moves 
The Felix F. Daus Duplicator Company, Inc., on and 
after January 1 will be located at 34-36 West Houston 
street, New York City [This company manufactures the 


Daus Tip-Top Duplicator and the Dupligrand machine 
The business its expanding, especially in the production of 
gelatin film rolls, which they supply for all makes of film 
roll duplicators. The new premises provide more factory 
and office room and permit of increased production and 
speedier filling of orders 

The bus‘ness was founded by Felix F. Daus in 1880 and 
is now managed by Leonard W. Daus, president, and 
krnest M. Daus, vice-president and treasurer. 

itis ‘ 

Broadcasting the Typewriter as a Christmas Gift 

[ypewriters as Christmas gifts were not a rarity in Cleve- 
land and many Northern Ohio towns, thanks to the energy 
of James McBurney, manager of the Cleveland branch of 
the American Writing Machine Company, located in the 
Hollenden hotel. Mr. McBurney has been stressing the 
typewriter as an ideal gift for some weeks past in his talks 
over station WTAM and his advice has been followed in 
many instances he knows because people have come to the 


store and mentioned the matter.—A. E. D 
> 


Dayton Concern Buys Commemorative Stamps 

The Flax Manufacturing Company of Dayton, Ohio, 
manufacturers of “Flax Waxed” typewriter ribbons and 
carbon papers, recently placed a second order for 30,000 
of the Wright commemorative postage stamps issued in 
honor of the Wright brothers, Dayton men, who were the 
first to master the air and control a heavier than air ma- 


chine in flight. 
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How 


ART METAL 
helps the Dealer Build Sales 


avatlable to Art Metal Agents ; 


ERE is an example of the coopera- 
tion that Art Metal gives its agen- 
cies. “Art Metal Advertising and Selling 
Helps”... 
the “‘sales-way is paved for Art Metal 


a booklet that shows just how 


Salesmen.”’ 


The booklet tells about the Seven Spoke 
Selling Plan. It shows window and coun- 
ter cards and window displays that stop 
the feet and start the mind. It gives many 
examples of blotters, folders, broadsides 
and special mailing pieces. It shows ad- 


One example of practical selling helps 
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‘ 
bie, 
vertisements ready for insertion in local 
papers. All these helps are available to 
the Art Metal Agent. 





The most complete line of steel office 
equipment on the market is backed by 
the most complete line of effective selling 
aids—advertising and sales promotion 
carried right to the point of sale. 


Do you wonder, then, that aggressive 
office equipment dealers find the Art Metal 
Agency franchise so valuable? Such co- 
operation actually builds sales. 








Art Metal 


JAMESTOWN ~ NEW YORK 


THE WORLD’S MOST DIVERSIFIED LINE OF STEEL OFFICE EQUIPMENT 
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These Numbers 
are the right combination 


FoR PROFEETS 


SESAMNIEE 


THE MODERN LOCK THAT NEEDS NO KEY 


HEN a person buys an article equipped 
W with a lock, evidently some measure of 

security is expected otherwise no lock 
would be required. When a metal cash or secu- 
rity box is purchased the utmost in protection 
is desired or a paper box would suffice. Why 
should any security be expected of a metal box 
equipped with a cheap lock no different from 
those on thousands of other boxes, easily open- 
ed with any one of the thousands of keys in the 
possession of unknown individuals, owners of 
boxes with identical locks. Furthermore, these 
small elusive keys are continually lost, mis- 
placed or stolen. The solution of this perplex- 
ing situation is Sesamee— the modern lock that 
needs no key. 


The owner of a Sesamee lock chooses and sets 
his own secret combination, preferably some un- 
forgetable number, for instance an address, a 
‘phone number, a date, etc. A flick of the wheels 
to this number locks or unlocks the Sesamee 
lock. (It is just as easy in total darkness). A 


new combination can be set in an instant but 
only by one knowing the prevailing combination. 


Thousands of people using Sesamee-guarded 
luggage, camera cases, golf bags, padlocks, 
desks, automobiles, etc., will appreciate the con- 
venience of having a security box on which they 

an set the same combination they are using on 
their other Sesamee-protected articles. Hotels, 
banks, public utility companies and other or- 
ganizations recognize the merit of these boxes 
because they eliminate key worries and permit 
occasional combination changes. 


An assortment of Sesamee-protected cash and 
security boxes is the right combination for prof- 
its to the progressive retailer featuring them. 
Dealers appreciate the merchandising value of 
this new and convenient lock — Sesamee, the 
modern lock that needs no key. 

The boxes pictured above are shown thru the courtesy of 


The Metal Products Company, West Haven, Conn. They 
are available in various sizes and attractive colors. 





Wood & Steel Equipment Division 

THE SESAMEE COMPANY 

Hartford - - Connecticut 

Please send me more information about Sesamee 
locks for various types of office equipment 





Name of Firm 


Attention of 











Special Locks for 


Cupbeard and 
Metal Locker Doors 


Sesamee Locks 
Cabinet Door Locks 


for Desk Drawers 


Sesamee Locks on 
Personal Letter Files 
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Blakely & Bemis Move to Sioux Falls 

Blakeley & Bemis, who have been identified with the 
L. C. Smith & Corona for many years, and who have 
until recently been operating at Billings, Montana, under 
the name of the Billings Typewriter Exchange, featuring 
the L. C. Smith and Corona, have moved to Sioux Falls, 
South Dakota, where they have taken over the L. C. Smith 
and Corona business on a factory dealership basis, and are 
now operating under the firm name of Sioux Falls Type- 
writer Company, with offices and first class service depart- 
ment in the Smith block. They are also distributors for the 
Corona and Victor adding machines. 

Mr. Blakeley is an old timer and is well known in both 
the typewriter and adding machine fields. He was in 
charge of the Fargo, N. D., office of the Remington back in 
1912, and won third place in the Wales adding machine 
national contest in 1919, while handling their Wisconsin 
territory, and afterwards had charge of their St. Paul office. 
Mr. Bemis has also had many years of experience in the 
service department of several of the typewriter companies 
as well as in the selling end, and made a fine sales record 
handling the Victor adding machine exclusively in the 
Wisconsin and Minnesota territory. 

Mr. Bemis recently represented the firm at the Olde 
Tyme Corona Reunion Convention held at the Union 
League Club at Chicago. These boys won first place in 
this contest with over 900 per cent of quota, and Mr. 
Conger announced on the convention floor that this was the 
largest percentage of quota made in the entire organization. 

—— SS — 

Elofson Made Art Metal Manager at Chicago 

C. L. Elofson has been transferred from Philadelphia to 
Chicago by the Art Metal Construction Company. He 
takes the place of I. E. Eckstein, who has found the duties 
of manager arduous. Mr. Eckstein is going to take a long 
rest, and while he has made no definite plans, it is safe to 
assume that he will keep close contact with business, even 
though not actively engaged. 

Mr. Elofson joined the Art Metal Construction Company 
February 15, 1919, immediately after his discharge from 
military service. He operated in New York until March, 
1925, when he was appointed manager of the branch at 
Baltimore. January 1, 1928, he was promoted to the branch 
at Philadelphia, continuing there until January 1 this year, 
when he was appointed manager at Chicago. 

L. A. Jervis, assistant branch manager at Philadelphia 
in charge of contract sales, has been transferred to Chicago, 
where he will serve in a similar capacity. He had been 
connected with the cost department at Jamestown, and the 
branches at Baltimore and Philadelphia. 

aan ‘ 
Parker Pen Branch Opened at Buffalo 

The Parker Pen Company has opened a branch at Buf- 
falo, N. Y., in the Ellicott Square building, under the man- 
agement of James Phillips. This plan is a part of the re- 
arrangement of the Eastern division, with headquarters in 
the Singer building, New York, N. Y. The division office 
is under the management of R. Franz. Mr. Phillips had 
been manager at Boston. That office has been discon- 
tinued, and moved to Buffalo. That branch will supervise 
sales in all of western New York, the western half of 
Pennsylvania, and the state of Ohio. The territory com- 
prising Maine, New Hampshire, Vermont, and Massachu- 
setts has been added to the eastern division, and will be 
served from the New York division office. 

—— << 
Cleveland Concern Incorporates 

The Glotz Office Supply of Cleveland was incorporated 
for 250 shares, no par value, by E. Schottler and others.— 
A. E. D. 
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PO+S+orererererore 
Wherever Desk Lamps 


are needed, sell 





No 
Harsh 
Shadows 


No 
Irritating 


Glare 


Blue Band Absorbs 
Harmful and Wasted 
Rays. 

Shade with White 
Inside Reflecting 
Surface Creates 
Complete Diffusion. 


Indirect Silverglo 
Bulb with Opaque 
Reflecting Surface. 


INDIRECT |f 
LIGHT 


In reading or writing, too little light or 
too much light is equally bad, tiring the 
eyes and straining the nerves. Silverglo 
gives the proper quantity. 


¢ 
’ 
$ 
. 
‘ 
‘ 

7 
; 
; 
The quality of Silverglo is also different; 9 
soft and diffused, neutralizing all glare 7 
from the bulb or from polished desk tops. 3 
This is why SILVERGLO lamps give 3 
. 

? 

; 

; 

4 

. 


: 

: 

; 

: 

: Eye-Ease at the Snap of the Switch. 
: 
; 

: 

! 

? 

; 

‘ 








NO. 223 
Height 17 Inches. 


Adjustable trough shade, six by twelve inches. 
Finishes—Statuary Bronze, Bank Bronze, Oxidized 
Silver and Antique Brass. 


Send for illustrated booklet and prices. 


Silverglo Lamps, Inc. 
300 East Federal St. Baltimore, Md. 
“The Modern Genii of the Lamp” 


B+ S++ S++ S++ S+ S++ O+S+S+o+ 
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Blankmeyer Business at Chicago Incorporated 

Che E. E. Blankmeyer Company has been incorporated 
at Chicago with capital stock of $50,000 to operate the 
office equipment business established several years ago at 
133 West Lake street by E. E. Blankmeyer. “E. E.” is 
well known in the commercial stationery field of the 
Chicago territory, having been traveler for The We's Com- 
pany a number of years. After leaving that service he 
engaged in the wholesale stationery business at Chicago 
The company has Chicago distribution for a number of 
important lines of office furniture and equipment. 

Che officers of the new corporation are E. E. Blank- 
meyer, president and treasurer; A. C. Elwood, secretary. 

\ typewriter and adding machine department has been 
established recently, in charge of Ward M. Calhoon. He 
has had an extended experience in the typewriter and 
adding machine field in various parts of the United States, 
having represented a number of the leading manufacturers 
at different times. He is handling the distribution of the 
“Executive” typewriter and the Brennan adding machine, 


} 


the latter being sold in Minnesota, Wisconsin, Michigan, 


Ind ana and Illinois 
94 Le 


N. C. R. Votes a Stock Increase 


December 10, 1928. carried a 


° The New York Tribune of " 
A Better Se rvice report to the effect that following the announcement of an 


Il 
' 
t 


extra dividend of $1 a share on both classes of Nationa 


Fo r De sk Use rs Cash Register Company stock, stockholders authorized the 
: f 90,000 shares of common B 


issuance of an additional f 


/ bg stock. Of this amount, 30,000 shares are reserved as part 
exc usive y payment for the acquisition of the Ellis Adding Typewriter 


° ° Company, when acquired, and 60,000 shares are authorized 
Made in Grand Rapids Fr ‘ 








for subscription by both classes of stockholders on the ratio 
Help your trade to get the best results oe See See Peete Ser. eace Cremy-fve Hew st & price of TES 
from their staff. Sell them the unex- —_* ms 
celled service of GUNN LINO. These Silver Anniversary of i. E. Pratt 
distinctive desks do more than enhance Mr. and Mrs. J. E. Pratt celebrated the silver anniver- 
the office interior. They promote sary of their marriage at the Oak Park Arms hotel, Oak 
Park, Ill, December 26. About a hundred relatives and 


accurate vision and add to the user’s 
comfort. 


close friends observed the anniversary, and wished Mr. 
and Mrs. Pratt continued health and prosperity to and be 


vond the golden anniversary Mr. Pratt is manager at 






Chicago for the American Writing Machine Company. His 


‘6 M ’ . . . . 
It isn't a activities in the Chicago typewriter field extend over a 


Uno” 
Unless it’s a 


GUNN” 


period of more than twenty-five years. In his present work 


Mr. Pratt manages three retail stores, the workshop, and 





aids his company in upbuilding the field of the rebuilt type 


writer \ host of business friends accustomed to dealing 





with “J. E.” in the office machine field, wish him and his 
wife all the good things of life. 
—_ = 
New Orleans House Features Ryto Ink 

F. F. Hansell & Bros., Ltd., of New Orleans are fea 
turing successfully Carter's Ryto ink, which writes blue. 
turning to a permanent black on drying It is suttable for 
fountain pens as well as for use in inkwells. The house of 
Hansell & Bros. are presenting Ryto in window and store 
displays and are also pushing it with store and city sales 
men 

This concern is one of many who are featuring Ryto in 


all parts of the country 


_ 
The Gunn Furniture Co. John F. Morse in Business for Himself 
GRAND RAPIDS, MICHIGAN John F. Morse, until recently connected with the San 


Branch Offices and Salesrooms Francisco office of The Berger Manufacturing Company, 
11 East 36th St., New York City 
1027 So. Broadway, Los Angeles 
21 Second St., San Francisco ; 


has gone into business for himself as a manufacturers’ rep- 
resentative, with an office in the Tilden Sales building, 7 
Front street, San Francisco, Calif. Mr. Morse is admirably 








equipped, through training and experience, to succeed in his 





new WOTK 











last Years Contents 
of Post Binder..... 














OUR customer needs some loose leaf binders of 

large capacity. But just mention the cost of regu- 
lar post binders to him and watch yourself lose a sale. 
High cost is the one great drawback to using post bind- 
ers for inactive records—but ACCO Covers are inex- 
pensive—they do all the work of the usual post binder— 
they may be used in quantity economically—they are 
used where no other binder was ever used before—all 
because of their very low cost. 


ACCO Covers are really low priced binders with un- 
limited possibilities for bulk sales, repeat sales, large 
turnover and profit. They suggest new uses to the buyer, 
open up an entirely new and broad range of sale, create 
new customers. And they do not compete with your 
post binder business because their field is distinctively 
their own. 

ACCO Covers constitute the lowest price loose leaf 
sheet protection on the market. They accommo- 

date every standard size sheet and gauge of 





..... Permanently Transferred to 
an Inexpensive ACCO Cover 








punching in ledgers, orders, forms, etc. 


They serve as binders of greater capacities than ACCO 
Binder Folders; they are a logical outgrowth of this 
popular ACCO item. You can always sell ACCO Covers 
to your ACCO customers who have accumulated a quan- 
tity of papers they wish to preserve and protect. 


There are two styles; ACCO Cover CB F is made of 
pressboard with cloth hinges—ACCO Cover CB H is 
made of binder board covered with pebble-grain black 
book cloth. The ACCO Fastener used for binding gives 
unlimited capacity. 


ALL STANDARD BINDER SIZES. PUNCHED 
FOR ALL STANDARD GAUGES OF ROUND AND 
SLOTTED HOLES. 


Write immediately for price list. Get this volume busi- 
ness—this profitable business. Get it now! 


AMERICAN CLIP CO. 
Beebe Ave. and William St. 
Long Island City, N. Y. 


Canada: 
ACCO CANADIAN CO., Ltd. 
454 King Street W. 
Toronto 


Europe: 
ACCO COMPANY, Ltd. 
18 Whitefriars Street 
London, E. C. 4 


Argentina: 
FRED BERG & CO. 
448 Sarmiento 
Buenos Aires 


L\CCOQ COVERS 








Here's a sure-fire suggestion to accomplish an 
extra, quick and profitable sale: 
Whenever you sell ACCO Covers, 
ACCO Binder Folders, ACCO Fast- 


eners or Post Binders of any kind sug- 


gest the need of 
ACCO PUNCHES 


ACCO PUNCHES are easy to operate, easy to 
sell. The simple action of wrist and finger-tips create 
the short powerful drive, the brute power and the 
sharp, accurate cut through the paper which distin- 


Sell ACCO PUNCHES 





guish ACCO PUNCHES from all others. There is 
an ACCO PUNCH for every standard loose leaf 
gauge and hole. 

ACCO PUNCHES stay sold—their users stay sat- 
isfied. There’s no servicing necessary, for ACCO 
PUNCHES never rust, break or get out of order. 
They are guaranteed to perform perfectly, always. 

Get acquainted with ACCO, “the selling punch”— 
the punch which sells with other merchandise—the 
punch which sells other merchandise, the punch which 
sells in greater volume for you! 


AMERICAN CLIP CO., Long Island City, N. Y. 


With your ACCO COVERS, ACCO FOLDERS, 
ACCO FASTENERS, and with all types of Post Binders 
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New Ideas 


---and new money-making 
merchandise await you at the world’s 
largest buying and selling center. 





Airplane view of part of grounds and exhibition buildings, Leipzig Trade Fair. 


AST spring, 185,000 buyers from 44 

countries attended the great Fair at 
Leipzig. More than 2000 American buy- 
ers found profit and pleasure here. 
They made money. They made friends. 
They had a thoroughly enjoyable time. 
More of them will be here for the 1929 
Spring General Sample Fair—March 3rd 
to 9th, or the great Technical Fair and 
3uilding Fair—March 3rd to 13th. 
Come along with them. You will find a 
greater list of profitable purchases than 
ever before in the history of the Fair. 
You will see the wares of 10,000 exhibi- 
tors from 22 countries—1070 exhibits of 
stationery, office supplies and appli- 
ances, etc. 
You will save travelling time and ex- 
pense. All the merchandise of Europe 
will be at your finger tips for inspection. 
You will have no long trips to out-of-the- 





way factories. Not 
a minute wasted 
in fruitless search. 
Lots of time left 
for recreation. 


Plan now to come. 
Let us help you 
make your trip 
abroad more 
profitable and 
pleasurable. 


Let us tell you 
about special 
travel rates, spe- 
cial living accom- 
modations, free 
visas, and gener- 
ous, helpful serv- 
ice. Leipzig wants 


you to make money and save money. 


Tear off the coupon below right away 
and mail it tous. We'll send you full in- 
formation. No obligation. Write now. 


LEIPZIGTRADE FAIR 


New York Office, 11 West 42nd Street 


Leipzig Trade Fair, S -— 0-1, 
11 West 42nd Street, N. ¥. C. 
Gentlemen: Please send me a copy of 
the booklet “A save-money trip to the 
make-money Fair’ which contains com- 
plete information regarding profit possi- 
bilities, special travel rates and your 


I 
! 
I 
l free service. 
I 
! 
l 
I 


Name 
Address 
Firm 


Business 
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Upperandlower 
tab _- 
levels 


P= 











Protection and 
Economy as 
well as Speed. 
Slam a book or 
heavy folder on 
it—lJean on it— 
the upper level 
of tabs are all 
steel and will 
protect the low- 
er level manila 
tabs. 
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PROTECTED. 


Body height folders are 
used for Individual 
Name and “Miscellane- 
ous” folders. 
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A PROTECTIVE FEATURE THAT SELLS 
THE OXFORD SPEED-INDEX 


eee upper level of the OXFORD Speed-Index is 

entirely steel tabs! The first three positions are 
for the main alphabetic index and the wide steel tab 
at the right is for important headings. 


Y 
Y 





\ 





The lower level is for the “miscellaneous” folders 
and individual name folders. These are protected by 


the higher index guides against “dog-earing” at the 
corners and breaking across the top! on. 
How often you see the manila name folder tabs 
and miscellaneous folder tabs battered into a crumpled 
condition in a guide height (upper level) arrangement. 
This can’t happen in the OXFORD Speed-Index. 
Another point—the two tab levels of the Speed- 
Index provide greater indexing facilities than the old 
style single level, with its cramped tab widths. 
The OXFORD Speed-Index is the modernized fil- 


ing system—you can sell it readily! May we send fur- 
ther complete information? 


Your 
filing supply 
specialists 
500 DRIGGS AVE., 
BROOKLYN, N. Y. 
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Ivan Allen Writes a Book 
Ashe 5” 


the 


is the title of a book by Ivan 


Allen- Marshall 


“Atlanta from the 
Allen, 
Atlanta, Ga 


president of [van Company, 


The book is dedicated to the men in commerce and in- 
dustry who have made America great and the author in 
his foreword states that, in presenting his city to the 


executives of American business, his hope is the reader will 
look upon the facts presented as conservative statements, 


; The of the book are 


for they are conservative pages 
replete with facts which should be of interest to any 
reader, let alone the executive who, as part of his business 


planning, wishes to place an exact valuation upon Atlanta 


Che title of the book and the seal of the city of Atlanta 
both emphasize strikingly the city’s remarkable growth 
since the day in November, - 1864, when Atlanta was a 


smoking heap of ruins and ashes left by Sherman’s army. 
Immediately the rebuilding of the city began. Atlanta, like 
other places in the south after the Civil war, was 
the only 


many 
lepend rriculty hicl ae et on Ot 
dependent on agriculture, which was practically 


pursuit to which a toolless, impoverished populace could 


turn 
The rapid growth of Atlanta into a dominant industrial 
in no small measure due to the foresight of a young 


1837 chose the site of the 


city 1s 
civil engineer who in present city 


as geographically and topographically ideal for a railroad 
and industrial center. 

hus Mr. Allen 
the beginning of the book and learn of the early history of 
Atlanta. 
surprise the attractively told story of the Atlanta of today 


and 


we go with through a few pages at 


And soon we are reading with interest and even 


public improvements, industries, other activities 


Railroads, street car lines, water power development, state 


its 


highways, building construction, educational institutions, 
financial houses, retail establishments, convention facilities, 
amusement houses, parks, mineral and other natural re- 
sources, aviation, printing and publishing, etc. 

Atlanta is a leading city of the new south and its activi 
ties are manifestly dependent in greater or lesser measure 
other parts 


Quite logically, 


upon conditions, and activities in 
of Georgia, and of the south in general. 


therefore, the book devotes a suitable portion of its text and 


resources, 


illustration to telling about the state of Georgia and other 


southern states. You may be well acquainted with the 
south, yet it is quite probable that “Atlanta from the 
Ashes” contains facts which will surprise you. Most of 
us know, of course, that the south produces all of the cotton 
which is raised in the United States and more than half 
of the world’s cotton. Then there are products of which 
you know that the south furnishes all, or practically all, 
that is produced in the United States—to refresh your 
memory: Cotton seed oil, sugar cane, cane sugar, cane 


syrup, molasses, and peanuts. 
How near, though, do your estimates come to the follow- 
ing figures as to the south’s percentage of the production 


of the items listed? 


Product Per cent. 
i. Co adc «cS auelentene Lees 92 
ME. ds chlvnl's sub alot kee 42 
Sulphur 99 


Bauxite (approximately) 100 


og ee en es er 100 
Ce ee er ee ea 100 
PEE vs indus cae dake eee eee 100 
FE go ik dae sce chads 90 
Graphite ..... +6 ewe eee a eerie 60 
Winter and early spring vegetables 90 
Ge “wiidce ik cwctnn these acon 42 
CO DOM “isicive sicst cceeaubeeneeel 97 
OE DY bins ks een ieee eee 91 
Rice 80 
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$Q75 


a year 


profit 
from a $35 investment 


Several years ago an office appliance 
dealer in a Middle Western town of 
moderate size put a few sample St. 
Johns Business Tables on his floor at a 
total cost of $35. 


Since then he has averaged $975 a year 
net profit taking orders from those 
samples. We ship each order promptly 
from our large warehouse stocks, mak- 
ing it unnecessary for him to keep any 
tables on hand. 


This experience has been duplicated by 
hundreds of office appliance dealers in 
every part of the country. You, too, 
can add to your profits by selling St. 
Johns Business Tables in this easy and 
economical way. 


Remember, as we make immediate ship- 
ment you do not have to tie up a dollar 
of your capital in stock. Write today 
for catalog and further details of this 
money-making plan. 


if se. Johns Business iables are made in 5-ply 
| Mahogany; 5-ply Walnut; Oak, 5-ply quar- 

tered or plain; first quality quartered Gum, 
Mahogany finish and Northern Gray Elm. 
The under top construction and mitre-joint 
|] plank edge are exceptionally strong. jove- 
|| tail drawers with 3-ply bottoms. Shipped 
K. D. with bolt construction. 








ST. JOHNS TABLE CO. 


Cadillac, Michigan 














\ Capacity one to 1000 leaves 
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| THE ADCO 
| CHAIN POST 
: BINDERS 


UPPER TUBE CARRIES 
UNLIMITED EXPANSION 
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CHAIN POST CURRENT BINDER. 
NO SECTIONS REQUIRED. 


PRICE COMPARISON IN the 93x11 SIZE 
(ADCO “A”—$17.85 to $14.30 


4 
| THE @DCO “A” AND “SERVICE” 
] 


) CADCO “Service” $15.85 to $12.30 
Capacity one to 500 leaves 


(ADCO “B”—$14.50 to $11.00 


“ 


| YS ES (RY J EY A) EY ERG I A EY Af) EY 





} Capacity unlimited 
| ADCO “Flexosex” $13.00 to $9.00 
Capacity unlimited r 
> Your dealer can supply you t 
5 . 
W. G. LLOYD COMPANY |: 
q Accounting Devices Company Consolidated 
626 SOUTH CLARK STREET, CHICAGO, ILL. i 
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We thought that some of these facts would surprise 
you! And in “Atlanta from the Ashes” there are many 
more facts which are of interest. You may have noticed 
that throughout this article we have spoken of “facts” 
and have avoided the use of the word, “statistics,” which 
seems to have become a formidable and in some cases 


almost a forbidding term. True there are statistics in Mr. 
Allen’s book, all that tell the story of 
Atlanta adequately; but they are so presented as to form 
a no less interesting part of the narrative than the word pic- 
Mr. Allen 


“cold statistics.” 


are required to 


tures. In short, gives you “interesting facts” 
and not 

Ivan Allen's natural qualifications and his contacts and 
experiences have eminently fitted him to write interestingly 
about Atlanta. Much of the information presented in the 
book has grown out of Mr. Allen’s activities as president 
of the Atlanta Chamber of Commerce and as chairman of 
the Forward Atlanta Commission, a sponsor of the present 
million dollar Advertise Atlanta Campaign. 

an 
Attractive Oakville Pin-Holder Display 

A new display box for packages of Oakville pin-holders 
is being offered to dealers by the Oakville-American Pin 
Division of the Scoville Manufacturing Company, Water- 


bury, Conn. The color motif of the display container and 





NEW OAKVILLE PIN-HOLDER DISPLAY 
of the boxes of pin-holders is the customary shade of 
yellow by which the company distinguishes its boxes of 


pins, clips, fasteners, and thumb tacks. 

The back of the display container, which when in use 
stands upright, is in colors and shows in life-size propor- 
tions a hand taking a pin from an Oakville holder, thus 
giving force to the company’s slogans for Oakville pin- 
holders, “A pin a second,” and “Saves time, waste, and 
fingertips.” 

The container accommodates twelve pin-holders and the 
corresponding 200 pin refills. The dimensions of the box 
portion of the 11% 11% 


inches, and the display back set up is about eleven inches 


new display container are by 


in height. 


Full information as to this and other helps to the dealer 
the the 


may be secured from stationery department of 
company 
—— 

Salesmen of Wm. Mann Co. Meet at Philadelphia 

The annual sales convention of the William Mann Com- 
held at Philadelphia December 27-2 
Representatives were present from every state East of the 
Florida. The 
hotel. 


pany was 9 inclusive 


Maine south to business 


the 


Mississippi, from 


sessions held in Bellevue-Stratford 


were 
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Duco helps sell office furniture 
because it is eminently right for the job 


bs )U don’t have to argue about the furniture, dictating machines, type- 
durability of Duco to your pros- writers and other appliances. Duco 
pects. They see it stand up on their virtually eliminates the usual “touch- 
automobiles—6,000,000 of them. In the up” when the furniture is received. It 
public mind, the very word Duco means is easily washed and cleaned of dirt and 
permanent beauty. ink spots—floor mopping does not stain 

the legs. It remains bright and lus- 
The finish on office furniture and appli- trous. like new under wear and tear 
ances must above all be able to resist that would utterly destroy ordinary 


abuse and hard wear. This point is a 

important: and the buyer knows that 

Duco will stand the gaff as other fin- In a word, Duco gives the consumer the 

ishes will not. satisfaction that makes for 

eh active good will and repeat 
} sales. For further data show- 
ing how Duco can increase 


volume, just mail the attached 





With Duco-finished business 
furniture, you have a big edge. 








eS i 


Dealers everywhere are fea- “—~ 
: ee o™ The Duco ov 
turing Duco-finished office = jdipemancraton tag on seal = Coupon. 


finish on many leading lines 


E. I. DU PONT DE NEMOURS & CO., INC., 
Parlin, N. J. 


Gentlemen: Without obligation on my part, please 
let me have information on Duco and du Pont 


merchandising cooperation. 





RE6.U.5. PAT. OFF. 


Name 


Executive Position .. ; ; ° ceeeeceses 
Firm Name o* . ; eee eee 


\ddress Terrie; tert 


Made only by du Pont CHP eos Beate 
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Loose a os 








=) 
ut RINGS 


With 


By one simple, ingenious idea, the entire principle 
of loose leaf construction is revolutionized. In- 
stead of old-fashioned, bulky rings, these loose leaf 
books make use of a flat, flexible tube of spring 
brass, extending along the binding edge of the book. 








Not only does this do away with the inconvenient 
bulk of the old-fashioned loose leaf book, but be- 
cause the sheets are not punched nor perforated, 
they can’t possibly work loose and be lost. 
































The result is a notebook that is trim, slim and 
good-looking—AND LOOSE LEAF. These loose 
leaf books come in sets of fifteen sizes, eight end 
and seven side-opening. Complete assortment of 
three sets (45 books) in display case retails for 
$36.90. Usual discount. By all means, get a sam- 
ple. To do so, simply attach the coupon below to 
your letterhead and send to Neva-Clog Products, 
inc., 636 Water Street, Bridgeport, Conn. 


Y M 
Yes—send us a specimen, together 


with prices and discounts of your 


loose leaf notebooks without rings. 
R R 
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Bates Display Card Boosts Trade-Ins 

Company, of 
tell us that very 
dealers 


The Bates Manufacturing 


makers of numbering machines, 


ing results are being secured by who are 


card which 


old 


Bates easel display 
that their 


Bates devices 


the new suggests 


tomers they trade in 


for new 


The illustration herewith gives an idea of what the dis- 





TRADE IN 


YOUR OLD 


NUMBERING MACHINE 
FOR A NEW 


BATES, 


DISPLAY 





NEW BATES CARD 


catches the 


looks like. Its 
because of its plain, short, 


play card readily 


of the passerby, 


message 
easily-read mes- 


sage. The card, for counter or window display use, meas- 
ures 914 by 5% inches and is mounted in easel form. Deal- 
ers may have these new Bates display cards for the asking. 


a ent 
Addressograph Suggestion Contest Prize Winners 
suggestions submitted in the 
the Addressograph Company, 


Over thousand were 
1928 suggestion 
The cash prizes amounted to $1,325, 
participated in the 


first 


one 
contest of 
Chicago. and seventy- 
one of the employees of the 
distribution. In addition to the money 
prize consisting of a beautifully engraved Hamilton watch 
was also offered and was won by E. A. Oyen of the inspec 
tion department, who was adjudged to have made the most 
the 1928 factory 
In presenting the capital 


company 
distributed a 


valuable suggestion in home office and 


suggestion contest. contest prize 
to Mr 

“It is a pleasure to present this watch in 
Mr. Oyen’s sug Mr. Oyen has always worked for 
the best interests of the company. His position is a diffi- 
cult Satisty that 


Addressograph products are carefully inspected so that they 


Oven, President Rogers said 


recs yenition of 


gestion. 


one—he must everybody. He must see 


will please the customers as well as the salesmen who sell 


them. He growth and 


has contributed considerably to the 


expansion of this business and his work has always been of 


i high character.” 
Mr. Oyen hds been associated with the Addressograph 
Company for over eleven years. For five and a half years 


he was a traveling service man, after which he came to 
Chicago and worked on the preparation of service manuals, 
developing a great knowledge of the mechanics of Addres- 
sograph products and the condition in which they should be 
eceiver customers. For the last five and a half years 
he has been in charge of the inspection of finished ma- 
chines, working under the supervision of Mr. Berner of the 
mechanical service division 

George J. Andre of the punch press department won 
the $50 prize for the best suggestion in the third and final 


the tool and die department 


for the 


contest, while C. Paschali of 
best 
laps of the year’s contest. 
The present suggestion contest period started December 
1 and until March 1. 
SS 
New Typewriter Service Company in Dallas 
F. W. Gipe and J. V. recently 
started in the typewriter business in Dallas, under 
the name F. W Typewriter Service 


submitted the suggestions first and second 


will continue 


Campbell, co-partners, 
Texas, 


Gipe Company. 


APPLIANCES 


Orange, N. J., 
gratify- | 
using | 
to cus-| 


numbering machines 


eye 
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Instead of Trying to Beat Com- 
petition by Out-Guessing its 
Prices, Avoid It by Selling an En- 
tirely Different Kind of a Desk. 


Why Not Work at an 
Advantage This Year? 


Let Us Tell You 
How the Wagemaker Agency Can In- 
crease Your Sales and Profits. 


“Point 


POINT NO. 4 


INTER- 
CHANGEABLE 
DRAWERS 


Most Wagemaker 
users put the letter 
drawer at the top 
where it really be- 
longs. 








WAGEMAKER Co. 


GRAND RAPIDS MICHIGAN 
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“TRANSFOUR” 


A Revolutionary Idea 
in Carbon Paper 


























No. 1. Very tough, clean and 
durable—exceptionally fine for 
one copy at a time. 


No. 2. Standard, clean corre- 
spondence carbon, for use up to 
4 copies. 


No. 3. Medium weight and fin- 
ish—designed for clear mani- 
folding up to 8 copies. 


No. 4. Featherweight—for heavy 


manifolding of more than 8 
copies. 


In this manner the typist 
is equipped to perform 
efficiently EVERY mani- 
folding requirement within 
the range of typewriters. 


Write for dealer proposition 


Neidich Process Company 
Burlington, N. J. 


“The Line of the Lowest Ultimate Cost’’ 
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Mr. Gipe was formerly a foreman in the factory of the 
Underwood Typewriter Company for a period of eighteen 
years and he has spent a total of thirty-six years in the 
typewriter field. 

Mr. Campbell was also formerly connected with the 
Underwood Typewriter Company in the service depart- 
ment, for a period of about eighteen years. 

This new company is specializing on the rebuilding of all 
makes of typewriters and handles the sale of rebuilt and 
second-hand typewriters. The partners are authorized 
dealers for the Underwood portable and will carry a stock 


of parts and typewriter supplies 























NEW FACTORY OF THE COMMERCIAL STEEL EQUIP- 
MENT COMPANY, LINDEN, N. J.—Reference to the com- 
ment of operations in the new factory was made in last 


mence 
month’s issue on page 144 








The Hoovers Take a Royal Typewriter Along 

For months before the election a number of Royal type- 
writers had been rented for use at the Hoover home in 
Palo Alto, Calif. The correspondence in this residence was 
voluminous during those days and up till the time of Presi- 
dent-elect Hoover’s departure aboard the U. S. S. Mary- 
land, Mrs. Hoover and her secretary put in long hours 
with the typewriter 

The habit of using the typewriter for correspondence and 
other personal writing evidently grew so strong with Mrs 
Hoover that she found the purchase of a typewriter for 
permanent use quite necessary. Before leaving with her 
distinguished husband on the long Southern trip, she did 
some shopping in office equipment and called for a Royal 
Typewriter Company salesman to demonstrate his machine 
to her. This salesman reports that Mrs. Hoover took as 
much interest in his sales demonstration as any business 
prospect would and he felt very much elated when he 
returned to his office with an order signed by the future 
First Lady of the Land. 

——— 

Texas Company Sells to State Departments 

Clay L. Price and Roy A. Barbisch, owners of the Type- 
writer Exchange, Austin, Texas, report having enjoyed a 
very good business on the Marchant calculating machine 
with the various State Departments of Austin. Thirty-two 
of a total number of fifty-six Marchant machines sold, went 
to the State Highway Department. This company has 
Marchant distribution for twenty-five counties in Texas. 

The Typewriter Exchange is the Royal typewriter dealer 
1 Austin on both the standard and portable machines, and 
is also dealer for the Victor adding machine 

Sa 

Allcock Travels New York “Berloy” Territory 

The New York branch of The Berger Manufacturing 
Company has appointed E. Allcock agency and field repre- 
sentative in the New York territory. He will work New 
York state, and parts of New Jersey, Connecticut and Ver- 
mont. Mr. Allcock has had over fifteen years’ active ex- 
perience in the sale of office furniture to dealers and users. 
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Lots of Good Service 
in desks from Indiana 


That is one reason why so many are sold from 
there. Indiana Desk Company offers many 
advantages to the discriminating dealer in mat- 
ters of volume grades, reasonable prices, and 
a convenient shipping center. We put excep- 
tional quality into our product; ample stocks 
of raw material are native to Southern Indiana. 
We reach easily by rail most sections of the 
U.S. 


We invite inquiry from dealers looking for a 
substantial, medium priced line of good desks. 
Catalog upon request. 


INDIANA DESK COMPANY 
JASPER, INDIANA 


JASPER is located here 
on the Southern Railroad. 
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Pen Retailer 


UD 
AUTO PO AOO OL TL 





{HUA} Will 


TTA EAT PAY neg eeetT| HH i 


4h 


HE new Conklin Endura Black and Gold pen 
has added the universal desire for distinction in 
personal equipment to the reasons why one purchases 
a fountain pen. This new selling aid makes business 
better in stores where Conklins are displayed and 
sold. In two models, $5 and $7. Pencils $3.50 and $4. 


THE CONKLIN PEN COMPANY 
Toledo, Ohio 
New York Chicago San Francisco 


Pencils 


Leads 






Pens 
Sets 
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New “Mun-Kee” Display Carton 
he Mun-Kee Products Corporation, Newark, N. J., has 
recently introduced to the trade a new display carton. It is 
attractive and compact, taking but little room on a dealer's 
nter. Each carton holds a dozen No. 2 “Mun-Kee” pads 


n/’ Kee 


GUARANTI 
FOR R 


NK PAD 


AMPS 





NEW “MUN-KEE” DISPLAY CARTON 
in assorted colors and carries a sales message on its flap 


that attracts customers. The display cartons are supplied 


with all orders of a dozen or more No. 2 “Mun Kee” pads. 
ae 
Weddings 
Charles L. Patterson Weds 
On Saturday afternoon, December 22, Charles Lee Pat- 
terson and Miss Louise Crawford were married at the 


home of the officiating pastor, the Reverend Dr. B. V. 
of the First Baptist Church of Fort Smith, Ark 
The bride and bridegroom were attended by Mr. and Mrs. 
1. O and Mr. Mrs. Matthews. 


Mr. Patterson is owner and operator of the Fort Smith 


Ferguson 


Crowley and Robert 
Mrs. Patterson is one of the widely 
Smith. 
for the Hendricks Motor Company for eleven years, 
prominent members of the Fort Smith 
Women’s Mrs 
Patterson left Saturday afternoon by automobile for Spring- 
held, Mo 


Typewriter Company 


known business women of Fert She has been sec 
retary 
and is one of the 
Business and Professional club Mr. and 
where they spent several days 


Birthdays 


Master Marshall Ernst Goldblatt 
\ new Royal portable weighing eight pounds and two 
ounces without the case, stripped, arrived on Thanksgiving 
Day in the home of Mr. and Mrs. Robert C. Goldblatt, 6852 
Merrill Chicago, Ill. The Marshall 
Ernst, is the fourth boy to add happiness to the household 
whose only feminine member is Mrs. Goldblatt. 
Mr. Goldblatt is 


the Royal Typewriter Company. 


avatilidainite 
Miss Harriet Sheaffer 

Mr. and Mrs. C. R. Sheaffer, Fort Madison, Iowa, wel- 
comed their third child to the family group November 24, 
1928, at Chicago. Fine progress is reported by mothe 
and babe. Mr. Sheaffer is treasurer of the W. A. Sheaffer 
Pen Company, and his many friends in the trade are happy 
over the advent of his most important treasure. She'll be 


avenue, new arrival, 


connected with the Chicago office of 


a “Lifetime” of joy for the parents. 
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‘THE FAST, ADAPTABLE 


The Protectograph 
check frauds by preventing raised amounts. 


187 


new 


CENTURY 
PROTECTOGRAPH 


has all these features: 














1. Finely balanced working parts that give remarkable 
speed and ease of operation. Handle can be operated 
with one finger. 

2. Greater visibility—indicators that can be set with amaz- 
ing speed and accuracy. 

3. An exceptionally 
imprint. 

4. The prefix character can be made to read “Exactly”, 
“Certified”, “Paid”, or can be replaced by individual 
name or indemnity number. 

. The new Century is easily adapted to take checks of 
all descriptions. Can be used for certifying, receipts, 
stock certificates, partial payment forms, price tags, 
refund slips, drafts, all negotiable instruments—prac- 
tically any business or personal document that must be 
1mount-written. 

6. The payee line can be crimped, if desired. 

7. Special metals are used throughout. All working parts 
are hardened and ground. Superior inking facilities. 
8. Unusually attractive appearance, finish is in nickel and 

two colors of enamel. 

seven bank, eight bank, and nine bank. 

Todd superiorities developed through 

years of experience, but is surprisingly 


- 


clear, deeply shredded two-color 


ws 


9. Three models: 
10. Embodies all 
twenty-nine 
low-priced. 


Todd Expansion Creates Opportunity 


for Salesmen 


National advertising identifies the Todd name with the protection 
of bank accounts—business and personal New models are being 
made for a constantly widening market This era of expansion 
means opportunities for men who can qualify to represent a pro- 
gressive organization. If you are interested, write to us at once, 
The Todd Company, Protectograph Division. (Est. 1899). 1129 
University Ave., Rochester, N. Y. Sole makers of the Protectograph, 
Super-Safety Checks and Todd Greenbac Checks. 


TODD SYSTEM 
OF CHECK PROTECTION 


eliminates a large percentage of all 


Todd Greenbac Checks, with their patented self-canceling 
features, prevent change of payee’s name, date and num- 
ber and “counterfeiting.” 


Standard Forgery 
possibilities, namely, 
endorsement. 


Bonds cover the remaining check-fraud 
forgery of signature and forgery of 
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WATSON 


Special Built to Order & 
Stock Filing Equipment 





Watson steel desks are standard equipment with 
Magill-Weinsheimer Company, Chicago, III. 


A combination of the many complete lines 
of stock filing units, desks, tables, safes, 
storage cabinets, card ledger, desks, etc., 
together with special built to order work 
of all kinds increases the possibilities of a 
Watson connection for you. 

Have you ever considered what it would 
mean to you to furnish special built to 
order equipment as well as stock? 

It means not only doubling your sales for 
equipment, but will also increase your 
sales for filing supplies, which you may 
chance to handle. 

There is some valuable territory without 
capable representation. Write for further 
particulars. 





Let us send you our 
late catalog and com- 
plete information 
showing how 
Watson Steel 
and Bronze 
Equipment 
offers you the 
best advan- 
tages. 


Watson Manufacturing Co. 


Jamestown, New York 
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Lowman & Hanford Feature Carter’s “Ryto” 

[hat Carter’s “Ryto” ink, made by the Carter’s Ink Com- 
pany, Boston, Mass, is spreading in popularity throughout 
the West is evidenced by window and inside store displays 
of “Ryto” in all of the stores of Lowman & Hanford Com- 
pany, Seattle, Wash. 

Stationers are finding that “Ryto” is an ink that has 


enough “personality” to interest the writing public. A 


part of all “Ryto” window displays shows the comparative 














DISPLAY OF CARTER’S RYTO INK IN THE WINDOW OF 
THE LOWMAN & HANFORD COMPANY, SEATTLE, WASH. 


test of standard writing fluid with “Ryto” for depth of 
color. “‘Ryto” keeps its color in bottle or inkwell, standing 
up in this respect almost indefinitely. “Ryto” is a two-use 
ink, working just as well with steel pens as in fountain 
pens. 

Among other prominent western stationers who have fea- 
tured “Ryto” recently are the Stationers’ Corporation, Los 
Angeles; H. S. Crocker Company, San Francisco, and 
Blake, Moffit and Towne, Portland, Ore. 

diseachaaiaiitcelandis 
Addressograph President Presents Christmas 
Greetings 

[The Christmas number of the Addressograph-er, house 
publication of the Addressograph Company of Chicago, 
presented on its front page an appropriate message from 
President J. E. Rogers. The message was flanked on either 
side by panels in color, one depicting ancient Jerusalem 
with the Star of Bethlehem above the sleeping city and the 
three wise men with their desert-weary camels in the fore- 
ground. The right-hand panel showed a sketch of the 
Addressograph plant on West Van Buren street, with a 
hint of the future, when tall skyscrapers might fill the back- 
ground. In his message, addressed “To all members of our 
organization,” Mr. Rogers said: 

“The year now drawing to a close marks a period of 
progress and achievement unsurpassed by any year in the 
history of our company and I wish to extend my personal 
thanks to every member of our organization for the loyal 
support and splendid cooperation that has made possible the 
results accomplished 

“During 1928 new records and higher standards have 
been established in all departments of our business—new 
products and machines have been added to our line and in 
view of our past accomplishments and greater opportunities 
we can look forward to the coming year with pride in our 
company and confidence in our future. 

“I wish you and yours a Merry Christmas and a Happy 


and Prosperous New Year.” 
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AMES MEANS EXCELLENT SERVICE 





Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 


Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 


If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Ames Means Eixcettent Service 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


oe Office and Bapesd Dept. Great Britain Office Branch Office 
Lispenard 8t., New York Lengs, Ltd. 507 Mission &8t., Sam Franciece 
78 and 80 Queen Street, Loados EB. ©. 4, England 











TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 


* 
/mperital 
F Cane AND INDEXES 


; = ——- Here is a complete line of fil- 


, ing supplies that combines 
high quality and low price to 
an unusual degree. Why 


pay more? 






























Send for samples 
with quotation. 

















\er 


IMPERIAL METHODS CO., Forest Park, Ill. 


SCHUBERT OFFICE SPECIALTY CO., PACIFIC COAST DISTRIBUTORS 
1405 8S. Hill Street, Los Angeles, Calif. 580 Market Street, San Francisco, Calif 


GERARD D. WHITE EARL H. PRENTZEL 
2235 Bassford Ave., Apt. 1B, New York City, N. Y. 123 8S. Broad 8t., Philadelphia, Pa. 
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ROBARCO 


‘ROBARCO! 





ADDING MACHINE ROLLS 
MANUFACTURED IN OUR OWN PLANT 


Every roll firmly wound, with smooth edges, 
free from breaks and lint—standard widths 
special sizes to order. 

No. 900 ADMA BOND—a high grade hard 
finish Bond. 

No. 700 UNIVERSAL—a fine white Writing 
—our ‘“‘best seller.” 

No. 600—S T ERLIN G—a hard finish white 
Print—recommended where price is a 
consideration. 

2- 5/16” rolls packed 100 to carton 
3-15/32” rolls packed 50 to carton 


PRICES ACCURDING TO QUANTITY—send for samples and quotations 


ROCKWELL-BARNES COMPANY 


1511 WEST 38th STREET CHICAGO, ILLINOIS 


























NATIONS 
BUSI 





'HE MAGAZIN 
OF BUSINESS 
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Advertised Since 1839— 
Bigger and Better than ever in 1929 


Dealers interested in a big Loose-Leaf line worth pushing, will find it this year in Moore's. 
Complete. High-grade. Reasonably priced. Liberally advertised. 
, Moore’s Security Binders. 
MOORE S PRODUC TS Moore’s Loose-Leaf Records. 
Moore’s VISIBLE Systems in book form, the basis of 
Moore’s Binders lvan Allen-Marshall’s famous Stock Control System as 


Are DIFFERENT well as other widely adaptable applications of the Book 


Loose-Leaf. 


During 1929, as always for 89 years, Moore’s line will be widely advertised to the consumer 

ra direct tie-up to dealers. Notice Moore’s advertisements regularly in the business publica- 

tions indicated above, as well as our schedule in the big mass magazines like “Colliers,” “Literary 
Digest,” “Review of Reviews,” and 11 trade journals covering leading industries. 


Write today _ JOHN c.. MOORE CORPN. Established 1839 


tor Samples, Terms 5050 Stone St., Rochester, N. Y. 


MOORE S$ ‘tr SYSTEMS 


Im Use In More Than 300,000 Offices 
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Parking of Automobiles and Shelf Goods 

Preventive measures against overtime parking can be 
applied as profitably to goods on the average retailer's 
shelves as to traffic at his door, in the opinion of Dr. Julius 
Klein, director of the bureau of foreign and domestic com 
merce. This conclusion he based on facts disclosed by 
studies the commerce department is making in connection 
with its campaign against waste in distribution. 

The problem of dead and slow-moving stock, with the 
accumulation of charges involved, such as depreciation 
taxes, interest, etc., can be solved in most cases, Dr. Klein 
is convinced, by the installation of an adequate stock con- 
trol system. Such a system need involve practically no 
expense outside of the cost of physical equipment. 

In a bulletin prepared in the domestic commerce division 
of the department and which any merchant may obtain free 
upon request, a model stock-control system which has been 
employed successfully by a retail merchant is described 
By means of this system the retailer in question was able 
to reduce his stock more than thirty per cent while at the 
same time increasing his volume of sales twenty per cent 
and his profits fifty per cent. The first year the system 
was working his stock turnover was something less than 
four times, while the following year he was able to show a 
stock turn of six times 

Among other data which the stock control system brought 
to light was the fact that what the merchant had considered 
a “fair” stock in some items was really sufficient to last 
him a number of years. On the other hand he definitely 
ascertained what items were moving rapidly and was able 
to gauge his purchases accordingly. Before the inaugura 
tion of the system the heavy investment in inventory would 
seldom permit experimenting with new lines of merchan 
dise. The release of capital resulting from the operation 
of the new method has enabled him to search out and 
stock new and untried merchandise which appears to have 
merit. 

— on — 

Ten Million Saving Accounts on Ledger Cards 

The post office savings bank of England centralizes its 
accounts, some 10,000,000 depositors being represented on 
the records. Until 1926 the ledgers were hand posted 
Then the system was changed to machine posted cards, 
the clerical work involved in the change being paid out otf 
economies effected. This, according to Management, re- 
juired 400,000 hours of clerical work. The postal savings 
handles about 33,000,000 transactions a year 

The card records are stored in steel tub desks. Each 
account has a separate card, with the name of the local 
post office printed on it. The cards are filed by post office 
of origin, numerically according to the individual office 
The English post office permits local depositors to with- 
draw, up to £2 on demand at their local post offices. Pay 
ments above that sum must be authorized by the central file 

>_> 
Decorative Art on Lacquered Fabrics 

A December display at the Du Pont Products Exhibit 
on the Atlantic City Boardwalk showed interesting exam 
ples of the application of modern decorative art to lac- 
quered fabrics. There were shown stationery portfolios, 
writing equipment, bridge party accessories and book pro- 
tectors. The stationery portfolios and book protectors 
are made of “Nemoursa,” a lacquered fabric, in alligator 
grain, stamped in gold, or decorated in the modern man 
ner with blue and silver 

[he bridge sets were enclosed in ‘““Nemoursa” in pastel 
shades, decorated with airbrushed modernistic designs in 
silver or gold. The sets comprised two decks of playing 
cards, the score card and pencil. Cases were shown also 
accommodating a single pack of cards, pad and pencil. 
The various items shown were made by the Fan-C-Pack 
Company, New York, N. Y 




















BENTSON 


A popular priced line 
for quantity sales 


Bentson 800 line is just 
what most business 
men have in mind as to 
equipment for their 
files—a strong com- 
mercial grade steel fil- 
ing cabinet neatly con- 
structed. Acetylene 
and electric welding 
eliminate danger of 
parts working loose. 
Simple, easy rolling 
drawer _ suspension 
eliminates possibility 
of binding or sagging. 


Bentson 800 includes 
four drawer (and 
counter height 3- 
drawer) letter and cap 
size files. These sizes 
also come with the top 
drawer replaced by 
two card drawers, two 
compartments each in 
the letter size and 
three each in the cap 
size, for 3 by 5 or 4 by 
6 inch cards. 





Bentson 800 is finished 
standard olive green or 
grained mahogany or wal- 
nut at slight additional cost. 
Cabinets can be fitted with 
general locks, controlling all 
drawers. 


Stationers and office equip- 
ment dealers are selling this 
equipment for many sizable 
installations, every month. 
Illustrated circular and dis- 
counts are sent on request. 


BENTSON 


MFG. COMPANY 


Aurora Illinois 


New York representative, A. H. Denny, Inc., 
356 Broadway, near Leonard Street 
Pacific Coast representative: Schubert Office Specialty Co., 
1403-5 S. Hill Street, Los Angeles, and 580 Market Street, 
San Francisco. 
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he widest 
range of 


shapes 
and 


definite 
demand 


People buy them 





they are :— 


G J » 
C.HOWARD HUNT PEN CO. 


CAMDEN, N.J. 
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HUNT PENS—Nationally advertised for over a quarter century 


APPLIANCES 






styles etc, 


every one 
meeting a 


and like them because 





This is it... 


the 
standard 
Dealer's 
Assortment 





This Display, constantly 


be said, unhesitatingly. more 


It can 
that in our recollection there ts conspicuous in the Stationery, 
no dealer’s aid which has pro Art and Drawing Supply Stores 
; everywhere, provides the Deale: 
duced such Sratis yng results = with another item of steady 
does the SPEEDBALL Stand- sale. another source of liberal 
ard Dealer’s Assortment; above profit and a wholesome respect 
illustrated. for the well-known name: 


(/ 








Aids to the Artist and Letterer 
PENS : INKS : BOOKS 





| 
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C. HOWARD HUNT PEN CO., CAMDEN, N. J. 
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Rucker-Fuller to Move to Market Street 

The Rucker-Fuller Company, known since 1908 as the 
Rucker-Fuller Desk Company, will move from 677 Mission 
street, San Francisco, to 539 Market street. This is in a 
district tenanted by many well known office equipment con- 
The company occupy a new and up-to-date 
building on Market street. 

It is interesting to note the early history and growth 
of the Rucker-Fuller Company: The business had its ori- 
gin in 1876, being founded by George H. Fuller in a small 
on New Montgomery street in what was then 
known as the Grant hotel. It was first more of a school 
business and later an office furniture business, and in this 
Mr. Fuller set up a jig saw and one or two 
machinery suitable for the making of school 
desks on a very small scale. The progress was so favorable 
that about years Mr. Fuller moved to larger 
quarters down further on New Montgomery street, where 
The business remained 


cerns. will 


basement 


yasement 
preces of 
two later 
a little more machinery was added. 
in that location for about two years more when he started 
a factory on Bluxome street and maintained a_ retail sales 
room on Mission street, between New Montgomery and 
Third. 

Mr. Fuller conducted business as the George H. Fuller 
Company until 1886, when it was incorporated as the George 
H. Fuller Desk Company and business continued at 638 Mis- 
A few years later it was moved to 660 Mission 
street functioned there until 1908, when Mr. Fuller 
merged his business with that of S. N. Rucker, who was 
also at the time in the office furniture business at 739 Mis- 
sion street, as the Rucker Desk Company. This amalgama- 
tion resulted in a change of the company name to the 
Rucker-Fuller Desk Company and a move to 677 Mission 
street, the present building constructed especially for the 
company. The year 1928 marked the twentieth anniversary 
of occupancy in this Mission street building and this year 
the firm name has been changed to Rucker-Fuller Company. 

The move to Market street is another progressive step 
in the history of the business. The entire premises of a 
63x155 three-story and basement brick building is particu- 
larly adapted to their business. The building is to be 
remodeled for individual office display of all that is up to 
date and modern in office furnishings and filing equipment. 
The location on Market street is in the heart of the busi- 
ness and financial center and is well recognized as one of 
the best locations in San Francisco for this type of business. 

Rucker-Fuller Company expect to move into the new 
quarters some time around February Ist. The solid growth 
of Rucker-Fuller in its fifty-three years of merchandising 
office equipment has have them recognized as 
leaders in the office furniture industry on the coast. The 
present personnel of the organization consists of C. H. 
McQuilkin, W. E. Ristenpart 
and William I. Smith, 


sion street. 


and 


come to 


Ristenpart, president; J. C. 
and A. K. Sherwin, vice-presidents: 
manager of the desk department. 
<—-———— 
National Wholesale Conference 
Under the auspices of the United States Chamber of 
Commerce, the National Wholesale Conference ap- 
pointed committees whose work will be to make a broad 
survey which has for its purpose the clearing away of the 
fog of misunderstanding that has settled about the whole- 
distribution 





has 


saler or middleman as a factor in 

The work in progress has been undertaken by sixty-six 
business men of wide experience constituting the personnel 
They represent many lines of com- 
and have been 


They will deal 


of four committees. 


mercial, industrial and financial activity 
chosen from all sections of the country 
not only with the work of the wholesaler but with the 
function of wholesaling as carried on by manufacturers, 


chain store and mail order house operators. 
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Vote how the efficiency of the rec- 
ord is increased by the use of col- 
ored signals in this typical Rand 
installation. Rand signals come in 
a variety of styles and colors. They 
are so made that they cannot slip, 
tip or fall out as will metal signals. 
Yet they are easily removed o1 
placed in position and they will not 
injure the card in any way no mat- 
ter how often their positions are 


changed. 


AND Sectional Visible Equipment permits 
the visible record to expand with the growth 
of the business. Only one section, involv- 
ing but small expense, need be bought at one time, 
-others may be added later as the need for expan- 
sion arises. 

The economy of this arrangement makes instant 
appeal to every business man. Whether his busi- 
ness be large or small, Rand Equipment will effi- 
ciently serve every purpose for which card records 


Write today for information regarding 


onal Visible Equipment 
eater Dealer Profits 


The capacity of any Rand Unit may 
be doubled by placing an additional 
cerd in the back of each pocket. 
Rand cards are made in several 
ingenious types to gain greater 
capacity and utility and they are 
designed to allow the utmost pos- 
sible expansion of the unit. Rand 
sections fit solidly together to form 
a vompact unit, as rigid ag though 
it were one cabinet. 


are being used. It is therefore a line of ready turn- 
over and assured profit for the dealer. 


The dealer may with perfect confidence show his 
new prospect any Rand installation, no matter how 
long it has been in use. There will be no frayed, 
bent or ragged edges. The exclusive celluloid-pro- 
tected Rand pocket keeps the cards always neat and 
clean. The patented method by which the pockets 
are held in the slide assures perfect uniformity of 
the exposed margin at all times. 


exclusive dealership in your territory. 


THE VICTOR SAFE & EQUIPMENT COMPANY 
MARIETTA, OHIO 
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HE greatest volume of safe sales is in the 
i smaller sizes. These are the sizes best 
adapted to the requirements and facilities 
of office supply dealers. Victor has designed a 
complete line of safes and filing safes with spe- 
cial and exclusive reference to the dealer trade. 
Every number in this line is certified as to the 
minimum degree of protection it will afford 
under actual conditions of fire and impact. With 
this line the dealer can meet all competition 
between safes of unknown merit and those of 
the Underwriters’ B Label. The profit is most 
attractive. 





bicto Certified Safe 
Vo. 516 


Che smallest safe in the Victor Lins A popular size safe conveniently ar- 


Interior equipment (not adjustable) ranged Interior equipment (not 
consists of one locker, one 5x3 adjustable) consists of one locker, 
drawer, one plain opening and « one 5 x 3 drawer, two plain open- 
book space ings and large book space. 


Inside Dimensions 
Wide High Deep 
16° _ 1s” 


Inside Dime? SE LeILE J 
Wide Hial Dee p 
11” 16” 14” 


Outside Dimenasiona Outside Dimensions 





W ide Hiagi Deep Wide High Deep 
18” 29” 23” 23” 33” Thad 
Shipping Weight, 260 The. Shipping Weight, 410 Ibe. 

PRICE $68.00 PRICE $86.00 
Victor Certified Safe 
Vo. 621 


Victor Certified Safes for the dealer trade 
are also made in four Filing Safe sizes, com- 
pleting the line of certified record protection 
tor all types of business. All Victor Certi 
hed Safes and Filing Safes are shipped with 
the interior equipment completely installed 
as ordered, ready for use immediately on 
removal from the crates. 


Exclusive dealer franchise arrangements 
are offered in territories not already allot- Victor Certified Filing Safe 


ted. Write today for details. No. 57 with adjustable 
steel equipment. 


THE VICTOR SAFE & EQUIPMENT COMPANY 
MARIETTA, OHIO 
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THE BINDER WITH POSTS 
THAT DISAPPEAR 





THE POSTS 
PULL DOWN 


FLUSH WITH ..---., 
THE COVER +] 


if If you are not yet handling FLEXI-POST, 





TS disappearing, non-protruding posts 
| are one of the outstanding FLEXI- 

POST advantages featured in the big 
magazine advertising campaign now reach- 
ing 310,000 business executives every 
month. 


You will feel the effect of FLEXI-POST 
advertising in increased sales—if you link 
your efforts up with ours. 


find out at once if your territory is open for 
our exclusive franchise. Here is a live line 
that sells easily against any competition— 


and pays a real profit. 
tied P Mail the Coupon 


Write today for the facts on FLEXI-POST 
Binders, and our full line of loose-leaf goods lt mse ee 


and supplies. 
Catalog of our com- 


STATIONERS LOOSE LEAF CO. _ plete tine. 


Dept. C 
MILWAUKEE WISCONSIN 


LEXI-POST 


REG. U.S. PAT. OF F. 


STATIONER’S LOOSE LEAF CO. 
Dept. O, Milwaukee, Wis. 


Is my territory open for FLEXI-POST franchise? 
Send booklet and catalog. 
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INCOR Gn OE Tae CADDO FAMILY Ena 
—of all things 


continued prosperity and continued good- 
will seem most important for 1929. 


| Q@] Happy New Vear to All 
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Atlas Stationery Corporation 
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|_ 109111 Leonard St. CON 10 New York City 

















Are You Acquainted with 
Old Town Products? 


Why Not Sell Old Town “‘Hermetic’’ Typewriter Ribbons and 
“‘Triple-Wear’’ Carbon Papers? They Will Increase Your Good Will. 























LD TOWN Rizzon ¢ Carson Co. tne. 


JOHNSON AND PRINCE STS. BROOKLYN, N. Y. 
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GE came. 
'* STAMPS « STENCILS + SEALS ‘ 


Chicago, i!l.—The Superior Type Company dressed a number 
of its ‘“‘Compact” drawing kits in holiday packing, and found that 
the outfit was popular as a Christmas gift 

Chicago, tll.—Francis X. Mayer, manager here for the A. D. 
Joslin Manufacturing Company, reports that November was the 
best month in the history of his company 

Minneapolis, Minn.—The Crown Rubber Stamp Company has 
been established at 235 South Fifth street by G. E. Livingston 
and R V. Morgan The company will handle seals, time 
stamps, numbering machines, name plates, bronze signs and 
stencils, in addition to manufacturing rubber stamps 

San Diego, Calif.—The Acme Stamp Company has been regis- 
tered as a commercial enterprise by Winthrop J. Willits. 

San Francisco, Calif.—The Louis Melind Company, Chicago, 
lll., has established a branch caring for the trade in the moun- 
tain and coast states. The warehouse is at 593 Market street, 
Henry Hacker is in charge of the branch hers He had been 
with The Superior Type Company in the past 


KG ey: § 
§ BUSINESS OPPORTUNITIES ‘# 


Commerce Department Trade Opportunities 





Inquiries sent to the U. 8S. Commerce Department from represen- 

tatives abroad. Recognized business establishments can secure 

names and addresses on application to the Bureau of Foreign 

and Domestic Commerce at Washington, or to the district and 

co-operative offices, mentioning the file number of the trade 
opportunities wanted. 


Appliances and supplies, office, Berne, Switzerland.—No. 34, 
862; agency desired. 

Devices, loose leaf, Paris, France.--No. 35,150; purchase or 
agency contemplated 

Equipment, office, Berlin, Germany No. 35,038: agency de 
sired. 

Equipment, office, Berlin, Germany No. 35,041; agency de- 
sired. 

Equipment, office, Paris, France.—No. 35,150; purchase or 
agency contemplated 

Furniture, including card tables, Jerusalem, Palestine.—35,045; 
agency desired. 

Furniture, including office, Santa Fe, Argentina No. 35,159; 
purchase contemplated. 

Furniture, office, steel, Kew, Australia.—No. 34,875; agency 
desired. 

Furniture, office, steel (cash drawers), Zagreb, Yugoslavia 
No. 34,857; agency desired 

Loose leaf devices, Paris, France.—No. 34,870; agency de 
sired. 

Machines, adding, Leipzig, Germany.—No. 35,037; agency de 
sired. 

Machines, blueprinting, Berlin, Germany.—No. 34,866; pur 
chase or agency contemplated. 

Machines, blueprinting, Berlin, Germany.—No. 34.867; pur 
chase and agency contemplated. 

Machines, blueprinting, Berlin, Germany.—No. 35,038; agency 
desired. 

Machines, blueprinting, Berlin, Germany.—No. 35,042; agency 
desired. 

Machines, blueprinting, Mannheim, Germany No. 35,043; 
agency desired. 

Machines, blueprinting, Nuremberg, Germany No. 32,250; 
agency desired 

Machines, check writing, Leipzig, Germany No. 35,037; 
agency desired. 

Machine, postal permit printer, Managua, Nicaragua.—No. 
34,877; agency desired 

Machines, typewriter, rebuilt, Leipzig, Germany No. 35,037; 
agency desired. 

Racks, rubber stamp, metal, Calgary, Canada.—No. 35,147; 
purchase contemplated. 

Ribbons, typewriter, Sydney, Australia No. 35,151; pur- 
chase and agency contemplated 

Rolls, gelatine duplicator, London, England.—-No. 34,882; pur- 
chase contemplated 

Supplies, stationery, Paris, France.—No. 34,870; agency de- 
sired. 

Supplies, typewriter, including brushes and erasers, Sydney, 
Australia.—No. 35,151; purchase and agency contemplated. 

Paper, carbon, for pen and pencil, Sydney, Australia.—No. 
35,151; purchase and agency contemplated. 

Paper and paper goods, Shanghai, China.—No. 34,943; pur- 
chase contemplated. 

Pens, fountain, and pen nibs, Alexandria, Egypt.—No. 34,876; 
agency desired. 

Pens, fountain, Berlin, Germany.—No. 35,167; purchase con- 
templated. 

Pens, fountain, best quality, Leipzig, Germany.—No. 35,036; 
agency desired. 

Pens, fountain, and automatic pencils, Paris, France.—No. 
34,870; agency desired 

Pens, fountain, and desk sets, Sydney, Australia.—No. 35,039; 
agency desired. 

Pen points, fountain, both gold and plated, Warsaw, Poland. 
fo. 35.157; purchase contemplated. 
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“FiberstoK Wallets and. 
Envelopes Last Longer’ 





Through the medium of the Satur- 
day Evening Post, we are broad- 
casting to millions of your cus- 
tomers the fact that FiberstoK 
Products are a quality line—a line 
that means long time service and 
efiiciency—a line that should be 
purchased at “Your Stationers”— 
made by the world’s largest mak- 
ers of envelopes, wallets and filing 
devices. 


To help our dealers take advantage 
of the easy, profitable sales created 
by this national advertising we are 
offering the FiberstoK Salesmaker. 


How you can obtain one of these 
FiberstoK Salesmakers is a pleas- 
ant surprise for interested dealers. 
Write us for particulars. 


National 
FiberstoK Envelope Co. 


427-447 Moyer St. Philadelphia, Pa. 


New York Office—150 Nassau Street 
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BLUE-BLACK 
ITS PERMANENT 





For Signatures of Importance 
and all Writing of 
Intended Permanence 


APPLIANCES 











Free Hand Binder 


REG. U. S. PAT. OFF. 


holds any office form 


Every office has printed forms of some kind— 
forms which can best be used in a FREE HAND 
Binder, permitting quick accessibility. 


The FREE HAND is just the thing because, as the 
name implies, it leaves one hand free; but one hand 
is required to operate it. This time-saving and 
convenient feature alone soon pays the cost of the 
FREE HAND. Send for circular and prices. 





Free Hand Binder Company 
227 Pearl Street New York, N. Y. 
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Akron, Ohio.—The Hammermill Paper Company, Erie, Penna., 
has appointed The Alling & Cory Company its local agent. 

Albuquerque, N. M.—The Santa Fe Book & Stationery Com- 
pany, Santa Fe, N. M., has opened a store at 221 West Copper 
street. 





American Manufac- 
street to 70 High 


Boston, Mass.—The local branch of the 
turing Concern has moved from 44 High 
street. Fred H. Salmen is in charge. 

Chico, Cal.—The new home of the Chico Book & Stationery 
Company is two doors south of the former location. In the 
new store the company has large space and fine show windows. 
R. P. Sherwood, the proprietor of this well-known stationery 
firm, is especially pleased with the large amount of floor space. 
The window display space includes handsome side windows 
and a modern window in the center of the dual entrance. 

Cleveland, Ohio.—The Glotz Office Supply Company has been 
chartered; capital stock, 250 shares no par value; incorporators 

E. Schottler, W. Kile and R. S. Linger. 

Columbia, S. C.—Two members of the stationery trade are now 
directors of the Retail Merchants’ Association: H. T. Bayliss of 


the R. L. Bryan Company and Charles C. Muller of the State 
Company. 

Columbus, Ohio.—Ralph Price has joined The Bratton Letter 
& Printing Company He had been with The A. E. Kruse 
Print Shop formerly 

Fredonia, N. Y.—H. M. Putnam has opened a stationery store 


at 25 East Main street. He will conduct the stationery and 
book store formerly operated as the H. B. Heppell Company. 

Glendale, Calif.—Fred E. Watts, Los Angeles, has purchased 
the Glendale Book Store. He has been engaged in the Los 
Angeles field twenty-five years. 

New York, N. Y¥Y.—The Medallion Stationery & Printing Com- 
pany chartered; capital stock, $10,000; N. Brenner, 
charter representative, 299 Broadway. 

New York, N. Y.—The A-1 Stores has been chartered to deal 
in stationery, etc.; capital stock, 100 shares common; C. E 
Kaplan, 20 Court street, charter representative 

New York, N. Y.—Walter F. Hicks, who was engaged in the 
stationery business fifty-three years, has retired from business. 
He started with L. H. Bigelow & Company in 1875 as errand 
boy and worked up through the organization to be assistant to 


has been 


the president. 

Philadeiphia, Penna.—The Cole Specialty Envelope Company, 
5219 Filbert street, has been registered as a commercial title in 
the common pleas court by Verna Cole, 4724 Cedar avenue. 

Portland, Ore.—The Retail Credit Association has elected E. L. 
vice-president. Mr. credit manager of The 
J. K. Gill Company. 

San Francisco, Calif.—A salesman who joined the force of 
Neal, Stratford & Kerr, Market street stationers, in December 
is B. L. Beals, Jr., who was formerly with Kling-Dawers Sta- 


Lucas Laicas is 


tionery Company, Oakland, Calif. 

San Francisco, Calif.—Generally speaking, the local stationers 
had a good demand for holiday goods during the pre-Christmas 
Fountain pens and desk sets were heavy items 
in the demand. Greeting cards were also good sellers, in spite 
of competition from all sorts of non-stationery firms. 

San Francisco, Calif.—The Pacific Printing Ink Company, Inc., 
with headquarters at 416 Jackson street, became effective De- 
cember 16. The company represents the Fred’k H. Levey Com- 
pany and distributes its printing inks and pressroom specialties 
on the Pacific coast. In addition to taking over the Levey 
Company's inks agency, formerly held by the Geo. Russell Reed 
Company, the new company has also taken over the leases in 
San Francisco, Seattle and Los Angeles from that company. 
John H. Cahoon is the president of the new company. 

Sioux Falis, S. D.—Al Hansen of the Brown-Saenger Com- 
pany has been elected treasurer of the company. 

Tulsa, Okla.—The Tulsa Book Store, 516 South Main street, 
has been sold to F. Fred Alsop, son of the business manager of 
the Arkansas Gazette, Little Rock. Miss Dorathea C. Schmidt, 
the former manager, has gone to Chicago to study. 

Wapakoneta, Ohio.—Langhorst Bros. have moved their store 
to a new location with improved merchandising facilities. 

West Long Branch, N. J.—Samuel R. Baker, president of the 
Baker Printing Company, Jersey City, N. J., is now mayor of 
this municipality 

Wichita Falls, Texas.—Harry Duren is now an outside sales- 
man for the Railey Printing Company. He had been with the 
Martin Printing & Stationery Company formerly. 


shopping period. 
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eet the Murray 


Let him show you 
how to get more 


profits from your 
greeting card business 





Last Season Over 3,000 Murray 
Dealers Enjoyed the Biggest Greet- 
ing Card Business in Their History. 
And They Made the Biggest Profits 


They have no unsalable inventory to take now—no soiled cards to 
throw out as a total loss—no old stock 
carry over. And they took business away from the house-to-house can- 
vasser. The Murray man is on his way to you and will explain how you, 
too, can conduct the same profitable kind of a greeting card business. 


Wait for him. Hear his story. 


of designs that didn’t sell to 


























MURRAY'S 


J,amous 


RED BOOK 








on your counter and your cus- 
tomers order from it. It contains 90 
attractive samples—exclusive Murray 
Greeting Card ideas and designs that 
have instant appeal. You send the 
orders to our nearest plant and we will 
fill them from our fresh stock and ship 
promptly. The prices shown are the retail 


prices, but the extra liberal discount allowed 
gives you a very handsome profit. 


Extra-Quick Delivery 


Because of our strategic locations at Chi- 
cago, New York and San Francisco we are in 
a position to give the fastest kind of service. 


s===Vurray’s New Plan 


A brand new idea in greeting card selling that allows you 
to beat the house-to-house canvasser. 


NEW YORK BRANCH 
78 Duane St. 





No Stock to Buy 


Use the Murray Book and you 
don’t tie up your capital in stock. 
You run no risk of loss through 
left-over cards that are soiled 
from constant handling. You do not 
have to guess in advance what cards 
will sell. You sell the Murray Cards 
that are in demand and do not have 
to worry about “slow numbers.” 


Let the Murray Man Explain 


Have him show how easily the 
Murray Plan will function for you. It 
means the equivalent of a complete 
factory output of greeting cards confined in 
a three-foot space. Do not decide on any 
1929 arrangement until you meet the Murray 
man and hear what he has to say. 


Takes Business From Canvassers 


ordinary canvasser because you are well known in the com- 
Murray shows you munity Your customers have confidence in you, your line 


how to put out your own canvassers and furnishes you a special and your service. This extra Murray service will help you 
size sample book for this purpose—easy to carry and handle. to increase your greeting card business because it enables 
This business will come to your canvassers easier than to the you to get business you ordinarily would lose. 


Murray Publishers, Inc. 


(Formerly Murray Engraving Co. 


) 
Main Factory and General Offices—6152 5. Wabash Ave., Chicago 


DEPT Dl 


We Are Manufacturers and Sell to Dealers Only 







Man 


aT, 



























SAN FRANCISCO BRANCH 
130 Bush St. 
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Bettcher Chair Irons will 
Increase your 1929 Sales 



















Every chair that is equipped with a Bettcher 
Chair Iron is a good will builder for you, 


Look for the because :— 
triangle handle. ' 
Pressed Steel construction guarantees 

reliable service year after year. 
The chair iron will not squeak or become 
noisy. 
The chair is easily adjusted by the “easy- 
grip” triangular knob (the Bettcher mark 
of identification). 
The chair iron is a real reason for the 
purchase of swivel chairs that are 
Bettcher equipped. 

Manufacturers will find that Bettcher 

Reliability is a safeguard for their 


Eq ulp with reputation. 


mer Heer CHAIR IRONS The Bettcher Stamping & Mfg. Co. 


Today : 
lo out-class competition 3106 W. 61st St. Cleveland, Ohio 
Tomorrow Gen. Motors Bldg Knickerbocker Bldg 
Detroit Baltimore 
23 S. Jefferson St., 
Chicago, Il. 
















Bettcher Chair Irons are protected by 
our own patents. 





The WIL-FRE Desk | 


HOLDER 


The “F-B" Loose Leaf Holder is in use in the 
offices of the leading concerns throughout the 
country. Numerous testimonials praise its use- 
fulness and simplicity. 







Adjustable to any size of records and to distance of cen- 
ters by means of extension slides. Posts are also remov- 
able and can be exchanged for longer or shorter ones, 
thus regulating the capacity of the holder They ere 
inexpensive, economical and efficient. Write for prices s 
and samples 


F. B. MANUFACTURING CO. 
1228 INTERVALE AVE., NEW YORK 





No. 101 Open 
36”x20” 
Pats. Pend. 







Features of Supreme Selling Value 




















— — a — | —> <p « as 
—_p——— The cover raises and lowers on a full length piano 
hinge insuring solidity; roomy stationery compart- 
ments are set in the cover taking very little space; 
there is room for a portable typewriter which fits on 
<> = an automatic base; the drawer is set on metal tracks. 
tt} ft __ For full details of our proposition write 








| WIL&FRE 


Associated with J. D. Freese & Sons Co 
2501 Homer St. Chicago, II, 








January, 


Ie 


iy 


Chicago, 
Company 


1929 





IK | 


LOOSE LEAF 


iti—P. B. Buckwalter of the National 
Christmas holidays at Holyoke, 


Book 


Blank 
spent the Mass 

manager in this territory for 
attended a sales con- 


the week of 


Harry L. Murdoch, 
Manufacturing Company, 
factory, Kansas City, Mo., 


Chicago, IIl.- 
Irving-Pitt 
at the 


the 
ference Decem- 
ber 17 
Chicago, I!il.—The Chicago Binder & File 
an amendment to its corporate charter changing 
stock from 1,000 shares non par value to $200,000 
of directors has been changed from three to five 
Chicago, lil.—The Spring Post Binder Company, 
Washington street, has been chartered to manufacture and deal 
leaf forms flexible binders; capital 
stock, $1,000; incorporators—D. J and E. J 


Joyce 


has filed 
capital 
board 


Company 
the 

The 
members. 
West | 





56 


and spring post 


Dwyer, E. E 


in loose 
Joyce 
United Stationery Company has been 
and sell loose leaf forms, systems 
capital stock, $30,000 
Ellis Sanders, 


indianapolis, Ind.—The 
chartered to manufacture 
Stationery 
and $20,000 
Willoughby 
Kalamazoo, Mich.—R. E 
Rand Business Service, 
joined the Leaf Binder & 
Burdick avenue, Kalamazoo 


buy 
and office supplies; 
preferred; incorporators 
John Pitts. 

Fisher, who had been with the Rem- 
Inc., Houston, Texas, has 
Equipment Company, 343 North 


ind devices, 
common 
Sherman 8. and 
ngton at 


Loose 


formerly of Zone 7, 
specialist, been 
His new duties became 


Silvernail 
leaf 
region 


San Francisco, Calif.—H. A. 
Rand Kalamazoo 


Seattle 


loose has 


Remington 
appointed manager of the 


effective January 1. The Seattle region includes Seattle, Tacoma, 
Bellingham, Everett, Olympia and Aberdeen Mr. Silvernail left 
for the state of Washington with the best wishes of all the 
friends he had made during his six months’ activities with the 


iy PENS AND PENCILS % 





Buffalo, N. Y.—The Parker Pen Company has opened a 
branch in the Ellicott Square building, in charge of James | 
Phillips He had been manager of the Boston branch, which | 
has been discontinued The change will improve service for 
the trade in Western New York, the western half of Pennsyl- 
vania, and the state of Ohio. The territory of the former 
Boston branch will be handled from the division offices in | 
the Singer building, New York, N. Y., in charge of R. Franz. 

Chicago, titl.—Chas. P. Mueller and W. D. Allen, of the 
Joseph Dixon Crucible Company, returned in December from | 
a business trip east, which included a visit at the factory, | 
Jersey City, N. J. 

Chicago, !!l.—Two of the field representatives of the American 


Christmas holidays here. E. A. 
southern territory, and A. M. 
Indiana- Michigan-Wisconsin 


Lead Pencil Company spent the 
Mannhardt came in from the 
Allen suspended operations in 
territory. 

New York, N. Y.—The 
to 117 Fulton street; the 


New York, N. Y.—The 


his 


has moved 
street. 


Gaydoul Gold Pen Company 
location was 64 Fulton 


Pen & 


former 


Lafayette Pencil Corporation 


has been chartered; capital stock, $50,000; H. Bloom, charter 
representative, 149 Broadway. 

New York, N. Y.—Paul R. Mahoney, who had been export 
manager for The Wah! Company, is now executive vice-presi- 
dent of The International B. F. Goodrich Company 

New York, N. Y.—Frank Willis, manager of the New York 
branch of the W. A. Sheaffer Pen Company. 8 Fifth avenue, 
visited Chicago a short time ago, conferring with general sales 


He which 


Illinois metropolis. 


executives there also enjoyed a visit with his family, 


still resides in the 
a 


Australia Defers Change in Paper Customs 
The application of deferred duties by Australia on imports of 
paper has been deferred to April 1, 1929 Item No. 397-A, 
writing and typewriting paper, plain, not including duplicating 
(1) in sheets not an 16x13 inches, ad valorem (present 
general duty 10 per ad valorem) new duty, thirty per cent 
ad valorem 


less th 


eS 
“How High Should Labor Turnover Be?” 


The policyholders’ bureau of the Metropolitan Life Insurance 
Company, New York, N. Y., has published “How High Should 
the Labor Turnover Be This explains the bureau's plan for 
pooling experiences in labor turnover, with a view to profiting 
by solved personnel problems of other business houses 
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m until 


Forcet € 
A: 1934 


UY a Vul-Cot for every 
desk —for every worker 
in your office and then 
dismiss wastebask ets m 
yourmind. Guaranteednot 
to split, crack or get out 
shapeforfive years. .aguar- 
antee that us off easy! 
Vul-Cots don’t leak dust or 
ashes; they stand a lot of 
punishment without 
chown it, and you can 
— to buy them by the 
dozen.,.at your stationers. 


VUL-COT 


-the national wastebasket 





brown, Ol! G 
National Vulcanized Fibre Co. and Usk, Walnut and 
Wilmington, Dei. Mahogany Grains. 














The thirty million readers of these magazines know caly 
one wastebasket by name—Vul-Cot! So it’s the Vul-Cot 
dealer who gets their business. Is your store linked 
up with this advertising? If not, write ua for the facts 


National Vulcanized Fibre Co., Wilmington, Del., U. S.A. 








Adding 
Machine 








Keep a full stock for your 
bank and corporation 
trade....best quality, 
tough texture insuring 
against breakage, clean 
print: a fast selling line. 
Send for samples and 
prices. 


U.S. 








Lace Paper Works 


Incorporated 
163 Union Ave., Brooklyn, N. Y 
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vot YEARS OF MAMUBACTURING EXPERIENCE SSS IK 
e FURNITURE ¥ 


rS Boston, Mass.—The S. M. Levin Company has moved from 
70 Sudbury street to 82-84 Washington street. 
















Boston, Mass.—George E. Waring of the Yawman and Erbe 
Manufacturing Company's local branch has been awarded a gold 
There is aside watch, the highest honor which can be won by members of the 
chair to match “Y and E” 100 per cent plus club. 


This chair is 
No. C 3003 CXY 

Chicago, IiIl.—Wm. C. Mutchler has been appointed salesman 
in Territory No. 6 of the Yawman and Erbe Manufacturing 
Company 

Chicago, It!|.—C. E. Howes, manager of the equipment division, 
The Berger Manufacturing Company, at New York, spent 
5 Christmas with his family in Chicago 























Chicago, tti.—The E. E. Blankmeyer Company, 133 West Lake 
A NEW SALES MAKER street, has been incorporated with a capital stock of $50,000. 
“Blanke's’’ business is a flourishing corporation built up from 
. modest beginnings 
| HIS new H-W office chair 


Chicago, Ill—Hugh L. Smith, sales manager for the Yaw- 


has sracefully turned arms, man and Erbe Manufacturing Company, passed through Chicago 
| h in December on his way back to the factory at Rochester, N. Y. 
a com ortab y S aped back, Mr. Smith spent about two months on the Pacific coast contact- 


ing with the field. 


and an easy-working trouble- 
proof mechanism. It is attrac- 
tive and you will find it easy 
to sell. 


Heywood Wakefield 


Chicago, I!l.—The Marshall-Jackson Company made an unique 
showing of the Meilink “Val-U-—Vault” during the Christmas 
selling. This little household safe was perched up on a counter 
filled with greeting cards, a novel means of placing the safe on 
a merchandise basis. The handsome green crackle finish made 
an effective background for the bright colors of the greeting 


cards 






Chicago, Iil.—I. E. Eckstein has resigned as branch manager 
for the Art Metal Construction Company. He yearned for a 
rest, which is well deserved. C. L. Elofson, who had been 







Beleimore, Md. Los Angeles, Calif. manager at Philadelphia since January 1, 1928, takes charge 
Bufale NY. Philadelphie, Pa. at Chicago. He will be assisted by L, A. Jervis, who had been 
Chicago. i. Portland, Oregon assistant branch manager at Philadelphia, in charge of con- 
Kansas City, Mo. St. Louis, Mo. tract work 





San Francisco, Calif. Fort Smith, U. S. A.—Louis Cohen, president of The Fort 
Smith Office Supply Company, has been nominated as one of 
this city’s ‘Most Useful Citizens."’ A committee of eleven lead- 
ing citizens will make the selection. Local newspapers have 
donated a loving cup to the man who is selected. Mr. Cohen 


is active in many local organizations 
Los Angeles, Calif.—E. Wallace, manager of the furniture 


department of the Grimes-Stassforth Stationery Company, has 


ee R Oo D U Cc T 4 been on a trip to eastern points. 
Mobile, Ala.—The Gill Printing Company, 17-19 North Water 


street, has built a balcony in its store to be occupied by the 









for office About six months ago the company organized its office 
equipment and Stationery department, and its growth has neces- 
SATISFACTION sitated more room. The mezzanine makes it possible to use 
more space for selling. 
and 


New York, N. ¥Y.—The Adams Office Equipment Company has 
been chartered; capital stock, $10,000; H. Herman, charter 
representative, 2 Lafayette street. 


SERVICE 


New York, N. Y.—An office furniture department has been 
added to the household lines of the Flint & Horner Company, 
66 West Forty-seventh street. C. B. McCabe is in charge. 


ENVELOPES for filing, 
mailing and carrying 
purposes, in RED ROPE 
and JUTE, for flat or 
folded papers Also 


New York, N. Y.—H. Tabickman has incorporated an office 
furniture business; capital stock, $5,000; M. Lessin, charter 
representative, 349 East 149th street. 

New York, N. Y.—E. Allcock has been appointed agency and 
field representative by The Berger Manufacturing Company, 
covering New York state and parts of New Jersey, Connecticut 
and Vermont. 


metal end filing boxes. 


lhe illustrations show New York, N. Y.—Charles Ball and Louis Haynes have joined 


the local sales staff of The Berger Manufacturing Company. 
Mr. Haynes was connected formerly with the Chicago branch.— 
The New York branch has been renovated and redecorated and 
now has an attractive display and sample room at 516-24 West 
Twenty-fourth street. 


a few of the designs 
carried in stock. 
Samples furnished on 
request. North Tonawanda, N. Y.—Rand Associates has been char- 
tered to deal in filing devices; capital stock, 100 shares common; 
Bassett & Praker, charter representatives, Buffalo, N. Y. 





JOHN F. DIEMER COMPANY 


San Francisco, Calif.—John F. Morse has established a manu- 


519 Broadway New York, N. Y. facturers’ agent business in the Tilden sales building, 7 Front 
SEND FOR CATALOG NO. 30 street Mr. Morse had been with The Berger Manufacturing 
(Est. 1869) Company here 


San Francisco, Calif.—The Pacific Coast division, Remington 
(Continued on Page 210.) 
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No. 731 Sanitary Typewriter 
Desk in Oak 


| There is always a demand 


for EDCO DESKS 


The work of selling Edco Desks began in the factory 
before a plan was drawn or a wheel turned. Craftsmen 
who think in terms of quality and convenience in the 





modern office—not merely of cutting mortises and fitting 
joints—build desks that will serve and satisfy—and 
attract repeat business. Catalog on request. 


_EVANSVILLE DESK CO., Evansville, sniticinee 

















Permanent and Profitable 


ae 
ibaa bi bibabibbib 
| ESL i} = 


The demand for built-in fur- 
niture is constantly growing. 
The dealer who is in a po- 
sition to bid favorably on such 
special installations is in line 
for a good profit. With the 
Imperial Steel line, the dealer 
can confidently promise the 
quickest service and the fin- 
est installation at the lowest 
price. An immediate profit 
and a steady customer ac- 
company every Imperial in- 
stallation. It will be a pleas- 
ure to send you full particu- 
lars about our service. Write ® 
us today. 











ne & ae ae 


IMPERIAL STEEL CABINET COMPANY 


2130-2152 Fulton Street 


CHICAGO, ILL. 





J 
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cAmronlite 


Made by ORIGINATORS of Portable }| | 
Electric Lamps with Green Glass Hoods 


The patent slotted green glass 
shade “RELIEVES EYE 
STRAIN,” and gives a soft, | 
clear light; the eye receives a 
distinct image of what is be- 
ing examined without harm- 
ful strain. The patent slip-on 
device makes it easy to keep 
clean—an important point in ; 
insuring good light. 
AMRONLITES are of brass 
throughout—nothing is spared 
to make them thoroughly the 
best for their purpose. Use a 
Mazda Inside Frosted Blue 
Daylight Bulb for true day- 
light effect. Catalog O-1 on 














3230-A request. 
i (@\, The Slip-on 
— Shade 





> 


CUSPIDORS, TOO! Faries brass 
cuspidors popular with stationers 
and users, are described in our 


booklet OA-1. 


Faries Mfg. Company Manufactured 
Decatur, Illinois 8403 LEWIS BALL BEARING IN WELL 00. 


FPAULOING, OHI U.S.A. 



































A\ 
Quality-Built | 
{ } 
} 
The Ideal Chair ; 
| For Clerical Workers ! 
Motors for l Ideal. The Cook! 
‘ | Posture chair is ideal J 
for clerical workers 
Office Appliances { because it gives real ) 
{ comfort and pro- 
; ; motes efficient work. 
HERE’S 38 years of motor build- | Efficient work is aid- 
dt 
ing experience behind Emerson helt chatea tlaen 
Motors. Another reason why you { cok tien benneee 
get a prompt intelligent solution of ‘f it eye onda nd 
rect position. c 
your special motor problems here. unnecessary fatigue | 
1/30 to 2 H. P. A. C. and D.C. { mest cabs; Gone 
[ chairs eliminate all 
THE EMERSON ELECTRIC MFG. CO. [ this. J 
“S18 onhtngtan AMS ck, Mi ; There is good J 
50 Church Street, New York City business in Cook 
[ chairs for you. Ask J 
[ for catalogue and Jj 
{ ’ prices. ] 
EMERSON ee | 
{ “C.A.COOK COMPANY } 
[ = Ashland, Mass. — i 
MOTORS iL ~~. 
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RGR— $7 
§ TYPEWRITERS *% 


Atlanta, Ga.—Gordon Haston has added his name to the sales- 
men's roster of the local branch, Woodstock Typewriter Com- 





pany. 
Barre, Vt.—The Barre Office Supply Store, Inc., has been 
chartered to deal in typewriters, adding machines and office 
supplies ef all kinds; capital st 
ors—Herbert N. Rand and Bertrand C. Lavigne, of Barre, and 


Mildred Ayers, of Montpelie: 


ck, 100 shares at $100; incorpora- 


Binghamton, N. Y.—F. H. Brown has been transferred by the 
Underwood Typewriter Company from Jamestown to the local 
branch at 318 Security building 

Buffalo, N. Y.—W. C. Attwell has entered the typewriter field 
via the local branch organization of the Woodstock Typewriter 
Company 

Chicage, !I!|.—Harry Simler, of the American Writing Machine 
Company, was in Chicago during Christmas week. 

Chicage, Itll.—Jack Wolle of the home office of the Underwood 
Typewriter Company, spent three days at Chicago in December 
on business for the portable division, making headquarters at 
the Chicago branch 

Chicago, Ill.—L. E. Mayland is a recent recruit to the Chicag 


branch organization of the Woodstock Typewriter Company 
The office figures that when he gets his stride in closing orders 
his name will be.changed to ‘‘Willand.”’ 


Chicago, I!!|.—The offices and shop of the Smith Typewriter 
Sales Company have been moved from 360 East Grand avenue 
to 451 East Ohio street The new location is but two blocks 
from the former address, with fine daylight for offices and 
shop, and greatly increased floor space. 

Chicago, Iil.—During the forepart of December the men in 
the rebuilding plant of the Shipman-Ward Manufacturing Com 
pany lengthened the working day by starting at 7 a. m. and 
knocking off at 6 p. m. The rush of work seemed to require 
additional help in the shop, but the regular crew saw an oppor- 
tunity to earn extra money for Christmas, so they stretched 
their hours accordingly. 

Columbus, Ohio.—The local branch of the Royal Typeyrite; 
Company, Inc., has added Walter E. Dunning and H. L. Hull 
to its sales staff. Mr. Dunning sold Royals at Richmond, Ind., 
where his father is dealer Mr. Hull had his training with The 
Loern E. Spiece Company 

Des Moines, lowa.—Frank C. Stierwalt is a recent acquisition 
to the local sales staff of the Royal Typewriter Company, Inc. 

E!l Dorado, Ark.—O. E. Cooper has been appointed manager of 
the local branch, Underwood Typewriter Company. He was 
transferred from Fort Smith 

Fort Smith, U. S. A.—L. K. Oglesby, formerly of Saxton, Mo 
has been appointed local manager by the Underwood Type- 
writer Company. He succeeds ©. E. Cooper, who has been 
transferred to El Dorado 

Galveston, Texas.—The Mattke Typewriter Company is a 
new business here, located in the Guaranty building. Royal 
typewriters are handled in this city and vicinity. 

Houston, Texas.—The Typewriter Service & Supply Company 
has been established at 303 Mason building by P. G. Hougham 
and Paul M. Kamps The company has the agency for 
Royal standard and portable typewriters in eighteen countries 
of Texas. 

Kalispell, Mont.—The Kalispell Typewriter Exchange has been 
appointed Woodstock distributor for the section of Montana 
adjoining Glacier National park Paul Bricker is manager 

Kansas City, Mo.—W. N. Long has become a salesman hers 
for the Royal Typewriter Company, Inc. E. E. Burton is 
another addition to the staff, handling the territory about St 
Joseph, Mo. Both men are skilled typewriter salesmen 

Knoxville, Tenn.—W. AA. Johnson, distributor for the Wood- 
stock Typewriter Company, has been restored to good health 
after an operation at the Mayo hospital, Rochester, Minn. 

Little Rock, Ark.—The Southern Typewriter Company has 
reorganized and moved from 108 Louisiana street to 103 West 
Third street. 

Little Rock, Ark.—T. H. Taylor, formerly a ‘“‘two machine a 
day”’ portable salesman at Memphis, has been appointed man- 
ager here by the Underwood Typewriter Company 

Livingston, Mont.—W. P. Hammond, who has been distributor 
here some time for the Woodstock Typewriter Company, has 
had his territory increased to include Park and Meagher coun- 
ties; Livingston is located in the former county. 

Lowell, Mass.—William B. Lynch, distributor in the Merrimac 
valley for the Woodstock Typewriter Company, has moved to 
a new location in the heart of the business district. 
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| 

KNOWN AND LIKED 
WHEREVER GOOD 
OFFICE FURNITURE 
IS SOLD. 

! 

SOLD ONLY THROUGH 
| THE DEALER. 

| 

| 

! 

I 
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“Built true, clear thru” 


Hoosier Desk Company 


Jasper, Indiana 


HOOSIER DESKS | 








Berksuire Typewriter Papers 


give customer satisfaction by com- 
bining Quality, Uniformity and 


fineness of Texture—Eaton Crane 


& Pike Co. 
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QUALITY 
‘ARBON PAPER 
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For 
“Much in Little” 


See the high quality carbons and ribbons in the 
“Tittle” line. Ordinary carbons and ribbons do not 
always assure repeat sales; the traditional “Little” 








WN 














quality does assure repeat sales, a steady source 

of profit. 

People rimenti lity, encounter th 
cople experimenting for quality, encounter e 


“Little” line and go no further. 


A. P. LITTLE, Inc., Rochester, N. Y. 


New York Office—Bible House, Astor Place 













PERFEC Ty, THE | 
Paty | PERFECTION | 
DAILY 


REMINDER | 


| The latest addition to the Perfection line of Calendars 
Made in three sizese—4\"x64%", 5%"x8", 6%"x10”. 

New exclusive features:— 

Permanent metal Base with rubber plugs which prevent 
scratching 

Ingenious method of punching the Pad with half round holes 
to fit the posts This facilitates mounting the Pad and | 
permits a sheet to be removed without leaving a ragged edge. | 
Two pencil racks as illustrated. 


“The House of Service” 





“DEFIANCE © 


__ Sif SALES CORPORATION 
Stationers’ Glassware, Hardware and Specialties 


72 SPRING STREET NEW YORK 

















Mansfield, Ohio.—The Loren E. Spiece Company, Bucyrus, 
Ohio, distributor of the Royal typewriter, has opened an office 
here. It is in charge of Don C. Hostettler, formerly a Royal 
salesman at Columbus. 

Missoula, Mont.—The Lister Typewriter Company, conducted 
by J. W. and A. E. Lister, has become distributor of Woodstock 
typewriters for the Missoula district. 


Muskegon, Mich.—A. B. Hansen has been appointed distribu- 
tor here by the Woodstock Typewriter Company. 

New Bedford, Mass.—The Keystone Office Appliance Com- 
pany, agent for the L. C. Smith & Corona Typewriters Inc.. 
has moved to a larger and better location at 225 Union street 

New Bedford, Mass.—William E. Nelson, 883 Pleasant street, 
has become distributor for the Woodstock Typewriter Company 
in Bristol county. He has had over twenty-five years’ experi- 
ence in typewriter sales and service. 

Newark, N. J.—The sales staff of the Royal Typewriter Com- 
pany here has been augmented by J. F. Murdock and F. S. 
Messler. 

Newark, Ohio.—H. Myers is working the local territory for 
Woodstock Typewriter Sales, conducted at Mansfield by E. C. 
Glasscock 

Norfolk, Va.—J. A. Moore & Company, Inc., has been char- 
tered to buy and sell new, second hand and rebuilt typewriters 
and adding machines; capital stock, $15,000; J. A. Moore, presi- 
dent; R. C. Cole, attorney. 

Philadelphia, Penna.—J. M. Hanson and Charies Ginniss are 
two experienced typewriter men now operating from the local 
branch of the Woodstock Typewriter Company. 

Piqua, Ohio.—Speelman’'s Office Supply & Typewriter House, 
conducted by Herry A. Speelman, is now occupying part of 
the second floor at 321% Main street. 

Pittsburgh, Penna.—J. R. Jelly and S. L. Smith have joined 
the local sales organization of the Woodstock Typewriter Com- 
pany 

Pocatello, itdaho.—W. J. Field, of the Field Typewriter Ex- 
change, has recovered from a prolonged illness, and is back 
at work 

Portiand, Maine.—Several additions are noted to the local 
sales organization of the Royal Typewriter Company, Inc. J. C 
Mitchell is new to the typewriter field, with training adapting 
him to the work. Hugh McColl had sold Royals previously, and 
is back amid familiar surroundings. P. W. Savery, formerly 
cashier of the Boston office, has taken up selling here, after a 
prolonged illness. 

Providence, R. |.—The Maurice C. Smith Company, state dis- 
tributor for the Woodstock Typewriter Company, has moved to 
76 Weybosset street, occupying ground floor location. This is 
an improvement over the former quarters at 35 Westminster 
street. 

Rapid City, S. Dak.—H. N. Arneson, manager of the Inde 
pendent Bindery, has been appointed distributor in this vicinity 
by the Woodstock Typewriter Company. 

San Francisco, Calif.—The Stone Typewriter Company is pre- 
paring to move from 572 Market street to larger quarters, two 
doors west, on the same street. 

San Francisco, Calif.—The General Typewriter Service Com- 
pany is a new organization opened here by J. D. Romano, for- 
merly of Fresno, Calif. He owned the General Typewriter 
Service Company of that city, a style under which the business 
is being continued in Fresno. 

San Francisco, Calif.—H. A. Sperb, Pacific coast manager for 
the Woodstock Typewriter Company, has been spending the last 
two months of the year largely between the San Francisco 
office and the new office recently opened in Los Angeles. Busi- 
ness has been good in San Francisco, according to G. F. Camp- 
bell, San Francisco manager. 

San Francisco, Calif.—The Typewriter Company owned by 
Louis “D”" Smith has moved from 531 California street to 106 
Sutter street. The new store is a sidewalk location in the very 
center of the financial district and is quite an attractive place. 
It has windows fronting both Sutter street and also on a small 
street running along the west side of the building The com- 
pany opened in its new location Monday, December 10, and a 
few days later it was reported that old customers continued and 
new business was coming in. The company is selling all makes 
of rebuilt typewriters and all portables and has its own shop 
for service F. W. Priesser is the manager. Louis “D” Smith, 
who was appointed western manager for the Victor Adding 
Machine Company about a year ago, has his business head- 
quarters in the Russ building. 

San Francisco, Calif.—L. Secor, of the Guaranty Typewriter 
Company, secretary of the Typewriter Dealers’ Association of 
San Francisco, speaking for Office Appliances in the middle of 
December, said that the general opinion of the local typewriter 























ARRULRN l 
NOW - 


the name on the core 
identifies QUALIFIED 


A new feature—a mark that symbolizes 
our arantee on every roll of QUALI- 
FIED Adding Machine Paper. A further 
positive identification of the constant 
uniformity of quality that has made 
QUALIFIED famous. 

Clear, bright whiteness; lintless, velvet 
surface; exact width and full length are 
now definitely identified by the QUALI- 
FIED mark on every roll. 


CENTRAL PAPER CO. 


QUALIFIED 


sADDING MACHINE PAPER. 















































Menasha, Wis. 











Write for 


rolls ead 
full details 











No. IIIE-B 


14 drawers, 
full width, 
1%” high, 

22%" deep 
inside 
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LOOK—"*™ 
into this PROFIT PRODUCER 


Service Steel Products, with a liberal profit margin, pay handsome 
profits to any aggressive dealer. They sell everywhere and serve 
all storage purposes—economically. Cubic Inch Storage is the big- 
gest selling idea the industry has had since the advent of 
steel equipment. 


No 111 E-B shown above is designed particularly for the 

- filing of electrotypes and cuts. Also suited 
for filing plans, blueprints, charts, maps, drawings, etc. 
Good looking, dust-proof, rust-proof, fire-resisting. Smooth 
top, sides, and back. No bolts, rivets, open joints or laps 
exposed Strong, double walls of steel enameled in olive 
green 14 sizes, 7 styles, suited to every office, store, 


and shop need. 


Sell Cubic Inch Storage—it produces profits 


SERVICE STEEL PRODUCTS CORP. 


914 W. North Ave., Chicago (4100A) 








OFFICE APPLIANCES 





























NDUSTRIAL-ARTS 
MAGAZINE & 
x oo “} s . 


Se 


N 


a 


' 
Ye 


C 





. 
* Tue NATIONAL 
OGRAPHIC = 

MAGAZINE |; 


THAN 7ees08 VOTE rEs8 


207 


Creating More Sales 


For r Dealers! 


In consumer magazines 
especially selected to rep- 
resent the greatest buying 
power, Higgins’ Inks and 
Adhesives have and will 
continue to be consistently 
advertised in behalf of our 
dealers. 


But 6% of our appropria- 
tion is represented in 
tradepapers; all of the rest 
has been devoted to the 
purpose of creating more 
sales for our dealers! 


HAS. M, HIGGINS & CO, 
71 Ninth Street, Brooklyn, N. Y. 
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| 96-102 Cross Street 
BOSTON. MASS. 








1830 anew’ amma: 1928 


No. 2389-6 LBS 


_S. K. PIERCE @ SON CO. 
GARDNER, MASS. 


25-27 Carroll Street 
BROOKLYN, N. Y. 
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Smiling Throu 
ng I hrough 
No wonder. It’s an Esco 
chair pad—the most comfort- 
able chair pad made. It keeps 
the user smiling through the 

day’s problems. 








The Esco makes any work 
chair a rest chair. And you'll 
be as pleased with the profit in 
the sales as the buyer ts in the 
character of the cushion. 





Descriptive matter and dealer 
information on request. 


Every requirement ofa serviceable Table 
is amply provided for in this “Five” 
Series. In addition there are non-tip- 
ping drawers, mitred box legs and Duco 
finish. Dealers who want to make and 
keep customer-friends, especially ap- 


preciate the GUTH LINE. 


ESCO 


Economy Seat Co. 
511-517 S. Paulina St. 
Chicago, Ill. 


A GUTH TABLES constitute a A 


comprehensive line—from the 
simple square leg designs to the x 


2 most elaborate stock sizes GS 
from three to sixteen feet. of 


Henry L. Guth Associates 


Allentown - - - Pennsylvania 





























You’ll like to sell 


PRESTO 
MOISTENER 


New Patented Binding Systems | 


HANDY DESK PAD 





























The roller spreads the 
moisture where you 
want it. 


| Remains sanitary——all 
parts non-corrosive. 





Made of imitation leather—pad slides in— 
quickly refilled. One of our many patented 











As Hand J — } 
refill products such as memo books—check ——- J — 
; Fo \ 
book covers—bridge score books—catalog —_— ‘ | | 
$6.00 per doz. list. Liberal 


discount to the trade. 


covers, etc. 


. It has a patented valve to regulate the flow of 
$24.00 a gross. Send trial | water. It is easily and quickly adjusted so that just 
the right amount of moisture is obtained for sealing. 
| Neat, clean work results. 
| The Presto is sanitary. It keeps moisture 

wanted. The roller spreads water evenly. 


SYSTEM BINDERY, INC. You'll like to sell this moistener. It’s a real profit 


442 North Wells St. CHICAGO, ILL. maker. Write us today. 
(ae ee BACHRACH SPECIALTY CO., Newvorx. xy | 


order for one dozen. 


where 
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dealers was that business had been good in November In 
December the typewriter business is always very good here. 
Many firms find they have money left over on their budgets and 
they spend some of it on new typewriters. Also certain firms 
here have had a remarkably fine year, and they spend their 
money for new equipment to reduce income tax. There is also 
the item of gifts, and this is the biggest of all at the holiday 
season Mr. Secor said that the use of the typewriter for 
students’ home work is becoming very general This is not 
obligatory, but the use of the machine brings good marks for 
neatness. In Mr. Secor’s opinion ninety per cent of the used 
typewriters purchased are for student use. Children begin early 
in their school life to ask parents for a typewriter for the home 
and about the time of holiday giving, many parents comply with 
these requests, presenting typewriters for Christmas it is up 
to the parents to buy the typewriter used for home work, though 
they have typewriters for instruction in the schools. This class 
of demand runs chiefly to rebuilt big machines, ranging in price 
from $30.00 to $60.00. There are very few used portables on 
the market, which is one reason why the demand for school 
children runs to the larger machines.—In November Mr. Secor 
went to the Sciots’ state convention in San Diego in charge of 
the entertainment program which, as usual, was a great 
success, 

Seattle, Wash.—The local branch of the L. C. Smith & Corona 
Typewriters Inc. has taken a ground floor location in the L. C. 
Smith building. The branch had been on the second floor. An 
imposing expanse of display windows faces the street, with 
commodious space inside for demonstration and office purposes. 

Sioux Falls, S. Dak.—Brown & Saenger have been appointed 
distributor in this vicinity by the Woodstock Typewriter Com- 
pany. 

Spokane, Wash.—The Woodstock Typewriter Sales Company, 
518 West Sprague street, has undertaken distribution of the 
Woodstock typewriter in this section. Fred C. Stephan is man- 
ager. 

Syracuse, N. Y.—K. Stanley Hand has been appointed as- 
sistant to Fowler Manning, vice president and general man- 
ager, L. C. Smith & Corona Typewriters Inc. He has charge 
of the record division, sales department. 

Twin Falls, tdaho.—The Twin Falls Typewriter Company, M. 
S. Hoover, manager, is now distributor for the Woodstock Type- 
writer Company. 

Weich, W. Va.—The Home Office Supply Company has be- 
come a distributor for the Woodstock Typewriter Company, 
after handling another make over twelve years 

Youngstown, Ohio.—L. J. Hines, who is covering a local ter- 
ritory for the Woodstock typewriter, was located at Mansfield 
formerly 

> — 
Palestine Stationery Imports 

Comparative figures for 1926 and 1927 covering Palestine im 
ports of paper, packing, printing, boxes and stationery have 
been supplied by the United States Department of Commerce 
Values are stated in Palestine pounds (£P) which averaged at 
$4.861 in 1927 and $4.582 in 1926; (1926) 2086 metric tons @ 


£P85,553; (1927) 1,670 metric tons @ £P80,404. 
XG = BOK 


ACCOUNTING MACHINES ‘ 


Chicago, !ttl—Miss Frieda Bray, manager of the school de- 
partment, Maloney-Gilmore Company, has recovered from a 
severe attack of the flu The offices, school and shop of 
Maloney-Gilmore have been redecorated. 

New York, N. Y.—C. Stevenson, manager of the export 
department, Underwood Elliott Fisher Company, spent several 
weeks in Europe late last year 








Bok 


KG x 
§* ADDING MACHINES *% 


Chicago, ItIl.—John M. Lund, general sales manager, Marchant 
Calculating Machine Company, is expected to visit the local 
branch in January 

Madison, Wis.—The Allen-Wales Corporation, of 
has been chartered in this state to conduct sales and service 
capital stock authorized, 


Delaware, 


of adding and calculating machines; 
512,790 shares no par value, paid in $1,052,084.22; 
capital in Wisconsin, $2,000 

Minneapolis, Minn.—V. V. Ayer has been placed in charge 
of dealer sales of Corona adding machines and accounting ma- 
chines by the L. C. Smith & Corona Typewriters Inc. He had 
been a partner in the Corona Typewriter Shop with R. M 
Skinner Mr. Skinner has become asscciated with the Minne- 


proportion of 


(Continued on Page 210.) 
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At this Price—— 


You Can Equip 
Entire Offices 


Linoleum tops for desks, tables and coun- 
ters once sold as a luxury; in some stores 
they still do. That’s why they sell so few! 


BUT, 


mass production by special machinery in 
the Ideal factory has now brought the price 
down to where you can sell tops for an 
entire office easier than you formerly sold 
one top for the boss’ desk. 


ID ) A | LINOLEUM 
DESK TOPS 

with the exclusive “NON-SLIP” back, 

stay put. Just lay them on. That feature, 

combined with low price, is building real 

volume for Ideal dealers. No stocks to 


carry—no investment,—a bigger net profit. 
Write for free details. 


IDEAL LINOLEUM TOP CO. 
109 W. Austin Ave. Chicago 

















ROLL TOP 


Glass Inkstands 





SLIDE TOP 


Well made, good looking, double-well ink- 
stands to hold red and black ink. Each has 
two pen racks and a pin cup. Made of solid 
sturdy clear glass. Will last a lifetime. Cov- 
ers of hard composition in red and black re- 
spectively. Rolltop covers roll back like 
a desk. 


In addition to inkstands we have a full line of 
stationers’ glassware, stationers’ hardware 
and specialties. 


FRANK A. WEEKS MFG. CO. 
93 JOHN ST., NEW YORK 
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WE OFFER THE FINEST 


CARBON PAPERS 


TYPEWRITER 


Allen & Company 


11-13-15 Vandewater Street 


LINE OF 





RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


New York 
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THEN CAME STEEL PENS — 
FOLLOWED BY FOUNTAIN PENS AND NOW COMES 


CARDINELL 7 


i} 
‘~~ wh 
Oe 


Special Introductory Offer 
The coupon below will bring you samples 
valued at $1.40 IF forwarded with $1.00. We 
will deliver prepaid. 
1—S0c Erado Pen, Eradicator.......... $ 50 
1—S0c Inkout, Single Fluid Eradicator .50 
1—25c Inkout, Single Fluid Eradicator. .25 
1—15e Eradovial, Single Fluid Eradicator .15 
TOTAL RETAIL VALUE ......... $1.40 
Above Trial Assortment for $1.00 


enc 





INKOUT MPG. CO., Inc., Montclair, N. J. 


Deliver to Undersigned the samples as described for $1.00 


Money Refunded If Unsatisfactory 





PREHISTORIC WRITING 
WAS FOLLOWED BY 
QUILL PENS 


SSS EE 





Unqualifiedly Guaranteed 


DEM acocceesceences 
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RIBBONS AND CARBONS *% 


Brooklyn, N. Y.—W. B. Garner has become sales manager 
of the Old Town Ribbon & Carbon Company. He has had an 
extended experience in the field, covering thirty-eight states 
of the Union. 

Chicago, Iiil.—J. A. White, manager here for the F. S. Webster 
Company, expects to leave for Ocean Springs, Ala., about the 
middle of January to escape the rigors of Chicago in winter. 

Chicago, I!l.—The Weeks Manifold Corporation, 2954 Sheffield 
avenue, has been chartered to manufacture and deal in sta- 
tionery, paper, manifold order books, office supplies, etc.; capital 
stock, $1,000; incorporators—S. S. Weeks, L. Weeks and E. 8. 
Weeks. 

Milwaukee, Wis.—R. H. Mieding has joined the Roy J. 
Rada Company, Inc., as vice president. He had traveled Wis- 
consin and upper Michigan the past three years for The Ault 
& Wiborg Company. 

St. Louis, Mo.—The local offices of the Consolidated Ribbon & 
Carbon Company have been moved from 318 North Eighteenth 
street to 315 North Seventh street. J. N. Grossman, the man- 
ager, has more space in the new location 

——— <j 
(Furniture—Continued from Page 202.) 
Rand, Inc., has been treated to a visit from C. P. Canham from 
the general sales department, Buffalo, N. Y. Mr. Canham 
visited the larger offices on the coast and renewed his friend- 
ships with a number of Library Bureau men. 

San Francisco, Calif.—In its furniture department A. Carlisle 
& Company featured among holiday lines the new ‘“Steelart”’ 
folding tables and chairs of Lyon Metal Products, Inc., the set 
consisting of four chairs and one table. Gay in color and 
modernistic in design, these sets were considered especially 
suitable for holiday gifts. Their vivid colors gave quite a festive 
iir to the office furniture department. 

Steubenville, Ohio.—Erwin’s has moved to 155 North Fourth 

reet, where about twice the space is occupied contrasted to 
the former location. This business was established about sixty 
years ago 

a oo 
(Adding Machines—Continued from Page 209.) 
apolis branch of the L. C. Smith & Corona Typewriters Inc., 
in charge of Corona service and floor sales. The Corona Type- 
writer Shop has been discontinued 

Peoria, Ill—V. W. Haverton has taken the local territory for 
the Marchant Calculating Machine Company. He had been 
with the Victor Adding Machine Company formerly. 


BIO BOK 
§ OTHER MACHINES *% 


Kansas City, Mo.—John A. Fitzgerald, formerly with Reming- 
ton Rand, Inc., Ilion, N. Y., has been appointed sales manager 
by the Federal Cash Register Company. 

New York, N. Y.—The Multiprint System Company, Neenah, 
Wis., is operating an export office at 810 Bridge street, in charge 
of Wm. M. Murray. 

New York, N. Y.—The A. B. Dick Company, P. A. Bennett, 
branch manager, 395 Broadway, has taken membership in The 
Merchants’ Association of New York. 

New York, N. Y.—E. D. Gibbs, who has been advertising man- 
ager for The National Cash Register Company fifteen years, has 
become vice—president of the Frank Presbrey Company, adver- 





tising agency. 

Pueblo, Colo.—Clare Hamilton and Kenny Bonser of Burling- 
ton, Iowa, have opened a store handling cash registers, office 
supplies, restaurant supplies and other lines. Mr. Hamilton had 
been with the Remington Cash Register Sales Company in Iowa. 

San Diego, Calif.—The Todd Sales Company has been located 
at 726 C street. 

——— 
Home Market Preference in India 


The division of regional information, United States Depart- 
ment of Commerce, Washington, D. C., has published Far 
Eastern Series Bulletin No. 70, detailing procedure planned by 
the government of British East India in its purchases of ma- 
terials and supplies. Copies are available to business houses 
interested in the East India market. The plan is to confine 
buying to products or manufactures of India, with leeway in 
certain purchases not involving much money 
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D iogenes looked in vain—with a lantern—for an 
honest man. You are looking for profits~and 
you don’t need any lantern to find them in the sale of 





numbering machines. 





V olume—turnover—how many machines’ you 
sell determines what you make. And common sense 
will tell'you that you'll sell the most in the easiest 
| way and the quickest time by pushing the world’s 
| largest ‘selling numbering machine. That's the 


Roberts “49”. And that’s all there is to the num- 
bering question. 


The rest is up to you. If you really do want 
more sales and bigger profits blow out your lantern— 
stop being a Diogenes. Stock Roberts “49” and tie 
up with our sure fire dealers’ sales plan. Write us 











now. 

The Roberts Numbering Machine Co. 
694-710 Jamaica Ave. Brooklyn, N. Y- 
Western Distributors 
Superior Type Co., 3940 Ravenswoo diAve., Chicago, Ill. 


THE ROBERTS © 
NUMBERING : 


: ; 
| | MACHINE CO. | 
: t TIO JAMAICA ave 
BROOKLYN N.Y 
4 j j 
& 4 

\ 2 

' wie —— 








le World's 
Largest S elling Lowest Priced, 
Numbering Machine. 











Let Your Customers’ Preference Tell You 
What Machines To Buy--and Sell-! 


A 4 ou know how the big business 
firms make their money—dquan- 

tity buying, large discounts, large 

profits. But maybe you aren't 

among the biggest firms. You Discount 

still want good discounts and good rrofits 

profits. Under the Roberts plan 

you can have them! 

Our idea is to sell you a quantity—six ma- 

chines or multiples thereof—at the quantity discount 
and let you include as many different models as 





ROBERT 





you wish. This is the Roberts 
Big Six-—any six machines at the 
quantity discount—really the “Big- 


he g ‘f gest Profit” Six—an idea that 


means more sales, more satisfac- 
ni tion, more money for you. 
Use this modern merchandising 
plan of small investment, large dis- 
counts, quick turnover to help you build your num- 
bering machine business. Send for details, prices 
and the complete Roberts proposition.. 





NUMBERING 
MACHINES 





NAME 


ROBERTS NUMBERING MACHINE CO. 694-710 Jamaica Ave., Brooklyn, N. Y. 
Send me immediately (without obligation) complete information regarding the 
BIG SIX LINE and details on displaying and selling these machines. 











ADDRESS 
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STEEL BOUND 
STORAGE BOXES 





OPEN 


The dealer who supplies this equipment to his 
trade is in the lead. STEEL BOUND BOXES 
are made in ten stock sizes for storing drafts, 
checks, deposit slips, letters, vouchers, bills, 
etc. Special sizes made to order. Papers thus 
stored are made safe from dust or muss at 
small cost. DEALERS: Write for proposition. 


Steel Bound Box Co. 
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REGAL REBUILT 
ROYALS 


Trade-mar ked 


Approved by the Manufacturer 


ROUGH TYPEWRITERS 


Stock in 82 Cities 
All Makes - . . - 
All Series - - 


All Models 
All Types 


Lowest Prices 


Write for the Regal Plan 


REGAL TYPEWRITER COMPANY, Inc. 


524 Broadway, 12-14 So. Jefferson St., 
New York, N. Y. Chicago, Illinois 
















5039 Cottage Grove Ave. Chicago Cable Address: REGALTYPE, N. Y. 
agile ' Try Our 
“a \ Thousands of 
=—__— GY ousands 0 
— CU STABILO AutoOwners Use 
= 4 THIN LEAD This Book. 
COLORED PENCILS eh 
January is the 
THEY DO NOT BREAK Month When 
Prices and samples on request Records Are 
Stationery Export & Import Started. 
Corp. ¥ 


221 Fourth Ave., New York 


Sole Distributor of Swan Pencil 
Co. 
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Hundreds of deal- 
ers are pleasing cus- 
tomers and making 
big profits. 


SEND FOR A SAMPLE 


Size 6%” x 3” 


FRED W. HARVEY CO. 


214 W. Genesee Syracuse, N. Y. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 6!4 inch blade. No. 4. 12% inch blade. 

No. 2. 8% inch blade. No. 5. 15 inch blade. 

No. 3. 10'% inch blade. No. 51%. 18 inch blade. 
No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 
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EVERY 





great selling organization, 


every 
outstanding sales executive, all examples of 
successful merchandising, base their position 
on firm conviction of the quality of the goods. 


That confidence in the quality of the supplies 
I when properly supported by the manufacturer 
I: is a VITAL essence—an ingredient that in- 
sures success. 
We are in search of that VITAL essence to 
carry our campaign to success in various 
localities throughout the field. Queen brand 
ribbons and carbons are manufactured in 
various weights and degrees of inking for 
H specific purposes. When used as specified, 
these typewriter supplies are superior 
We shall be glad to furnish proof or ad- 


ditional details to any retailer. 


2m t& N 


Ribbon and Carbon Company 
2 MANUFACTURERS 
109 Reade Street 
New York, N. Y. 





























1929 


January, 








Graffco 


esmrorr 


PRODUCTS 


will be used more ex- 
tensively than ever 
before during 1929. 
Steadily increasing 
sales and greater 











dealer coopera- 
tion indicate 
this. Because 






these products 
are of excep- 
tional merit 
and are used 
for many 
purposes 
we urge 
you to 
stock 
them. 









“Look Out!” 


say these little signals— 
each one with its brilliant 
color flashing you a message 
as you turn to your Card 
Files. They remind you 
when payments are overdue, 





Graffco tell you when to order 
VISE stock, etc. Made of plated 
SIGNALS spring steel in 2 sizes, 12 


colors and combination col- 
ors. Write for catalog. 


GEORGE B. GRAFF CO. 


, Map- | Graffeo 
tacks, etc. = 64 Washburn Ave., Cambridge, Mass. 


HOGE 
VITROCOTED STAPLES 


Other Graffco || 
Products are 
Vise Clips, 
i Index 











SAVES TIME, SPACE AND MONEY 


ADAPTED TO EVERY TYPE 
OF STAPLING SERVICE 


Packed 1,000 to the box, 10 boxes to 
the carton. Hoge wire staples are 
interchangeable and joined together 
by a process which insures smooth 
feeding. They will not clog. 


Attractive prices to the trade, prompt 
shipment. 


THE HOGE MFG. CO., INc. 


23 East 21st Street New York City, N. Y. 
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XG FSX 
S CATALOGUES z 


Paragraphic reviews of current issues from the catalogue and 
allied fields, classified for convenient reference 


Manufacturer 

From the Neostyle Sales Agency, 170 Fifth avenue, New York, 
N. Y., comes a folder in colors descriptive of the No. 9 rotary 
Neostyle duplicator 

From C. L. Barkley & Company, 655 South Wells street, Chi 
cago, lll., comes a new catalogue of filing supplies. This com 
pany specializes on leatherette folders and binders, offering 
eight colors for convenience in classifying records. The cata 
logue is priced 

From Fred H. Jones & Son, 217 West Superior street, Chi 
cago, Ill., comes a folder descriptive of the “Green-edge”’ line of 
fiber storage files. Twenty different sizes are made, permitting 
the economical storage of practically every type of record used 
by modern business houses 

From the F. C. Nauert Company, 230 South Franklin street, 
Chicago, lll., comes temporary Catalogue No. 10, devoted to 
an extensive selection of type for made to order stamps, with 
specimens of special designs for various purposes. This cata 
logue is to be followed by a complete general catalogue of 
marking devices 

From the Durabilt Steel Locker Company, 600 Arnold avenue, 
Aurora, Ill., comes its catalogue of the improved Durabilt steel 
locker. This is made in an extensive variety of sizes and types 
The catalogue is printed in three colors, giving detailed illus 
trations of the types, construction details, specifications, and 
complete instructions for laying out locker installations and 
specifying for orders The catalogue contains an insert showing 
Durabilt steel cabinets for storage, wardrobes and _ special 
applications 

From the Quality Park Envelope Company, Quality Park, 
Midway, St. Paul, Minn., and 162 North Franklin street, Chi 
cago, Il comes its new catalogue of “Qualitybilt"” paper 
products. This is a 38—page list showing the company’s exten 
sive lines of stationery specialties for mailing and filing A 
special section showing bank envelopes is of direct interest to 
bank stationers. This is one of the most complete price lists 
ever issued. Stationery buyers can obtain copies for their files 
by applying to either address given here 

Dealer 

From the Howe Stationery Company, Ripon, Wis., comes the 
company’s complete office supply and equipment catalogue 
This is circulated throughout the state of Wisconsin, trans 
portation being prepaid to any point in the state The cata 
logue contains 136 pages and cover, offering a complete variety 
of office necessities, including furniture of wood and steel 

From The Gregory, Mayer & Thom Company, Cadillac Square, 
Detroit, Mich., comes a twenty—four—page catalogue of gift sug- 
gestions for Christmas lists. In addition to showing fountain 
pens and sets, leather goods and other standard stationery 
items suitable for Christmas giving, the catalogue pictures desk 
lamps, home desks, leather covered chairs and davenports, 
bookcases and clocks 

From the Riddle & Wunderle Company, 62 West Washington 
street, Chicago, Ill., comes a twenty-four page catalogue, “Sug 
gestions from the Office.’’ This is an illustrated cross section 
of the company’s stocks—selections of merchandise and equip 
ment essential to the modern office. This was distributed befor 
the holidays, and contains colored inserts advertising Carter's, 
Parker’s and Waterman’s fountain pens, mechanical pencils 
and fountain pen sets 

Direct Mail—Manufacturer 

From the Elliott Addressing Machine Company, 143 Albany 
avenue, Cambridge, Mass., comes a folder in colors telling of 
the versatility and speed of the company’s addressing machine 

The Acme Card System Company, 116 South Michigan ave- 
nue, Chicago, IIL, sent a mailing in colors telling about the 
new “‘Da-Log” monitor for desk duties. It facilitates sched- 
uling work, and aids the human element in getting tasks done 
on schedule 

A mailing by the Elliott Addressing Machine Company. 143 
Albany street, Cambridge, Mass., told of the advantages of the 
fiber stencil for addressing purposes. The process of manufac- 
turing was shown in detail 

The Tenacity Manufacturing Company, Reading, Cincinnati, 
Ohio, based its current mailing to dealers on the Briggs cartoon. 
“When a Feller Needs a Friend.” Loose leaf binders made up 
from Tenacity metals are friendly books, endowed with the 
strength and convenience that assure long life and ease of use 

“The Sturdy Friendly ‘Berloy’ Desk” is distributed by The 
Berger Manufacturing Company, Canton, Ohio, to acquaint 
users with the company’s steel desks and tables Details are 
printed regarding desks and tables, and a separate page shows 
desk cabinets, transfers, card cabinets, filing safes, lockers and 
filing cabinets. 

Branches of the L. C. Smith & Corona Typewriters Inc., ad 
dressed users regarding a Corona for Christmas—for some rela 
tive or friend An adroit suggestion is that the Christmas 
greeting be typed, and left in the carriage, to be discovered 
when the happy recipient opens the case to enjoy the first look 
at this enduring and practical gift 

From the Addressograph Company, 903 West Van suren 
street, Chicago, Ill., comes a broadside, ‘“‘Making More Money 
in Your Business.”” The Addressograph way makes more money 
for its users by increasing sales and by reducing operating ex 
penses in sales promotion This broadside is virile with color, 
showing the “‘long’’ line of machines produced An adroit touch 
is reproductions of familiar trademarks of important adver 
tisers whose volume of business implies extensive promotional 
mailings 

Accessory Advertising Matter 

Dealers and branches of the Yawman and Erbe Manufactur 
ing Company are supplied with an attractive series of blotters, 
which are used as a tieup with the company’s national adver 
tising 

Price Revisions 

The Quality Park Envelope Company, Quality Park, Midway, 

St. Paul, Minn., and 162 North Franklin street, Chicago, IIL, 











PEERLESS SANITARY LINE 


PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 

mail and tape baskets, space baskets, built up 

trays, locker baskets, PEERLESS paper burn- 

ers, wire globe guards, office partitions, wire 

guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


LAFAYETTE, 
INDIANA 


PEERLESS SANITARY LINE 














The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


Te 


ke Self - inking Numbering 
Rotary Dater Rubber Stamps Machines 


- 








NAME PLATES . 
BADGES METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 
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PERSONAL LETTERS 


WILL BUILD YOUR SALES!! 
ADD TO OTHER DEPARTMENTS 
SAVE ON YOUR PAYROLL! 


THE 


AUTO-TYPIST 
SELF - OPERATING 


TYPEWRITER 


INDIVIDUALLY 
TYPEWRITES 
LETTERS 
ACCURATELY 
AT GREAT 
SPEED 


Write for details 


AUTO-TYPIST CO. 


417 So. Dearborn Street 








. . . Signals flash facts 
in every index—an easy to ap- 
ply metal signal makes a per- 
fect system—Cook’s File 
Signals ‘‘stay put’’— 

Are you posted on the new No. 20 


series for Visible Indexes and Sales 
Display No. 6607? . . 


COOK’ 


are especially designed for the mod- 
ern card file—nickel plated—heavily 

enameled and with ex- 
clusive patented 
features. 









* No. 20 


Name wv Coon's 
Address | ' 


a... ee cooKs coos 
L— Cock’ Siays Flush NO.22 No. 24 
THE H. C. COOK CO., ANSONIA, CONN. 























has distributed a new price list on its paper specialties and 
envelope lines 
—_—— ——_—_. 


Calcutta Exhibition 


The “Calcutta Exhibition—1928" will be held at Calcutta, 
India, December 15, 1928, to January 15, 1929, inclusive. While 
the primary object is to promote Indian industries, and the sale 
of native products, foreign displays of machinery, tools and ap~ 
pliances calculated to help in the development of Indian in-— 
dustries, agriculture, public health, etc., will be shown. The 
office of the exhibition secretary is 3-a Hogg street, Calcutta, 


India. 
Paragraphic reviews of current issues from the house organ 
field, classified for convenient reference. 





Manufacturer 

The Mouthpiece (Dictaphone Sales Company) published a 
statement by L. C. Stowell, president, on some of his obser- 
vations made during a recent trip through Europe. 

Interesting details of the construction of the Tamiami trail 
in Florida were given, with illustrations, in The Du Pont 
Magazine (E. I. du Pont de Nemours & Company). 

Eversales (The Wahl Company) adopted an unusual plan to 
show a double-page spread appearing in a popular weekly. 
This plan utilized the spread, in colors, to form the cover of 
the present issue of Eversales. 

The Type Bar Bulletin (L. C. Smith & Corona Typewriters 
Inc.) published “‘The Story of a Moose Hunt.”’ It was con- 
tributed by Burns Lyman Smith, and illustrated scenes and 
trophies of the foray into mooseland. 

The “Y and E” (Yawman and Erbe Manufacturing Company) 
showed an installation of library equipment made by Brooks 
& Idler, the company’s agents at Atlantic City. This library 
occupies a building on the Ventnor pier. 

The Leopold News (Leopold Desk Company) devoted an entire 
issue to the sales helps provided for dealers. Many attractive 
pieces for display in store, window, and in newspaper advertis— 
ing enable dealers to carry the spirit of Leopold quality 
throughout their promotional efforts. 

“Are Salesmen Cowards?” queried Jerome B. Gray in The 
National (National Blank Book Company). Fear of losing an 
order by accepting the buyer’s critcisms without rebuttal loses 
orders for many salesmen, because the buyer feels that the 
merchandise is not worthy of defense. 

“Where Sight Means Touch” in The Royal Standard (Royal 
Typewriter Company, Inc.) discussed the importance of the 
typewriter to the blind as a means of communication. The 
typewriter is found in practically all schools for the blind, and 
this article showed the special fitness of the standard Royal 
typewriter for their use. 

“Facts for the Buyer’’ in Woodstock, The Typewriter (Wood- 
stock Typewriter Company) presented potent figures for the 
salesman. to impress on the prospect the small cost per day 
for the Woodstock machine in his office, contrasted to labor 
and other items chargeable to correspondence. The machine 
cost of good looking letters is trifling. 

The Berloyalist (The Berger Manufacturing Company) re- 
ported the first loss which has come to our attention in the 
sinking of the “Vestris” off the Virginia capes. An order for 
which a customer had cabled was aboard the ship. Upon learn- 
ing of the loss of the ship with many lives and the entire cargo, 
the export department dispatched a duplicate of the order on 
the next vessel. 

Official information regarding the new size currency to be 
issued by the United States Treasury in mid-year was pub 
lished in “Steel-Strong’’ Dealers’ Every—Month (The C. L. Dow- 
ney Company). New sizes of bill straps will be needed by 
banks and business houses, as present stocks cannot be cut 
down, for the denomination figures will not appear in the cor- 
rect position for quick reading. 

Suggestive selling by alert salesmen was narrated in The 
Lyon Standard (Lyon Metal Products, Inc.). These men spend 
their time ‘“‘on the bench” effectively while waiting to see 
the proper executive, and have tangible suggestions to offer 
when they reach the engineer or buyer. Such suggestions get 
a fair hearing, while the routine request for an order gets 
little attention, because it is routine—not helpful. 

The Addressograph-er reports a sale made by J. B. Ward, 
sales agent at Cincinnati, Ohio, whereby he kept in training 
while in a hospital, and put the institution’s mailing work on 
a business basis. He sold equipment while a patient, due to a 
broken leg. It wasn't a trade deal, for the Addressograph bill 
was larger than the hospital bill. Here’s a way for office ma- 
chine salesmen to put American hospitals on a business ef- 
ficiency basis. 

The importance of intimate knowledge of his merchandise by 
the salesman was told in “Know Your Stuff’ in The Cutler 
Scroll (Cutler Desk Company). The moral centered on the 
accurate knowledge of a glove salesman—which the office fur- 
niture salesman can duplicate, thanks to the educational mat- 
ter provided by manufacturers. It’s a matter of absorbing the 
material and applying it at the right time. We're impressed 
with the heading used by The Scroll over pithy paragraphs of 
modern thoughts, ‘“Cutlets’”—no, not from the butcher, but 
from the wood working shop. 


Association 

“Steelart’’ folding tables were instanced as an important 
use of sheet steel in Making Markets (Sheet Steel Trade Ex-— 
tension Committee). Illustrations showing these Lyon products 
were printed with the article. 

Dealer 

Office Topics (Baker Printing Company) announced the en- 
largement of its office furniture and equipment department. 

“Osco"’ Business Ideas (Office Supply Company, Inc.), used 
a timely cover in colors during the hunting season. It showed 
a flight of ducks being messed up by a hunter 

The Christmas number of Common Sense (Corlies, Macy & 
Company, Inc.), made the holiday merry with a mixture of 
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Sherman-Manson Tu- 
bular Steel Stands, in 7 
Improved Models cost 
less today than ever 
before. 


Sign and mail the cou- 
pon below for further 
full particulars and 
prices. 


OFFICE 









Style 22-A 
SHERMAN-MANSON MEG. CO. 


Chicago 


\ 


Please send folder with full information regarding your new, lower prices. 
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Here They Are! 


(Boxes Are Made With Lock Corner Joints) 


CUBISTIC BOX DISPLAYERS 
Complete Set |<‘entoces| price se 


4 SHELVES 


@ooce 





ONKEN 


No. 35 SET shave Shows Some of Bo Woge Tam Sense Cn Be 

. 0 BOX The MODERNISTIC IDEA in window 

nese chow tuo | Sibne BORED ‘chews herewith, thes 

B shown herewith, eir 

- pe # - interchangeable feature and bright ap- 

ing of pealing finishes, make attractive back- 

ground for all kinds of merchandise dis- 

¢ Rome played, they can be arranged in many 

Kes simple settings and make window trim- 

4 Shelves ming easy, but attractive. | They are 

= adaptable for displaying Stationery of all 

12 Unite to a set | kinds, Cutlery and sundry merchandise. 

Stock finish for | MAKE YOUR WINDOWS PULL INCREASED SALES 

Shipment Order Direct or Thru Your Jobber 

No. 247 Chinese 

Sick State | ae Oscar Onan Co, 
Black Outside 





Per Set $12 Net Neo. 624 West 4thjSt. CINCINNATI, OHIO 
Ask for'Special Beok No. 24C Medernistic Creations. Use Your Own Stationery 








ee 


—_———— 








office worker. 





Special Notice! 
M & S FORM FITTING 


Chairs make a definite appeal to the 

Their beauty both in 
design and finish make 
them a welcome addi- 
tion to a business. 


make better 





4511 


The Marble & Shattuck 


Chair Co. 


CLEVELAND, OHIO 


M G&S have a rich 
assortment of quality 
chairs and by 
dling them you can 
profits. 
Why not write now 
for our agency propo- 
sition in your locality? 


han- 
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A Good Number 


Because it Fills a Long Felt Need 
Tumed Leg Narrow Table 


48”"x24", 60°x24”", 72”x24” 





==) SSS 





We manufacture 
the largest variety of wood accessories for the office 
in the world. Write for our catalogues, and 1929 
will be your most successful year of profitable num- 
bers if they are Quigley. 


Made of Walnut and Mahogany. 








The Quigley Furniture Co. 


WHITESBORO, NEW YORK 
New York City Office: 130 W. 42nd, Room 414 
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AGENTS WANTED 





VIDAVER Starts the Day Right! 


In every business office, the first duty of the day is to open 
the mail Speeding that detail accelerates all things that 
follow—handling of orders, bank deposits, shipments, filing, and 
important executive decisions. 

VIDAVER opens the mail at a speed of 21,000 per hour, 
feeding automatically and accurately grinding off six thou- 
sandths of an inch from the edge of the envelopes, thus 
avoiding any damage to enclosures, and any interference in 
operation sometimes occasioned in other methods by coins, 
clips, or other metallic contents. It opens all sizes and shapes 
of envelopes requiring no previous preparation of envelopes or 
adjustment of machine. 

There are still a few choice territories available. Write us 
in detail of your qualifications; we shall be glad to explain 
our proposition. Our folder “Time” gives details of machine 
and is sent on request. 


IDAVER 
LETTER OPENER COMPANY 
1755 Broadway New York, N. Y, 


Stamp 


25% 


nates 
strikin 











BALL BEARING 


COTE LETTERING PENS 





r—--—— 








Your tele has them 


Watch your stock of Coit’s Ball Bearing 
Lettering Pens because business is good; 


you dont want to be caught without 
them. Keep Coit’s pens on display al- 
ways. [These handy lettering pens make 


it easy for anyone to do good work with- 
out expensive training. That's why they 
sell readily. To dealers unacquainted, 
a Sales trial outfit will be furnished on 
request prepaid 


THE BRIDGEPORT PEN CO. 
239 John Street 
BRIDGEPORT, CONN. 


my 


| PHEASANT 














Conceded by 


Jo, and 
type of 


MeTuTt 


January, 


the largest consumers of 
Pads to be the only pad having 


every essential quality necessary for com- 
plete satisfaction. 


Guaranteed to outwear any other pad 


radically different 
(patented), elimi- 
all traces of surplus ink on the 


g surface of the pad, therefore you 


due to its 
construction 


must get absolutely perfect rubber stamp 
impressions at all times. 


Sample on Request. 


Here is a high-grade crepe to 
retail at the price of the lower 
grades. Its purpose is to an- 
swer an urgent demand for a 
cheaper, silk-finish crepe for 
making costumes, hats, favors, 
novelties and for general deco- 
rating. 


Pheasant Crepe comes in 10- 
foot folds, 20 inches wide and in 
30 colors. Packed 12 folds to a 


box, | gross to carton. 


Other Tuttle Crepes are 
Crinkle, a high-grade crepe; 
Appleton, a good grade crepe, 
and Cascade. Send for color 
chart and prices. 





1929 





STAM P PAD 


Peerless Carbon & Ribbon 
Mfg. Company, Inc. 


476-478 Broome St. New York, N. Y. 


Pheasant Crepe Paper 
Retailing at 10 cents 














leg? ress Co, Co. 
~— APPLETON TISCONSIN 
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Scotch and Jew jokes, mixing the races in some of the whim- 
sies 

A narrative concerning a hunting trip in Quebec in October 
monopolized Common Sense (Corlies, Macy & Company, Inc.). 
It's not a trip for tenderfeet, but highly enjoyable for those who 
like roughing it 

The Office Cat (The Richmond & Backus Company) made a 
clever suggestion for the use of holiday cards to send to cus— 
tomers; personalized cards that will make a lasting impression 
on the minds of recipients. 

A supplement to The Blank Book News (The Columbus Blank 
Book Manufacturing Company) listed useful gifts for Christ- 
mas. Wil-Free desks were among the articles shown, the first 
instance in which the typewriter desk for the home have been 
seen featured thus 

The Honolulu Item (Mercantile Printing Company, Ltd.), 
said: “The old system of ‘making rubber stamps’ every other 
day, or once or twice a week, is on the antique shelf. The 
Mercantile makes them every day. all day. They ‘go through’ 
ust the same as any other work placed here.”’ 


Internal 

The Dixonite (employees of the Joseph Dixon Crucible Com- 
pany) gives the deft housewives of the organization a chance to 
broadcast their favorite recipes. A column headed ‘Helpful 
Hiousehold Hints’’ is at their disposal. 

The “Y and E” News (Yawman and Erbe Manufacturing 
Company) reports a novel combination of bulletin board and 
suggestion box. The company gives prizes for suggestions which 
can be adopted in manufacturing processes. Placing the box 
with bulletins assures that each will have attention frequently 

> —-— 


East Indian Governmental Imports of Stationery 
The stationery imports for governmental use by British East 
india, excluding paper, were as follows for the years indicated 


1923-24, 5,586,000 rupees; 1924-25, 2.869.000 rupees; 1925-26, 2,906,- 


2 956.000 rupees 


= DK 
ig EXPORTS ¥ 


Typewriters 


000 rupees; 1926 

















United States exports of typewriters by countries during September, 
1v28 In exports under this classification where the machine is driven by 
an electric motor, the value of the motor is included with the machine 
Ky the Division of Statistics, Department of Commerce 

Countries No No No. 

Austria 291 $ 21,74 462 $ 19,752 $23 $ 12,955 $ 45 
Azores and Mad s 1 45 

Belgium 73 24,5 Od 12,230 St 3,002 1,002 
Czechoslovakia 746 360 15,048 5Y 1,965 242 
Denmark 0 0 1,260 15 
Finland 25 » 1,530 i8 
lrance 202 170 6,460 58 2,031 1,501 
Gerinany Isv 192 6,920 2 1,068 2,916 
Gibraltat 2 , 180 

Greece 5 6 
Hungary 21 v7 4,307 296 6,866 

lrish | State 1 36 ‘ 

Italy 353 24.391 533 20.101 25 780 205 
Latvia 13 71 

Netherlands 14 10,757 , 19 4,024 1,405 
Norway 64 4,694 110 3,938 121 
Poland and Danzig 227 17,225 lil 4.901 136 3,692 47s 
Portugal 63 4. Gut 1 1,845 4 ot) 
Rumania 7 5,979 3 135 7 132 75 
Sov Rus. in Eu 23 3.451 2 72 365 
Spain 609 38,434 4 8,954 38 193 
Sweden 188 14,312 2 4,815 78 766 
Switzerland 276 19,241 238 9,086 52 663 
United King 2.658 185,345 513 21,256 667 9,735 
Yugo. and Alb 2 109 1 31 

Canada 1,291 78,819 90 3,501 348 11,937 
Brit Honduras 1 75 1 ; 
Costa Rica O 8.880 28 1,089 , a 46 
(;natemala ” 668 85 3.330 

Honduras 7 691 , 1 28 
Nicaragua 30 2,458 75 2,790 2 100 12 
Panama 14 1,053 2 74 
Salvador 53 2 976 23 S28 ‘ 29 
Mexico 352 25,622 m5 15,463 16 591 656 
New foundland and 

Lab 1 70 eee 2 81 
Bermudas 1 SO : 

Barcbados ‘ 320 1 36 

Jamaica 1 #2 5 180 1 4s 

rrin. and Tobago 6 419 . 

Other B, W Ind 3 85 

Cuba 101 22 882 1 50 714 
Don Rep ll 

Neth. W Ind q 24 827 

rr. W. Ind 10 19 717 2 72 

Haiti, Re; of 9 20 720 2 125 
Arcentina 6,973 7 400 14,795 1,396 
solivin 1 41 47 
Brazil 77,151 233 9,478 4 235 144 
Chile 21,022 270 11,340 45 
Colombia 8,146 416 15,477 18 793 1,941 
Ecuador 6,603 $f 1,296 

Surinam 2 20 6 234 

Paraguay 38 2.040 

Peru 87 6.464 11 450 28 1,596 144 
Uruguay 154 11,110 120 5,220 1 32 oeas 
Venezuela 68 5.315 na 2,123 6S 
Brit India 683 45,860 382 14,252 1 40 7 
Brit. Malaya 28 1.880 27 1,069 ve 174 
Ceylon 15 1,120 20 720 , ‘ on 
China ot) +. 398 110 4.215 13 408 25 
Java and Madura 190 13,931 277 9,872 1 43 20s 
Other Netherland 

E. Indies 1 76 15 540 

Hongkong 11 S44 Be 

Iraq 3 240 , ‘ 
Japan 100 8.762 27 205 37 1.166 
Philippine Is 97 6,353 100 3.600 1 1) 


Siam ; : eee osee 3 103 











Wallets, file folders, and mailing en- 
velopes made from “LEATHER- 
WEAR STOCK” have proven them- 
selves economical and serviceable. The 
standard sizes are carried on hand 
ready for prompt delivery. Special 
sizes and items furnished upon short 
notice. Samples and illustrated cata- 
logue furnished upon request. 


McGill Paper Products, Inc. 


501 7th Ave., South, Minneapolis, Mina. 
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The Courant 
pencil sharpener 


will— 

pay for itself by saving pencils. 
sharpen cleanly and stop without 
wasting. 

produce perfect points on any kind of 
pencil, including paper. 

prove, on demonstration, that it is the 
best pencil sharpener made. 


Write for dealer proposition. 


Business Aids Company 
310 Broadway New York, N. Y. 
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PREMIER 


STEEL SECTIONAL BOOKCASES 
At the 
Price of 
Wood 


Standard sizes and 
finished in Oak, 
American Walnut, 
Mahogany, in na- 
tural wood effects 
and in Olive Green 
enamel, Construct- 
ed of cold rolled 
steel welded into 
rigid units. 

Each section com- 
plete. No top is re- 
quired. Receding 
doors. Can be had 
with steel doors, 
with glass doors, or 
without doors to be 
used as shelving. 


Folder and Prices 
on request. 








Address All Communications to the Chicago Sales Office 


Premier Metal Products Co. 


JOHN W. MESSIMORE, Sales Manager 
1467 CATALPA AVE. CHICAGO 


Address Export Inquiries to G. W. Snowman, 215 W. 35th St., 
New York City. Factory: Mishawaka, Indiana 

















GUNLOCKE MATCHED SUITES 
are selling easily 
Dealers in Gunlocke matched suites are get- 


They are getting it be- | 
it in a systematic way. 


ting the business. 
cause they go after 


catalog showing our complete lines 
is now being distributed. This is one of the 
largest and most complete lines of commer- 


A new 


cial and business furniture ever shown. 


Copy sent upon request. 


The W. H. Gunlocke Chair Co. } 
Wayland, N. Y. | 


Export Department New York Western Office 
368 Broadway Warehouse Furniture Exchange 


New York City 138 Grand St. San Francisco, Calif. |) 
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Standard, New Portable, New Use ~ & Rebuilt Parts of 





Countries No. No 
Standard, New Portable, New Used & Rebuilt Parts of 
Pe | sicnaddedhe 20 1,500 5 25 ee 34 
Australia ...... =e 468 30,162 224 9356 68 3 692 4,499 
Brit. Oceania...... 2 175 3 108 e aan 
New Zealand...... SY 5,962 43 1,566 2 71 256 
Un. of 8S. Africa.. 120 8,514 18 748 ° 168 
Brit. W. Africa.. 21 1,393 12 450 we ; oes 
Egypt —— 31 1,734 32 1,242 on 15 
Other Fr. Africa.. 18 1,260 17 630 : i 
Liberia ..... eas 10 735 4 156 
Morocco a 62 4,239 60 2.160 . 
Mozambique Sua 12 893 13 507 eee : 115 
Other P. Africa es ee 10 360 ae : :. 
Canary Is.. 16 1,280 1 45 2 72 
Total ...19,973 $981,923 7,252 $283,654 3,012 $97,748 $43,076 
Shipments from United tates to: 
Hawaii 162 $ 10, — 34 $ 1,233 37 $1,468 $ 174 
Porto Rico 191 14,: 3 ill eae 55 


Adding—Calculating—Billing—Tabu- 
lating—Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, ete., by countries, in September, 1928. In exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine. Parts of adding and calcu 
lating machines are not shown separately. They are included under a 
general classification, ‘“‘Other machinery and parts of,’’ which is not 
segregated for publication By the Division of Statistics, U. 8S. Depart 
ment of Commerce. 

Listing- Typewriter- 
adding- bookkeeping Non-listing Listing 
bookkeeping billing adding adding 











machines. machines. machines machines 
Countries. No. No. No. No. 
Austria ... , . 1$ 1,004 2$ 390 15 $ 488 2s 738 
selgium -- 28 21,861 12 8,915 2 62 42 4,612 
Czechoslovakia ... 10 5,693 3 585 .. A 28 5,133 
Denmark ccunubae Ge) Jendane , 10 1,025 
Estonia : (1m ke .weben 1 ae (se sence TreeerriTT 
Finland , . 9 7,208 . 175 12,885 
France ........ ; 11 9,353 99 44 111 17,655 
Germany — ep 40,869 13 uo 151 19,610 
ey séseeveresens 1 878 3 2.486 oe 4 +ebenn 
MT oewveseeseccesecoss GF 23,4438 33 10,748 10 575 56 8,352 
Latvia ee 1,062 cont - seee sae <€e6nne 
Nethe rlands” neces oo 1,388 6 3,089 36 5,700 
PEON cccccccccccccce 2 2,154 + 2,815 
Poland and Danzig.... ¥ 6,181 11 75 6,688 
PORCEME cccccccccesese se 0 ee won S Fees cs seee see evesge 
Dn, -t¢eecedeaséeee os ses ee 1 481 
Spain 3 3,302 6 . sacs 19 1,985 
SEL. eae céeceennse 1 996 «610 20 892 198 13,133 
Switze rland a S 7,465 6 ee es 39 3,035 
United Kingdom ...... 68 61,781 Sf 2,663 
Canada . es 5.116 2S 269 15,647 
Gemee BOR ccccccccece os 8 cseces ous oe aeee 4 405 
Honduras ......... oes eaceges ‘ SSeee0 « cee 2 235 
Nicaragua .....see--ee Se ouwe SGence “ae cave 4 242 
PaMamMa .....ceseees oe seenee oc 4 eeeese es cone 7 
DE cvaieeaheee ; 3 3,362 1 70.) (O66 280 35 2, 
Newfound. "and Labr 2 1,025 ——. 
Cuba senedne 2 1,392 1 244 1,364 18,248 
Dominican Rep. euese oss sneeee” 25 enecve 4 240 
Netherlands W. Ind... .. ..«««- pveées 1 150 
Haiti, Rep. of....... . <é@0nee S62 easpees ee awa 6 430 
DE csseceassose 4,761 39 7,205 . soos 193 17,820 
DE ciéasvecescex soe’ 2 851 14 2,565 40 4,605 22 19,435 
ahh dea bane aed ‘ie +e06ene - deena” sha owse 75 6,114 
Colombia 7 1,314 1 O04 ‘ 60 5,270 
Ecuador 2 a -s6. senate” oh Secu  ~euae > Que 
POSE esccese oe _— 1,733 eéece e eee 9 873 
British India ... a oer TT besene oeue 6 480 
British Malaya... oes e866s6 sees oe 1 597 
China ..... awee os ethane se” “euenss vee 5 262 
Java and Madura. -se 1,035 ~ ‘ 58 5,040 
Japan ..... echo ae 1,369 : ccs ©«sengee 
Kwantung . esaccces 3 2,821 ser o« $e) 060 0 60S 
Philippine Islands...... 1 591 3 58h 18 1,089 
En eeeeeececoeseoess oo ieee sacs 1 60 
Australia ........ so ae 24,882 2 n90 (Ct; 417 35,893 
BUT TOON acccccese ce 6 seceee 2 390 : 3 273 
Canary Islands —s | seeeas saweee ' 3 108 
Total .. ; $24 $246,542 421 $191,528 93 $6,900 3,662 $233,773 
Shipments from the United States to: 
Hawali ... , 6$ 1,521 1$ ” « ‘ 59 $ 4,760 
Porto Rico i 1 5S on i$ 29 11 991 
Card 
punching, sorting Other 
Calculating and tabulating including used 
machines. machines. and rebuilt. 
Countries No No. No. 
Austria . _ a $ 630 , onan 
Belgium ~ .. 2.789 7 $ 9.880 23 $ 2,221 
Czechoslovakia 8 9,250 oe save 1 68 
Denmark see sangsase Fy 144 . 
France .... ‘ > 6,085 , 44 4,188 
Germany : 33 8,620 26 33,686 7 1,300 
Italy . peececes sewes, 10,230 — of) 540 
Netherlands a4 wes ; 2 2.500 ; 917 
Norway - initial tse pian 5 877 
Portugal 5 717 
Soviet Russia in Europe 7 2,278 9 12,318 
Spain sos 738 
Sweden , 11 2,667 oan 
Switzerland 13 2,150 ; 3,800 7 1,170 
United Kingdom , 19 2.931 ‘ 4,984 1 48 
Canada . . 92 19,705 16 5,495 2 179 
British Honduras , : 1 46 
Costa Rica 6 1,175 ‘ 
PD shaveaeeeces —_— 250 oes 1 25 
Panama .. se secesece 86. 664988 6 900 vr 
Mexico .. 21 3.18% 2 6,000 23 1,877 
Dominican Republic » a a) «ea: ) / wheel > ae. . ven 
Netherland West Indies ee) 860m oee8 1 48 
Haiti, Republic of. 1 126 ‘ se ° 
Argentina . veeee . 78 14,650 3 3,781 
Brazil : oR 3.236 { 4,050 
Chile deans ° » = eee ee, a 
Colombia . . 12 1,273 seous ‘ 124 
British Malaya : : - 6 216 
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No. 1005 


Like a century old tree, Conrades chairs 
have the sturdiness of ancient growth. 
We approach the century mark. 


CONRADES MFG. CO. 
1942 N. Second St. 
sT. LOUIS, MO. 



















For Memo 
and Ring Book 
Metals— 


MANUFACTURING STATIONERS use 
our metal parts service to advantage in 
handling quantity orders for memo and 
ring books, loose leaf catalogs, price 
books, etc. Many firms would use this con- 
venient, economical method of cataloging 
their goods if the proposition was prop- 
erly placed before them. We shall be glad 
to send full details of our extensive as- 
sortment of these metals, as well as our 
complete line of book rings, posts, keys, 
end lock metals, etc. 


Write for illustrated catalog and price-list. 


Loose Leaf Metals Co., Inc. - 


6816-6824 Arsenal Street 
ST. LOUIS, MO. 






wo 
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BANKS NEED THEM 
THE 
[am CURMANCO 


STEEL 
NOTE 


and 


DRAFT 
RACK 


For drafts, 








checks, pads 
of all kinds. 
Used by 






bankers, mer- 
chants, ga- 
rages, oil 
stations and 
in many other 
lines of busi- 
ness. 


Made in Stock Sizes 6-8-10 Pockets—Easy to Read— 
Easy to Select—Neat and durable construction, art 
steel, all enclosed body, rests on rubber pads, fin- 
ished baked enamel. Olive green or grained mahog- 
any, Golden Oak, Walnut. Ornamental as well as 
serviceable. 


SAVES TIME — SERVES QUICKLY 


Staple Seller—Order to-day—Less Dealer's Discount 


CURRIER MANUFACTURING COMPANY 


N. W. Terminal - Minneapolis, Minn. 














Costumers especially needed 
in the cold season 


A glance into many offices will show a scarcity of 
costumers and wardrobes—places to keep clothing. 
Little items frequently overlooked but sadly 
needed. Displaying costumers in your store and 
calling attention to them when other sales are made 
will develop extra sales. If you are overlooking 


this field, you should investigate Furnas costumers. 
Ask us for prices now. 











FURNAS FURNITURE 
COMPANY 


Indianapolis, Ind. 
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i » | “SATELLITE” 
FRENCH “MopERNE” || |» == SELLS 











AND OTHER UP-TO-DATE 
DESIGNS IN 


DRAFT SCREENS, FIREPLACE 
SCREENS, NURSERY SCREENS 


DESKS, COSTUMERS 


and 


UMBRELLA STANDS 


SEE OUR NEW LINE 


EXHIBITS 


Model 2 EXT. 


A truly adjustable 
typewriter Stand 
with a sliding base 
board and an elevat- 
ed check table. The 
top is of highly fin- 
ished oak, mahogany 
or walnut and is six- 
teen inches square 
The check table is 
14”°x17%”" and the 
baseboard is 13%” x 
14”, The check table 
is 2” higher than 
the top and can be 
dropped when de- 


CHICAGO—JANUARY 7-26 INC. sired. 
American Furniture Mart, Space 639 
666 LAKE SHORE DRIVE 
NEW YORK CITY—JANUARY 14-26 INC. The strength and durability of the “Satellite” is 
Furniture Exchange Bidg., Sth Floor recognized at a glance. The prospective customer 
206 LEXINGTON AVE., at 33RD ST. judges it to be a superior office stand and his judg- 


ment is vindicated when he puts the “Satellite” to use. 
An opportunity to make a profit and to build a friend- 


y clientele is offered by “Satellite.” Ask for particulars. 
George L. Lamb vey ffered by “Satellite.” Ask for particul 
MANUFACTURER Adjustable Table Company 
Nappanee Indiana Grand Rapids, Michigan 


ee ——__§ 
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TAC CTCUDA! 
LA iS md ley 


VWSOLENIN where price 


ta), 


D-E-¢-K-S meets value 


In the moderate priced field, the 
market-place of the many, price must 
mean value—to get the business. This 
is particularly true in the field of office 


desks 


Western desks are moderately priced. 
And the fact that Western dealers are 
doing a comparatively large business, 
is indicative of the value in the line. 
For complete details, write us today. 







7687-2CE 
SWIVEL TO 
MATCH 


CROCKER CHAIR CO. 


SHEBOYGAN, WISCONSIN 
CHICAGO NEW YORK OAKLAND 


Western Furniture Company 
BLAIR AVE. at PALM ST., ST. LOUIS, MO. 
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(‘ountries 
China . 
Japan 


Philippine Islands 


Australia 
New Zealand .. 
Union of South 


rotal 


Shipments from 


‘ 
v 


Metal Office Furniture Exports 


Hawaii 


Africa 


Calculating 
machines. 


559 


punching, sorting 
and tabulating 
machines. 


OFFICE 


Card 


APPLIANCES 


Other 
including used 
and rebuilt. 


No. o. 
717 rae eum 7 398 
900 2 1,868 2 401 
500 
4,590 
150 
275 - 
$101,942 84 $89,262 146 §=6$14, 645 
the United States to: 
S$ 2a 0 ota tét RS HP 1 > 222 


United States exports of metal furniture by countries during 


September, 
(Commerce 


1928. 


By 


the 


Filing cases 





Countries. No. 

Austria 1$ 59 
Belgium 7 349 
Czechoslovakia 146 5,556 
Denmark . 43 753 
Finland sae - 
France 26 312 
Germany 12 492 
Greece 19 699 
Hungary 25 150 
Italy ; 2 245 
Netherlands 150 3,680 
Norway 6 256 
Pol. and Danz.. : =. 
Portugal ...... 25 859 
Sov. Rus. in Eu. ... ese 
eee 114 4,168 
Sweden ..... 11 570 
Switzerland — és 
United King... 271 8,758 
CORREA <ecccve 582 21,051 
Brit. Honduras. ... ae 
Costa Rica 41 1,321 
Guatemala 14 440 
Honduras oe eee 
Nicaragua 20 810 
Panama .. 18 525 
Salvador 3 160 
Mexico eee 88 4,447 
New. and Labr. 7 27 
Bermudas , , 
Barbados aes , 
Jamaica ....... 1 27 
Trin. and Tob. 14 667 
Oth. Br.W. Ind. 1 54 
CD oe walenka 13 945 
Dom. Rep...... 2 80 
Neth. W. Ind 5 115 
Haiti, Rep. of. 4 360 
va. ee GE Ga ssc hue 
Argentina 302 13,115 
Bolivia 14 540 
Brazil 65 3,879 
Chile 33 2,292 
Colombia 54 1,620 
Ecuador 4 60 
Paraguay 36 783 
en canes 33 1,021 
Uruguay . 16 610 
Venezuela 10 532 
Arabia : an 
Brit. India.. 22 704 
Brit. Malaya _ ee 
COPE cccccee a sos 
GIS. cacansecs 20 598 
Java and Mad. 43 678 
Other Neth. E. 

Indies .. ae ane ati 
Japan 298 8,017 
Kwantung ee ee 
Palestine a ; 
Pn 66040006 o« — 
Philippine Is... 22 1,511 
SE Sceseeceee - eee 
BED. accoscece rT see 
Australia ..... 162 1,733 
Brit. Oceania... 2 59 
New Zealand... 19 1,457 
Un. of S.Africa 87 2,338 
BGS cccccases een aan 
Algeria and Tun. ... wits 
Morocco .....-. 

Canary Islands a 

OED. cccccns 2,913 $99,726 


Hawaii 
Porto Rico..... 


42 


Shipments from the 
9 


3,655 
1,965 


Division of Statistics, Department of 


Safes Bank 
and and 
cabinets, safety Other 
fire deposit office 
and vaults furni- Other 
burglar and ture metal 
proof. equip- and fix- furni- 
No ment. tures. ture. 
: hee . $ 1,061 _ 
2$ 24 . $ 368 
62 2,890 380 ene 
16 940 2,619 115 
4 800 173 27 
18 227 
ale 664 50 
51 2,518 1,508 523 
23 1,504 193 74 
188 
46 oéhs 
200 8,600 510 4,510 
38 2,274 580 50 
sae 5o< 1,016 50 
189 11,290 $ 59 §,321 1,247 
220 12,188 938 4,282 44,935 
1 38 ‘ 45 
14 660 50 442 
6 2,740 1,140 
13 441 405 
16 1,127 839 
4 3,259 86 188 
24 §22 170 523 
79 18,191 4,225 6,027 
5 229 i 14 
96 
6 ” 33 
10 488 38 
1 72 eee 
3 160 TT 22 eee 
44 3,344 119 1,452 5,092 
10 633 90 122 343 
9 364 wa 96 88 
4 226 13,668 ves 168 
"34 1,505 .. 8,785 2,621 
36 1,840 = ee 48 
42 2,677 820 3,281 7,713 
' emis Sa 287 2,693 
110 7,868 1,099 563 7,215 
7 585 143 18 977 
2 293 a 331 ~—-:1,028 
45 2,701 790 92 364 
45 2,261 és 358 659 
° ‘eP sn 461 
a 2,319 1,117 
- 39 seen 
2 59 783 = s:1,826 
: ‘ 1,805 432 
10 875 —_— a 19 
55 5,824 35,190 4,714 —— 
‘ ay oem 41 189 
: aa ee 796 
4 “< on ma 360 
22 2,275 725 967 3,588 
; a ia 173 138 
~ — ome 64 
133 3,373 1,111 a 
14 2,099 517 2,570 
34 700 998 1,606 
2 38 290 228 
1 38 132 iver 
6 114 es 
1 112 bad 


1,849 


7 
34 





$111,062 $53,641 $52,386 $107,015 
United States 


$ 825 $ 


987 


to: 
238 $ 3,730 $ 
400 324 


8,878 
3,364 


223 
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Build up your sales 
by ordering at once 


Yankee Val-U-Roll 
Adding Machine Paper 


Oooo0000000000 


A guaranteed roll containing 250 
lineal feet of paper. All rolls 
are 3} inches in diameter, not 
short in yardage. An _ excep- 


tional grade of paper at a 
moderate price, considering 
quality. 


Manufactured by 


Yankee Paper & Specialty Co. 
MENASHA, WIS. 


OooooooooooooocooooOoo0ooooDooOoOooooooooooOoooOoooOoOooOoooo0000000 


oo000000000000000000000000000000000000000 


ooooooooooooo0oo0oo0000000g000g0u00go0000 














The Cover Cannot 
Work Loose 


Kumfort Kushins retain their new- 
ness. This because the top is perma- 
nently vulcanized to the sponge 
rubber body. The cover cannot 
tear, buckle or work loose. 
ance is eliminated. 


Annoy- 


Kumfort Kush- 
ins give comfort 


to body and 
comfort to mind. 
Write for full 
details. 





Featheredge Rubber Co. 


342 West Huron Street 
CHICAGO, ILLINOIS 
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Carbons, Ribbons and Filing Supplies Exports 
United States exports of carbon paper, typewriter ribbons, 
filing folders, index cards and other office forms in September, 
1928. By the Division of Statistics, United States Department 
of Commerce: 
Filing 
i folders, index 
cards and Carbon Typewriter 
other office paper. ribbons. 
Countries forms. Pounds. Dozen. 
BEER wccee cece , ae eee 489 $ 193 14 $ 381 
EL. . op mma , ..$ 568 553 391 85 207 
Bulgaria ....... a te ~~ eu 19 39 
Czechoslovakia pees 275 edie ee bon enn 
Denmark ...... , F ies 472 174 18 47 
rE” ~~ ou wine ; os eee 163 73 46 103 
BYO@MCO 2c cccce we 66 842 530 363 $72 ; 
Germany ....... oe 38 3,868 3,103 200 500 : 
Greece er at ; 64 106 55 15 38 ' 
Hungary ....... + aed an sates jan 386 897 : 
litte hw ion « wéoue 100 738 322 97 381 
DD cecceesécees 475 992 912 ees oes 
i éodneateadcen ees 39 374 226 36 27 
Poland and Danzig..... eas nih a 140 2,097 
TUE anand ccnanevadeee —_ 43 31 240 639 
Sov. Russia in Europe.. 2,340 ves Te re mina 
Dn stchauccebaseséses > ae 1,873 2,512 119 426 
DE  ‘Ekceecccenéebeoes 160 3,416 2,566 295 740 
SE scoouectvane er 1,607 1,397 186 506 
United Kingdom ....... 2,106 14,913 8,205 908 2,752 
SE ‘Si dee oc eceennn ss 7,838 14,098 7,857 1,225 4,242 
British Honduras ....... 448 7 15 one e 
Se BE ceccscenesss 141 a see asa and 
DE LUXE BRIDGE SET || Sa i! ee es ee 
PE vcscncuseusaee 3,170 94 152 wes eee 
(Hand Decorated) Dt 2ccececss ase . 1,053 66 51 24 7 
D bl re f bl d I Ae ised we dadaameds 349 589 456 12 60 
iti Dt siescekéesdwsece ae. ae see 82 196 
urable, -omilortable an nviting. I tit ni ean e made 2,328 5,705 4,073 1,598 4,898 
Newfoundland and Labr. 56 23 25 ° eee 
Also STEEL FOLDING CHAIRS for aehwnma. s 8 8 % H 
Auditoriums, Schools and Salesrooms GRIM. cccccccccecesecesss 2,099 7,527 5,229 569 1,478 
Dominican Republic ... 114 oes nee 7 3 
— Netherlands West Indies 297 and ine mae ‘ 
Haiti, Republic of... ‘ 11 32 24 20 7 
WARK - BEACON Virgin Is. of U. S....-.. 52 pon Pris ms Pi 
Argentina ....... coos ee 2,194 1,607 320 3,145 
STEEL FURNITURE COMPANY | pratbopees os Vo! aa Se 875 2,908 
DT - wine denens ee aer ait 852 1,126 342 1,216 
1410 So. Wabash Ave. Colombia ..... aioe Gretna, 632 399 221 774 
‘ Ecuador ...... , . ees 21 26 32 119 
Chicago British Guiana a =: 321 137 20 52 
STOROM ccccces waiiies 15 wine ‘eta 12 30 
TE escosesces E 408 148 125 130 618 
St?  Lveceese . 321 1,089 67 203 700 
Venezuela ...... aS 132 264 384 10 60 
= _ ———— British India .... wie 222 2,278 1,167 373 $84 
RE §e6eesacecees + tains 186 130 54 150 
CL. abwenvesée ce ts 290 2,378 1,813 403 1,287 
Java and Madura.. ey 73 minis oom. 8 25 
vantag es to ealers ge edlncaspeamenge i] a7?) 11,882 6,791 12 30 
DED. sscesageeene< ; 17 +s: eee 


° . Philippine Islands ...... 552 417 319 76 207 
in the D ine RUNNER <wssescanasss . 199 7,693 4,674 1,611 4,592 
French Oceania ........ 78 ena ene ime ona 








New Zealand ........... 156 821 423 173 76 
; : British East Africa..... oes eke ac 
- nag co your a among Union of South Africa... 145 690 474 122 496 
sin Other British S. Africa ees eee oes 
us SoS scauere you Ss ow d Carty & British West Africa.... oan 43 32 24 49 
fine line of office furniture. DIETZ en epppene sk 2 15 14 57 
: . PE, ene. eeeeeeeneas 20 owe —— ses eind 
Executive Desks fulfill this need. Mosambieuc neeeeeseeode dee eee eee 4 10 
HE F. Di Cc e 1 Other Port. Africa...... ees 123 75 eee eee 
J. a letz ph o & centra y lo- | eee at $33,133 93,390 $60,833 12,101 $40,511 
cated. Direct rail connections with Shipments from, United States to: as 
4 : PE - oces neceeseteeees , q ,07 2 
rege | ore gga and time saved | Porto Rico ....+:....ss. 2,127 401 302 33 124 
are added profits. “ee 
| Writing Instrument Exports 


a“ “~ 
| HE J k DIE | / ( O | United States exports of writing instruments during September, 1928, by 
- - - _ the Division of Statistics, United States Department of Commerce: 


Refillable 











CINCINNATI, OHIO pencils and Pencils, Metallic pens, 
~ . pencil Fountain pens. except metal. except gold. 
Makers of Good Desks Since 1881 Countries. leads. Number. ” Dozen. Gross. 

ees ..$ 650 822 $ 5,772 108 $ banks. saben 

Belgium ...... - 959 6 oe 8 eeeee er eeece 06660 

Bulgaria ... seee 13 1 a \asbne  e0db6. etecee 66668 

Czechoslovakia ° oscs ) > > es peed ‘es weese 

Denmark .. : . 5.640 1,293 Tt eee hone sees) | 6eeeee 

DEED. scecassccsccce Gee 238 3,549 636 — Tae 

Germany .......... 300 25 134 3,778 SES sesce 8 e608 

GGBEO ccccccccocese 229 1 Eee: seen esese 86 —ee6ees 

a re 43 7 re avec © eenes 

Irish Free State 26 4 Se eecrse eee vetee aenad 

Italy 66%6 . 1,672 16 errr eens. ones eneee 

Latvia ais bobel eene 24 Ch—lreeeo deée 6 | penee 

Lithuania .......... esee 6 Se esece see ouaes 46 wanes 

Netherlands sasce ee 206 rrr TT ae eee 

Poland and Danzig one 6 204 3,146 eT 

Portugal .. nes 75 27 Pr eee Ct Cee 

Pee 2,723 137 i 8 «(sues  -ceece seese 66080 

|  shbnees eo eeeee 13 47 Ree 6 -ehens Gees) ceeee © e0ees 

aS onan ease esesas 168 Se esece eecce 

Switzerland ....... 613 562 7.256 174 Pe _cesee ecnee 

United Kingdom.... 17,628 4,108. 45,304 26,664 4,282 21,060 $ 9,476 

Yugo. and Albania. 94 3 Te . esece 20082 cofce  senas 

GOERGR cecccccses 11,909 383 5,160 133,201 27,178 394 235 

Costa Rica. see 225 36 488 587 Bee 60esh 6 e008 








Send for our new catalogue Guatemala ......... 317 134 1,093 539 217 8S 44 
wweena ens 94 41 518 498 247 97 RA 
Nicaragua ......... 242 42 1,280 552 7 25 44 
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Office Chairs 


Made to stand long service 
at minimum price 
Empire Chair Company 
Johnson City, Tenn. 


Permanent Exhibit — American Furniture Mart 
Space 1526 — 1527 — 1528 Chicago, Ll. 











The Comfortable 


Great Northern 
Hotel 


aio yt 
nace) lat 
uf i 





RAVELERS select The Great Northern for its 

wonderful location in Chicago’s “loop’”’. They re- 
turn because the large comfortable rooms, homelike 
environment, attentive service, excellent food and 
moderate charges make it an ideal hotel. 


New Garage One-Half Block 


_J 400 Newly Furnished Rooms $2.50 a day and up 
Sample Rooms $4.00, $5.00, $6.00, $7.00 and $8.00 


WALTER CRAIGHEAD, Manager 


DEARBORN STREET FROM JACKSON TO QUINCY 
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Get 
Set 


for 
Spring Business 


OW is none too soon to get 
set on your costumer require- 
ments for the spring selling sea- 
son. Sanymetal Steel Costumers 
with their cross-locked and welded 


base, their handsome baked enamel 
finishes and their non-tip-over feature 
are a fast-moving item in any season. 
They’re a staple that requires no wait- 
ing for turn-over, and priced to com- 
pete with wood costumers, too. Write 
for the facts. Get set with Sanymetal 
now. 


The Sanymetal 
Products Co. 
1695 Urbana Road 


Cleveland, O. 


New York Distributor 
A. H. Denny, Inc., 356 Broadway 












Eger 


Our “600 Line,” low 

priced commercial 

grade four drawer 
filing cabinet 





Substantial and hand- 
somely finished; all hard- 
ware brass, in satin brass 
finish. 


Each drawer operates 
on two anti-friction roll- 
ers at the front. This 
value is also available in 
the four drawer legal cap 
size and in the corre- 
spondence unit. 


Very adaptable for in- 
active files or files not in 
use every day. 





Write for our catalogue 
and prices. 


601 Without Lock 
602 With Lock 


Corry-Jamestown Mfg. Corp. 


CORRY, PENNSYLVANIA 














OFFICE 


. 


FREE OFFER 


on high class 


TYPEWRITER RIBBONS 


4 GET a high class ribbon you usually have to 
pay a pretty good price but mow we are putting you 
mext to a source of supply where you can get a high 
class ribbon at moderate prices. 

Here is a ribbon that will continue to write black down 
to the fortieth consecutive writing day under severe 
usage. It writes cleanly from the start, erases easily 
and clearly and does not smudge. 

We want you to see for yourself what a mighty fine 
ribbon it is. At our price it is a real buy! 

Supplied boxed under your imprint or ours, also un- 
boxed, or in 144-yard reels. 

Fill in and mail coupon. You will be glad you did. 


Imperial Manufacturing Co. 
295 Washington St. Newark, N. Y. 


Se ea a | 
Please send us sample typewriter ribbon (at no 
charge) for 


DERG. cccccccccceeseseoeeces GOENP én bs 0 ccd becte 
Name . TeLTTiTT tet 


Address 


APPLIANCES 
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SPEED— 
VISIBILITY— / 
EFFICIENCY: 

















you can make a handsome profit by selling 
“UNIVERSAL” SWING-WING DISPLAY- 
ORS among the Sales Managers, Advertising 
Men, Realtors and Executives in your city. Dis- 
play matter such as Maps and Photographs,— 
when posted on these swinging leaves, are readily 
accessible and visible at a glance. Write for 
literature OE. 28, telling all about this proft- 
able line. 


UNIVERSAL 


FIXTURE CORPORATION 


135 W. 23rd ST., NEW YORK CITY 
U.S. A, 
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PENCILS 


A Consistently Good Pencil! 
Why? 


Because it includes the 
Highest Grade Raw Ma- 
terials — Fine Grained 
Cedar —the Smoothest 
Writing Lead—The Best 


Eraser 




















Send for Samples and Prices 


UNITED STATES PENCIL CO. 


Manufacturers 


PHILADELPHIA, PA. 







U.S. A. 












STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 3}x4} 
inches, and are enclosed in folded wea- 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 
It's what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


We have samples and price list ; send for them 


The American Embossing Co. 


Steel Die and Copper Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New York 
































; 


eet nes 





January, 1929 


Refillable 

















pencils and Pencils Metallic pens, 
pencil Fountain pens except metal except gold. 
Countries leads. Number Dozen Gross 
Panama 236 145 686 1,028 w 28 
Salvador . 14 3 34 240 : ° 
Mexico ‘ 3,968 770 5,788 55,878 762 50s 
Barbados — 1,200 
Jamaica 92 1 33 1,140 esee 
Cuba 230 OS S27 31,581 474 318 
Dominican Rep 165 36 50 30 
Virgin Is. of U. 8 372 minds 
Netherlands W. Ind S1 4 R62 
French W Indies “) 
Argentina 7,086 1,24 1520 14,263 2,056 
Bolivia 14 1 24 : te , 
Brazil . 423 46 4,03 941 248 193 365 
Chile . 1,095 44 3,583 2,754 372 139 83 
Colombia 570 440 2,638 5,968 1,912 72 43 
Ecuador 6 l 36 226 8S osses 
Brit. Guiana ee er . 400 236 
Peru t SSS 454 302 
Uruguay 260 655 17 Sy 
Venezuela 196 168 
Brit India l 151 »,610 sabe 
Brit. Malaya 74 6,288 10 70 
Ceylon 4 ec sesee 8 eseee 8 eecce 
China 2,531 726 393 
Java and Madura 13 S4 i. seose  <taum 
Other Neth. E. Ind 20 eb | weesa’ “deen 
Hong Kong 127 67 3,007 409 oo 312 
Iraq 1: 5  €© €680¢0 Gcbeq ct508°  ovnue 
Japan 19 9.36 4.212 
Palestine 74 l 24 
Persia 21 is : 
Philippine Islands 189 TST 7,710 4,675 1,182 624 413 
Siam 1 1s oe) «@een soepen _<sess 68608 
Syria 14 l 24 >  eneenr 
Turkey 1: 2 40 
Australia 10,812 555 13,519 11,916 2,012 
Brit. Oceania ; 50 404 6 
New Zea'and S97 on 727 1,305 357 
Belgian Congo 5 21 720 
rit I Africa 12 2 60 sees 
Union of S. Africa 1,312 114 2,165 216 7 62 38 
Brit W Africa es 1 ou 
Egypt 14 l 24 
Algeria and Tunisia 13 l 1 
Liberia t 44 
Morocco 13 l ee 
Mozambique S 25 576 S4 
Other Port Africa 14 So eee eccce e9ece  eeeee 
rotal $81,944 16,461 $172.857 334.830 $66,625 25,268 $12,688 
Shipments from United States to 
Hawaii . x 778 443 2,077 18,727 $ 4,184 55 $ 126 
Porto Rico 127 250 1,909 37 , 37: 5,409 1,037 316 
— -—<—_—_—__—- 


Records of Stock Steel Furniture Shipments. 


The Department of Commerce reports data on the operations 
of manufacturers of steel furniture stock goods, based on the 
report of thirty-two companies in the “‘business group,” and 
fifteen companies manufacturing shelving. The following figures 
show orders received, shipments, and unfilled orders for both 
groups from September, 1924 In a few cases in the business 
group, where orders or unfilled orders were not reported, these 
were calculated on the relation of the firm’s shipments to total 
shipments. 

Business Group. 

1924—-September—Orders received, $1,589,994; shipments, $1,- 
519,078; unfilled orders, $1,193,871; October—Orders received, $1,- 
761,431; shipments, $1,783,162; unfilled orders, $1,184,731; No- 
vember—Orders received, $1,615,912; shipments, $1,678,636; un- 
filled orders, $1,216,144; December—Orders received, $1,914,038; 
shipments, $1,872,677; unfilled orders, $1,220,.232 

1925—January—Orders received, $521,877; shipments, $1,972,- 
137; unfilled orders, $1,455,890; February—Orders received, $1,- 
986,151; shipments, $1,939,097; unfilled orders, $1,501,460; March— 
Orders received, $2,012,322; shipments, $2,027,863; unfilled orders, 
$1,482,859; April—Orders received, $1,964,059; shipments, $2,009,- 
199; unfilled orders, $1,466,428: May—Orders received, $1,855,- 
552; shipments, $1,918,869; unfilled orders, $1,383,424; June—Or- 
ders received, $1,792,656; shipments, $1,805,599; unfilled orders, 
$1,390,540; July—Orders received, $1,823,435; shipments, $1,810,- 
745; unfilled orders, $1,445,897; August—Orders received, $1,664,- 
649; shipments, $1,688,965; unfilled orders, $1,358,386; September 

Orders received, $1,969,769; shipments, $1,816.484: unfilled or- 
ders, $1,535,231. October—Orders received, $2,170.076; shipments, 
$2,130,498 unfilled orders, $1,406,117 November—Orders re- 
ceived, $1,975,117; shipments, $1,885,505; unfilled orders, $1,496,- 
242 December—Orders received, $2,454,277; shipments, $2,418,- 
577: unfilled orders, $1,531,505 

1926—January—Orders received, $2,652,208; shipments, $2,434,- 





205; unfilled orders, $1,760,573. February—Orders received, $2,- 
272,555; shipments, $2,183,948; unfilled orders, $1,833,862. March 
Orders received, $2,289,276; shipments, $2,387,866: unfilled or— 
ders, $1,718,189 April-—Orders received, $2,356,403; shipments, 
$2,323,447; unfilled orders, $1,576,103 May—Orders received, 
$2,464,457; shipments, $2,575,561; unfilled orders, $1,568,788. June 
Orders received, $2,556,631; shipments, $2,605,502: unfilled 
orders, $1,535,166. July—Orders received, $2,283,666; shipments, 
$2,149,546; unfilled orders, $1,668,989. August—Orders received, 
$2,298,526; shipments, $2,342,615; unfilled orders, $1,637,538. Sep-— 
tember—Orders received, $2,419,554; shipments, $2,449,906: un- 
filed orders, $1,613,823 October—Orders received, $2,614,780; 
shipments, $2,552,997; unfilled orders, $1,687,319. November— 
Orders received, $2,603,152; shipments, $2,734,540; unfilled orders, 
$1,547,540. December—Orders received, $2,802,325; shipments, 
$2,934,331; unfilled orders, $1,556,404 
1927—January—Orders received, $2,886,815: shipments, $2,730,- 
714; unfilled orders, $1,727,608. February—Orders received, $2,- 
771,477; shipments, $2,686,419; unfilled orders, $1,803,500. March 
Orders received, $3,021,915; shipments, $3,080,931; unfilled or- 
ders, $1,743,968. April—Orders received, $2,750,877; shipments, 
$2,849,536; unfilled orders, $1,645,599. May—Orders received, 
$2,381,369; shipments, $2,528,672; unfilled orders, $1,597,944. June 
Orders received, $2.369,244; shipments, $2,519,512: unfilled or— 
ders, $1,469,071. July—Orders received, $2,091,804: shipments, 
$2,040,209; unfilled orders, $1,507,120. August—Orders received. 
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Featherweight Manifold is the sensation among 
lightweight papers! Sturdy... genuine water- 
mark . .. non-porous ... never “melts” in 
typewriter ... ideal for high speed automatic 
presses... allows perfect suction. Big Printers 
and Stationers find Featherweight saves time, 
effort, and builds “repeat” business. If you use 
lightweight paper, you might as well get the 
best “buy” for your money. Get samples now, 
to prove Featherweight’s superiority. 


Featherweight Paper Co. 


Sales Office: 74 Duane Street, New York, N. Y. 





Offices Sizes Printing Sizes 
8x10%; S'y.xl1l 17x22; 17x28; 19x24 
8x13; Stox13; 8x14 22x34; 28x34; 24x38 


Seven Contrasting Colors, Including White 
Legal Kiuled Printed “Copy” Boxed (500) 











Offices, Stores, Factories, Shops 


all use stools, and you can find many pros- 
pects for the profitable SEARLES line. The 
welded steel frame is designed to prevent 
tipping and is rigid and durable for life- 
time service. 

SEARLES Stools are made with walnut fin- 
ish seat and with or without backs; there are 
four sizes, 18, 25, 27 and 29 inches high and 
we also make stands and stools in chil- 
dren’s sizes. 

Write us for descriptive matter or let us 

know your requirements. 


Searles Electric Welding Works 


Manufacturers 
1850 Fulton Street 








Chicago 
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$2,381,889; shipments, $2,474,854; unfilled orders, $1,412,244. Sep- 
tember—Orders received, $2,367,857; shipments, $2,218,602; un- 
al ~ al aj filled orders, $1,557,988. October—Orders received, $2,410,552; 
shipments, $2,379,557; unfilled orders, $1,574,461. November— 

\ oe No a Orders received, $2,476,230; shipments, $2,856,181; unfilled orders, 

oO «0 oO $1,577,410. December—Orders received, $2,850,314; shipments, 


ww ww ss i, AS 2,740,602; unfilled orders, gg Pe 


j 1928—January—Orders received, 


aj 712,663; unfilled orders, $2,000,450. February—Orders received, 
$2,389,306. 
e 
00d IMPFeSSIONS | 2528: Soe 
594. June—Orders received, 2,764,085; shipments, $3,009,239; 












filled orders, $2,511,518. April—Orders received, $2,915,344; ship- 





ments, $3,065,637; unfilled orders, $2,359,877. May—Orders re- i 
3,213,291; unfilled orders, $2,232,- 









$3,295,861; shipments, 2,908,306; unfilled orders, 

March—Orders received, $3,283,329; shipments, $3,169,351; un- 
unfilled orders, $1,992,665 y—Orders received, $2,594,216; 
shipments, $2,515,482; unfilled orders, $2,071,553. August—Or- 


You can recomme y 9° 
VICTORY Stamp ‘Pads te Ne 3 afte fs epee ders received, $2,619,234; shipments, $2,564,638; unfilled orders, 
your trade with ful! assur- No. 4....4 x9 inches $2,118,423. Septem ber—Orders received, $2,689,009; shipments. 
ance of satisfactory service s . $2,754,135; unfilled orders, $2,061,856. October—Orders received, 
Made of high quality ma —s. ae uninked, or inked $3,184,100; shipments, $3,155,353; unfilled orders, $2,089,956. 
terial, they wear long and = black, blue, violet ‘ 
retain a smooth inking sur — ay p.. grave a Shelving 
on ae — on line of stamp —o tag ‘ 1924—-September— Orders” received, $415,163; shipments, $471,- 
ete tee as tr apine. mucilage, paste and sealing 390; unfilled orders, $334,485. October—Orders received—$681,364; 
bee . , : wax for stationers on ap- shipments, $595,157; unfilled orders, $327,455. November—Orders 
quater ood. x3% inches plication We can furnish received, $526,707; shipments, $549,120; unfilled orders, $469,315 
No. 1 sans ap menes any of these items for December—Orders received, $596,934; shipments, $650,923; un 
Oo 1....2%x4% inches your own private brand. filled orders, $364,813. 
1925—January—Orders received, $2,206,952; shipments, $517,- 






a U I H E ie INK AND STAMP PAD 363; unfilled orders, $361,268. February—Orders received, $539,- 
COMPANY 286; shipments, $443,514; unfilled orders, $453,358. March—Orders 
55-57 East Park St. Newark, N. J received, $606,754; shipments, $539,972; unfilled orders, $515,434 
—--" April—Orders received, $566,834; shipments, $650,769; unfilled or- 
ders, $436,048. May—Orders received, $523,426; shipments, $549,- 
272; unfilled orders, $372,296. June—Orders received, $501,182; 
shipments, $482,187; unfilled orders, $398,973. August—Orders re- 
ceived, $516,694; shipments, $452,716; unfilled orders, $447,255 
September—Orders received, $624,676; shipments, $542,173; un 
filled orders, $511,689. October—Orders received, $730,911; ship-— 
ments, $692,471; unfilled orders, $626,933. November—Orders re- 
ceived, $686,814; shipments, $574,905; unfilled orders, $739,831 
December—Orders received, $620,947; shipments, $788,461; un 
filled orders, $570,941. 
1926—January—Orders received, $580,948; shipments, $577,364; 
unfilled orders, $583,415. February—Orders received, $656,029; 
shipments, $603,144; unfilled orders, $633,545. March—Orders re- 
ceived, $583,701; shipments, $726,413; unfilled orders, $604,991 
April—Orders received, $704,432; shipments, $699,370; unfilled 
orders, $570,693 May—Orders received, $578.364; shipments, 
$617,260; unfilled orders, $587,310. June—Orders received, $603,- 
915: shipments, $601,913; unfilled orders, $553,660. July—Orders 
$600,904; shipments, $531,361; unfilled orders, $602,134 
received, $506,324; shipments, $545,901; unfilled 
orders, $662,148. September—Orders received, $707,082; ship-— 
ments, $588,096; unfilled orders, $790,426. October—Orders re- 
ceived, $591,652; shipments, $639,780; unfilled orders, $745,364 
November—Orders received, $573,957; shipments, $583,488; un- 
filled orders, $730,846. December—Orders received, $561,979; ship-— 
ments, $621,773; unfilled orders, $607,656. 
1927—January—Orders received, $576,377; shipments, $555,996; 
unfilled orders, $623,355. February—Orders received, $657,833; 
shipments, $607,622; unfilled orders, $675,201. March—Orders re- 
ceived, $689,964; shipments, $690,783; unfilled orders, $678,531. 
April—Orders received, $621,888; shipments, $677,745; unfilled 
orders, $627,266. May—Orders received, $686,144; shipments, 
$585,397; unfilled orders, $731,157. June—Orders received, $638,- 
485; shipments, $657,927; unfilled orders, $710,300. July—Orders 
received, $534,875; shipments, $656,584; anfilled orders, $679,309. 
August—Orders received, $592,353; shipments, $604,107; unfilled 
orders, $668,621. September—Orders received, $607,905; ship- 
ments, $531,154; unfilled orders, $737,723. October—Orders re- 
ceived, $551,239; shipments, $619,293; unfilled orders, $665,790. 
November—Orders received, $574,763; shipments, $590,764; un- 
filled orders, $650,908. December—Orders received, $619,276; 
shipments, $577,910; unfilled orders, $605,809. 
1928—January—Orders received, $768,748; shipments, $680,264; 
unfilled orders, $679,745. February—Orders received, $741,310; 
shipments, $681,999; unfilled orders, $743,376. March—Orders re- 
ceived, $841,098; shipments, $831,607; unfilled orders, $774,947. 
received, $740,658; shipments, $716,104; unfilled 
orders, $793,903. May—Orders received, $732,921; shipments, 
$768,562; unfilled orders, $752,512. June—Orders received, $737,- 
060; shipments, $720,253; unfilled orders, $729,310. July—Orders 
received, $713,330; shipments, $722,516; unfilled orders, $705,657 
August—Orders received, $863,422; shipments, $836,105; unfilled 
orders, $734,367. September—Orders received, $799,850; ship- 
ments, $678,422; unfilled orders, $753,813. October—-Orders re 
ceived, $958,726; shipments, $953,804; unfilled orders, $760,104 
— 











received, 
August—Orders 














April—Orders 





Trade Review of French Oceania. 
The division of regional information, United States Depart- 
ment of Commerce, has issued No. 68 in the Far Eastern Series 
of bulletins, ‘“‘French Establishments of Oceania.” The bulletin 
shows that the United States leads as customer for French 
The Old Reliable Sanitary Oceania, and also as a source of supplies. Grand totals of im- 
. ports for the years given are: (1926) $1,664,795; (1927) $2,023,849. 
Copying Cloth and Bath The United States supplied: (1926) $773,892; (1927) $884,549 


Total imports from France and French colonies were: (1926) 





This standard equipment for the lette ess c , 
method is of ¢ ed repute with all a _ "of that ye ad $528,670; (1927) $792,208. Imports of office equipment and sup- 
equipment Features of the EUREKA Bath include non- plies were of insufficient volume to receive a separate classi- 
rusting metal construction, and an arrangement prevent- fication in the reports 
ing mustiness or mildew EUREKA cloths are non-ravel- The exports of the French islands are copra, cocoanuts, 
ing and treated so as to insure clear-cut, sharp copies mother of pearl shell, vanilla beans and phosphates. The grand 
ind absolutely accurate results. Now supplied in new totals are: (1926) $1,693,391; (1927) $1,809,001. Of these France 
office green in addition to the standard aluminum finish took: (1926) $300,672: (1927) $287,022 The United States took: 
DON’T TURN DOWN ORDERS (1926) $1,136,709; (1927) $1,235,762. The remainder went to Eng- 
fer these meode—iust forward them te us: we'll fil the land, Germany, New Zealand and other countries not specified 
satiafactas <i. th nana in . + . m French Oceania comprises the Society Islands, Marquesas, 
Write for the HUREEA ta. °6 Cl CC Ne. Tuamotus, Gambier, Raper and minor groups totaling about 
*"oeuee prennes 1,240 square miles, lying between 27 degrees south latitude and 


140 to 163 degrees west longitude. 


The EUREKA Blotter Bath C corer pee 
e 0 er 0. Short dresses make men more polite You seldom see a man 


3732-34-36 South Wallace St., Chicago, U.S. A. get on a street car ahead of a woman.—Hello (The Office Out- 


fitters) 
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SENECA 
RULERS 


‘“‘The Standard of Quality 


and Service for 
Over Fifty Years.’’ 








Write for Illustrated Folder C5 


Seneca Falls 
Rule & Block Co. 


INCORPORATED 
Seneca Falls, N. Y., U. S. A. 
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TIME is usually a big factor in the construction 
operations in which the ADD-A-UNIT COM- 
PANY specializes. And long years of experience 
have so accustomed the ADD-A-UNIT organi- 
zation to speed work that completion within a 
stated period is a matter of course in the ADD-A- 
UNIT record. An ADD-A-UNIT PARTI- 
TION installation for an office, bank or finance 
office becomes a paying investment in the shortest 
possible time. Why not let ADD-A-UNIT 


service help you to serve your customers. 


Add-A-Unit Partition Company, Inc. 


872 WEST NORTH AVENUE 
CHICAGO 
































For more than a quarter century 
CROWN PRODUCTS have been 
making “Good impressions.” 

Our trademark stands for good 
service intelligently rendered by all 
who sell our products. 


We desire high grade and responsible 
stationer, office supply and individ- 
ual distributor connections. 


Write for full particulars as to the 
profit-making possibilities of this 
line. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U.S. A. 























THE NEXT TI TIME 


you step into a bank notice 


the inkwells on the dif- 


ferent counters. oe 
You'll probably 

find them to 

be 


aul 
INK WELLS 


These wells are preferred by banks, 

railroads, and large corporations—because 

Eclipse Inkwells are thoroughly practical—at- 
tractive in appearance—and have nothing to wear 
out. Stock a supply of these wells, which come 
singly or in sets, decorated or plain. There's a 
liberal profit in their sale. Write for dealer offer. 





GENERAL ECLIPSE CO., Dept. A., Danielson, Conn 
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U.S. SUPEWEITER, EGON MFG. CoO. 





| 
| 
| 





RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 





Sansom at Tenth Street Philadelphia, Penna. 


DEALERS — — SALESMEN AMES Advantages 
Vol. 1 JANUARY, 1929 


4 
. 4 1929 
An Ames Advantage to resolve to capitalize on 
for the year 1929 is the complete envelope servic« 
which the Amestyle line makes possible for you to 
offer to your customers 


ROTARY STENCIL a When you can offer your customers every type 


of mailing and filing envelope they need, including 


any special numbers, you are bound to win their 
$5150 (qupPED. FOLDER FREE 



























permanent business and reap a steady profit 
That’s what our dealers tell us. 


Why not send for samples and information today 
you’re not obligated, and it means money 








PITISBURGH TYPEWRITER & SUPPLY © ELO 
SUITE 524 ,339FIFTH AVE, PITTSBURGH. Bh n= a — ideon = 
= PTA a aE =e 


























Two-Way Profits 


Arrange your salable mer- 
chandise on this Rack and 
roll it to the foreground 
of display it will sell itself 
and your products at one 
and the same time. 


eeee | HERE IS A 

WESTON PAPER FOR ANY USE 

THAT DESERVES THE BEST.... 
DEFIANCE BOND for anv of the 


many uses to which a fine Bond 
Paper is put in the business world. 


Steel construction life- 
time service—low priced. 


Send for information and prices. 


R. ORTHWINE 


344 W. 34th Street, 


WRITE FOR SAMPLES 


Byron Weston (ompany 


_ DALTON, MASSACHUSETTS Display Rack end Carry-All New York 


















































BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


RED BLUE - ORANGE - GREEN - BLACK 


Your Name Stamped on Guide Tab Without Charge 


WRITE FOR isa 112-114 S. Calvert St., 
PARTICULARS Baltimore, Md. 
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BR BLANKS: 


THE STEEL ENGRAVED BLANKS FOR BONDS AND STOCK 


CERTIFICATES AND ALL PAPERS OF VALUE 6G 


} KINN BROTHERS BANK NOTE ENGRAVERS 
4 205-209 WEST 19TH STREET NEWYORK 





























conditions. 


DETROIT 





lapsible. Fixtures 


READEASY || Loose Leaf Rings 


World’s Greatest Copyholder 


Made in four standard sizes: No Large Ni a 
Desk stand: ...------ $3.00 Joint to Tear a on 
t me guide....... ° Paser ZES 
Elevated ...........+:. 3.50 pe cacti Wheaties 
With line guide....... 5.00 ay my 
Liberal trade discount. All READEASY Open Easily, ¢.— 3 er 10 
Copyholders shipped ready for imme- cl i175 
diate use. No adjustments necessary. ose ay ~ 
Not a screw on them. Standards col- Securely me 


New dealers advised to make first order 
on approval. pega gs a Loose Leaf Metals 


Address READEASY 


223 Grand Ave., West 


of brass and alumi- 
num and are not affected by weather 





For loose leaf books, binding reports, blueprints, etc. 


on our line of...... 


Sieben’ Peck The E. W. Carpenter Mfg. Co. 
U. BS. A. Bridgeport, Conn. 
































Send 
color 


List 














4 Styles Coin Wrappers 
Metal Maptacks | 2 Styles Bill Straps 
Colored Enamel, strong | Coin Bags—Coin >torag e Trays 


metal heads on sharp_ : - 
steel needle points. Coin Bag Seals ~ Seal Presses 


18 colors—3 sizes 
for illustrated 
older Price 


and 


Moore Push- Pin Co. 


(198) Philadelphia, ‘Pa. 
( oid covered ark- | 
| ———— Se eet cel Write for Re ve. a Salesman’ 


ver 


arse: 2! “7'** ll | The Quality Line of Coin Handling Supplies. 


For any par- | ‘*Steel-Strong”’ 


MOORE 


Manual Coin Counters 
Currency Racks — Tellers Moisteners 
| . 

Handy Wrapper Cabinets 


| Nationall Fp ec wo Leading Bank Journals. 
through dealers 

s Sample Case 
The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 







Discounts 





mark 

















—= __ —— os ——  —  —— sr 














Note smooth 
edge of card 
when detached 





ee - . 








Stubsof cardsheld Arm- 
ly by lever binder in case 











Trial Assortment Order yy 


No. 1— 200 cards, 2 styles, and ™ ases, 2styles, $1.00 
No. 2—1200 = . = 5.00 
No3—2500 “ 4 “ 1 Fy >’ ae 


Order Now direct from this Advertisement 


Sain Ink + These Cards and Cases = PROFITS 


Wiggins Patent Scored Cards printed in Printers everywhere are averaging a so 

your shop and put up in neat Wearwell = cent profit on these cards and cases. 

Lever Binder Cases will prove big money ou can get started at once towards this 

makers for you. big extra profit. Send for one of our three 
Filling an already established demand sample orders today! 


they practically sell on sight. Protected 
by Wearwell Cases, Wiggins Cards are WIGGINS 
always fresh and clean and detach from 


case with a smooth, straight edge. There Peerless CARDS 
is, therefore, no waste from spoilage. Book Form 


THE JOHN B. WIGGINS CO. 


1157 Fullerton Ave. CHICAGO 705 Peoples Gas Bidg. 


Wises: Patent Scored Cards » Wearwell Lever Binder Cases 


—— i —  —— i — — st — 
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¢“INDEX SPECIALISTS” 
: 

: If it’s an index, 

> we have it 

Br AGN EO eats 

5 Ng a 

a FT ee Patent Cub fades Seige 

. 








APPLIANCES 








January, 1929 


MARS PENCILS 


Moon 


Times 


Globe Trotter Luna 
Half Moon 


Gladiator 
Moonlight 


Memphis 


Tribune Multator 


9.3. STAEDTLER, INC. 
53-55 wWwoOrRTH ST NEW YORK 


STAEDTLER PENCILS SINCE 1662 








“Moderately Priced” 


These are magic words to the dealer, 


who has to think of his ever-increas- 


ing turnover. 


We carry attractive lines, that are | 
moderately priced, of five-year diaries, 

bridge sets, address books, date books, | 
trip books, guest books, writing cases, | 


desk sets, etc. 
Write for circulars. 


KIGGINS & TOOKER CO. 
35-41 Park Place NEW YORK | 





| No. 02232/43 





DESK PADS 


Brass Corners, 
Bronze Corners, 
Leather Corners, Ve- 
lour Back, Moire 
Back, Felt Back 


All sizes in STIFF 
and FLEXIBLE 
pads. Leather cor- 
ner pads made in all 


colors, including 
pastel shades of 
ecrase 





Manufactured by 


SAINBERG & COMPANY, INC. 


79 E. 130th Street New York, N. Y¥. 
Send for illustrated price list. 




















DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other key possesses. 
You'll get MORE key 
business by selling 


The Master Key 


(No rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
23 Columbus Place 
Brooklyn N. Y. 














NO. 202 TVORDUR RULER 
IVORDUR PRODUCTS 
Write for catalog. 


Miller Bros. Pen Co. 


305 Broadway 
N. Y. C. 


Meriden, 
Conn. 





A Ml Me Al Al ll li Ali, li ll, ll ll cl lm Jl Jl Js Jl 














Supreme Since 1849 





Brown’s 


Linen, Ledger and Bond Papers 


—_—_o——_ 


L. L. BROWN PAPER COMPANY, Adams, Mass. 











eb bh bb be bb bh he i be i i ed i 


Dealers: 


Write for our proposition on 


the 


HARTER Handistand 





The HARTER CORPORATION 
Sturgis, Michigan 





“AAA A AD 





eb i 
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SIMONSON 


For Vertical Letter Files, Ledger | 
Check Files, Are 








patent GENUINE UNLESS STAMPED U. S. 
ATEN T NO. 794,749 ON METAL TIP. 





none A. Simonson & Co. 






Manufacturers 


PATENTED 
Posting Trays, Card Systems and 
Indestructible 








d 
Send for Free Sample and, ° 


122 S. Michigan Ave., Chicago 























PREFERRED 
wherever modern busi- 
ness needs good pens. 


ESTERBROOK PEN CO. 
Comden, N YJ 






































<A The world famous 
= i Dollar Sharpener 


= 
>> ; Wise Stationers 


are selling the 
Chicago and 
Giant for 
HOME USE 


Automatic Pencil 
Sharpener Co. 
ILLINOIs 





Piss SPREE PEPER Pee 8 el 


MR. BUSINESS MAN 


Start using WASHBURNE’S PATENT “O. K.” 
PAPER FASTENERS; you'll never stop. 

POINTS! They hold two to twenty sheets of paper 
tight together. Make check stick to remittance letter. 
Easy to put on or take off. Don’t bulk up files. Not 
costly—box of 100 for only 25c. 

Buy ‘em; try "em. 

Start using SANITARY “O. K.” ERASERS; you'll 
never stop. 


POINTS! They erase neatly, ee 2 They are 
always clean. They slip in and out of their metal 
holder “just as easy.” 


Write us for catalogue and prices. 


THE O. K. MFG. CO. 
James V. Washburne, President 
Oswego, New York, U. S. A. 
























| Azora air cushions and twirlers, two 
j highly practical accessories, are 
| making typewriting easier for thou- 
sands of users. Sales, both new and 
replacement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets, 
CICERO, ILLINOIS 








THE AZO AZORA 
~. AIR re) 


Abeve 
| THE AZORA 
| TWIRLER 
' RING 





PAT. DECEMBER 21, 1916 

















The Featherweight Ryeshade 


is constructed 





to protect the 
wearer’s eyes from glaring arti- 
ficial or natural lights or bril- 
Durable, hy- 
light weight. 
Where it touches the forehead, 


liant reflections. 


gienic, adjustable, 








the celluloid is curled, presenting 





a smooth surface. 


The FEATHERWEIGHT EYESHADE CO. 
Merchantville, N. J. 








WEIGEL 
Gold Pen Points 


are leaders in the trade, known for their perfection and 
first quality. Your trade gets 100% satisfaction if you 
use eigel pens. You can unhesitatingly guarantee any 
pen point made by us. We back up our product. 

- Highest Grade Pen Points 
for the 4 x Im- 


printin 

tity os oten ‘aood 

At and size — Mani- 

, Accountante and 
Spotacd Pohete. 


Send today for samples and prices. You'll be glad you 4id. 


E. O. WEIGEL & SON 
587 South Tenth Street Newark, N. J. 
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MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 





For printing 


price tickets, 
numbering 
bins, boxes, 


shelves, etc. 


HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 
SURFACE wood, glass, tin, paper, et by means of a 
lasting sdhesive materia furnished, Made in two sizes, 
Write for prices and discounts to 


HANS H. HELLESOE, 2444 Ainslie St., Chicago 





Easy Grip | 
LISTO PENCILS 


Amazingly efficient. Knurled front barrel in- 
sures easier, firmer hold and absolute relaxa- 
tion in writing. A sturdy, serviceable, 
economical pencil for pocket or desk. 50c 
Surprisingly low priced............... 


In reds, blues, greens, blacks, browns, lavenders. 


| 
} 
| 
| 
DEALERS: This new idea offers a real | 
sales opportunity. Get them early. | 


LISTO PENCIL CORPORATION, Alameda, Cal. 








E 7 zc aa ae 


SILICATE BLACK BOARDS 


Made of the best material thoroughly 
seasoned—Framed or Unframed—All 
Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 
40 Years. 


CORK BULLETIN BOARDS 


Framed or Unframed Sizes 18x24 inches 
Frames are Oak Finished to 4x6 feet 


Dealers write for catalogue 
N. Y. SILICATE BOOK SLATE CO. 
= 20 VESEY STREET NEW YORK CITY 
Te ee ee a a 


B88) a8 8) 8) 8) 5) 2 
——_——————a—eeee 





XTRA—Just out! 


CONFIDENTIAL WHOLESALE 
CATALOGUE No. 375 


24 pages full of information. . . Information and Prices 
on all makes of Typewriters, Adding Machines, Calcu- 
lating Machines, Duplicating-Addressing-Folding-Ma- 
chines, etc. 

Write, Phone or Wire for your copy today! 


PELIABLE 


Typewriter & Adding Machine Corp 
‘All That the Name Implies" 


170 W. Washington Street, Chicago, IIl, 











> KLEEN KWICK KLEENER 


A Liquid Cleaner 
**THREE KAY” 


Cleans Typewriter Type 


CLEANLY EFFICIENT 
ECONOMICAL 
QUICK HARMLESS 


Simple, Direct, Practical; 
not a fa 


Result of 25 Years’ Ex- 
perience and Research. 


Full directions with 
50c each bottle. 50c 
Ask for liberal dealers discounts 


E. E. PURCELL 


Distributor 
Westport Station Kansas City, Mo. 










STOP evertastinc NOISE 





Made for L. C. Smith, Remington, Royal and Underwoon 
typewriters. 

When ordering state make of machine. 

Saves repair calls, does away with desk drumming, makes 
cagguasees more quiet and snappy. 

he typewriter is quickly and automatically attached and as 

quickly removed, without tools, from the desk. 

Sold at all offices of The L. C. Smith & Corona lypewriters 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 

















Year Round Profits 
in Desk Pads 


Year ‘round profits are customary with Hoffman's 
Never-Warp Desk Pads because of constant turnover 


The value in these pads is unusual due to concentration 
on specialities of great usefulness. The sixty styles enable 
you to comply with almost any request. At this season 
your stock should be complete to handle the summer 
call for conveniences which lessen office drudgery. Ask 
for our catalog with prices and discounts. 


L. HOFFMAN 


145 Lafayette Street New York 





PRECISION 
PLATENS 


For Typewriters, Multigraphs, Adding Machines 


Recovered with best black Rubber, non-blooming. We 
originated grinding on cylindrical dead centres, insuring 
same accuracy given engineers’ instruments. Delivered 
free in U. S. 30 years’ experience. New catalog and 
price list ready. 
Special Bargains in Complete Platens. 
We specialize in making ribbons for the trade. 


BUSHNELL MFG. CO. 


125% W. 3d Street Los Angeles, Cal. 
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Quick Sellers—Big Money Makers 


“Instant” Des 


«od Handy Files 
Their pocket pages keep 
papers in order but instantly 


accessible, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 
dex tabs. 


Idea Books 


with pasteless pocket pages for 
news clippings, striking advts., 
etc. The storehouse for val- 
uable ideas, instantly accessible. 


Albums for Every Purpose 
Autograph, Camera, Portrait, 
Postcard, Disc Record, Greeting 
Card, Memory, “Each Day’s 
Doings.’""—Girl’s 6-yr. Diary. 
Scrap Books a 
- Double Dummy Bridge Boards 
Write for prices and special discounts 


W.C. Horn, Bro. & Co, ¥s:; 200 Sth Ave., New York 











LEON ISAACS & CO. TURNER &HARRISON 
GLUCINUM PENS SILVER-ALLOY PENS 


The Slickest Pens Ever Made 


SPECIAL IMPRINT 
PENS 
FOR THE TRADE 


LET US QUOTE OUR PRICES 
Established 1876 


The Turner & Harrison Pen Mfg. Co., Ine. 


FALCON PEN WORKS 
Ulustrated catalog on application. PHILADELPHIA, PA. 








POLK’S 


Reference Book 
and Mailing List 


Orders - Inquiries 


Catalog 
Gives counts and prices 
on over 8,000 differ- 
ent lines of business. 
No matter what your 
business, in this book 
you will find the nun 
ber of your prospective 
customers listed. 
Valuable information 
is also given as to 
how you can use the 
mails to secure orders 
and inquiries for your 





products or services. 
Write for Your FREE Copy 
R. L. POLK & CO., Detroit, Mich. 
Largest City Directory Publishers in the World—Mailing List 
Compilers—Business Statistics—Producers of 
Direct Mail Advertising. 











He has been going all over the country 
for more than forty years, on— 


BEACH’S 


“Common Sense” 
Travelers’ Expense Books 


We have just given him new clothes 
and a shave. 
There are mew calendars in the books, 


too—for the last half of 1928 and all 
of 1929. 


Order Your Year’s Supply Now 


BEACH PUBLISHING CO. 
1351 Book Bldg. Detroit, Mich. 














ENTIRE 
PRODUCTION 


sold until Feb. 1st, 1929 


KOBLER & CO., Inc. 


Manufacturers of Kobler Copyholders 


11 West 42nd Street New York 





Speed Up Your Business 


Air mail speeds up busi- 
ness. Gets information 
out days sooner. Gets 
orders back quickly. 
Grasp this latest opportu- 
nity. Sell air mail sup- 
Plies and Hanson Air 
Mail Scales. 





Hanson Air 
Mail Scale 


Write for latest informa- 
tion about Hanson Air 
Mail, Postal, Parcel Post 
and Bath Scales. 


Hanson Bros. Scale Co. 
539 N. Ada St., Chicago 











arki] 
> ALL-VISIBLEcS 


chemically welded seams. Shop 
Record Protectors, raisable faces. Loose Leaf name-line 
Indexers for credit and other lists Transparent signals. 
Celluloid Card Cases, etc., for industrial uses. 


Celluloid Envelopes with 


There’s a nice profit for Stationers with the 
Markilo All-Visible line. Write for samples 
and proposition. Samples, etc., on request. 


MARKILO CO., 936-C West 63rd Street 


Chicago, U. 8. A. 























BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
uires no expensive per- 
orated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as a 
full case of cards. 


When a card is with- 
Grawn the others are 
not only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 


In writing, please mention “Office Appliances.” 


Improved Boehner Binder Co. 


142-144 Fox Street Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravera 
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Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 








GARDNER'S HOT 
GOLD LETTERING 
MACHINES 





Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 


709 Pine St. St. Louis, Mo. 








But TAg Cano CASE 








{THOMPSON TIME STAMPS) 


Record the hour and 
minute A.M. &P.M., 
firm name and char- 
acter of the transac- 
tion—such as Re- 
ceived, Sent Out, 

Started, Finished, etc. Printe on yy — 


TELLS WHEN THINGS HAPPEN 
Special Seth Thomas Movement with Jeweled 
Balance. No soft mietal used in construction. 

Used by prominent firms all over the world, MODELB hasthe 
Repeat orders will follow the first sale. Write for folder 5 shesteluae 


THE THOMPSON TIME STAMP CO., Inc- 












= West 23rd Street New York, N. wot 
















The only 
brush that | 
thoroughly | 
cleans all parts | 
TYPEWRIT- 
<< ERS, OFFICE AP- 
PLIANCES AND DE- 
VICES, Typecleaning end 
made of stiff China Bristles, 
General cleaning end made of 
substantial Came! Hair. 
attractive colored display 
ith each order Big profit to 
Write for interesting prices. 


ARTHUR W. HAHN, Dept. A. 


32 Years of Brush Manufacturing York |) 








195-203 Lafayette Street, New York 





CHAMPION 
Window or Display Hooks 





“SECURITY” 
Pen and Pencil Clips 






I STA-FAST Paper Clips 
in sizes Ne. 0, 1, 2,3 & 4. 





L. D. VAN VALKENBURG CO., Holyoke, Mass., U.S. A. 





AW FABER 
ORIGINAL 
THIN LEAD * MECHANICAL PENCILS 
“THE WORLD'S STANDARD” 
RED PURPLE BLACK 
BLUE YELLOW WHITE 
GREEN BROWN INDELIBLE 
FIRM =- SMOOTH @ UNIFORM 


NEWARK, N 








AIR MAIL 


and Parcel Post Rate 
Reductions are now in 
effect with greatly ex- 
panded mail service. 


Over 125,000 
TRINER SCALES 


are now used by the 
Post Office Dept. for 
computing and recheck- 
ing mail and parcel post 
up to 70 pounds. 


TRINER SALES CO. 


53 W. Jackson Boulevard Allmail Computing 
CHICAGO, ILL. 4 Ib. Scale. 




















EC ARANTEE 


PERFECT MACHINES LOWEST PRICES 
—-SPECIAL DISCOUNTS TO DEALERS 
WRITE TO FLAVEN, MANHATTAN BLDG., CHICAGO 





EXECUTIVES; 
CA Lealoprr pe J 
and 


EXECUTIVES: 
B) caso ae || 


, 
a eed 


Patented and 
Manufactured by 


B. E. LAWRENCE & CO., Inc. 
402 East OhioSt. - - CHICAGO 
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Li business mer 
telephone with 


The“WHISPER-IT” 


sanitary telephone mouthpiece 4. = 


LL? } | 
Ser tells Maelseem come lem dell y 
fetietelahme tehithiate. 


aitteletate me) amet 
little item sure s 
maker. A display 


the trick. A card of ten $6.( 


Try this out nm your mail by use of our stuffer order 
cards. A request will bring you a supply imprinted 


THE COLYTT LABORATORIES 565 W. Washington 


(Engineering) Chicago, Ill 


-KWIKSTIK S| 


The MUCILAGE WITHOUT A BRUSH 

















NO MUSS—NO FUSS 


The Sanitary—Serviceable— Sensible Features of KWIKSTIK 
Make Pasting a Pleasure 


FOUR POPULAR SIZES .... RETAIL AT 
10c + 15¢ + 25c + 50c 


The “Famous Fifty” (50c Office Size) is a 
Consistent Repeater to the Office Trade 


Write for FREE DISPLAY MATERIAL and 
Feature KWIKSTIK for Larger Profits 















KWIKSTIK COMPAN 


3229 S. Ashland Ave..Chicago. 





Excelsior 
Ink Company 


An Ink for 
Every Purpose 


+O+O+O+O+O+e 


319 West Ohio Street 
Chicago, Illinois 


4$O4+O+- S++ S+S+ S++ S++ 





MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 


Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 
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STOCK 


Yue woeoce tree Citance 


Brings Repeat Business 


Clarotype has been a leading seller among 
type cleaners for over seven years and is 
nationally known. It is practical, efficient, 
and economical; is applied instantly and does 
not deteriorate. Clarotype is the one cleaner that stenographers will 
re-order regularly. Liberal dealer discounts. Advertising aids supplied 
FREE. 

Recommended by Underwood Typewriter Co., 

L. C. Smith and Corona Typewriters, Inc. 


THE CLAROTYPE CO., Inc. 64s" 8 
















tabs with the 
cutting scale 


It is so easy to make indexes the 
“E-F’’ Way. You need not guess 
the length, cut them accurately 
along cutting scale. Write or 
typewrite on white or colored in- 
serts, slip insert into transparent 
index. Three wiaths, projection or angular. For ers, 
memo books, files, anywhere you need an index. rite 
for FRE? sample. 

A. Mohier, Mfr., Dept. x., 416 &. Dearborn, Chicago 





















RADIAL DISTRIBUTORS 


Efficient and economical. Will keep corres- 
pondence and papers always on hand and prop- 
erly arranged. The most efficient desk file on 
the market. Made in four sizes. A very profit- 
able item for stationers. 


STANLEY 
BRISTOW 


24 Central Avenue 
West Orange, N. J. 





















A-S-E Transfer Cases 


Roller bearing cases which lock into 
solid stacks—no bolts necessary and 
no loose pieces or fittings. 

Heavy band steel frame—drawer 
completely enclosed — bottoms 
grooved for guides — sides low 
enough for easy access—bolted 
handle—label holder stamped in 
drawer front—dark green baked 
enamel finish. 

These features—together with at- 
tractive prices—make A-S-E Trans- 
fer Cases “Best Sellers.” 


Our dealers and agents proposition 
will interest you. 


ALL-STEEL-EQUIP COMPANY 
Dept. T-1, Aurora, Illinois 




















OFFICE 


RE YOU? 


Are you interested in 
trade doings in 


GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIONER 


a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 


23 


~* 





and general interest. 
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The leading 
trade paper 


for the office equipment 
industry in 


Germany 





BB 
R 





“Biuiro-Bedarf-Rundschau” 
(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 


Germany 
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ORPIN DESKS... and Your 


New Avenue of Profit 


Without en eee yous ane of ——* office ~— Gove By restricting the styles and manufacturing on large scale, 
genuine mahogany and walnut especia esigns will produce : : : , . : 
a very welcome business from professional offices, studios =“ _ able to offer high quality at attractive Aer:  cnegagee,- 
and persons having considerable business or personal corre- combination woods. Let us send you description and 
spondence to attend at home. prices. 

~~ r 
ORPIN DESK CoO., 121 Medford Street, Charlestown, Mass. 


























IS PRICE COMPETITION AFFECTING 
YOUR RIBBON AND CARBON SALES? 


HEN sell Quality —sell Novelty —sell 
Efficiency. 


You don't have to talk Whitedge Carbon Paper 
Show it—it sells itself. 


Whitedge ‘‘Noiseless” carbon paper is clean to 
handle —durable—makes clear copies. 


Stormtex Typewriter Ribbons write like print. 


Write for samples and prices. 


H. M. STORMS COMPANY 


(THE COMPLETE LINE) | 
Carbon Papers Typewriter Ribbons 


561 GRAND AVE. BROOKLYN, N. Y., U.S.A. | 
——— ==] 
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Uniform 


Vertex 


FILE POCKETS 






Quality 
Prices 


Policy _._ BUSHNELL 


No need to specify grade when order- 
ing expanding Wallets and Vertex 
Pockets from BUSHNELL. 


One grade only—hemp rope fibre. 
Prices uniform to all customers. 


A policy of National advertising and 
sampling of products that is increas- 
ing sales for dealers. 


13th & Wood Streets 


Alvah Bushnell Company 


Philadelphia 
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M.B.” 








MON 
BUREAU 


LE MAGAZINE DE LORGANISATION 
COWMERCIALE Z INDUSTRIELLE 
nite@ 


proet tee 





=) 








To us “M. B.” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


This magazine has been in France the pioneer of modern 
business methods; it is the reason why it has gained so high 
a reputation among the most progressive business men of 
this country 


[f you advertise your goods in M. B. you are sure to reach 
the very public that is interested in your goods: office fur- 
niture and general modern office equipment of every descrip- 
tion. Not only will your ads be read by a large and 
sympathetic public but your copy stands every chance of 
being believed, as M. B. in its capacity of an expert in 
sound business methods has won the confidence and affec- 
tion of its readers 


If you want to appeal to the most progressive French firms, 
M. B. is the very medium for your advertising. You need 
not apply to any other. Just concentrate in M. B. Remem- 
ber that its initials stand for ‘“‘“MORE BUSINESS” for you 
and write today for a free copy of this live wire publication 


The Advertising Manager 


“MON BUREAU” 


186, Faubourg St-Martin 


PARIS Xéme Arrt. (France) 


PUPP MG SIGH IH GIGLI GI LI HII HI HHH IHL HL IHS H IHG HI HIGH WON HW HVIINHVIPNSNGNISNSER 
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New and Better Uprights 


Progress means change. Customers expect improvements 
and new things. Manufacturers of office equipment must 
keep step. 

Hence the new 800 line of steel filing cabinets—a line of 
better files, with movable, rustproof slides and solid brass 
hardware. These are made in a variety of colors and in 
both letter and legal widths. 


“, Details Which Make Sales 


The frame is formed by welding eight 16 gauge 
drawer slides to four 18 gauge corner posts. The 
top and dividing sheets between the drawers are 
welded to this frame and the 22 gauge furniture 
steel sides, steel top, back and bottom are se- 
curely fastened on the outside. 

The slides are full progressive, in three 
parts, and made from 16 gauge steel. 
Eight rollers are used on each. Rust- 
proofing is an exclusive feature. 

The drawer fronts are 22 gauge furniture 
steel. Body, liner and backs 24 gauge 
O. P. C. R. steel. Followers are positive 
locking, operating in extra drawer 
channel. 

Send for full 


AURORA 


METAL CABINET WORKS 
AURORA, ILL. 



























details and prices. 





No. 851 


No. 841 Letter Size Fi D 
ve Drawers 


No. 842 Cap Size 




















Many 
Customers 
Want 
Long Wear 
and 
Good Looks 
for 
Little Money 





CS 


Alma desks are not the cheapest on the 
market but we believe they are the best low 
priced product it is possible to build. 
And they cost so little more than the 
cheapest, give so much more in good looks 
and long wear; it is no problem at all to 





ALMA Furniture Co., High Point, N. C. 


sell your economy minded customer on 
choosing Alma. 

The desk shown is the 42-inch size of the 
complete 1100 line, finished in Mahogany, 
Walnut or Oak with quartered tops. Write 
for interesting data on Alma desks. 
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A Straight LineTo 













All over the country—in hundreds of dealers busi- 
nesses, Terrell’s Storage equipment is daily proving 
a real profit line. Terrell cupboards are adaptable to 
so many different storage requirements that their 
popularity is easily understood—and easily capitalized 


~ TERREL 


Storage Equipment 


Twenty-five stvles and sizes make the | Thi B k 
Terrell line complete—every storage need S 1S 00 
is successfully met. i| 
In Your Files? 


They are sturdy in construction 



























good 





looking in mahogany, oak, walnut, and 
olive green finish—and priced to sell at a 
moderate price with a good profit margin 


for you. 


look into this Terrell proposition now; 

it has made money for hundreds of dealers 

it will make money for you. Note that 
word now! 


This Catalog 
has a real 

place in your 
business, write 


TERRELL’S EQUIPMENT COMPANY 


Grand Rapids Michigan 





IFFICE APPLIANCE 


Thousiiad of —_ business 
people intently interested in 
seeing the latest and most 
approved office methods 
and equipment will meet 
those who believe in the 
merit of their product and 
the value of their service 
----at the 


NATIONAL BUSINESS SHOW 


San Francisco 

At the Civic Auditorium April 8th to 13th, inc. 
New York 

At the Grand Central Palace October 21st to 26th, inc. 
Chicago 

At the New Stevens Hotel November 11th to 16th, inc. 


“Tt’s the personal contact that counts” 


NATIONAL BUSINESS — COMPANY 


Incorporat 


Frank E. Tup ie siden 


50 Church a. San Francisco 


arborn St Monadnock Building 


nter, banienes NEW YORK Waldo T. Tupper, Manager 
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A neater letter ~ 























quicker, better” ; 


HE Woodstock Typewriter is the most improved and modern 
typewriter manufactured today~-it embodies the most scien- 
tifically chosen and carefully approved mechanical perfections. 


The Woodstock is compact, simple, sturdy, easily operated, smooth 
running and absolutely dependable. 


It is a joy of accomplishment to operate a Woodstock; the versatile 
machine built for a long, long life of Good Work --Well Done. 


There are hand operated Woodstocks, also the Woodstock Electrite, 
powered by electricity. 


Write for further information. 


WOODSTOCK TYPEWRITER COMPANY 


35 E. WACKER DRIVE ~ - CHICAGO, ILL. 


























D+: THROUGH SERVICE 


— 


WORLD'S STANDAR 








~~ ; as 
es? c 
wo a ~ 


IN INDUSTRY 


ATCHING turn of wheel with tap 
M of key... recording and making 
possible Industrial Progress in every 
civilized country .. .the Underwood 
Standard Typewriter has done its 
work so well that it has been chosen 
by the majority. § No matter what 
your typewriter needs may be there 
is an Underwood that will satisfac- 
torily meet your requirements. § Ask 
our nearest representative to dem- 
onstrate the Underwood —the 
machine that Speeds the World's 


Business. 


UNDERWOOD 


The. Machine You Will Eventually Buy 


*+>NEARLY 4,000,000 NOW IN USE ¢* 








